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Replica of Paul Revere Bowl, One of the Silver Testimonials to Be Presented to the American World Flying Aviators by the 


Boston Chamber of Commerce 
(See Text on Page 103) 
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word in Plated Flatware. Only a 
few months on the market it has 
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already proven itself a great success, 
surpassing our highest expectations. 
The Louisiana, exceptional in its 
beauty, offers the Jeweler a flatware 
pattern which promises to be a “big 
seller”. 
Prices and illustrations 
furnished on request. 


ALVIN SILVER COMPANY 


New York Chicago San Francisco 
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The New Fall Suits and Tailored Jewelry 





| By Isabelle M. Archer 




















ATTY, crisp smartness, that is the aim 

of the modern, fashionable costume, and 
it is this very acme of smartness that finds 
realization in the latest coat-suits. These 
suits are comprised, when of very first rank, 
of a slightly fitted coat and a wrap-around 
skirt. They are quite straight of line, as is 
the order of the day in all and every cos- 
tume, and they have particularly that swag- 





ger and boyishness that is considered so 
essential in the Fall tailleure. 

Jewelry for wear with these smart suits 
must be of like flare and modishness and it 
is designed and worn with the greatest 
amount of planning and forethought. It is 
a youthful, happy, well-groomed style, full 
of life and vividness, trim and neat with a 
Most telling contradiction to its consistency 
in the extravagant originality of its finishing 
details, 

The garconne style has for its tailored 
suit a cloth coat and skirt and a tailored 
silk over-blouse. Its hat is a small, almcst 
brimless Shape, a far cry from the former 
cloche or mushroom form. This new hat is 
high of crown and its only trimming, a ‘leep 
band of gros-grain ribbon with a crown- -high 
tuching of the ribbon at one side of the hat. 

his trimming copies the severity ‘of the 
Coachman’s cockade but it has as an integral 


part of the rosette, a gem-studded hat-dart 
that flashes with brilliant colors and 
brightens the whole hat, 

This hat is worn decidedly low over ex- 
tremely short bobbed hair. A pair of ear- 
rings give breadth to the contour of the face 
and add to the distinction of the ensemble. 
There is a high collar or a soft stock, and 
the coat fits closely around this. The tie 





TAILORED JEWELRY FOR THE NEW FALL SUITS 


used when the collar is a formal tailored 
affair, holds a scarfpin to match the design 
or the gem-setting of the hat-dart. When 
the stock form is used, then the pin is one 
of the new collar holders. The coat is on 
the latest model, straight of back and 
pinched in at the waist line at the sides. 
The lines of the skirt are trim and straight, 
narrowing ever so slightly toward the hem. 
There may be piping for trimming or folds 
of the material may be used to accentuate 
the upright lines of the contour. Cuffs of 
the suit cloth or of black satin finish the 
tight-fitting sleeves and a small _ breast 
pocket is placed at the upper left of the coat. 
In this pocket a handkerchief is tucked 
when the watch is worn as a bracelet-watch 
on the wrist, but when a fob hangs from the 
watch in this little pocket, the daintily tinted 
silk handkerchief peeps from the sleeve cuff. 

The gloves are to be those new silk-lined 


white kid gloves, with the colored em- 
broidery on the backs and on the lining. 
They are worn with the lined cuff turned 
back and several gemmed bracelets, repeat- 
ing the embroidery colors in the gems set in 
their platinum mounts, are placed over the 
white kid partly to hide beneath the fold of 
the cuff. 

The shoes will be the favorite strapless 
pump, with or without a tongue and buckle, 
and the stockings will be white for the 
smartest ensembles. If a bag is carried, it 
will be one of the medium-sized under-arm 
bags of silk or finest leather mounted with 
platinum corner pieces and with a diamond 


encrusted monogram plaque on the bag flap. 








In place of the large arm bag, there are 
used the newer very numerous small pieces 
for the pockets. These include three differ- 
ing sets of tiny cases and folds. There are 
the cases for the smoking things, the vanity 
pieces and the money holders, the bili folds 
and change purses. Great effort has been 
put into the planning and designing of these 
little jewelry dress accessories, and wonder- 
ful beauty is the result. The forms and the 
materials are perfectly fitting for the pur- 
poses to which these fascinating contrivances 
are put. The effect of the more exquisite 
among the tiny boxes and cases, is the same 
gained by the historically famous and ex- 
tremely beautiful enameled snuff boxes. The 
new devices are constructed of gold or plati- 
num or they are carved from one of the 
colorful gem-stones. Sometimes they are 
enameled, but seldom is this mode of decora- 
tion used to cover the entire surface of the 
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TERN Bros 6 Co- 


DIAMONDS 


Announce the removal 
of their New York office 
from 68 Nassau St. to 


2 W. 46th St. 






































Diamond Cutting Works 
68 Hunters Point Avenue 
Long Island City 





CHICAGO: 31 No. State St. 


AMSTERDAM: 16 Sarphatistraat 
ANTWERP: 48 Rue Simons 
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box as it was in the best French period. It 
makes the central panel in the form of a 
miniature surrounded with diamonds, or it 
appears in the plique-a-jour enameling for 
the border to some gem encrustation. 

The carved boxes are fortined from whole 
sectiuiis of gem-stones. Jade is, of course, 
very popular for these enticing pieces, but 
many other gem-stones have taken share in 
this new province most successfully. The 
agates and sards, onyx, lapis-lazuli, tur- 
quoise, amber, tourmaline, coral, moonstone 
and rock crystal have all been carved for 
these new pocket pieces. 

They are all extremely small for they 
are made especially to fit neatly into the 
small pockets found both inside and outside 
of the suit coats and on the skirts as well 
in some of the longer coated suits. Their 
extra adornment consists of the most ex- 
quisite gem setting. Diamonds are highly 
favored for this work, but the colored gems, 
sapphires, emeralds, and rubies, as well as 
topazes, garnets, amethysts, opals, peridots 
and pearls are also used for this added gem 
studding. These trimming gems are faceted 
and patterned in rows of fanciful tracery for 
borders either narrow and even or with 
broadening corners, 

Jewels and pocket pieces alike are in- 
tended to be used to bring elegance and dif- 
ference to the smart tadleure. Surely with 
all their inherent beauty nothing in the way 
of added accessories could better gain that 
end. They emphasize the color chosen for 
the contrasting note, the tone seen in the 
piping, braid, buttons, glove, embroidery, 
scarf and handkerchief tint. The costume 
color of dark blue, dusky red or brown, deep 
green or of the tan shades and black and 
white will be offset with brighter hues of 
the same color or with one of the best direct 
contrasts. ; 

Beside the boyish coat-suit there is an- 
other favorite among the Autumn styles that 
will be seen in great variety of detail and 
finish, This is the coat-dress. It is spe- 
cifically a street costume and planned for 
both morning and afternoon wear. This, 
according to its basic material and_ the 
elaborateness of its trimming. In contour 
it is either one of the two modish dress 
forms, the chemise or sack type and the 
tunic style, then there is also the Directoire 
coat to be taken into account, but it is for 
later wearing. 

The Directoire influence is shown most 
subtilely in the high neck finish on the coat 
frock sketched at the center of the accom- 
panying illustration. The hat, too, has the 
becoming high crown of the same period and 
the jewels are picturesque in compliment to 
the whole scheme. The gown color is a 
dark but brilliant blue and the revere 2nd 
collar facings are patterned sea green and 
powder blue on a biege ground. In the 
Parure of tailored jewels appropriate foi 
wear with this tailleure, come platinum- 
mounted diamonds and smooth-cut emeralds, 
The jewels include a diamond-studded dart 
for the hat and a matching brooch; a choker 
necklace and bracelets, finger rings and a 
Wrist-watch, 

_ Flanking this sketch on either side are 
Jewels made in the latest manner for the 
strict tailored jewel. These pieces although 
they hold diamonds, pearls and the colored 
gems in their platinum mountings, are kept 
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within the confines of the more severely 
simple designing. They abrocate all claims 
to the ornate and rococco in their ornamen- 
tation, and they are restricted to the geo- 
metric lines in their contours. 

At the extreme left of the illustration is 
a design for an ear pendant in emeralds and 
white jade. The tiny chatelaine watch seen 
next to the ear ring is carried out in 
emeralds so set that they are banked in 
masses to make filled-in forms of pave- 
mounted diamonds. There is a bar pin be- 
low holding sapphires and rubies and across 
on the other side of the central figure, a 
small brooch set with diamonds, an ear-stud 
with sapphires and emeralds in its all-but 
invisible platinum frame; a choker necklace 
of faceted amethysts and sapphires between 
smooth, polished lapis-lazuli disks, and a 
diamond aud onyx bracelet. 

The watch-bracelet shown here is one of 
the new etsmodels. The bracelet frame and 
the watch case are made of finely wrought 
platinum and the gems are closely mounted 
diamonds. The black ribbon of the wrist- 
band is run in and out of the framework 
as ribbon would be threaded through lace 
beading. The two edges of the platinum 
and diamond mount show at either edge of 
the gros-grain ribbon and each little section 
crosses over the ribbon, diamond-studded for 
the front ones and plain platinum for those 
out of sight at the back. 








The Rennes and Hildesheim 
Pateras 





NE of the antique forms, together with 
its name, to retain identity down to the 
present day is the “patera.” The form is 
that of the Greek “phiale.” It is a shallow 
basin-like receptacle that was used to hold 
the libation offered to the gods. A low foot 
supports it. The ancient gold and silver and 
bronze workers spent considerable talent in 








THE RENNES PATERA 


the decoration of these pieces, several of 
which are extant. Sometimes they are sup- 
plied with two horizontal handles. 

The patera was one of the attributes of 
Hygeia, goddess of health. Two worthily 
noted ancient examples of the patera are 
those found in the treasures of Hildesheim 
and of Rennes, the latter reposing in the 
Bibliothéque Nationale at Paris. The Rennes 
patera was found at Rennes, I*rance, in 1774. 
It was stoden in 1831, but was discovered 
under one of the arches of a bridge crossing 
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the river Seine. It is a massive gold bowl, 
23 karats fine and weighing 1 kilogramme 
314. grammes. Its diameter is 25 centi- 
meters. The interior decoration of thi§ pa- 
tera may be divided into two concentric 
zones surrounding the “emblema” (a central 
medallion piece), which is in repoussé and 
carved work. The emblema has representa- 
tion of several personages picturing the alle- 
gory, “Triumph of Bacchus over Hercules,” 
or “Strength Subdued by Drink.” The cir- 
cular zone surrounding the medallion has 
ornamentation on the same subject; there 
are 29 personages and five animals here 
forming a kind of Bacchanalia in which 
Silenus passes by mounted on a camel. As 
outer zone of the patera is a decoration of 





THE HILDESHEIM PATERA 


16 crowns, acanthus and laurel alternating, 
forming borders for 16 lovely gold medals, 
Roman imperial coins of the time of the An- 
tonines. These coins aid us in fixing on a 
date for the patera, for the creation thus 
dates back to the third century A. D. 

As is seen in the illustration, the Hildes- 
heim patera has two handles. The center 
of the bowl is a magnificent piece of silver 
repoussé work with Minerva seated in bold 
relief. The treasure was discovered in 1868 
buried near Hildesheim, Hanover. Both the 
above masterpieces testify to the wonder- 
fully high degree of craftsmanship in the 
precious metals that had been attained in 
ancient Roman days. 








Spontaneity in Art 
RUE art is a great deceiver. The artist 
genius delights to build up a structure 

of childish simplicity in its beauty, one that 

produces the impression of easy creation. 

W. H. Wright, in “The Creative Will,” de- 

fines the actuality in the following few 

words: 

“Spontaneity, the word as applied to a 
piece of art, means only that the finished 
work has a fresh and enthusiastic appear- 
ance, as if it had been accomplished with 
ease. Spontaneity, the fact, means that no 
matter how long or how painful has been 
the evolution of the creative work, each 
element and part has been done with a sus- 
tained interest. The whole may have been 
changed a score of times in order to achieve 
the vision. Once finished, however, the 
vision lives and is ever young. The youth 
of it makes it appear as having been an 
easy achievement.” 








The Powell Jewelry Co, has moved from 
Woodward, Okla., to Stroud, Okla. 
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A Word About Merchandise on Consignment and the 
Laws That Govern It* 





By Elton J. Buckley 




















SUPPOSE the greater number of the 

readers of these articles, no matter what 
line they are in, occasionally ship or receive 
gouds on consignment. Therefore they may 
be interested in the answer to the follow- 
ing received from a New York correspon- 
dent :— 


“If you can spare the space, will you 
please discuss the question of buying 
on consignment. We are frequently of- 
fered goods on consignment and we 
would like your opinion on how the bills 
and forms or contracts should be worded 
for the retailer’s protection.” 


Goods shipped on consignment are of 
course goods that are not sold, but which are 
shipped to a distributor, wholesale or re- 
tail, to be sold by the latter if possible. 
When sold the distributor deducts his part 
of the deal and remits the balance to the 
shipper. The distributor’s part may take 
the form of a mere commission on the sale, 
or it may represent a profit. For instance, 
the shipper may consign goods at $1 a dozen. 
The distributor fixes his own price and re- 
sells. He then remits to the shipper at the 
rate of $1 per dozen, the shipper having 
no interest in the resale price. 

If the goods aren’t resold by the distri- 
butor, they are of course returned to the 
shipper. 

This correspondent wants to know how the 
bills, forms or contracts should be worded. 
There is never any reason for any- elaborate 
contract or billing system when goods are 
consigned. The only real requirement is 
to see that there is something in writing 
which makes it clear that the goods aren’t 
sold to the distributor, and that there is no 
obligation on the distributor to pay for 
them unless they are resold. If the con- 
signment is arranged, a simple letter by the 
shipper to the distributor, to the effect that 
he is shipping such and such goods on con- 
signment, being particular to use that phrase 
or words equivalent to it, is sufficient. The 
distributor should acknowledge the receipt 
of the letter, or of the goods, taking pains to 
state that the goods are received on consign- 
ment. Nothing more than these two letters 
is needed to clearly reveal the transaction 
a8 a consignment and not a sale, and so pro- 
tect everybody’s rights. With these docu- 
ments in existence, the shipper can’t claim 
that the distributor bought the goods, nor 
can the distributor claim that they belong 
to him. 

What liability is the distributor under as 
to the protection of the consigned goods be- 
lore they are sold? Only very limited lia- 
bility. Where goods are shipped on con- 
‘ignment the law calls it a bailment, a spec- 
‘al sort of hailment called a bailment for mu- 
tua! benefit. In a bailment for mutual bene- 
it the bailee, that is the distributor in cases 
of consignment, is liable for loss or damage 
to the goods only when he has been guilty 
of negligence and so has aided the loss or 


ee 
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damage. If they are stolen, for instance, and 
the distributor hasn’t negligently helped the 
theft along, he is not responsible and the loss 
solely falls on the shipper. I remember one 
case in which a warehouse containing a large 
quantity of consigned goods was burglarized 
and half the consigned goods taken. The 
shipper demanded that the distributor make 
good the loss on the ground that had he em- 
ployed a watchman the burglary would not 
have happened. The distributor refused and 
the matter got to court. The court held that 
as there was no evidence that it was cus- 
tomary to employ a watchman for such a 
storehouse as this, failure to do so was not 
negligence, and the distributor wasn’t liable. 
There are other cases in which the same 
question arose, but in those there was evi- 
dence that watchmen were usually employed 
and the court therefore held the distributor 
guilty of negligence in not employing one. 

Here is the law of a distributor’s respon- 
sibility for goods consigned to him, con- 
densed from a work of high authority :— 


When a bailment is for mutual bene- 
fit, the bailee (distributor), in the ab- 
sence of a special contract, is held to 
ordinary care in relation to the goods 
which are the subject of the bailment, 


and is responsible only for ordinary 
negligence. In the absence of special 


agreement the bailee (distributor) is not 
an insurer of the goods consigned to him, 
and is not responsible for losses result- 
ing from other people’s negligence, from 
accident, from fire, or storm, the perils 
of the sea, unprecedented floods, burg- 
lary, robbery or theft, or acts of God. 
If, however, loss by fire is such a danger 
to the property as should have been fore- 
seen by a person of ordinary prudence, 
then it is the bailee’s (distributor’s) 
duty to exercise such precautions to pre- 
vent a fire as ordinary care requires, and 
to make such provisions for the care of 
the property and for its rescue and pres- 
ervation in case of fire as ordinary pru- 
dence dictates. 


In another case where goods consigned for 
sale were lost. the distributor had signed a 
contract that if the goods weren’t resold they 
should be returned, and that while he had 
them in his possession he should “keep the 
stock in good, clean condition and pay spec- 
ial attention to forcing the sale of the old- 
est goods on hand, thus making every effort 
to prevent the accumulation of old or shelf 
worn goods. The goods got damaged and 
shop worn and the shipper entered suit for 
their value on the ground that the dis- 
tributor hadn’t kept them carefully. The 
court ruled that all that the distributor had 
to do was to follow customary methods in 
the handling of the goods; that “he was not 
expected to keep the goods covered or con- 
cealed, and was not liable for such damages 
to any portion of the goods as were natur- 
ally and necessarily incident to efforts to sell 
in accordance with the custom of the trade.” 
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I should say that in the usual case of 
consignment, the distributor, if he sells, is 
liable to the shipper for the price, even if 
the distributor’s customer doesn’t pay him. 








Condition of the Pforzheim Jewelry 
Industry 





CCORDING to a statement concerning 
the Pforzheim jewelry trade appearing 
last month in the Frankfurter Zeitung, evil 
conditions prevail in that formerly busy city. 
The newspaper’s correspondent says: 
“Whereas, in the first months of the year 
the German business in genuine goods took 
on another rise, it now halts entirely on ac- 
count of the need of gold. The effect is here 
greater because the Pforzheim industry, such 
as is rarely the case with any other, is built 
on credit. The procuring of the principal 
raw materials (gold, platinum, precious 
stones, etc.) calls for sums which in normal 
times could, as a rule, be obtained through 
credit. With the falling off of this the pur- 
chases of raw products could only be done 
with cash and this possible only in quite 
reduced quantity, for the sales of Pforzheim 
goods are made on long-time credit. The 
German wholesaler, through whose media- 
tion the sales are produced generally, is no 
more in position to buy, for his customer, 
the jeweler, is likewise no more able to pay. 
“The export business, since the stabiliza- 
tion of the mark, is quite prostrated and for 
several reasons. The duties play a great 
role, which in their present form, when the 
exchange conditions were altered, are no 
longer appropriate. They create a weighty 
base for the greater dearness of the German 
jewelry wares abroad, which is substantially 
supported in that France, in the world mar- 
ket, through its exchange value, has received 
an advantage. Added to this comes the con- 
vulsion (political unrest, bad crops, etc.) 
in the countries overseas, which were the 
chief sales territory for the export jewelry 
trade, works hindrance, quite overlooking 
the fact that, over there, where, during the 
German inflation period, the jewelry goods 
were “pumped full” (volgepumpt) they must 
be sold first. These customers also know 
how to make use of the temporary distress 
in Germany and again ask credit up to six 
months. : 

“The condition is best seen in the rise in 
figures of the part-time workers and the 
unemployed. While in May, in 14 works, 
4,490 persons had part-time work, the figures 
quickly rose in June to 135 works and 11,038 
persons. But today there are already 205 
works and 14,581 part-time employes re 
ported in the jewelry branches hereabouts. 
* * * One would not go wrong in asserting 
that in all the jewelry works, which number 
about 1,000, there is more or less part-time 
work and to the extent that these firms close 
entirely whole weeks at a time. Quite a 
number of the smaller works, to be sure, 
achievements of the inflation period, have 
already gone into dissolution entirely. * * * 
The same unfavorable situation confronts the 
Gmiind jewelry industry, for it is built up 
and works under exactly the same conditions 
as those of Pforzheim.” 








William L. Culver has moved from 
Sylvania, Ala., to Ft. Payne, Ala. 
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At Paris, France 
In the group of HELLER controlled laboratories 
producing a variety of qualities. 
At Geneva, Switzerland 
In the largest plant of its kind in the world, making 
the Deltah iridescent pearl necklaces. 
At Long Island City, N. Y. 


In the newly established HELLER American Labora- 
tories now s’‘arting full production. 














This is your best protection in buying—your 
assurance of QUALITY with VALUE. 
Your wholesaler carries stock to give you 
efficient service. 
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Canadian Imports of Clocks, Watches, Jewelry and Gems 


Toronto, Can., Aug. 28.—The monthly report of the Trade of Canada for June gives 
the value of imports for home consumption in the jewelry and allied trades 








Month 
of Jitne 

a 

1923 1924 
0 Ee LO TT Te A eee ee eee United Kingdom ........ $3,649 $719 
United States: .ccecicciiess 27,623 20,999 
PEACE KEPeCRR OPS K45-550 628 1,829 
COTA 4.6.0 5:6 0540s sees 17,877 23,520 
Co eee ee 4,873 4,427 

Netherlands 2.060000 15 ae 
SWHSETIONE cc0veccwens ee 458 
Other countries ......... 2,178 
SED. a2tewdaacteess 54,665 54,130 
PEE. saisbasdssoswee sid eeeedancenrs United Kingdom ........ 396 312 
United States .....-0600 521 585 
eo 57 495 
COTE 65-0 Swern nd ieans 2,215 1,870 
Switzerland .....ccccecs 5,505 11,657 
Other countries ......... 1,137 wanes 
| ee a 9,83 14,919 
Watch cases and parts thereof, finished United Kingdom ........ 259 179 
OP NMED Gusbsaatiheaes a cmewseeeu United States 2. ccccacs 15,150 6,571 
PROMMO ibev sees weenansae sae 11 
SWHOGTIONE 6050 0s cncewes 5,561 7,081 
Other countries ......... 147 
WEED Voc raeeMSvOw as 20,970 13,989 
Watch actions and movements and parts United Kingdom ........ 91 260 
thereof, finished or unfinished, includ- United States ........... 33,396 19,532 
ing winding bars and sleeves.......... i ere ; 20 489 
ed rr 65,187 53,683 

Other countries ......... 4 eeBaletea 
WOME? 66:0 seeensewad 88,628 73,964 
DONS: DOME 25 e aieeese se sueacienasy Urited Kingdom ........ 17,314 16,375 
United States occ... 05 44,887 46,483 
Czecho-Slovakia ......... 6,371 11,843 
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HUB HONORS AVIATORS 


Silver Replicas of Paul Revere Bowl to Be 
Presented to American World Fliers by 
Boston Chamber of Commerce 


Boston, Mass., Aug. 27—The World 
fliers are expected to arrive in Boston the 
latter part of next week and members of the 
Boston Chamber of Commerce have sub- 
scribed for a presentation to each of the 
fliers of a sterling silver replica of the bowl 
made by Paul Revere. The bowls, one of 
which is illustrated on the front cover of 
this issue were designed in Boston, made in 
Boston, and are handled by Shreve, Crump 
& Low, Inc. Each bowl is engraved with 
the aviator’s name and is thus inscribed: 


Presented by the Members of the 
3oston Chamber of Commerce 
to 
(Aviator’s Name) 
World Air Cruiser 
( Pilot or Mechanic) (Name of Plane) 
U. S. Army World Flight 
on the Arrival at Boston 
the First Landing in the United States 
August, 1924 
The Boston Chamber of Commerce also 
will erect at the Boston Airport a tablet 
commemorative of this landing. Funds for 
both purposes are being raised among the 
members of the Boston Chamber of Com- 
merce; and from the number of contributors 


it is evident that there is full appreciation 
of the exploit of these courageous fliers. 








Man Accused of Embezzlement by Newark 
Jeweler Brought Back from Chatta- 


nooga, Tenn., and Held in 
$3,000 Bail 


Newark, N. J., Aug. 27.—Bail was fixed 
at $3,000 Aug. 25 for Frederick H. Kautz- 
man, brought here from Chattanooga, Tenn., 
under indictment for embezzlement and 
accused under a John Doe indictment of com- 
plicity in the robbery of the Alberts & 
Kautzman jewelry factory in Irvington. 
The father of the accused furnished $3,000 
surety on the embezzlement charge. It is 
understood that, for lack of evidence, the 
other charge will not be pressed. 

Kautzman, prior to his disappearance, 
lived at 218 Nesbitt Terrace, Irvington. One 
indictment against him charges embezzle- 
ment of $358 worth of jewelry from his 
former employer, Edward B. McGlynn, of 
671 Broad St. The other is a John Doe 
bill charging participating in the safe rob- 
bery at the Alberts & Kautzman plant 
Jan, 19, 

Kautzman disappeared last November and 
McGlynn had a warrant issued soon there- 
after for his arrest. His arrest at Chat- 
tanooga occurred when he appealed to the 
police for a night’s lodging. Suspicion was 
aroused when he answered questions 
evasively and Kautzman finally admitted that 
he feared he was wanted by the Newark 
authorities on the embezzlement charge. He 
waived extradition proceedings, 








W. W. Hinton is the successor to George 
Hynds at Acton, Ont., Can. 
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CAREER OF J. H. LEYSON 








Retired Jeweler Formerly of Butte, Mont., 
and Salt Lake City, Utah., Passes Away 
at Hollywood, Cai. 


Carr LAKE City, Utah, Aug. 27.—Word 
was received in this city last week from Los 
Angeles, Cal., that John Hill Leyson, for 
many years senior member of the Leyson- 
Pearsall Co., jewelers of this city, had died 
at Hollywood, Cal., Aug. 20, where he had 
made his home for the past five years. The 
news caused distinct regret as Mr. Leyson 
was one of the most prominent members of 
the trade. 

Deceased who was born in Wales, Feb. 2, 
144, came to the United States with his 
mother and sister when he was about six 
years of age, the family settling in Massa- 
chusetts. As soon as he was old enough 
he began working to help take care of his 
mother. When the War of the Rebellion 
broke out Mr. Leyson enlisted in the Union 
Army and lost a leg at the Battle of 
Fredericksburg. Later he was made a mes- 
senger in Washington and while acting in 
that capacity he called on President Lincoln 
many times. ‘ 

At the close of the war he returned to 
New England, where he learned the trade 
of watchmaker. About 1869 or 1870 he 
came to Utah and went to work for Boyd 
Park, pioneer jeweler of Salt Lake. In 
1878 he left here and went to Butte, Mont., 
where he entered business under the firm 
name of Leyson & Turck. 

It was at this time that Marcus Daly and 
W. A. Clark were leading citizens of Butte 
and they became fast friends of Mr. Leyson. 
The latter became prominent in business and 
financial circles there and amassed a con- 
siderable fortune, as well as establishing a 
wide reputation for honesty and integrity. 

One illustration will show the esteem in 
which he was held by his associates of those 
days. When Judge A. J. Davis, of Butte, 
died he left an estate of $10,000,000. The 
heirs to the estate chose Mr, Leyson as 
administrator. A bond of $1,000,000 was 
requested by the court and that amount was 
subscribed by friends of Mr. Leyson, who 
called at the store and signed their names 
without any solicitation on his part. 

In 1903 Mr. Leyson sold out his business 
in Butte. Prior to that, however, in 1889, 
he had started a jewelry store in Salt Lake 
under the firm name of Davidson, Leyson & 
McCune. This firm later became the J. H. 
Leyson Co. and still later the Leyson- 
Pearsall Co. 

Mr. Leyson remained a bachelor until 
1914, when he was married to Grace W. 
Lunt, of Newbury, Mass., who survives him. 
It was at that time that he came here to 
live, and they resided in this city until about 
‘v€ years ago, when they moved to Holly- 
wood. A sister living in Waltham, Mass., 
_ his mother is buried, also survives 
im, 

Mr. Leyson was known to his intimate 
friends as a man of great culture and intel- 
lect, having a most unselfish, kindly nature. 
le was a great lover of music and did 
much for the advancement of that art in 
this city and State. When the national 
Eisteddfod was held here in 1895, under 
the auspices of the Cambrian Association of 
Salt Lake City Mr. Leyson contributed a 
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gold medal for the best military band. The 
message telling of his death made no men- 
tion of funeral arrangements or place of 
burial. 








ROBBERY SUSPECT CAUGHT 





Man Believed to Be Implicated in San 
Francisco Jewelry Store Hold-Up 
Found in Hotel 


San Francisco, Cal., Aug. 27.—Frank M. 
Brown, who was found in a hotel. after 
he had been wounded, while trying to hold 
up a San Mateo garage, is believed by San 
Francisco detectives to be another of the 
three men who robbed the Huston-Gilmore 
jewelry store, Post and Stockton Sts., San 
(Francisco, of some hundred thousand dollars’ 
worth of jewelry. William Connor, leader 
of the trio, was captured several weeks ago. 

3rown was shot by Robert Rose, pro- 
prietor of the Sunshine Service garage, San 
Mateo, when surprised in the act of burglar- 
izing the place. He fled to San Francisco 
and was later found in the Marymont Hotel, 
516 O’Farrell St., and was removed to the 
San Francisco Hospital to be treated for 
serious wounds. He has been identified as 
the robber of several service stations, ac- 
cording to the police. 








Jewelers Are Warned to Watch for Stolen 
Post Office Money Orders 


PittsBuRGH, Pa., Aug. 29.—Post Office 
robbers continue to be just as active 
throughout the country as ever, with the 
Postal authorities just as alert to catch the 
offenders as ever. With this idea in view, 
the Postal Department at Washington, 
through W. Irving Glover, third assistant 
general postmaster, has again caused to be 
issued a list of postoffices, designating the 
numbers and dates of the postal orders stolen, 
together with the names of the offices from 
which they were taken. It is again re- 
quested that paying clerks should keep the 
numbers posted handy, and be careful about 
accepting orders bearing the numbers indi- 
cated. If they are presented, the postal 
authorities of the community should be 
called immediately. 

The offices from which postal orders have 
been stolen recently and their numbers 
follows: 


Gulfcrest, Ala., Nos. 10996 to 11000, in- 
clusive. Date unknown, 

Indianapolis, Ind., Sta. 27, Nos. 16662 to 
16800, inclusive. July 30, 1924. 

Clay City, Ky., Nos. 29777 to 29800, in- 
clusive. July 6, 1924. 

3urlingham, N. Y., Nos. 5436 to 5600, 
inclusive. July 13, 1924. 

West Stayton, Ore., Nos. 4359 to 4400, 
inclusive. July 22, 1924. 

Fall City, Wash., Nos. 30943 to 31400, in- 
clusive. July 30, 1924. 

Vega, Wash., Nos, 5874 to 6000, inclusive. 
Date unknown. 

Lowell, W. Va., Nos. 10543 to 10600, in- 
clusive. July 24, 1924. 

Wendover, Wyo., Nos. 5597 to 5600, and 
5796 to 5800, inclusive. Date unknown. 








J. P. Taylor & Co., is the successor to J. 
Percy Taylor at Emporia, Va. 
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JEWELER SURPRISES BANDITS 


Hollywood, Cal., Retailer Shoots One Man 
and Captures Another After Attempt 
to Rob His Store 


Los ANGELES, Cal., Aug. 27—Sam 
Prager, 1706 N. Vine St., Hollywood, shot 
and probably wounded one hold-up man last 
Friday, and captured another. The prisoner 
gave his name as Ed McHenry, but refused 
to talk about himself or his companions. 
The police say that he has no previous 
criminal record. 

Prager and his son, William L. Prager, 
were in the store about 10 o’clock when 
three men drove up and parked their sedan 
at the curb in front of Prager’s door. Two 
of them sauntered into the store, while the 
third remained outside. One of those who 








P. & A. Photo ’ 


SAM PRAGER, WHO SHOT ONE BANDIT AND 
CAPTURED ANOTHER 


entered the store was McHenry, who drew 
a revolver and commanded Prager to put 
up his hands, which the latter did. But 
taking advantage of a slight lapse in the 
attention of the bandit, Prager grabbed his 
own revolver and said, “Drop that gun or 
’ll drill you,” according to his statement. 
McHenry was startled and let his weapon 
fall to the floor. 

Then the second man moved his hand 
toward his pocket, but Prager fired at him 
and saw him stagger as it hit. At this the 
third man ran in from outside, took the 
wounded man in his arms and carried him 
to the car, while Prager kept McHenry 
covered, Prager’s son went out and brought 
a policeman, who placed McHenry under 
arrest. When he was searched a six-foot 
length of rope was found in one of his 
pockets, it is reported. With this the man 
probably intended to bind Prager while 
plundering the store, 

Though no blood was found in the store 
or on the walk in front, the police are sure 
the man Prager fired at was hit and are 
confident of capturing him and perhaps his 
companion. The pair were seen to drive a 
few blocks and then transfer to another car, 
which according to the police they are said 
to have stolen. 
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SILVER AS A MOVIE SUBJECT 


Motion Picture Written Around the Use of 
Silver Products Released for Educa- 
tional Purposes 


San Francisco, Cal., Aug, 28—An_ in- 
teresting motion picture has just been com- 
pleted in Los Angeles, for release largely 
for educational purposes. Edward  V. 
Saunders, Coast manager for the Interna- 
tional Silver Co., wrote the scenario, selected 
his players and acted as manager and pro- 
ducer. Capable actors and actresses, por- 
traying types, were selected, and beautiful 
and costly stage settings were introduced. 

The idea of Mr. Saunders was to show 
the use of silverware in beautiful and 
period surroundings, in a manner to suggest 
a “story.” He therefore made the Buck- 
inghams, a wealthy banker and his wife, 
prepare to celebrate their 25th wedding an- 
niversary in their luxurious home.  Invita- 
tions are sent out by Mrs. Buckingham, the 
butler is asked if there is all the silverware 
needed for the occasion and the servants lay 
the table. The celebration is shown and 
more silverware arrives as gifts. To com- 
plete the story might spoil the climax, but 
those who have seen the film consider it 
both beautiful and instructive and_ schools, 
colleges, women’s clubs, etc., are showering 
in requests to be allowed to have it run off 
for them, 

Mr. Saunders says that the purpose of the 
film is to show, not only the part that silver- 
ware plays on dining occasions, but its 
decorative and practical value in the home. 
“Whether the hostess uses sterling, or the 
more moderately priced silver plate is op- 
tional. The same effect is obtained, the 
same pieces can be had in either quality.” 

Mr, Saunders, just back from the south, 
with “stills” of his motion picture, was busy 
opening letters, asking that it be shown for 
many organizations. Dealers are arranging 
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to have it shown in a number of theaters, 
in the south, and elsewhere. 


Milwaukee Jewelers Offer Prizes to All 
Golfers Who Make a Hole in One 
Shot On Local Course 
MILWAUKEE, Wis., Aug. 28.—The favor 
of golf fans in Milwaukee county is being 
courted by the Goldman Square-Deal 
jewelry store of this city, in a unique and 
commendable manner. Members of the store 
force are golf enthusiasts from away back 
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themselves, and are admirers of expertness 
in the fine points of the game. In order to 
reward masters of the gentle art of club 
wielding for particular prowess on the links, 
and incidentally to win for their firm some 
valuable publicity, they have offered a gold 
golf ball, regulation size, mounted on a 
suitable pedestal and inscribed with full in- 
formation regarding the achievement, to 
every golfer who makes a hole in one. 
The ball, as shown below, is a clever 
creation, and one that will look well on the 
mantel or desk of the winner. Because of 








ACTORS AND ACTRESSES IN THE MOVING 


PICTURE 


WRITTEN AROUND “SILVER,” BY E. V. 


SAUNDERS, WHO IS SHOWN SEATED IN THE FOREGROUND 














TABLE DISPLAY JN THE MOVING PICTURE STORY ON SILVER JUST FILMED AT LOS ANGELES 


the difficulty of making the hole in one 
shot, the trophy is naturally one that will 
be highly prized by the winner. 
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Jewelry Fashions at Ostend 








Bobbed Hair of America and British Tourists Bring Out Many Novelties, 
Clasps and Combs—Long Sautoirs Not Now Worn at Night—Many 
Rings on the Hands and Large Rings and Bracelets in Evidence 























Ostenp, Aug. 18.—It is the height of the 
season at Ostend this week. Everyone in 
Belzium goes away for the National Fete, 
Aug. 15, and usually remain at the sea for 
a few days longer. But although there are 
naturally many Belgians at Ostend this Sum- 
mer, the bulk of the tourists are either 
American or British and Americans pre- 
dominate. Ostend naturally attracts the 
richest and best dressed of the tourists and 
it is at the Casino of an evening that some 
of the finest jewelry in Europe may be seen. 

In the great concert hall, people in eve- 
ning dress sit listening to the music, and it 
is noticeable that there is practically nothing 
but bobbed hair at Ostend, implying all that 
it does to the jewelry trade. An entire 
novelty with bobbed hair was a tiny clasp, 
worn to confine the loose hair just beginning 
to cur] at the nape of the neck. The clasp, 
which is carried out in diamonds or pearls, 
fine stones- of other kinds also being used, is 
worn a trifle on one side, and slants at an 
acute angle. 

All kinds of round combs, set with pearls 
for the most part, are worn in the bobbed 
hair, while in some cases small side combs, 
worn at an angle were also seen. But as a 
general rule the bobbed head was almost 
without ornament, excepting always the tiny 
clasp or brooch worn in front when the hair 
is parted. 

There is a decided inclination to wear all 
kinds of ornaments at an acute angle on one 
side of the gown, the straight line so popular 
last Winter now being eschewed. For ex- 
ample almost every woman was wearing a 
barette. It was small and placed on the left 
side of the gown, at an acute angle. This 
style is superseding the very long barette 
worn horizontally. Sometimes a tiny butter- 
fly, its wings in brilliants is seen, instead of 
the barette, which tends to get broader, and 
which is broad and thick towards the center, 
tapering off at the ends. 

Practically no long sautoirs, to take one 
or two turns around the neck, such as are 
worn for mornings are seen at night. The 
small pearl necklace, just reaching around 
the neck is practically the only wear. For 
young girl or stately matron, it is the same 
thing; no great, gaudy display of necklaces 
is admitted. 

In the gambling games where only people 
in the fullest evening dress are admitted, the 
women’s hands and arms flashed with won- 
derful gems. The rings were simply piled 
on. Four on one finger is no unusual thing. 
The last finger joint of the first and second 
fingers is quite covered as a rule. There is 
no sort of method. A solitaire ring, with 
an immense diamond, a hoop of pearls, with 
another of rubies goes on the same finger, 
while the next one is almost hidden beneath 
Plain gold rings, beautifully carved. Stones 
seem to be almost too large to be genuine, 
although there is little doubt that they are 
the “real thing.” 

The riot of magnificence that has been 
applied to barettes and sautoirs is now being 





applied to rings and bracelets. There is 
nothing too big and nothing too handsome. 
The single, handsome bracelet, perhaps in 
wrought gold, in one piece, is worn either 
above or just below the elbow. If worn 
above the elbow it is the only armlet seen. 
The other arm is then quite bare. But if 
the bracelets are worn below the elbow there 
are usually at least four or five and both 
arms are decorated in this manner. Just as 
with rings, anything is worn, provided there 
is only enough, on a kind of “pile it on” 
principle. This is particularly true when 
full evening dress is worn. With this the 
tiny pendant is much seen. A _ huge stone, 
set in platinum, is suspended round the neck 
by a slender chain in the same metal. 
Rubies, glowing red are favorites for this 
type of pendant, while sapphires, emeralds 
and pearls are also seen, but some type of 
red stones has the preference for this special 
ornament. 

At the theatre attached to the Casino, 
there is also a profusion of jewels. On the 
stage there is an inclination to wear flexible 
gold bracelets composed of a number of 
oblong or square plaques, which are beauti- 
fully engraved or wrought. Armlets made 
of heavy chainwork are also seen. Three or 
four bracelets, worn on the arm between 
wrist and elbow all to match are seen, some- 
times these ornaments are in oxidized silver, 
sometimes in dull surface gold. Filagree 
work is also seen some times in the slenderer 
type bracelet, such as was very popular in 
the years gone by. 

Everywhere of a night, the very smallest 
of wrist watches are seen, but almost always 
with the dial concealed by a jeweled case. 
They thus look more like bracelets than 
watches and it is very difficult to distinguish 
between them. For the watch for evening 
wear is so very tiny that it hardly looks 
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nothing in the shape of bracelet or armlet 
looked almost as if something were lacking 
from their toilette. 

Sleeveless gowns are the rule for full eve- 
ning dress at Ostend, in fact little else was 
seen, even for afternoon and semi-evening 
dress which would go to show that the Raris 
threat of ultra long sleeves has not substan- 
tiated. Indeed modes depend much on other 
things. As long as materials cost so much 
and are so rare it is probable that short 
skirts even for evening wear and sleeveless 
gowns will prevail. For the fashionable 
dressmaker supplies his own material and the 
cost of the costume does not vary greatly 
whether three or 12 yards are required. 
Thus people whose interest it is to know 
what is the coming mode should study eco- 
nomics rather than fashion plates. For the 
fashion papers must print novelties whether 
they are worn or not. It is the scarcity of 
material and its cost which is the most im- 
portant factor in fixing modes.—L. Rem, 








Production of Watch Cases Shown by 
Census of Manufactures in 1923 
WasHIncTon, D. C., Aug. 28—The De- 
partment of Commerce announces _ that, 
according to data collected at the biennial 
census of manufactures, 1923, the estab- 
lishments engaged primarily in the manu- 
facture of watch cases reported such prod- 
ucts valued at $14,722,763, and _ other 
products, such as_ silverware, novelties, 
watch movements and parts, jewelry, and 
repair work, valued at $2,749,312, making 
a total of $17,472,075. The rate of increase 
in the total value of products as compared 
with 1921, the last preceding census year, 

was 26.6 per cent. 

The 48 establishments reporting for 1923 
were located in Connecticut, Illinois, Ken- 
tucky, Michigan, Minnesota, New Jersey, 
New York, Ohio, and Rhode Island. New 
York, with 30 establishments, reported 24.7 
per cent, of the wage earners and 38.5 per 
cent, of the total value of products. 

The statistics for 1923 and 1921 are sum- 
marized in the statement below. The figures 
for 1923 are preliminary and subject fo 
such corrections as may be found necessary 
upon further examination of the returns. 


Per Cent. o 

1923 1921 I pa | 
pattele 48 37 ane 
aah Gris 4,985 4,347 14.7 
ee 30 24 weaa 
a he 649 625 AS 
aa 4,306 3,698 16.4 | 
aan and Nov. 4,580 Jan. 4,483 me 
med Jan. 3,924 Dec. 3,189 a 
ee 85.7 71.1 “dt 
a $6,738,942 $5,293,098 27:3 
hei $1,362,944 $1,075,888 26.7 
ee $5,375,998 $4,217,210 27.5 
eer $148,378 $105,518 40.6 
Pen $7,309,497 $5,625,146 29.9 
sb ac $17,472,075 $13,805,957 26.6 
i@ ered 4,311,803 (b) ove 
ere $14,722,763 $12.869,966 14.4 
cone $2,749,312 $935,991 193.7 
ere $10,162,578 $8,180,811 24.2 
ree 5,679 (b) awe 
ee 16,427 (b) 


aA minus sign (—) denotes decrease. Per cent. not computed where base is less than 100. 


b Not reperted. . 
c Value of products less cost of materials 








like a watch at all. Oblong in shape, it 
might be one of the jeweled plaques that go 
to make up the bracelet and is more of a toy 
than a serious timekeeper. 

The bare, undecorated arm ‘is. quite un- 
kncwn, indeed people in evening dress with 


L. D. Dana, a jeweler of Antigo, Wis., 
who has not been active in business for sev- 
eral years, has leased a portion of the Otis 
building on Superior St., where he will open 
a jewelry repair shop. He expects to start 
in Dusiness about Sent. 15. 





THE JEWELERS’ CIRCULAR September 3, 1924 


























Continuous Shipments 
Direct From the Mines 


a 


Gem Sapphires 
Gem Rubies 
Gem Emeralds 
Star Sapphires 
Star Rubies 
Calibre Sapphires 
Calibre Rubies 
Calibre Emeralds 


& 





ALBERT RAMSAY & CO. 
2 WEST 47TH STREET 


LONDON OFFICES: Telephone FACTORIES: 
4-5 Holborn Circus Bryant 5958 10 Dyers Buildings 
London, E. C. ; London, E. C. 
INDIA 
Bombay Calcutta Rangoon 


When in London a visit to our London office and factory will be of interest to you. 
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How Europe Fights Crooks 








Long Arm of the Police Finally Captures Noted Woman Jewelry Thief and the 
Receiver of Her Stolen ‘Loot 

















Paris, Aug. 16.—The constant struggle of 
wits between the police and jewel thief 
makes dramatic reading. If international 
thieves would devote more time and atten- 
tion to the perusal of such cases, they might 
be inclined to reconsider their wisdom in 
embarking on a career of crime, for students 
of the daily press recognize the fact that 
the thief has not an earthly chance against 
the police. He is pitting his wits against 
those of a vast organization, but whereas 
the thief cannot wait, the police can, while 
the thief has only a small capital at his 
disposal and must continue his work or die 
of starvation, the police force of the different 
countries of Europe has inexhaustible funds 
at its command. [If it cannot catch the thief 
today it will do so tomorrow, and thus his 
chances of escape are srrall. 

For several years a band of international 
jewelry thieves has been keeping hotel man- 
agers awake of nights, and giving endless 
worry to the police as their methods were 
exceedingly clever and detection: rendered 
very difficult by their elusive ways. 

A band of men with one woman, an 
American, known as Miss “Elizabeth” or 
Miss “Catherine Grey,” and with half a 
dozen other aliases and documents to match, 
operated in Brussels, Paris, London, the 
Riviera and some parts of Germany. Owing 
to the fact that large purchases of jewelry 
are being made everywhere, and by all sorts 
of people, the jewelers were easily deceived. 

The plan was simplicity itself. Miss Grey, 
calling herself an actress, took up quarters 
at the best hotel in the place, taking rooms 
en suite and spending money freely. She re- 
mained there for a certain time, without 
committing an act to bring herself within 
the arm of the law. She frequented race 
courses where her toilettes were much ad- 
mired and generally dazzled the world in 
which she mixed. Sometimes a confederate 
would come to stay in the same hotel, some- 
times she operated alone. Meanwhile check 
books of various banks were secured. This 
was the work of the men confederates. They 
were probably stolen. 

Miss Grey then began ordering magnificent 
jewelry. She would tell the jewelers to 
send her whole parures. They naturally 
knew her by sight, as continental jewelers 
go to the big racing events and to the very 
big balls with their wives to see what 1s 
being worn in the jewelry line, and to watch 
what competitors are doing. She would re- 
turn the parure as it was not what she 
wanted and appear at a race meeting in a 
magnificent lot of stones from a jeweler 
—(probably the competitor of the former )— 
which were only borrowed. (Jewelers in 
Belgium are doing a brisk business in lend- 
ing out jewelry). Thus she would create an 
atmosphere of confidence, for the gems were 
always returned intact. After some months 
of high living—(she usually neglected to 
pay her hotel bills)—the lady would order 
a lot of jewels at various shops as well as 
furs and other portable articles. She paid 


for these articles by check, but so arranged 
things that the check was made out after 
closing time on a Saturday perhaps, and she 
vanished over the week-end, leaving trunks 
full of worthless finery behind her. When 
the check was presented on Monday morn- 
ing, it was discovered that there were no 
funds. As a rule she had never had an 
account in the bank. 

The lady was thus able to get rid of her 
clothes that had gone out of fashion only 
taking such things as had real value in a 
handbag or two, and got away with the 
jewelry which she turned into ready money 
and started out again in another big capital 
or Winter resort, under another name. 

She was finally arrested at Munich, Ger- 
many, extradited and brought to Bruges, 
Belgium, to answer for operations at Ostend. 
She was condemned to a short term of im- 
prisonment, as the uttering of worthless 
checks is not regarded as a very serious 
offense in Belgium. She came out of prison 
and started again in Switzerland. Here she 
was again taken and condemned to a term of 
imprisonment, and quite recently she com- 
mitted suicide, 

The case, however, is not done with. She 
managed to get into her possession several 
thousand dollars’ worth of jewels belonging 
to a well known Belgian jeweler (M. 
Devos) who has stylish shops at Brussels 
and Ostend (Belgium). Miss Grey passed 
these jewels over to a receiver of stolen 
property called Deleeuw. He paid her a 
very small sum for them, in comparison with 
their intrinsic value on account of the risk 
involved. The jewels were subsequently 
traced to Deleeuw, who was asked to account 
for their possession by the police. He was 
tried at Bruges (Belgium) for receiving 
stolen property. He was condemned, but 
appealed and was tried again at Ghent, 
where he was condemned to 10 months’ im- 
prisonment, 500 francs fine and 250,000 
franas damages for M. Devos. Meanwhile 
Deleeuw had made good his escape and con- 
tinued his trade in other countries. 

Yesterday a man believed to be identical 
with the receiver was arrested at Paris- 
Plage, in a pretty villa in that delightful sea- 
side place. He at once promised to pay the 
amount of the damages claimed by the 
jeweler, but the Belgian detective, who has 
been on his tracks for months, insisted on 
his being locked up as he considers that he 
is too slippery a customer to take any 
chances. If the man arrested yesterday 
proves to be Deleeuw, he will be taken back 
to Belgium as soon as the extradition pro- 
ceedings have been terminated. 

The moral of this story—a real drama of 
hotel life—is that thieves big and small are 
always caught at last and that the victimiz- 
ing of jewelers is an unprofitable occupation, 
however cleverly it is done. 








W. J. Lane, Brownsville, Ore., has sold 
h's business to H, H. Uhren. 
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Finds New York the Greatest. Market 
for Fine Diamonds 





UNDER the caption “Gem Buyer Finds 
America Excels— Merchant Goes to 
Europe to Get Diamonds, but Gets Them in 
‘New. York,” the Cleveland Plain Dealer, 
Aug. 22, published the following : 

“America, which more than once has upset 
European tradition, now threatens the 
hallowed dominance of Antwerp and 
Amsterdam, hitherto regarded as the -dia- 
mond markets of the world, New,.. York 
today is the one city in the world. where 
diamonds are cut to the perfection of. bril- 
liance demanded by Americans, who,.have 
created a mild upheaval in European gem 
markets by their new conceptions of diamond 
values. 

“That was what H. W. Beattie, Cleveland 
diamond merchant found. He recently re- 
turned from Europe. He had gone there to 
buy—and he returned to New York to find 
what he wanted, 

“*The expert diamond cutters of the old 
world, men with the cumulative experience 
of generations in their trade, today. cling, to 
the same theory of diamond cutting that has 
guided their hands for years,’ he said. ‘It is 
the European conception that quantity, 
weight, in a diamond is all-important. There 
is still a market in Europe for diamonds of 
that character. 

“*But in America a diamond must be a 
gem. It must be perfect and in’*brilliance 
unmatchable. This is a matter of cutting as 
much as fhe inherent quality of the stone. 

““*A diamond must be cut to proportion to 
bring out its brilliance.’ ” 








Exports of Clocks, Watches and Jewlery 
Shows an Increase in Fiscal Year 
Ended June 30 

A gain of approximately 15 per cent. in 
specialty exports’ was recorded for the fiscal 
year, 1923-24 over 1922-23, according to 
figures compiled by the Bureau of Foreign 
& Domestic Commerce, Washington, D. C. 
These figures show a consistent increase in 
exports of clocks and watches dering each 
quarter, represented by a percentage gain 
of 28.7 for 1923-24 over *1922-23. Con- 
tinuing the Commerce Report states: ' 

Exports of clocks of all kinds and parts 
amounted to $2,089,817 in value for 1923-24, 
as compared with $1,799,992 for the pre- 
vious fiscal year. The trade in watches for 
1923-24 was represented by a value of 
$1,245,299, as against $792,127 for 1922-23. 
A much more decided advance was noted 
for the last two quarters of 1923-24 over 
the corresponding quarters of 1922-23 than 
occurred in the first two quarters. 

The jewelry group showed a small per- 
centage gain (5,6) for 1923-24 over the pre- 
vious year. While the quarter ended Sept. 
30, 1923, showed a large loss over the like 
quarter in 1922, there were consistent gains 
jor the other quarters of 1923-24 over the 
other corresponding quarters. This is par- 
ticularly marked for the two 1924 quarters. 
The chief gains within the group were due 
to increased shipments of gold-plated articles 
and gold manufactures. 








Robert Fechtner, Jr., is the successor to 
Robert Fechtner & Son, Chehalis, Wash. 
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Reports from the a Di 
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Conditions in the Diamond Centers of iSndon, Paris pt hinntnebein as 
- Reported by Correspondents of The Jewelers’ Circular 
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Loxvon, Aug. 20.—The diamond market 
still reflects the holiday period to which we 
have just passed and this may last the whole 
of the month so that all branches of the 


trade report business as quiet and devoid of 


any stimulation. 

Prices for cut diamonds remain very firm 
and this condition has beén strengthened by 
the rise in the value of the American dollar 
and the Belgian franc. So there is very lit- 
tle margin left at present for diamond mer- 
chants and brokers, who import their pol- 
ished stones from abroad and even the pres- 
ent prices fail to give a reasonable profit to 
these people in their general transactions. 
Under these circumstances, many feel the 
wisest policy to adopt was one of “watchful 
waiting,” biding their time until they see 
what the conditions will be next month. 

A number of the larger merchants in the 
West End of ‘London report considerable 
business done in pearl necklaces prior to the 
holidays. In fact, business in this line was 
quite extensive, indicating that many people 
can afford nowadays to lay out money on 
pearls and are willing to do so even though 
they are not buying diamonds to any extent. 
But the big diamond men are in no way dis- 
turbed by the fact that pearls have been sell- 
ing so well. They take it as manifesting a 
condition from which they will eventually 
derive benefit. 

It is generally believed that after the holi- 
days and as soon as the foreign markets are 
again calling for merchandise, particularly 
the American and Canadian, the principal 
British firms will be again in the market to 
fill up their stocks. They will no doubt then 
find prices higher and firmer as compared 
with those during the holidays when they 
were more reluctant to buy. 


As to the rough market, this continues 
evenly active, though we have been visited 
by many Amsterdam buyers who bought of 
the Wesselton, Angola, and West African 
consignments which were shown during the 
past weeks by the London Diamond Syndi- 
cate, 





AmsterpAm, Aug. 20.—This is the period 
of the year when everyone is resting to a 
more or less extent; “taking vacations,” as it 
is called in America, to recuperate from the 
fatigue of business worries. Naturally all 
lines of business reflect this condition and 
the diamond trade is no exception. 

There has been some activity here never- 
theless. During the past fortnight we have 
had a few foreign diamond merchants, 
among whom were several American cus- 
tomers, but up to the present few transac- 
tions of large amount have been reported. 
The demand of the buyers here is mainly 
for large stones of good qualities and 
“closed” goods are not so plentiful and not 
in the hands of those anxious to sell. 
Therefore, the benefit of the visit of the 
American buyers has accrued only to those 
of our manufacturers who are working their 
concerns on a large scale. These are nat- 





urally the big importers of rough who get 
the material direct from the Syndicate of 
. London. 

As prices of all kinds of rough have shown 
@ tendency to increase as the demand ex- 
ceeds the supply, there is every reason to 
look for an upward trend in the market and 
as a rising market is generally followed by 
a stimulation in buying, many of our big- 
gest people are most optimistic as to busi- 
ness during the latter months of the year. 

There is another reason for hopefulness 
due to the fact that conditions throughout 
Europe are’ certainly improving and with the 
stabilization of the currency of the various 
countries, it is believed that business itself 
will be stabilized on ‘sound lines. There is 
no doubt that the heavy fluctuations of the 
3elgian and French frane; have affeeted-busi- 
ness in the past. 


to manufacturers and dealers to put in a fair 
stock of cut stones, as it is believed they will 
get a good 1eturn on their investment. 

During this week there has been a consid- 
erable amount of rough diamonds sent here 
by the Syndicate which were bought by the 
big (Amsterdam firms. 

. Ke 

Paris, Aug. 18—A moderate amount of 
business has been shown in the diamond line 
during the current month, but the volume 
may not be: up to that of the corresponding 
period of last year; still there is a distinctly - 
optimistic view. expressed by people in our 
trade both as to present and future condi- 
tions. Just now there is a better demand 
for medium quality mélée and smaller stones 
which makes the price of both a little firmer 
at the industrial centers, which are being 
visited by a good number of foreign buyers 
at the present time. 

It would appear from the demands of buy- 
ers from European countries that there was 
a sudden call for cheap quality “roses,” most 
of the inquiries coming from the Italian 
market. This, however, was only of short 
duration and little of substantial benefit was 
derived by the Paris firms who make a spe- 
cialty of cutting stones. The demand lasted 
only a few days and will hardly have any 
effect on the wholesaler dealers in such ar- 
ticles. 

In regard to the precious stone market, 
conditions are fair, but in semi-precious 
stones the demand is more active. Onyx 
still predominates in jewelry owing to the 


fashion of white and black colors in the 
ladies’ dresses. 
To those who are interested in new de- 


signs in jewelry styles as well as in the de- 
signs of antique rings, a veritable treat is 
afforded by a visit to the annual exhibition 
of decorative arts where most of the local 
craftsmen, jewelers and silversmiths are ex- 
hibiting specimens of their skill. It may be 
stated that in this class of work, much prog- 
ress has been made during the last two years. 
Pforzheim, Germany, during the same time, 
has become quite a competitor in the market 





With the currency up to a, 
position of stability, there is encouragement : 
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_ for faiicy jeWelry, but it is evident now that 


our local manufacturers are endeavoring to 
check this competition,by the introduction 
of better’ and mote! artistic products than 
their German rival has shown. 


‘ 








YEGGS GET LOOT 





Two Safes of Newark Refining Concern 
Blown by Thieves Who Escape 
the Police 


Newark, N, J., Aug. 27,—Two safes were 
blown on the night of Aug. 20 in the office 
of the Clinton Refining Co., on the second 
floor of the building at 91 E. Kinney St., and 
gold, silver and platinum alloys valued at 
$4,497, as well as $50 in cash and a promis- 
sory note for $389 were stolen. The safe— 
breaking was discovered in the morning by 
the bookkeeper and manager, Richard Down- 
ing, of 32 Milford Ave. 

- Fingerprints found on the doors of the 
inner compartments of the safe were phote- 
graphed by the police and these are regarded 
as the best clues available to the identity of’ 
the yeggs. Entrance was: gained to the office’ 
through a rear window giving access to the 
plant and by climbing over a partition that- 
separates the office from the rest of the estab-’ 
lishment. Two small drills and an iron bar: 
were the only burglars’ tools found on the_ 
premises. A smaller safe in the office, con- 
taining books and papers, was not mclested. ‘ 
The owners of the business. are Willidm 
Melchior, 58 Keer Ave., and Louis Zimmer, - 
53 Norwood St. 








Omaha Jeweler and Wife Held Up by 
‘ Bandits and Robbed of Jewels 
Worth $2,000 


Omana, Nebr., Sept. 1—Abe Liebowitz, 
Omaha jeweler, and Mrs. Liebowitz were” 
held up by highwaymen at their home when - 
they arrived home from downtown late at 
night, Aug. 29, and were robbed of some 
$2,000 worth of diamonds. Mrs, Liebowitz 
had just alighted from the car to open the 
garage door when a man with his face 
masked ran in from the street. He ordered . 
Mrs. Liebowitz to put up her hands, znd 
then ‘ordered Mr. Liebowitz out of the car. 

The work of relieving them of their 
diamonds was but the work of a moment. 








A Correction 

M. Alexander, ring manufacturer, 50- 
Columbia St., Newark, N. J., calls attention 
to the fact that in the report of the robbery 
of John Alexander, a salesman of this con- 
cern, which occurred in Philadelphia, Aug. ° 
16, the item in THE JEWELERS’ CIRCULAR of 
Aug. 20, contains several errors which, in 
justice to both the salesman and the firm, 
should be corrected, 

Mr. Alexander while calling on a cus- 
tomer near 52nd and Sansom Sts., Phila- 
delphia, was robbed of a case of jewelry 
which had been left in the automobile; but 
instead of the case being in the back seat 
under a carpet as reported in THE JEWELERS’ 
Circular, this case, Mr, Alexander says, 
was locked in a compartment in the back 
of his runabout. The articles taken, he 
said, consisted of 18 trays of rings of which ° 
three trays were baby rings and the aggre- 
gate value was $10,000 and not $8,000 as 
reported. 
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St. Louis Convention Reflects Progress of A.N.R.J.A. 


Retailers Visiting Metropolis of the Southwest Are Royally Welcomed and Entertained 
—Trade Conference Discusses Research, Advertising and Publicity—Latest Offer- 
ings Shown at Great Exhibit of Jewelry and Kindred Lines Which Attracts City 
Wide Attention—Resolutions Provide for Five Regional Vice-Presidents 
and Urge Support of Publicity Work. 

















St. Louis, Mo., Aug. 29.—Seven years 
ago the American National Retail Jewelers’ 
Association held its convention in this city. 
Many recall the warm welcome extended at 
that time and many more who have been 
in attendance at the 19th convention which 
started on Tuesday morning, Aug. 25, and 
was brought to a close shortly after noon to- 
day will long remember one of the most 
enjoyable and profitable gatherings ever held 
by the retail jewelers of the United States. 
A well-balanced program of addresses which 
contained food for thought for everybody at 
the convention with particular attention to 
merchandising and advertising features, 
helpful discussions of many trade problems, 
able addresses on important trade questions, 
an excellent program of entertainment, a 
splendid exhibit of many lines gathered from 
every section of the country and displayed 
with unusual taste, and a royal welcome to 
the visiting delegates were some of the out- 
standing features of the second St. Louis 
convention of the A. N. R. J. A. The at- 
tendance, official registration; was 855. 

Resolutions dealing with vital trade prob- 
lems were adopted and officers elected as 
follows: President Conrad J. Brotherly, 
Newark, N. J., former treasurer of the A. 
N. R. J. A.; Regional Vice Presidents, Ellis 
P. Gifford, Fall River, Mass.; J. A. Cayce, 
Nashville, Tenn. E. O. Little, Auburn, Ind.; 
Charles P. Woodbury, Kansas City, Mo.; 

and C. J. Auger, San Francisco, Cal. ; Treas- 
urer, Charles T. Evans, Buffalo, N. Y., a 
former president of the association, and A. 
W. Anderson, Secretary. 

From Sunday night when the delegates 
and manufacturers and wholesalers and their 
representatives began to arrive at the Hotel 
Statler, convention headquarters, until the 
last convention session had been concluded 
this afternoon and the hurry for trains 
started, not a minute was wasted. The early 
arrivals gathered in the hotel lobby and 
welcomed the arriving delegates or inspected 
the convention hall, where the committee on 
decorations had already been at work with 
the result that the big Winter dining room 
on the main floor presented a most pleasing 
appearance with its groupings of American 
flags and its big sign of welcome over the 
speakers’ table. The booths for exhibition 
had already been put in place on both sides 
of the convention hall, but at that time were 
not occupied. A short trip into the business 
district showed that the St. Louis jewelers 
weré indeed making a very special occasion 
of the convention, many of the jewelry estab- 
lishments being especially decorated in honor 
of the conclave. 

On Monday morning registration head- 





quarters were established in the lobby of 


the hotel, with an efficient corps of at- 
tendants, where badges were given out, 
tickets distributed and a complete record 
kept of the attendance both by States and 
in alphabetical order. There also was the 
publicity headquarters, where information 

















CONRAD BROTHERLY, PRESIDENT ELECT OF THE 
A. NoR: J.-A. 


regarding the convention and the city was 
given to the newspapers. 


The Conference of the Advertising Com- 
mittee of the National Jewelers’ 
Publicity Association 

A conference of the advertising commit- 
tee of the National Jewelers’ Publicity As- 
sociation was held in the Daniel Boone room 
beginning at 11 a. M., as reported by THE 
JEWELERS’ CIRCULAR in a special dispatch in 
the issue of Aug. 27. The National Jewel- 
ers’ Publicity Association maintained a booth 
during the convention where literature, signs 
and buttons were distributed and a big dis- 
play sign in the convention hall focused at- 
tention on this most important work. It 
has definitely been decided to continue the 
campaign for the raising of the $1,000,000 
publicity fund and jewelers in all sections 
are enthusiastic: about the work. C. A. 
Whiting, of the Whiting & Davis Co., Plain- 
ville, Mass., chairman of the advertising 
committee; P. J. Coffey, chairman of the 
National Jewelers’ Publicity Association, 
who was one of the convention speakers, 








and John Drake, manager, were on hand 
throughout the convention. 


The Missouri Convention 
The annual convention of the Missouri 
Retail Jewelers’ Association was also held on 
Monday in the convention hall, as reported 
by telegraph in THE JEWELERS’ CIRCULAR 
on Aug. 27. Both morning and afternoon 
sessions were held, at which time the routine 
business of the State association was trans- 
acted, addresses delivered, officers elected, 
reports submitted and other matters con- 
sidered, all of which has already been re- 

ported in THE JEWELERS’ CiRCULAR. 


The Special Trade Conference of Manufac- 
turers, Wholesalers and Retailers 

The second special trade conference of 
manufacturers, wholesalers and retailers was 
held Monday afternoon in the Adams Room 
on the 17th floor of the hotel, a report of 
which appeared in THE JEWELERS’ CIRCULAR 
on Aug. 27. This conference, which was 
attended by about 75 representative mem- 
bers of the industry, was similar in some 
respects to the one held in Providence, R. I, 
at the A. N. R. J. A. convention last year. 
The address of President Hufnagel and the 
adoption of the plan outlined therein were 
the outstanding features of the conference, 
which included other tmstructive addresses 
and a discussion of trade problems, particu- 
larly of advertising, and the address of 
P. J. Coffey on the National Jewelers’ Pub- 
licity Association. In this address Mr. 
Coffey reviewed the work of the association, 
told of its present status and urged the 
trade to get behind the movement. He gave 
detailed figures as to the amount of money 
raised, pointed out the opportunity offered 
by a big well-conducted advertising cam- 
paign and called attention to what has been 
accomplished in other industries. 

The address of Paul Trout, of Babson’s 
Institute, was an interesting discussion of 
the trend of trade and the factors which go 
into it. He talked with charts to illustrate 
his discourse and gave the jewelers much 
valuable information, calling particular at- 
tention to the present financial situation and 
its trend as affecting the jewelry trade. His 
charts, showing the result of surveys as to 
the most popular articles of jewelry among 
women, were of particular interest to the 
jewelers, as was his discussion on the “Hori- 
zon of the Jeweler.” In this section of his 
address he pointed out defects and suggested 
means of correcting them. 

The address of T. K. Kelly, of the Kelly 
Sales System, Minneapolis, Minn., was de- 
voted to the subject of merchandising. He 
suggested ideas for sales letters, dressing 



































September 3, 1924 


~ 





THE JEWELERS’ CIRCULAR 


115 


Full Report of the A. N. R. J. A. Convention 


up window displays, advertising in news- 
papers and by direct mail, enthusing clerks 
through morning meetings, creating the per- 
sonal touch with customers and other topics. 

Mr. Kelly’s address may appear in full in 
a future issue of the JEWELERS’ CIRCULAR. 

The discussion which followed brought 
out a number of interesting points, particu- 
larly with reference to advertising by small 
town jewelers. Suggestions made by Dr. 
Dunn, of the United Community, Ltd., and 
others, as reported last week, were excellent. 

A meeting of the Executive Committee 
of the A. N. R. J. A. was held Monday night 
at the Old Colony Club. 


Opening of A. N. R. J. A. Convention on 
Tuesday Morning 

By Tuesday morning everything was in 

readiness for the big convention. The lobby 





A. W. ANDERSON, RE-ELECTED SECRETARY 


of the hotel was teeming with delegates, 
wholesalers and manufacturers and their rep- 
resentatives and many of the exhibit booths 
were already open for inspection, as were 
many other exhibits on the second, third and 
fourth floors and elsewhere in the hotel. 
The registration booth was a beehive of in- 
dustry and everywhere there was a snap and 
spirit which promised a successful conven- 
tion. 

The opening session of the convention was 
scheduled for 9:50 a. M., but it was 10:20 
o'clock before the jewelers had found places 
in the convention hall which was well filled 
when President Hufnagel rapped for order. 

After a brief word of welcome, in which 
President Hufnagel expressed his pleasure 
at again meeting with the jewelers and wel- 
coming them to the convention from all sec- 
tions of the country, he called upon the Rev. 
Herbert A. Brethauer, pastor of St. An- 


drew’s Evangelical Church, St. Louis, who 
Pronounced the invocation, all standing dur- 
ing the prayer. 

oa Hufnagel next introduced W. T. 
“Indly, 


secretary and_ representative of 





Mayor Henry W. Kiel, of St. Louis, who 
welcomed the jewelers. He said in part: 


ADDRESS OF WELCOME OF W. T. FINDLY, SECRE- 
TARY TO MAYOR KIEL 


“It was’ the Mayor’s intention to be pres-— 


ent this morning, but he is confined to his 
room and unable to come. In a large city 
like St. Louis, where there are so many 
conventions, last year we had 289, it becomes 
necessary to help out the chief executive in 
the social side of his work. I find the job 
embarrassing at times, and if any of you 
jewelers ever change your vocation do not 
become a secretary to a mayor. 

“On behalf of the Mayor I want to extend 
to you a hearty welcome to the old city of 
St. Louis. We are proud of our city. I 
would not give a fig for a man who does not 
boost his own town. The best thing for him 
to do is to buy a one way ticket out of town 
and stay away. 

“IT want you to have a wonderful time in 
our city. There was a time when we were 
proud of our breweries. We are just as 
proud now of our community spirit. Time 
was when we would put you aboard street 
cars and show you the largest breweries in 
the United States. Now we show you the 
most up-to-date filtration plant in the whole 
country. 

“St. Louis is far enough south to: be north, 
far enough west to be east, with the chivalry 
of the south, the push and energy of the east 
and north and the dash of the west. It is 
as nearly cosmopolitan as any city in the 
United States and St. Louis bids you a cor- 
dial welcome. If the mayor were here he 
would give you the keys to the city, but we 
have no locks now, so why a key. I wel- 
come the ladies here. I know you are proud 
of the lady from Texas to be governor. * * * 

“T trust you will have a successful con- 
vent‘on and go away from here feeling you 
have been in the house of your friends. Be- 
lieve me the next best thing to living here 
is to be a visitor.” 

ADDRESS OF WELCOME BY CHAS. P. WOODBURY 


President Hufnagel next introduced 
Charles P, Woodbury, Kansas City, Mo., 
president of the Missouri Retail Jewelers’ 
Association, who delivered an address of 
welcome on behalf of the Missouri jewelers. 
He said: 

“The Missouri association wants to ex- 
tend a cordial greeting to all members from 
out of the State. J must especially com- 
mend the St. Louis Association on the won- 
derful program it has arranged and I be- 
lieve if you will follow the daily program 
through and attend the sessions you will go 
home with a lot of new ideas, 

“We want to thank the manufacturers 
who have made possible the carrying out of 
the program. We are going to do our best 
to give you a good time and hope you stay 
untii the end.” 


ADDRESS OF WELCOME BY M. L. WILKINSON 


M. L. Wilkinson, president of the Mem- 
rod Jaccard & King Jewelry Co., next wel- 
comed the jewelers for the retail jewelers 
of St. Louis and the St. Louis Chamber of 
Commerce. He said: 


“It is almost impossible for one after 
hearing an address from the mayor’s secre- 
tary to attempt to give you a welcome to 
the city with the same freedom because we 
do not have the same power. I do feel it 
a pleasure to extend to you a welcome on 
behalf of the retail jewelers and the Cham- 
ber of Commerce of St. Louis. 

“I‘rom my experience at conventions the 
saddest fact that I have noted is that where 
1,000 or 2,000 may be in attendance there 
are usually about 50 who attend the ses- 
sions. This is not the case this morning, 
It. seems to mre the time has come for re- 
tailers when they must look into details and 
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become acquainted with conditions existing 
for you must know what you are doing 
and what 1s in line. 

“On behalf of the jewelers of St. Louis 
I bid you welcome.” 


RESPONSE BY FIRST VICE-PRESIDENT ARTHUR G, 
MANSUR 

The response for the American National 
Retail Jewelers’ Association was made by 
First Vice-President Arthur G. Mansur, 
surlington, Vt., as reported in full in the last 
issue of THE JEWELERS’ CIRCULAR. 

Then came the address of President Ed- 
ward H. Hufnagel as published in full in 
the last issue of THE JEWELERS’ CIRCULAR. 


ADDRESS OF BERT SKINNER, REPRESENTING THE 
CANADIAN JEWELERS’ ASSOCIATION 

Following President Hufnagel’s address 
he introduced Bert Skinner, representative 
of the Canadian Jewelers’ Association as 
briefly reported last week. Mr. Skinner 
spoke in detail as follows: 

“J did not expect to speak at this par- 
ticular time but on the other hand I am 
glad to talk now so as not to have the re- 
sponsibility later, 

“We Canadians have always looked to this 
society for much of our inspiration and the 
good advice we have obtained has been 
helpful to us. 
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“T want to congratulate you on your at- 
tendance. I must also congratulate you on 
your success in working for the elimination 
of the odious tax on jewelry. I am glad 
to say that we have had this tax entirely 
removed in Canada for several years. 

“I was very much interested in listening 
to President Hufnagel’s remarks this morn- 
ing and to see that he realized the advantage 
and necessity of closer co-operation of the 
various branches of our trade. 1] am very 
glad to tell you that in Canada we are all 
members of the same organization. We have 
seven representatives from the manufac- 
turers, seven from the wholesalers and seven 
from the retailers who consitute our execu- 
tive committee and actually carry on the 
work and that this co-operation proves 
valuable to us all, 

“Many differences which éxisted before 
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have been entirely eliminated and today we 
have an active organization functioning hap- 
pily and on good terms. I was also much 
pleased to hear Mr. Hufnagel say that the 
slogan of this convention is to be “Better 
Merchandising.” If there is any one thing 
which we retailers need it is better mer- 
chandising methods and the fact that you are 
recognizing that as you are doing and are 
giving especial attention to it at this con- 
vention augurs well for the future of the 
retail business. 

“T have come here not to offer advice 
but to pick up ideas for our association 
and to thank you for your kindness in 
sending so many influencial members to at- 
tend our conventions.” 

The convention adjourned at this point 
to allow the jewelers to inspect the exhibits 
and get ready for the boat trip on the Mis- 
sissippi river after the announcement had 
been made of the following appointments to 
committees, 

Auditing Committee—James Aylward, 
Henry Stecher and William Frasier. 

Resolutions Committee—Charles T. Evans, 


George Beach, W. P. Ullrich, Fred N. 
Day. 

Nomination Committee—A. A. Everts, 
Emil Scheer, Edward Little, E. H. Murray 
and N. S. Meyer. 

During the afternoon a band concert was 
given by the Illinois Watch Co.’s band 
which also played over the radio. 


Wednesday 
The Wednesday morning session started 
at 10.20 a. m. by which time the heat had 


RALPH ROESSLER, CHAIRMAN SPECIAL EXCISE 
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increased and most of the men in the con- 
vention hall were coatless. After a few 
brief gemarks President Hufnagel introduced 
Cecil Fraser, of the Harvard Bureau of 
Susiness Research, who delivered an_ in- 
teresting address on “The Findings of the 
Harvard Bureau.” His address appears on 
pages 203-205 of the Storekeeping Depart- 
ment of this issue. 

Following this address, the jewelers were 
given an opportunity to ask questions and a 
lively discussion followed. 

Then came the address of Ralph Roessler, 
chairman of the Special Tax Elimination 
Committee, who was greeted with a burst 
of applause which lasted until Mr. Roessler 
had taken his place on the speaker’s stand. 
His address follows: 

ADDRESS OF RALPH ROESSLER 


Mr. President, Ladies and Gentlemen of the Amer- 
ican National Retail Jewelers’ Association: 

It is with the deepest appreciation of the honor 
bestowed upon me by our good president, Mr. Huf- 
nagel, that I am privileged to address you at this 
great national convention. It is indeed a pleasure 
to see again so many of my good and loyal friends 
through whose assistance has been made possible 
the partial achievement of one of the things that 
has been so near and dear to me in the past two 
years. 

Our president has assigned the subject, ‘“Taxa- 
tion in the past and future,” a subject so broad 
in scope that to cover it would require the delving 
into the most ancient of records, for taxation in 
the past goes as far back as we have a civilized 
past, and there has been taxation, in one form or 
another, from tribute exacted from the weak by the 
strong, to the higher form of governmental taxa- 
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tion, whether paid to tribal head, chieftain or to 
organized government. Taxation in the future is 
equally as great a subject, for as long as we may 
enjoy the right to live, just so long must we pay 
for that privilege in one way or another. 

As we scan the pages of history we find under- 
lying some of the world’s greatest events the de- 
mand for equality in taxation, the open opposition 
to the exaction of tribute, of discriminatory and 
unjust taxation; and taxation without representa- 
tion. Because of such inequity in taxation, or 
taxation without representation, this great republic 
exists today. Great wars have been fought, po- 
litical strifes innumerable, wholly upon the basis 
of the unjust application of taxation, and the for. 
mulating of a system, especially when faced by a 
great emergency, that is fair and just to all, and 
yet sufficient for all governmental needs, taxes the 
minds of our ablest statesmen, students of both 
social and political economy. 

And so, because of a form of emergency taxa- 
tion, unjustly and inequitably applied has our in- 
dustry been so keenly interested in the political 
life of our country in the past few years, with 
every action of our representatives and law makers 
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watched with the keenest of interest, especially in 
the session of congress just past. 

I refer, of course, to the excise tax, and inas- 
much as this is the particular form of taxation I 
have been so deeply interested in for some time, 
will deal with it exclusively, and try to give a few 
thoughts, not so much of the past, as of the future 
work in behalf of our industry. 

I need not to take up with this body a discus- 
sion of the excise tax, for this has been covered 
many, many times in previous addresses, litera 
ture, publicity in our trade press and in other 
ways. As a war measure, passed in a great em- 
ergency was it accepted without a murmur, but in 
times of peace, with the emergency removed, quite 
a different matter. 

You are familiar with the many unjust phases 
bearing upon this tax, the wrong classification of 
our merchandise, the injustice of selecting one in- 
dustry for a special form of taxation, analyzing 
and classifying this industry for special taxation 
without analyzing and classifying other industries 
in a like manner, applying the tax equally where 
the classification was the same. You are familiar 
with the evasion attendant to the form of taxation 
by competing businesses, and I need not tell you 
how heavily this particular form of taxation bore 
upon this great industry, threatening virtual annt- 
hilation if too long persisted in. With these things 
you are fully familiar, perhaps to your sorrow. 

In the dark days of our travail there was the one 
bright spot before us, the silver lining to the cloud 
of business depression, the ultimate hope and the 
salvation of many, many hundreds blindly groping 
for the new business day, the lifting of the load 
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the raising of the bowed head and the invigorating 
of the jaded and weary, and that was the realiza- 
tion that your association, like a guardian angel 
hovering over you at all times, was forever fight- 
ing for the rights of the individual and would for- 
ever fight until justice was obtained and this un- 
fair discrimination removed for all times to come. 

To tell of the work done by your association, your 
special tax committee, and the War Revenue Tax 
Committee, through its very earnest chairman, Mr. 
Rothschild, needs but little comment, and but the 
briefest resume is necessary. There are lessons 
coming from the great fight that was made, and 
I desire to most earnestly present some of the 
conclusions reached in the experiences gone through 
and from the contacts made. 

As chairman of the special tax committee ap- 
pointed by your president and the executive com- 
mittee at Cincinnati in 1922, I can only speak with 
authority concerning the things touching the work 
of this committee, and this deals largely with or- 
ganization work, national campaigns, publicity, the 
education of our representatives and the public 
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relative to our industry and the part it plays in 
our industrial, social and commercial world. I can 
discuss the many trips made to all parts of the 
country in the upbuilding of the morale of our 
industry so necessary in the obtaining of response 
to appeals for assistance in the many parts of po- 
litical America. I can only speak of the many 
trips to Washington in behalf of our work and of 
the work dealing with the thousands of details in- 
cident to any national campaign. 

I do not speak of the many trips made to Wash- 
ington by our president, Mr. Hufnagel, and the 
work he has so generously contributed, the work of 
financing so ably taken care of by our beloved 
National Secretary, Mr. Anderson, nor of the 
work done by many individuals, all large contribut- 
ing factors to the least partial success of our 
work. 

You are familiar with the well known “Indiana 
Plan” so successfully carried out in that State, 
which formed the basis for the great national cam- 
Paigns of 1922 and 23. You have read of the 
personal assignment” campaigns, whereby every 
representative in both houses of congress was as- 
signed to one or more individuals back home who 
through personal or political friendships obtained 
pledges for the repeal of this particular tax. You 
know that 380 of the 435 members of the Lower 
House had made favorable commitments and at 
the beginning of 1924 we had every reason to he- 
lieve that without question the abolishment of this 
tax would soon take place. 

With a favorable statement coming from our 
Honorable Secretary of the Treasury, Mr. Mellon, 
last November, with but few dissenting voices in 
both Houses, success was’ fairly within our grasp, 





but alas, there was the political side to consider, 
and with the two great political parties evenly bal- 
anced with the balance of power held in the hands 
of a disturbing minority, such a turmoil as was 
never witnessed before took place in that session. 
And this same turmoil will be again aroused in 
the coming national campaign of this fall. 

Right here let me impress upon you, Mr. and 
Mrs. Voter, the important part you play in the 
life of your country today. Let me earnestly urge 
upon you that you study the past record of the 
candidate for re-election to office. Upon you de- 
pends the very future and welfare of your country 
and your business. If up for re-election, what of 
his past history? While in office did he serve you 
as an individual, or did he use his office for his 
own political and personal aggrandizement? Did 
he carefully consider the interests’ of this, the 
greatest business in the world, or did he dip his 
hands iavishly into that which was earned by the 
sweat of the brow, with no thought but his own 
political gain? I urge you to give more thought 
to those who are sent to make the laws under 
which you and I as citizens live!- Too much 
power lies in the hands of a dictatorial few, and 
every effort must be made to have that power 
more evenly distributed among those who have 
the interests of the masses more at heart. 

I am. sure it would -be most interesting, would 
time permit, to take up many of the active mem- 
bers in both Houses, and discuss the impressions 
obtained from each, their response to our appeals, 
interesting interviews and correspondence.: It is 
surely due many of those actively interested in 
our behalf specific mention at this time, but it 
would require hours to go over all this. To these 
men in Congress are we everlastingly grateful, 
and in this response politics played no noticeable 
part. 

Speaking as chairman of the special tax com- 
mittee, every member of which responded most ac- 
tively when called upon, I must admit that it was 
a great disappointment not to have obtained com- 
plete elimination at this time. Let me impress 
upon you again the tremendous obstacles we had 
to overcome, the comparative weakness of our or- 
ganization as compared with such organizations as 
motion pictures and others. I am frank to state 
that our gain was made largely upon the prelim- 
inary work early in our campaign, when so many 
pledges were made to friends back home, that 
some recognition had to be made of them, and as 
a consequence as much was given as could be 
given under the circumstances. It seems strange 
that our tax should partially be ‘retained when re- 
moved from yachts, dirks, candy, motion pictures 
and others, but it must be remembered that some 
of these did not produce revenue sufficient for 
continuance, and there was not the tremendous 
popular appeal in our case as in the case of the 
corner movie house, a part of a wonderful organi- 
zation with immense wealth and wonderful means 
of publicity at hand at all times, Where others 
could threaten, we could but plead. On the other 
hand I feel deeply grateful for the partial relief 
afforded, and while the principle of equal taxation 
for all legitimate business is not changed one iota, 
it is a step in our favor. I cannot agree with Mr. 
Rothschild, chairman of the late War Revenue 
Tax Committee, in the statement made in his final 
report as follows: 


“The relief granted by Congress is little 
better than the compromise that we might have 
secured in 1921, when the Jewelers’ War 
Revenue Tax Committee refused to consider 
anything less than total repeal, on the ground 
that the vital principle of equal taxation was 
involved.” 


Basing the present saving in taxation under the 
new law, and which this chairfman says could have 
been obtained in 1921, this adherence to a prin- 
ciple has cost the jewelry industry perhaps $25,- 
000,000 to $30,000,000 in taxation and perhaps has 
contributed to many failures during the past few 
years. I doubt if this was good business upon 
the part of that committee. Furthermore, had a 
compromise been effected at that time, perhaps 
total relief would have been the results of our 
work at this time. If this be true,‘ certainly, in 
all good faith, has this committee dealt the indi- 
vidual now obtaining relief a cruel blow. Fully 
appreciative of all the work done by this commit- 
tee is this statement made. 

It is a mater of regret that full authority was 
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not given the chairman of the special tax commit- 
tee at the critical time to carry out some of the 
plans originally outlined, but if any changes were 
made, they were made in all sincerity, with the 
ultimate good of the industry at heart at all times 
by those interested. 

Speaking now for the American National Retail 
Jewelers’ Association, I want to impress upon you 
that as long as there is an association and as long 
as this unjust tax continues in‘any form or in any 
amount, so long will the fight for complete equali- 
zation be carried on. I believe this will be ob- 
tained in the near future, for the results of the 
session of Congress just past were anything but 
satisfactory to politicians as well as the general 
public. 

Recently a letter of thanks for their efforts in 
our behalf was sent to every one of our repre- 
sentatives and senators, and in perhaps a hundred 
answers received, although no answer was re- 
quired, were offers of future assistance for the 
complete elimination of this tax. 

I wish I could say a word of praise for each 
individual who has contributed time and efforts in 
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behalf of this great fight. There are so many hun- 
dreds, and this would be an utter impossibility at 
this time. To all of them I am deeply grateful, 
and the friendships coming from this work are 
sweet and will linger long. Particularly must I 
tell of the indefatigable work of our president, 
and I deem my associations with him one of the 
happy things in life. I sincerely trust that these 
associations may continue for years to come and 
that I may be privileged of his friendship in the 
future. 

I cannot pass by another dear friend, one who 
has played an unseen but a most important part 
in this work. I refer to Louis W. Otto, dean of 
the Indiana Association, through whose friendship 
with Senator James Watson of Indiana was much 
accomplished. From the time our bill was taken 
up fer consideration by the Ways and Means 
Committee, from this to the sub-committee, from 
there to the floor of the House, from the House 
to the Finance Committee, and from there to the 
floor of the Senate, and then to the Conference 
Committee, at all times was he in evidence. The 
final appeal in behalf of the jewelers was made to 
Senator Watson after Senator Wadsworth of New 
York refused to take action, and I feel that it is 
largely due to Mr. Watson’s efforts that a com- 
promise was effected in the Conference Committee 
and the general exemption raised from $25 to $30. 

Too much mention cannot be given to our trade 
press, and from coast to coast every publication 
has co-operated to the utmost. Our association and 
every member of our craft should be and are 
deeply grateful, each and every one, ‘dnd I’ am 
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glad of this opportunity to openly express this 
appreciation. 

Now, good folk, again let me tell you. The 
work I have been privileged to do has been hard, 
the hours long, but the pleasure and happiness with 
all, mine. Any accomplishments that have come 
are not due to any individual effort, but. to the 
efforts, the wonderful co-operation and loyalty of 
all. The happiest days of my life were those when 
I was working the hardest, and if, to further this 
work at any time, there is a call for me, I shall 
always willingly respond. I love the friendships, 
I treasure the associations, and for all and to all 
I am deeply and truly grateful. 

I thank you. 

Mr. Roessler also combined with this ad- 
dress a part of his report as chairman of the 
Special Excise Tax Elimination Committee. 

Next came the address of P. J. Coffey, 
chairman of the National Jewelers’ Public- 
ity Association, which was a masterly pres- 
entation of his subject. He said, in part, as 
published on pages 206-207. 

Mr. Coffey added that the campaign will 
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be continued and that a meeting will be held 
in New York, Sept. 13. 

Conrad J. Brotherly, Newark, N. J., next 
took the floor and urged prompt co-operation 
in putting the campaign “over the top.” “We 
have much admiration for Mr. Coffey,” he 
said, “but sometimes wonder that he has not 
thrown everything over. He has had plenty 
of verbal indorsement, but what the commit- 
tee needs is cash. We realize the need for 
the campaign and the committee must have 
the funds. We should go on record here 
and now at this convention by a rising vote 
that the retailers will pay the first install- 
ment immediately and send a check as soon 
as they get home. I put that in the form 
of a motion.” The vote was then taken. 

Walter H. Mellor, field secretary of the 
A. N. R. J. A., said that he still needed 24 
tickets to complete the quota for the half 
fare return trip, which was later filled. 

He also announced that in the afternoon 
the ladies would take an automobile sight- 
seeing trip at 2:30 p. m. and have their pic- 
tures taken at the Zoo. 

He also announced that all Rotarians were 


to be guests of Leo Bauman on Thursday 
at a luncheon, and he called attention to the 
breakfast conference on Thursday morning 
at 8 o’clock and urged everyone to obtain 
tickets. 

Vice-President Mansur then took the 
chair and Past-President Charles T. Evans 
said that some of the friends of President 
Hufnagel had suggested that some recogni- 
tion should be made of his services to the 
association and that a committee should be 
appointed to procure suitable testimonials for 
Mr. and Mrs. Hufnagel. He moved that a 
committee of three be appointed to take 
charge of this matter, the gifts to be paid 
for from the funds of the association. When 
it had been so voted, Vice-President Mansur 
appointed Charles T. Evans, A. A. Everts 
and Frederick N. Day on the committee. 

Edwin F. Lilley was next introduced. Mr. 
Lilley, who is vice-president of the Horo- 
logical Institute of America, addressed the 
jewelers on “Improving the Watchmaker.” 
This address appears on pages 215-217 of the 
Horological Department of this issue. 

The morning session then adjourned. 


WEDNESDAY AFTERNOON 


The afternoon session convened at 2:30 
o’clock with President Hufnagel in the chair. 
The first speaker of the afternoon was Henry 
Bruere, third vice-president of the Metro- 
politan Life Insurance Co., New York. He 
spoke on “Success Depends Upon Health.” 


ABSTRACT OF ADDRESS OF HENRY BRUERE 


The occasion for my addressing you during your 
Convention arises from the fact that I am an officer 
of the Metropolitan Life Insurance Co., with 
which company your association has entered inte 
contractual relations. Those of your membership 
who have availed themselves of the terms of this 
contract have also become members of the Metro- 
politan Life Insurance Co., for that company is a 
mutual undertaking and its policyholders are mem- 
bers of it. To many of you, therefore, I speak as 
members of both organizations, to which happy 
state I hope that all of you may attain. 

The arrangement made between the association 
and the Metropolitan provides, briefly, for insuring 
the lives of your membership and their employes 
under the community plan of insurance. The pur- 
pose of the community plan of insurance is to give 
quick and inexpensive protection to the lives of per- 
sons eligible under its terms, without medical ex- 
amination and other of the formalities usually at- 
tending the issue of a life insurance policy. Where 
more than 50 persons are employed by the policy- 
holder, a group contract is issued which covers the 
lives of all employes who have served a_proba- 
tionary period of six months. The cost of the in- 
surance may be shared by the employes or borne 
entirely by the employer. If the employes share 
the cost, the employer must pay at least 25 per 
cent. of the cost where the insured are 50 or over, 
or 40 per cent. of the cost where there are less 
than 50. Seventy-five per cent. of the employes 
who are eligible must subscribe. Employes are in- 
sured for about $1,000 each or for the amount of 
a year’s salary or wages. Executives may take two 
and one-half tinfes the amount of the average in- 
surance placed on the lives of the employes. 

It is very rare, indeed, in selling life insurance, 
that we find persons of smaller incomes adequately 
insured. Although vast amounts of insurance are 
placed on the lives of industrial workers and their 
families each year, the individual coverage in terms 
of present day costs and standards of living are 
relatively small. The conception that on a wave 
earner, a small salaried employe, could and should 
be expected to provide for even the temporary 
support of his family after his death, is new. 
Indeed it has only been recently that incomes per- 
mitted any such conception to be entertained, much 
less acted upon. 

I shall not burden you with statistics, but I 


think it will interest you to know that even among 
that number of the workingmen of Ame ica why 
are insured at all, and that is about 80 per cent 
of them, the average head of the family leaves 
only about $500 when he dies. This $500 is not 
an estate; $500 is not a safeguard for helpless 
women and children. It is virtually only enough 
to meet death charges; to pay the doctor, the un- 
dertaker and a few incidental expenses. You can. 
not abolish widows’ pension systems and remove 
the necessity for orphan asylums with that amount 
of protection for the families of small salaried 
workers and wage earners. The wage earner or 
small salaried man with a family ought to have, 
to meet American standards, certainly not less 
than $1000 of insurance, and preferably from two 
to three times that amcunt. 

The insurance companies and the employers of 
the country are, as a matter of fact, co-operating 
to wipe out the preventable dependence of widowed 
women and half-orphaned children, through group 
and community insurance on shop and _ store 
workers. They are using the natural relation- 
ships of business and industry, such as employer and 
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employe, and the experience of 75 years of life 
underwriting, to make substantial amounts of in- 
surance available to employes without regard to 
their state of health or age, provided they are 
actually employed when the insurance takes effect. 
This is done under forms of wholesale insurance 
contracts, such as the one for which this Asso- 
ciation has arranged, by which groups of employes 
are insured. In a few years, largely since the 
war, the insurance companies of America have 
written approximately $2,500,000,000 of this whcle 
sale or group life insurance. These blanket polic es 
may. cover groups consisting of many thousands of 
people, or they may apply to groups of two or three 
as in many of the 412 retail jewelry stores, who as 
members of this Association, have already taken 
advantage of the arrangement made in their be- 
half. 

It is quite within the realm of possibility, and 
certainly it is desirable from the standpoint of 
national wellbeing, that in a few years virtually 
all the substantial and well-managed business en- 
terprises in America will make group life in- 
surance, and possibly group health insurance 4 
normal part of the employer-employe relationship. 
We shall then see an end to the wrecking of 
families and the lives of women and children that 
is daily occurring because men die without having 
made provision for the unexpected event. 

The Metropolitan Life Insurance Co. pays 
$208,149 in death claims every day and it pays 
another $162,493 each day in settlement of ma- 
tured endowments and cash surrenders. That 1s 
what it is in business for. It has contracted 
with some 23,000,000 people to pay them only 
at some future time, in exchange for payments 
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them into its treasury. This great mul- 
titude of people who are its clients are also the 
objects of its solicitude. We don’t want them 
to die. We want them to live. To accomplish 
this we have taken advantage of the very intimate 
contacts we have with millions of workingmen and 
their families to assist them in understanding the 
simple health facts. We issue millions of health 
booklets a year. If they will read them, and they 
do, our policyholders can learn how to live with 
reasonable safeguard against disease. When they 
are sick we send them a visiting nurse. We 
hive a new department of. Industrial Hygiene 
which is making use of the recent developments 
in knowledge regarding sickness among workers 
and the special hazards of different industries, to 
prolong the lives of workers in shops and factories. 
It will co-operate with you and your employes 
in working out practical plans for improving their 
health. 


made 


* * * 


Let me say a word or two on such other mutual 
interests that we as insurers have with you as pol- 
icyholders. We want you to succeed not only in 
living, but in prospering. Our own business grows 
at such a pace that we are constantly on the look- 
out for information cn modern management meth- 
ods that may be applied to our own offices. We, 
therefore, study methods of co-operation constantly. 
We learn a great deal from the 1,800 firms that 
have group insurance with us. What we learn, 
we try to pass along conveniently to our interested 
policyholders. We study other questions, such as 
sales management, budgeting and office manage- 
ment, an important question with us because we 
have almost 8,000 people at work in our Home 
Office alone. All this information we also share. 

We are very proud of our relation with the 
retail jewelers of America, representing as you do 
men who value and sustain the refining influences 
in life. We are anxious to be of service to vou in 
promoting the welfare of your membership and 
those who are associated with you as employes in 
the conduct of your business. 

Wm. R. Cooper, president of the National 
Wholesale Jewelers’ Association, was the 
next speaker, his topic being “The Relation 
3etween the Wholesaler and Retailer.” 


ADDRESS OF WILLIAM R. COOPER, PRESIDENT, 
THE NATIONAL WHOLESALE JEWELERS’ 
ASSOCIATION 


Upon my return from the east during the 
month of June, after my re-election to the 
presidency of the National Wholesale 
Jewelers’ Association, I received a kind in- 
vitation from your president to represent our 
association at this meeting, which I am more 
than pleased to say I accepted, and am glad 
of the opportunity to be with you here to- 
day. 

Just a year ago I had the extreme pleas- 
ure of appearing before you at your Provi- 
dence convention, and I believe since that 
time there has been more of a co-operative, 
friendly, businesslike feeling than has here- 
tofore existed. 

At a conference held in that city, compris- 
ing manufacturers, wholesalers, and _retail- 
ers, the three branches of the trade had but 
one thought in mind—co-operation. It seems 
almost impossible for me to find some other 
theme or idea to talk about that is most vital 
to all of us and which we are all interested 
m. [I am at this time compelled to repeat 
ret all but parts of addresses I have hereto- 
fore made, for which I have had the pleas- 
ure of receiving many letters of congratula- 
tion from retail organizations throughout 
the United States. 

I believe that your retail organizations 
want nothing but fair play, and fair play 
to them means more business to our branch 
of the trade. In connection with this I will 





repeat these few lines: “Without the co- 
operation and good will of the retailer, what 
is there left for us to accomplish? We 
must work with you and help you to ac- 
complish necessary measures. We cannot 
preach ‘co-operation on one hand and ignore 
the retailer on the other.” The president of 
one of your State organizations says that 
he firmly believes these words convey the 
earnest desire of every genuine, honest 
wholesaler, and I think I can say without 
contradiction that the retailer does appreci- 
ate the co-operation of the honest whole- 
saler. 

Next to that co-operative spirit which 
we all agree upon there is something else 
that is necessary which you have not so 
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often demanded, but which you should de- 
mand and are entitled to, and that is service. 
That is what the wholesaler is for, and that 
is an important item we have to sell you. 

You should bear in mind that it is not 
necessary, in these times at least, to load 
up your stock with merchandise in quanti- 
ties that you are not able to dispose of and 
get the turn over you must have in these 
days to make your business profitable. Do 
you ever stop to think of the real service 
a wholesaler can be, who only a few months 
ago was compelled to place his orders for 
the merchandise you are going to use this 
coming Fall for your holiday trade, giving 
you the benefit of ordering this merchandise 
in such quantities as you can use? What 
would you do without us? You would be 
compelled, as we are, to purchase your 
merchandise earlier than you desire, which 
you all know in the retail jewelry line, and 
according to your Harvard Research Bu- 
reau, does not allow you the turn-over and 
profit on your investment that you are en- 
titled to. 

I had the pleasure a short time ago of 
receiving from one of the past presidents 
of our association a barometer of what has 
and what will be accomplished, covering the 


past 10 years and the 10:years to come— 
1914 to 1924, 10 years of hell. 1924 to 
1934, 10 years of building up, 10 years of 
the greatest constructive activity ever ex- 
perienced by the United States. It is a fore- 
cast plainly written by facts and events so 
tremendous, so legible, so assuring that 
every man can read them for himself and 
make his own prophecy. Having made it he 
must believe it with all the faith that is in 
him, and with this faith he must plan the 
business of the future—the prosperity of the 
next 10 years. Yet, lest you read in this an 
easy optimism, an over sanguine enthusiasm, 
| desire to impress deeply my opinion of 
those who will share in this bright future, 
men who are not only confident their busi- 
ness is going to last 10 years, but who have 
the nerve and brains to look ahead and plan 
the details. Stop thinking and planning in 
terms of years. The door is wide open 
today for us all. 

A demand for various commodities has 
risen which is rather unusual at this time 
of the year. This condition is unquestion- 
ably~breught up by confidence in general 
business conditions during the next six 
months, and we must not forget the fact that 
the whole business world rests on confidence. 
The National Wholesale Jewelers’ Associa- 
tion brings you this optimistic message 
from those who are in the front line and 
are therefore in a position to know whereof 
they speak. 

Perhaps some of you have received a 
Congressional Record of an address. pre- 
sented by Honorable Nelson B. Gaskill, 
member of the Federal Trade Commission, 
on a very important subject. Those of you 
who have not had the pleasure of reading 
it, if you will wrote to the secretary of our 
association, I believe that it would be pos- 
sible for us to furnish you with same, and 
I want to repeat a few lines from this ad- 
dress which is quite lengthy: 

“There is danger in monopoly; there is 
injury in restraint of trade; and these prac- 
tices are denied by the law because they 
close the door of opportunity to the indi- 
vidual, the maintenance of which as a free 
and open channel is essential, not only to 
American institutions but to the exact opera- 
tion of the competitive system. Where 
monopoly is sought in a relatively few in- 
stances, where combinations in restraint of 
trade occasionally make’ their appearance, 
while the alarm from these manifestations is 
justifiable and is not to be minimized, a con- 
stant danger lies in the practice, now so 
prevalent, of single-line leaders sold below 
cost for the purpose of inducing other busi- 
ness, or establishments in which many lines 
are sold below cost, with concealed profits 
in other sales, which not ‘only equalize the 
loss, but translate the whole practice into a 
profit balance. The most effective remedy, 
resale price maintenance must, in my opin- 
ion, be recovered not only for the sake of 
the manufacturer or the distributor, but for 
the sake of those who tomorrow and the 
day after tomorrow will seek to enter into 
business as individuals and find the door of 
opportunity closed against them unless this 
unbalanced method of selling is checked. 
It is likely that there will be abuses of 
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freedom in the exercise of this system, but 
the responsibility therefor will. be readily 
placed. and if corrective measures are 
necessary they can be accurately focused 
upon the sources from which the abuses 
arise. And even though such abuses should 
be anticipated, that anticipation should not 
deter us from the removal of the barriers 
which now exist against the effective exer- 
cise of that which has been constantly and 
consistently declared to be a legal right. 
Leaving the doors always open for advance 
along the lines wherein true endeavor 
rightly directed may produce desirable bene- 
fits, we need have no fear of our ability to 
cope with the occasional abuse. The denial 
of a right to prevent a possible wrong is it- 
self the greater wrong.” 

In closing, gentlemen, I want to take this 
opportunity to say that this is the second 
time during my term of office that I have 
been able to meet with you to say a few 
words and get better acquainted. My being 
here is in behalf of the National Wholesale 
Jewelers’ Association members. I am con- 
fident they are your friends; they want to 
help you and will. 

During my term of office it has been an ex- 
treme pleasure to meet on several occasions 
your most honorable president, and I only 
wish that it was within my power to have 
the pleasure of traveling over the entire 
United States to meet with all of your 
local State organizations in the interests of 
our association. You owe to your president 
a deep vote of gratitude for the time and 
service he has given you within the last 
three years, and also to my good friend, 
Mr. Ralph. Roessler, who has spent many 
weary days and hours in your behalf for the 
elimination of the so-called excise tax. You 
owe him a deep gratitude which you can 
never repay. I have had the great pleasure 
of being with him at different State organ- 
izations where he has placed before your 
members measures to be accomplished, and 
I know it has been a difficult year. It is re- 
grettable that he did not receive all that was 
asked for, but I do-believe and am sure you 
believe as I do, that what has been done 
will be of great help to you during the next 
year. 

We, as wholesalers, have no political ends 
to serve, no differences to compose. no pol- 
icy to advance except the highest of all—the 
policy of understanding and good will. The 
fact that we are here is more eloquent than 
anything we can say. I come to tighten the 
bonds of friendship that now exist. 

Next came the address of Emil Zolla, 
secretary of the American Watch Importing 
Association. His topic was “Know Your 
Watch.” 


ADDRESS OF EMIL M. ZOLLA 


In the past several years the reputable and 
responsible watch importers of this country have 
observed with a great deal of chagrin the ques- 
tionable repute which was attaching itself to the 
Swiss watch. The influx of nondescript and un- 
dependable Swiss watches imported by. irresponsible 
and frequently dishonest individuals who were con- 
cerned only in the profit they could make thereby, 
regardless of how unfair and often unscrupulous 
their methods were, waS undermining the entire 
structure of the Swiss’ watch business. 

Time was when the reputation of the Swiss 
watch was unexcelled and unequaled. Time was 





when the purchaser of a Swiss watch valued it 
with a great deal of pride. 


Time was when the American public considered” 


the name “Swiss” on a watch as_ primafacie 
evidence of timekeeping accuracy and dependability. 
Not without reason was this reputation estab- 
lished; not without cause was this distinction 
obtained. 

Indisputable is the fact that nowhere in the 
world has the art of watchmaking reached that 
high degree of perfection and excellence that it 
has in Switzerland. There the art of watchmaking 
has’ been handed down through the generations 
from father to son, almost since timekeeping by 
means of watches was first discovered. It is 
therefore not surprising that the Swiss watch- 


makers, getting their training from ‘early youth, 
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liberally encouraged by national schools of 
horology, should reach that fine degree of work- 
manship that is unequalled in any other country. 

To protect the unexcelled reputation of the 
good Swiss watches; to discourage and make 
difficult, if not actually impossible, the sale of the 
cheap, nondescript and  undependable Swiss 
watches; the American Watch Importers Asso- 
ciation has determined to guide the consuming 
public, and particularly the retail and wholesale 
jewelers of the country how to draw the line 
between the dependable and _undependable Swiss 
watches, and the responsible and_ irresponsible 
firms that stand back of each watch. 

There are four basic principles which everyone 
should consider before buying a watch: 


First. Will the watch keep time? 

Second. Is there a complete line of 
materials that fit the movement in case it 
should become necessary to repair same? 

Third. Is it backed by a _ competent 
American workshop where repairs can be 
made when necessary? 

Fourth. Is the reputation of the firm 
that sells it and its business ethics such as 
merit confidence in any representation that 
it might make? 


The American Watch Importers Association has 
adopted these basic principles as a condition pre- 
cedent to any membership in its organization and 
proposes to certify all watches that comply thereto. 

It has established a minimum standard of time 
keeping dependability and believes that any watch 
movement that cannot meet this minimum standard 
should not be considered a watch movement. 

This minimum standard is two minutes tolera- 
tion for a period of 24 hours within a cycle of 72 
hours on wrist watches and a minimum standard 
of 30 seconds for a period of 24 hours within a 
cycle of 72 hours on pocket watches. 

A full and complete line of materials must at 
all times be available for each and every brand 


of movement to be certified by the Association. 

A competent American workshop must be back of 
every thovement, where repairs can be’ made when 
necessary. 

A member of the Association must be of good 
business repute and stand back of its representa- 
tions, !* 

Eachmember is to submit to an impartial com- 
mitteé on examination, the brands of movements 
it désires to be certified. This committee on ex- 
afhination has been appointed in an impartial 
manner and is headed by Jolin J. Bowman of the 
Bowman Technical School of Lancaster, Pa., who 
is also vice president of the Horological Institute 
of America and one of the most noted horologists 
in the country. Associated with him are Ralph 
E. Hinkle, connected for a number of years with 
the Hamilton Watch Co., and Carl E. Zint, who, 
for over 20 years, was head of the watch depart-. 
ment of Theodore B. Starr, Inc., of New York 
city and at présent occupies ‘the same _ position 
with the firm of Bigalke & Eekert of New York 
city. 

This committee has;the power to go into the 
offices of the respective) members and promiscuous- 
ly, without prior notice, select any number of the 
different brands of movements for examination, 
or they may buy these different movements in the 
open market, as they see fit. 

After a careful examination has been made and 
these particular movements have been tested and 
have met the minimum requirements of the 
Association, have a complete line of materials that 
fit properly, are backed by a competent American 
workshop in which to make repairs when necessary, 
then, and only then, will the movements be certi- 
fied by the American Watch Importers Association. 

The certificate of the Association will not issue 
to any particular firm, but will issue only to the 
particular brand of movement that has been ex- 
amined, tested and found satisfactory. 

In order to identify these movements, the Asso- 
ciation has adopted as a trade mark the figure of 
the “Lion of Lucerne,” which will appear on every 
certificate. Each certificate will be signed by the 
members of the committee on examination. 

We ask nothing for ourselves that we do not 
ask for the benefit of the jewelry industry itself. 
We ask nothing of you that is not for your pro- 
tection and the protection of your customers. We 
need your co-operation. Without it, success is 
difficult; with it, success is assured. 

If the reputation for honesty and straight deal- 
ing that you have so painstakingly established 
through years of hard labor is valued by you, as 
I know it is, if the interests of your patrons is 
conscientiously served by you, as I know it is, 
if you are interested in stamping out fraudulent 
and dishonest merchandise, as I ‘know you are, if 
ycu want the jeweler to have the confidence and 
respect in his communityy that he deserves, as I 
know you do, then from coast to coast, all over 
this land, you will join with us in a united and 
determined effort to sell to the American public, 
only Swiss watches that will serve the purposes 
for which they were made and for which they are 
purchased, by buying only Swiss watches that 
have been certified by the American Watch Im- 
porters Association. 


John De Wild, St. Louis, next addressed 
the convention on “Merchandising.” His 
address was as follows: 


ADDRESS OF JOHN DE WILD 

“Merchandising,” the subject assigned me, is a 
broad one. To dwell upon a very few of the im- 
portant points will require speed. Please pardon 
me if I hurry at times. 

Successful merchandising requires a reasonable 
turnover at a profit. Yet it is no secret that in the 
retail jewelry field—turnover is at its lowest point— 
and last year the general average of a large num- 
ber of stored showed a net loss of more than one 
per cent. 

One reason for the slow turnover is that most 
jewelry stores have failed in their advertising ap- 
peal to the public at large. 

Business loves to go where it is invited. 

Yet a great majority of the people (call them 
prospective customers, if you will) look upon the 
dignified type of jewelry. store—as a place where 
their limited, popular priced patronage is not 
welcomed. 

Retail stores of the dignified type have rarely 
appealed to the popular class for their trade— 
through the proper methods of advertising. 
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If you want turn-over you must merchandise 
and advertise in a manner that will bring volume— 

And if you want volume you must appeal to 
the popular trade as well as to the exclusive. ; 

You must have more than “Blue Book’ 
customers in this day and age, if your business 
is to be placed upon a profitable, turn-over basis. 

We will touch upon advertising a little latter. 

Another lack of popular appeal is in the in- 
terior arrangement of a great many stores. Too 
many times the stock arrangement is not of 
a nature that lends itself to turn-over. 

Jewelers can well take pointers from the de- 
partment store, the drug store and the 5-and-10c 
stores. 

A great many stores visited, since your invita- 
tion to speak was accepted, prove that the most 
valuable space in the store—from a sales stand- 
point—is taken up with departments or merchandise 
that could well be placed elsewhere. 

Merchandise that has the popular appeal and 
popular favor should be placed near the front of 
the store—and out in plain sight where it can be 
seen—where it will attract—and where it can be 
quickly shown and handled. 

The most valuable space in your store is near 
the front—with the preference for the right side 
—as you enter. Yet this space is often taken up 
with a department or display that has the slowest 
possible turn-over. A great many times by the 
watch repair department. 

More items that have a popular appeal should be 
out on display—in the front part of your store— 
rather than cold dignified merchandise—oftentimes 
under lock and key. 

It is possible to arrange dignified and attractive 
displays that will catch and hold the prospective 
customer’s attention. Numerous display accessories 
and fixtures are now being made for this very 
purpose. 

Variety of merchandise always creates a desire— 
and so the valuable part of floor and show case 
display should be used to the utmost advantage. 

Display cards are often lacking in most jewelry 
stores, Cards that really tell an inviting story. 
Many jewelers love to give the old excuse: 
“Cards and price tickets give an atmosphere that 
cheapens the merchandise.” 

If you believe this to be true—don’t use them. 
Other retail stores find them very necessary. 

Jewelers’ windows appear too much alike—too 
much similarity. 

Oftentimes you have to make a close observation 
to learn whether or not you are standing before 
a pawn shop. 

Larger varieties of merchandise—more cards 
and more price tickets can be used to great ad- 
vantage in most windows—with the window trim 
arranged in a manner that will be different from 
the average, stereotyped style. 

Too cold, no appeal, is the way most jewelers’ 
windows appear to me. 

How different are the windows cf the depart- 
ment stores—the drug stores—and many other re- 
tail establishments. 

Within the past year or two, many of the 
department stores attracted nation-wide attention 
through the use of a model of a woman in their 
windows—and had the figure gowned with several 
thousand strings of pearls. In a number of such 
displays—the entire window was a display of 
pearls. 

Why permit the department stores to create such 
an interest ? 

Are not your windows of such a 
something more can be shown—than the 
arrangements usually displayed? 

wax figure of a woman handsomely gowned 


nature that 
simple 


in a 


party costume—with fan, diamond _ rings, 
necklace, hair ornaments, diamond buckles on 
Pumps—would certainly not be out of place in 


a dignified card tell 
a would attract im- 
mediate attention and lead to a desire to buy. 
Study your city and surrounding trade territory. 
Nho are your patrons—and who are not. This 
will in a measure solve the problem of increasing 
turn-over—if the proper kind of advertising is 
sent to these people. 
Appealing to the popular trade is solving many 
store’s turn-over, and is the salvation of the 
department store. 
If you 


Many of your windows —and 
ing about the dress accessories 


a 


ms feel you don’t want popular trade—the 
mass trade, ignore this class—yet millions of dollars 
are spent by the middle classes—and the automobile 
sales will prove this, 

You might just as well have $50 or $60 for a 
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diamond ring as tke stor that does go after this 
class of trade. 

Your association might alsc, to great advantage, 
adopt a popular slogan. 

A popular phrase with a selling appeal is selling 
many thousands cf dollars’ worth of merchandise 
in other lines. 

“Try the drug store first” 
“Say it with flowers” 
“She'll enjoy a box of candy” 


are only a few of the many popular slogans 
which are paying large returns. 
A cash prize contest for the most acceptable 


slogan will bring hundreds of splendid and clever 


suggestions. 

If your organizaticn don’t care to undertake 
it, you can inaugurate such a contest in your 
own city. 


And then advertising. 

The greatest asset to 
cculd possibly employ. 

But how it is neglected. 

Several months ago, I wrote to John 


speed up turn-over you 


Howie 


Wright, editor cf Postage Magazine in New York. 
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Mr. Wright is one of the most capable authorities 
cn direct mail advertising in the country. I told 
him I would like several examples of good 
jewelry advertising that had been used to ad- 
vantage. His reply was: 

“Sorry—haven’t a thing in the office. Don’t 


think retailers believe in direct-mail.” 

Now that is fearful condemnation—yet it 
pictures a conditi¢n that is not only true in the 
retail jewelry field, but in other retail fields as 
well, 

It is true, there are jewelers using direct 
advertising to good advantage—and I’ll come to 
that in a few moments. 

Have you ever taken time to analyze advertising? 

No doubt you all have a definite advertising 
appropriation, but have you ever stopped to con- 
just how your advertising appeals to the 
public ? 

The chart drawn as a “Milk Bottle’? represents 
the entire purchasing power of the country, either 
as heads of families or as individuals. From an 
investigation made 10 years ago, you will find, by 
referring to the chart, that a large percentage of 
the buying power as heads of families was limited 
to not more than $400 yearly. There was another 
small percentage limited to $600; about the same 
limited to $800; another group not more than 
$1000, while the ‘‘Cream” of the bottle represents 
these people who are buying the higher-priced 
luxuries; a group of families or individuals with 
incomes of $3000 and up. 

The last income tax returns published by the 
government show that this survey, in detail, holds 
true as it did ten years ago. In other words, the 
cream of the bottle are those with incomes of 
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$3000 and up, but a great majority of purchasers, 
almost 5 million, are those with incomes ranging 
from $1000 to $3000. : 

Now then, when it comes to analyzing your 
advertising mediums and advertising your merchan- 
dise, it can readily be seen that an advertisement 
placed in the newspaper which is of such a nature 
as to appeal to only the higher class of purchasers 
represents a tremendous waste of circulation be- 
cause such advertising fails to interest the greater 
percent of prospective purchasers as represented 
by the lines on the chart. In other words, take, 
for example the daily or weekly newspaper. The 
newspaper is a popular medium that goes to prac- 
tically everybody in the city or in the country— 
the newspaper, naturally, is a mass appeal, yet. by 
advertising only the higher priced merchandise, 
such as diamond rings and other items of like 
character, you are making a class appeal out of 
your advertisement, and wasting more than 75 
percent of the prospective circulation. 

Yet, in face of these very plain facts, I have 
known of jewelers, who advertise several times a 
week, if not daily, exclusive high priced items in 
the newspaper, not considering that they are 
missing the large general popular priced trade and 
75 percent of such advertising is wasted money! 
Newspaper advertising should contain items that 
are going to appeal to the great popular mass and 
not the class. This is why the advertising man- 
agers of large department stores endeavor. to 
include in each advertisement as wide a variety of 
merchandise as possible so that the results will be 
what they should be. Don’t overlook the appeal 
to children, also. 

It would be far more profitable for every 
jeweler to prepare direct mail advertising of 
various high grade items and directly mail to 
prospects the literature advertising the merchandise 
that will appeal to that particular class, 

It is useless to prepare an exclusive diamond 
ring advertisement and insert this in ‘the news- 
paper with any anticipation of getting adequate 
returns. Yet newspapers will bring splendid, re- 
turns if popular prices merchandise is advertised 
that has a popular appeal. 


It is useless to use the newspaper for the. ad- 
vertising of items which appeal to not more than 
one person out of one thousand. 

As said before, personal letters, especially book- 
lets and folders are the best means of reaching 


those who represent the class rather than ‘the 
mass. Letters may be illustrated with . small 
photographs. A splendid example of this kind of 


advertising and the results @btained was used 
recently by a large Detroit jeweler. In this way, 
it is possible to reach the prospect with the proper 
appeal and proper merchandise is sure to bring 
results. 


If jewelry turn-over is to be increased, it must 
be done through more popular appeal to the great 
army of wage earners, whose incomes run from 
less than $1000 up to $3000. To appeal to this 
mass, there must be popular priced items adver- 
tised frequently, and other merchandise which 
appeals to the class must be advertised through 
specific methods and to definitely selected prospects. 
And _ every effort must be made to build up a 
realization of the values advertised. 

A close study of results from your newspaper 
advertising will indicate which of several plans 
may be employed for the selling of lines that are 
slow movers. 


“A. number of jewelers have found that 
personal letters with clever little photographs 
along the left margin bring gratifying returns. 


The photographs illustrate the  iteifs- mentioned, 
and such photographs may be made in large 
quantities at very little cost and are easily at- 


tached to letters, or small quantities of folders, etc. 
There is an appeal in a well written personal 
letter that cannot be overlooked. 
The greatest difficulty is that too many of these 
letters go to customers, minus the personal saluta- 
tion. 


If you know a customer well enough to write 
her or him a so-called “personal letter,’ politeness 


demands that you address that customer as an 
individual. 
Far too many letters are going out headed 


“Dear Friend,” “Dear Customer,” “Dear Madam,” 
and “Dear Sir.’”—Such letters lack the personal 
touch and often find their way into the waste 
basket without delivering their message. 

Even the busiest executive will take time to 
read at least the first paragraph of a letter if his 
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name, and business title—properly spelled—appears 
at the top. : 

The same with women—but the young society 
debutante who receives a poorly mimeographed 
or multigraphed etter headed simply “Dear 
Madam” will likely méver stop to even read the 
first paragraph, but will start the letter straight 
for the waste basket’ or fireplace. 

The very nature of your business demands that 
every piece of advertising literature be of the 
highest grade. 

Small booklets and enclosures seem to be used 
with gratifying results. Illustrations should be 
well made, and the text or copy interesting. 

Carefully selected lists of ,names should be 
properly indexed. and _ classified. Advertising 
matter must be prepared with a specific purpose 
in view and with reference to the merchandise 
desired to move. é 

Too much stress is placed upon June and the 
Christmas season. 

Why not keep people interested. in gifts the 
whole twelve months? 4 

Department stores and toy shops discovered 
recently that people will buy toys every day in 
the yeas and a profitable business has been 
established, which, heretofore was limited to a few 
months at the best. 

Your advertising must be taken. seriously and 
each year a carefully planned campaign should be 
réigiously carried out. 

My own experience of four years in the adver- 
tising department of a daily newspaper taught me 
that far too many advertisements are written at 
the last moment, without any regard as to time- 
liness of articles advertised or care as to results. 

Many times I called upon jewelers—the most 
prominent in a city of 400,000—only to find that 
advertising copy had not been written. And then 
the most important duty seemed to be to find a 
good cut or illustration. With the illustration 
selected, the copy must be made to fit the cut and 
the advertisement -went into the newspaper. One 
article advertised seemed to be as good as another, 
in the belief of the retailer. 

You and I know that concrete results cannot be 
expected from that sort of advertising. 

There must be a tie-up of merchandising with 
advertising. 

There must be a speeding up of slow moving 
merchandise, through specific advertising. 

There must be greater interest aroused in the 
jewelry store and the service it can render the 
individual, 

Get the people coming to the jewelry stores 
frst. Turn-over can never be increased unless we 
appeal more to the masses, and create desire for 
the merchandise they need and in which they can 
be interested. 

Get more people into ycur store—and the turn- 
over problem will solve itself. 


EXPLANATION OF CHART 


The sketch of the “Milk Bottle’ aptly represents 
the buying power either of the families of the 
United’ States—or as indicated by the outside 
column of figures—the buying power of the in- 
dividuals. 

In a survey made about 1914 by the Bankers’ 
Trust Company of New York—the buying power 
of families—was found to be the amounts in- 
dicated on the face of the bottle—and the large 
figures at the neck. 

The entire bottle represents all the families of 
the country. By studying the chart it will be 
found that at the time the survey was made—an 
Unusually large percentage of total families— 
were limited in their purchases to not over 
$400.00 annually. 

Then there was a small percentage who could 
Spend up to $600.00, and so on up to the cream of 
the bottle—which represents those families whose 
Purchasing power about ten years ago—was 
$3,000.00 and up. 
ae paring these figures with the last income 
na Teport published by the government it will 
7 found that the cream of the bottle again 
ee about the same proportion figured as 
individuals—with incomes sufficient to purchase 
‘ny great amount of higher priced luxuries. 

The government figures show—that 

525,606 individuals had an income of $5,000.00 
and up, 


369,155 income of from 


individuals had an 


¥4,000.00 to $5,000.00. 
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702,991 individuals had an income of from 
$3,000.00 to $4,000.00. 

2,222,031 individuals had an 
$2,000.00 to $3,000.00. 

2,440,544 individuals had an 
$1,000.00 to $2,000.00. : 

401,849 individuals had an income of less than 
$1,000.00. 

Joint returns of husband and wife, with or 


income of from 


without dependent children, including husbands 
whose wives though living with them, filed 
separate returns .....ccccccsccccccores 3,477,592 

Wives making separate returns from 
Pe ORT ee eee 89,634 
Men,: heads of families ......c.ce0e 401,662 
Women, heads of families .......... 111,356 
Be ORC ere eee ee 1,945,009 
NE II ON NNNIIN S655 500 toast ep soda wi cce- chia 608,829 
Community property ....ccccccesccs 24,094 
6,662,176 
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THE CHART USED BY MR. DE WILD 


Then followed an instructive address en- 
titled, “Budgettmg Your Buying and Manag- 
ing Your Store,” by Chas, A. Hammarstrom, 
with Black, Starr & Frost, New York. The 
subject of this address was comprehensively 
treated and illustrated as part of a serial 
article, “Where Bound, Mr. Retailer,’ 
written expressly for THE JEWELERS’ CirR- 
CULAR, by Mr. Hammarstrom. The series 
was begun in the issue of July 9 and pub- 
lished every week consecutively up to today’s 
issue where the last installment of the article 
on “Budgeting” will be found on pages 189 
to 193. 


Ralph Roessler Honored 


Following the adjournment of the Wednes- 
day afternoon session a gathering which 
was in no way associated with the conven- 
tion of the American National Retail 
Jewelers’ Association was held in the con- 
vention hall when Ralph Roessler, chairman 
of the Special Tax Elimination Committee 
of the A. N. R. J. A., was presented with a 
check for $7,000 by his hundreds of 
friends throughout the entire trade—north, 
east, south and west. It was a check 
made up from subscriptions of jewelers in 
recognition of the work which Mr. Roessler 
has done for the trade and presented asa 


income of from . 
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peal —_ 


token of the esteem and love in which ‘he 
is held, w 

William Frasier, one of the most“popular: 
of the retail jewelers, acted as chairman: of 
the meeting and in introducing Edward 
Little, who made the presentation” speech, 
said: “This is the first opportunity I have 
had, of appearing before this august body 
but trust it will not be the last time. I am 
here to introduce the man who is to follow 
me. This meeting is not a part of the con- 
vention, js not ‘associated in any way with 
the . AniPgican National _ Retail, Jewelers’ 
Associating ’.nd is absolutely indépendent 
and sepaf@sfrom the association’ in any 
way. I introduce to you our godd friend 
Ed Little, Auburn, Ind. ‘ if, | 


. tw 
PRESENTATION SPEECH OF £, 0. LYTLE AT 

MEETING IN HONOR OF RALPH ROSSSLER | 

Mr, Little said: “You will pardon me. if 
I find it necessary to refer to my notes 
as making presentation speeches is}:not one 
of my accomplishments. So if I make any 
mistakes they will be mistakes of the head 
for what I have to say comes fromthe bot- 
tom of my heart. AS gh 
. “About a month ago a few of ydhr many 
friends, Ralph, conceived the idea of launch- 
ing a drive to raise a fund to ied irs fot 
your untiring and unselfish work as dhairman 
of the Special Excise Tax Eliminatjon Com- 
mittee. .I was honored with the':efairman+ 
ship of a committee to carry’on this work 
and for the past month we have been busily 
engaged in the most pleasant task it hag 
ever been my good fortune to be connecte 
with. 

“We have been partially successful but 
only partially. However the results of our 
efforts measured in dollars, are) nothing 
when compared with the value} of the 
wonderful friendships we found you have 
made in every nook and corner of this great 
country, 4a 

“From every State, from villages and’ 
cities, from the Atlantic to the Pacific and 
the Gulf to” Canada, letters of praise and 
thanksgiving havé poured in, accompanied 
by checks, drafts, money orders and cash 
as further and substantial evidence of the 
gratitude and love of; your brother jewelers 
and I want, at this time, to read to you a 
very few of the expressions the many letters 
contained. 

“An almost universal expression was, 
‘We thank you for giving us this oppor- 
tunity.’ Another says, ‘Is there a jeweler 
in the United States who can thank him 
enough?’ Here’s another, ‘Flowers for the 
living and may he live long to enjoy the 
flowers.’ Another, ‘I am _ enclosing my 
check for $86.35 which is the amount I 
would have been obliged to pay the govern- 
ment for July tax.’ Still another, ‘This 
really gives me great pleasure—a rare feel- 
ing when signing a check.’ This one says. 
‘Thank you for letting me in, the Little 
Giant deserves all we give him.’ Another 
says, ‘From one of the small ones with 
proportionate check and large appreciation.’ 
Here’s one who says, ‘Our principle lines 
are paints and wall paper but we want to 
come in with a little’ Another says, ‘T 
sold out some time ago but I want to help 
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anyway. Another tribute—‘He did all that 
he did for pure love of the jewelry pro- 
fession, not expecting or wanting any reward.’ 
This firm says, ‘He earned what the 
square shooters present him with and the 
kickers don’t. God bless his friends and 
damn his enemies and may he live long to 
enjoy our gratitude and his own prosperity.’ 
This firm says, ‘We are going fifty fifty 
with Ralph on this month’s tax.’ And 
here’s a gem:—‘I am now located in the 
“Magic Valley” on the banks of the Rio 
Grande and only a few minutes from a “real 
brass rail” and as good “amber fluid” as you 
evér blew the foam off of. 
to a lot of the sheckles while “looking ’em 
over” but I am going,to send you a little 
check and tell Ralph that it would buy him 
a quatt of Gordon’s Dry d@wn here and 
that’s€about equal to $10 when spent for 
“Hoosier” bootleg.’ 

“Ralph, my friend, idol of our craft, you 
have surely entwined yourself in the very 
heartstrings of every jeweler and _ have 
builded yourself a monument which time can 
never efface. It is an honor and privilege 
which I shall cherish all my life, that I 
am permitted to present to you on behalf 
of thousands of grateful jewelers, a very 
small part of what you deserve. 

“As I hand you this token of love and 
appreciation, I notice that it is clean and 
white, fitting tributes of your character. 
The corners are square and true further 
symbolizing your virtues. It is written in 
red, signifying that it comes from the hearts 
of all who contributed so cheerfully to its 
total. The printing, however, is black, re- 
minding us that life has its shadows as well 
as sunshine and although misfortune may 
come to you, I voice the prayer of every 
jeweler in this land that it never does, but 
should you meet with reverses and vicissi- 
tudes, may this money be your rock of 
refuge to help you weather the storm. 

“Take it. Do with it what you choose. 
It is yours forever to use as you see fit. 

“May God bless you and yours, Ralph 
Roessler, and all men like you. May God 
cause His light to shine upon you and give 
you prosperity and happiness and may you 
never be compelled to use a single penny 
of this money in the pursuit of health or 
happiness, is the sincerest wish of a grateful 
industry.” 

Mr, Little had invited Mr. Roessler to the 
platform at the beginning of the address and 
it was plain to see that Mr. Roessler was 
fighting hard to control his emotions when 
Mr. Little read excerpts from letters from all 
over the country praising Mr. Roessler for 
the work he has been doing. 

As Mr. Little concluded and handed Mr. 
Roessler the substantial check a silence fell 
over the big room and for a moment Mr. 
Roessler stood speechless before the gather- 
mg. Then getting control of himself he 
Said : 

“What can I say? I cannot tell you how 
deeply I truly appreciate this act. It is not 
so much the amount which is most generous 
4 it is the fact that it represents the won- 

ttul sentiment as expressed by my friends 
throughout the trade. I was only one doing 


I bid farewelf’ 





whatever was in my power to be of assist- 
ance. There were perhaps others much 
more worthy than I. I only wish that I 
could tell you how deeply grateful I am for 
such expressions as I have heard today and 
I only hope that | may merit a small part 
of them. I thank you from the bottom of 
my heart.” 

There was more than one wet eye in the 
audience as Mr. Roessler left the platform, 
amid an outburst of applause, and broke 
down and cried as he took his seat. 

Jewelers from everywhere crowded about 
him to wring his hand and offer their con- 
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gratulations among the first being President 
Hufnagel of the A. N. R. J. A. 


WEDNESDAY EVENING 

There was a good attendance at the 
Wednesday evening session to hear the prac- 
tical talks on merchandising and store op- 
eration, despite the fact that the weather 
was unusually warm—even for St. Louis in 
August. An addition to the program—one 
which helped to keep up enthusiasm through 
the entire meeting—were the musical fea- 
tures in the intervals between addresses. 

The announced program for the evening 
was carried out as planned, with the excep- 
tion that one of the speakers, Ellis Gifford, 
of Fall River, Mass., was not able to be pres- 
ent. President Hufnagel presided. 

The first speaker was C. J. Duncan, of 
Massillon, O. In his talk on “Selecting the 
Store Site,” Mr. Duncan called attention to 
the many important factors to be considered 
in choosing the location for a store—factors 
which he had been obliged to take into ac- 
count when he moved his place of business 
some years ago. His address follows. 


A. Convention 


ADDRESS OF C, J. DUNCAN 

The selecting of the site for a jewelry store as 
well as any other retail business can be ap- 
proached from different angles and to go deeply 
into the many important phases in connection with 
this subject would ccnsume more time than that 
which has been allotted to me. When I was 
asked to prepare a paper on this subject I felt 
there was very little that I could say that would 
be of much interest or benefit to the average retail 
jeweler attending this conveittion. 

I assume the real motive of our werthy president 
in assigning this subject andthe other important 
subjects to follow, was to ad ge some ideas that 
would be of a beneficial nature to the ultimate 
success of the retail jewelér. However, appre- 
ciating the fact that I have had scme experience 
in the selection of sites for jewelry stores, and 
with this thought in mind if I could be the means 
of helping others to avoid the mistake many “Wave 
made, I feel I would be contributing my bit to the 
welfare and uplift of my brother jewelers. 

It ,-has been said and is the epinion of 
psychologists of,.large business interests, that the 
biggest factor in the’ sticcess' of ‘modern mer- 
chandising is a good location. It has also been 
said that failures in business are largely due to 
bad locaticns. 

From a jeweler’s viewpcint, I do not believe 
that location is the biggest factor in the conduct- 
ing of a_ successful retail jewelry business, but 
the wisely selected locaticn does give one the ad- 
vantage and oppcrtunity of getting the proper 
start which is of fundamental importance in 
establishing the foundation of any business. .One 
business might be highly successful in one loca- 
tton, .while another business might be af® absolute 
failure in the same Iccation. 

Opinions might differ as to what constitutes and 
determines success. Using the measuring stick of 
dcllars and cents, volume is the dominant factor, 
and in that case a prominent location would play 
a very important part. On the cther hand, if 
success were measured by kncwledge of the busi- 
ness, confidence of the public, and the service 
rendered to the community, a less prominent Icca- 
tion might be advantageous. However, there are 
exceptions. 

Up in Ohio, a few miles from my heme, in a 
village -of less than 1,000 inhabitants, is located 
a department store that did a business last year 
of $1,000,000, and the only gcod thing about its 
location is that it is located in Ohio. I am 
personally acquainted with Mr. G. A. Garver, 
general manager of that store, and he tells me 
that this is what has spelled success for the Garver 
Bros. store: high ideals, hard work, the right goods 
at the right price, supported by the right kind of 
personal advice with executive control. 

Let me emphasize this point. No matter how 
gocd your location, business will nct run itself nor 
will it continue long cn a haphazard plan, but to 
the man who has patience and perseverance and 
stick-to-itiveness and exercises foresight and self- 
control, the jewelry business to him cffers rich re- 
wards. 

Quick sales places, such as cigar stores, drug 
stores, and 5 and 10 cent stores belcng where the 
people are passing and can see samples cf 
what they want in the show windows, and when 
they step inside the store, prompt service is the 
only requisite needed to make that store in that 
particular location a success. 

One of the first steps in determining the Icca- 
tion for a stcre of this kind is done by what is 
known as clocking the passers-by. A man or 
a woman is placed on the sidewalk at a selected spot 
certain hours during the day and night with a 
little instrument in each hand and every individual 
who passes is clicked. One instrument records the 
men and the cther the women. Rental values are 
also determined by this clocking prccess. In these 
busy, feverish, bustling days, it is claimed that 
location is largely a question of convenience, and 
I will grant that is true and cf very much im- 
portance to the success of certain lines of business, 
and there are likewise many arguments that might 
he advanced why a location such as this would be 
the Icgical site to choose for a jewelry store. 


most 


interested in the welfare of 
the young man and in discussing this subject I 
shall attempt to show by my personal experience 
and some thought «n the subject, just why the 


I am _ particularly 
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carefully selected location is of vital importance to 
the ultimate and permanent success of the retail 
jeweler. 

I wish to emphasize this fact. It takes time 
to make a successful jeweler. Few win quickly. 

As an example, a young man is desirous of 
establishing himself in the retail jewelry business 
in his home town (and if the population of his 
home town is 15,000 or less, I would advise a 
neighboring town), he is a watchmaker and me- 
chanic of fair ability.. Usually it is this type 
that makes the better merchant. The fine mechanic 
very seldom makes a successful merchant as a 
rule; his energy and ambition do not run along 
mercantile lines, but in the direction which should 
attract him to the repair trade shop with location 
of minor importance. 

We will assume our young jeweler is ambitious 
and naturally wants to be successful, and might he 
not have the idea that volume constitutes success, 
and in chcosing a site to open his first store, would 
it not be natural for him to select the busiest street 
in the town and the busiest corner on the street? 
No doubt, he has heard it said, “Rent cuts no 
figure, just so you do the business.” (We have 
all heard this same statement many times.) 

His capital is small, he draws on his credit to 
the limit, his expenses are high, out of necessity, 
he makes all the sales he possibly can, and often- 
times many of these sales are poorly made and 
lead toward disaster, and prove fatal to his ultimate 
success. The permanent success of a retail jeweler 
depends upon the degree with which he honorably 
discharges the confidence and trust which the public 
reposes in him. 

Why sheuld not this young jeweler in choosing 
a location for his first store, select a site-scmewhat 
removed from the ccngested district such as a 
good side street, where rentals are reasonable and 
with business neighbors .such as shoe, millinery 
and ladies’ ready-to-wear stores which attract the 
attention and patronage of the lady sheppers; and 
if possible select a site on the main thoroughfare 
tg seme large hall or public building which 

casionally attracts large gatherings? Z 
||Eastern or northern exposure is preferable on 
Bécount cf sun’s rays, and better light conditions. 
Traffic heing equal, the preferred side of the street 
is worth 10 to 20 per cent. more in rental value. 


We have now selected a site for his first store, 
and he is ready to begin to establish his reputation 
and standing in the community, and his precedure 
and the metheds used in store number 1 will very 
largely determine his future success; and in this 
location he will not be called. upon to look after 
so many minor repair jobs, and will have more 
time to give his personal attenticn to repair jobs 
of more importance which at times have been done 
in an unsatisfactory manner by the busy store on 
the main street where the proprietor is not able 
to give his personal attenticn, and by this special 
attention and service he is building for himself 
confidence and future prestige. 

He will also have more time to devote to the 
arrangement of his store and the dressing of show 
windows. 


You may say, “What has this to do with select- 
ing a location?” Let us keep in mind he has 
selected the site for his first store for a given 
purpose, and now he must proceed to capitalize 
the location, and there are many ways in which 
this can be dene, but the outstanding factors are: 
Special attention to little details, careful, systematic 
advertising and special effort devoted to the dress- 
ing of show windows. 

To my mind, the window in our side street lo- 
catic n is cf the greatest importance, because the 
window not only reflects your store, but reflects 
your personality. You show me a jewelry window 
that is clean and neatly trimmed, and I will show 
you a store and stcck that are clean and neat, 
and a proprietor that is likewise. 

_ About four or five times a year arrange to put 
im an extra special trim. I would suggest Easter 
time, Mother’s Day, and wedding, graduation and 
Christmas seasons. Make these trims something 
out of the ordinary, and one that will attract at- 


— and make the passerby stop and take no- 
ice. 


A window of this kind, will get you more 
Publicity at less cost than any other medium which 





you pessess, and is the small jeweler’s biggest 
oppertunity. 

After a few years of concentrated hard work 
along this line he finds his busineess has reached 
the place where it becomes necessary to employ 
more help. He finds he cannot give his personal 
attenticn to all the little details he formerly did, 
and it is now time he should plan to move to the 
main street, keeping in mind the neighborhood and 
the best side of the street. His own trade will 
follow him and here he will be able to attract more 
transient trade and thereby increase his volume and 
keep his additicnal help busy. 

He is now settled in his new location, which we 
will call store No. 2, is a little older in years, 
better informed, and more experienced. We would 
not have him make a mistake and think because 
he has stepped up cne rung on the ladder of suc- 
cess that he is at the tcp, and got the idea he can 
put his competitors all out of business. This has 
been tried many times and has failed just as 
often, but let him ccntinue with the same high 
ideals, the same enthusiasm and perseverance, and 
he will continue to be successful in his new loca- 
tion. This should nct be his permanent home. 
Conditions change, shopping districts move from 
place to place, and it is folly not to change with 
conditions and this shculd be the time when he 
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should: have a vision of his permanent business 
home, his own building, if -you please. 

Ycu have often heard of jewelry stores bcasting 
cf being established in the same location for a 
great many years, and they will tell you a rolling 
stone never gathers any moss. I will venture the 
assertion that most stores of this kind are covered 
with mcss. In some instances, the long-established 
firm can stay in the same locaticn and still be a 
modern and up-to-date establishment, but more often 
it is the reverse. 

I firmly believe every jeweler should lay plans 
and strive to own his cwn site, and in order that 
it may be possible to acccmplish that very thing, 
I have a plan that I knew will work. Start a 
building or real estate fund, setting aside a certain 
per cent. of your gross income, and when the 
right oppcertunity arises, purchase a site you feel 
will be the ideal spot fer your last store and 
permanent home. 

When ycur last moving time comes this is your 
golden opportunity to cash in on your old. stcck. 
Dig down under the counters and back of the 
shelves for hidden treasure—the old, almost for- 
gotten stocks that have been carried for seascns— 
and convert the whole lot into casu, by having re- 
moval, package sales, etc., and disposing cf ycur 
old fixtures. 

You may pessibly now have reached the age of 
45 or 50 but it is said that J. P. Morgan at 60 
did his greatest work; Harriman at 50 was an 
obscure broker; Woodrow Wilson at 50 was a 
little-known college professcr; Lincoln was 54 when 
he made his imperishable address at Gettysburg. 

When you move to your new site and new store 
which has been equipped with the newest fixtures, 
you sheuld then have the feeling and confidence 
that you have reached your geal, and in closing 


let me say, J like to think of selecting business 
sites as milestones of progress and stepping stones 
to success. 


The following speaker, Conrad J. Broth- 
erly, treasurer of the American National Re- 
tail Jewelers’ Association, Newark, N. J., 
presented many helpful ideas for the retail 
jeweler—especially the young jeweler of 
limited means—in his talk on “How Much 
Capital.” This report appears on pages 197- 
199-201. 


Just what success consists of—whether it 
is represented by dollars 2lone—was a lead- 
ing point discussed by Arthur A. Everts, of 
Dallas, Tex., who spoke on “Better Busi- 
ness Policies.” 


ADDRESS OF ARTHUR H. EVERTS 


When deciding on better business policies for 
the jeweler, a fellow must remember that one’s 
real success in life is not measured by a mint of 
money but by his own happiness. So a fine store, 
a large display of diamonds, a palatial mansion 
and a million dollars may not mean that you are 
truly successful. In fact, you may attain all these 
things and yet if you have not brought happiness 
into your own heart and life, you have become 
not only a disguised but miserable failure. 


Yet how prone we are to say when someone 
inquires of the success of an old and mutual 
friend, ‘‘Successful, I should say so! Why Bill 


has made a million dollars!’’ 


Usually we forget to state that perhaps while 
Bill was too busy and neglectful making his million 
that his hitherto good wife went off with another 
more thoughtful and agreeable man, or that Bill’s 
boy somehow got away from him, or his only 
daughter, the very apple of his eye, broke Bill’s 
heart. Too late, men often learn that an undivided 
home and love, is far more than a paltry million 
that can buy everything but happiness. I suppose 
a man can be as happy with millions as he was 
when he was poor, but just ask the millionaire 
Bills of America and learn how many more aren’t 
as happy as they were in the olden days on $20.00 
a week. Life’s success is not measured by what, 
we get and spend upon ourselves, but by the service 
that we render to others. 

Neither is happiness a thing that ‘can’ be bought 
and sold like diamonds, pearls or watches. It is a 
by-product that results only from-doing the square 
thing by the other fellows. If therefore in the 
language of the Great Teacher it is more happy 
to give than to receive, our business policies should 
be based on how can I give greater service to the 
greatest number. So a good location easily reached 
by folks who will wish to patronize ‘“a-service-be- 
fore-self-jeweler’’ counts one. An attractive store in- 
side and out, comfortable for customers, employes 
and the boss, good merchandise well displayed in 
clean windows and attractive show cases to make 
folks hungry for better and more beautiful things 
which will give them greater happiness and service. 
A policy that secures sales people and workmen 
of the very best, advises with them, gives them 
opportunity to grow. Skillful employees well paid, 
well trained, conscientious, splendid folks with 
smiling faces really fitted and anxious to serve. 
Sales people greeting every customer with a 
pleasant smile and happy good morning. Knowing 
the goods and in this learning what the customer 
needs before he does, showing him what they will 
do for him, and thus making him anxious to possess 
it. A sales force always busy but with faces to 
the front seeing and greeting customers without 
delay. Giving as good a smile and come-again, 
when purchase is not made, as when a big sale 
was landed. 

A policy of one price to all and that marked 
in plain figures of course. This saves you and 
your customers time and worry. Anything else 
says that you are a back number and might not 
be on the square. Anyway, a customer of ordi- 
nary intelligence knows that a little off the price 
now means a little on to the price later to some- 
one else and that someone else might be him. Give 
money back in a hurry if customer is dissatisfied 
and wants it, even if you have to borrow it. This 
stops argument and inspires confidénce that your 
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wares and prices are right. Then when folks know 


they can get their money back they usually don’t 
want it 

In buying stock, think first of getting the best 
and most beautiful values for your customer 
friends, but of course you will not wish to beat 
the manufacturer or wholesaler out cf the fair 
prefit to which he is also entitled. Know your 
own cost of doing business well and while con 
tinually striving to lower it through greater turn- 
over, vel must remember that you yourself must 
have a fair margin of profit in order to remain 
in business and provide for your own. The world 
can’t afford to lose a good jeweler, they are the 
very salt of the earth and badly needed. Without 
the jeweler there could be no engagement rings, 
no wedding rings and consequently no baby rings 
and thus without him the growth of civilization 
must stop. Departmentize your store and know 
what you make or lose on every line of mer 
chandise you carry. Hold somecne responsible for 
the success of every department. Hold yourself 
responsible, if a one-man store, to learn and prac- 
tice modern horse sense worryless merchandising. 
Keen simile evsv ree rds co that ven can know 
at any time how many of every article in your 
stock ycu may expect to sell each coming month 
and thus learn the smallest quantity of stock in 
each line you will need to carry to do the greatest 
amount of business. When reduced, your stock 
need not look smaller, for you can use larger dis- 
play blocks and invest the surplus money in good 
real estate or bonds. 

Along with handsome things, sell popular-priced 
merchandise. Lots of folks want it and it will 
keep customers in your store. People will come 
into a busy store. 

While the customer isn’t always right, settle a 
complaint if at all possible, on the basis of what 
he thinks is right, even if at a present loss to you, 
and be sure you do it in your most cordial manner. 

Don’t put your hard-earned simoleons into the 
other fellow’s game to get big profits. It is said 
that of every 40 men who retire with enough money 
to care for themselves in their old age, only one 
keeps the money to use in old age. Babson says 
pray for strength not to be a donkey and invest 
in get-rich-quick schemes, remembering that ‘he 
that hasteth to be rich hath an evil eye and 
knoweth not that poverty shall come upon him.” 
But hustle and advertise regularly and intelligently 
in your papers using prices often, and surprise 
yourself with your own net returns. 

If you have charge accounts, be sure that the 
customer understands the date that he is to pay 
you. See that they are the same dates that he 
gets his mcney, so that he is in position to pay 
you. Don’t be afraid to ask for your money when 
due. Get a reputation for collecting promptly 
Although 1arely necessary, it is better to make 
your customer angry by getting your money when 
due than it is to have him get angry when it is 
six months past due. 

Know something about everything and everything 
about the jewelry business. If we knew all about 
(ur merchandise and what it would do for our 
customers, we could quadruple our business. St. 
Elmo Lewis says, ‘‘Keep looking ahead for rules 
of successful retailing. 

Keep as an ever present necessity of a healthy 
business an accurate knowledge of credit both in 
buying and selling. 

Take precautions not to overbuy, by having a 
thorough knowledge of both buying and _ selling 
conditions and merchandise. 

To be successful, you must make business by 
energetic and intelligent hustling. You must never 
wait for business to grow. 

_ Place accent on your head work rather than 
hand and foot work. Hire a boy to do the boy’s 
work around the store. Yours is the man’s job. 
Be a best friend to your home-town jeweler. If 
_i8S a pig head, you are the pig head if you 
think that he is your real competitor. He should 
be your regular weekly luncheon table counsellor 
to plan to quadruple the jewelry business of bcth 
of you. Your genuine competitor is the depart- 
ment store, quantity sellers of jewelry, silver and 
diamonds who are real merchants, but whose lack 
of knowledge of quality is dangerous to the hap- 
Piness of your customers. 

Our greater competitors, however, are those who 
take all the surplus cash that might better be 


} 
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invested in gold, silver and diamonds and _ per- 
suacde your customers to invest it in those things 
lurcely of Folly, Rags, Rations and Gascline. Who 
persuade the good American public that they need 
at least two new suits a season; a new model car 
every year, and as much to revarnishing the thing 
every six months as they paid for their watches. 
We are not true friends of our citizenship if we 
allow them te ect so little lasting value for their 
hard earned dollars. Why shouldn’t a woman 
better get another diamond on her every annivers- 
avy and a pearl or solid silver on every birthday? 
These are good investments and make for happi- 
ness. Why not a new model wrist watch every 
year or so? Why not at least three good watches 
fcr every man, a strap watch, strong pccket watch 
end an ultra thin dress watch? Why not a half 
2a dozen styles of watch chains? Why not as 
many scarf pins and links as suits and_ shirts? 
Ilave a policy of studying these things over with 
‘our fellow jeweler regularly for the good of 
humanity and your own business. And you’ will 
be happy as you are successful and proud of the 
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great service that you can render the sons of men 
in furnishing the timepieces and beautiful things 
that make more efficient and happy the most effi- 
cient and the happiest people of earth. 

The treasured watch on her wrist, the more 
accurate timepiece in his pocket, the great clock 
‘n the hall chiming the hcurs throughout the years. 
The graceful silver service on the table tor daily 
service, the lovely ring on her finger which, ir 
spite of human frailty, reminds one each day of 
love unending and undying. 

Truly no merchantman has greater opportunity 
through helpful policies to make the world happy 
and te render greater service than the Jeweler. 
Indeed, when we serve unselfishly we find that we 
have brought both happiness and prosperity into 
cur own lives as well. So if you would be really 
a big jeweler in every meaning of the word re- 
member and heed the words of the wonderful 
Counsellor who said: ‘‘He that would be great 
among you let him be the servant of all.” 

Principles and methods of selling jewelry 
on the instalment plan were discussed by 
two speakers, each of whom had had success 
in this type of selling. W. S. Bender, of 
New Orleans, talked on “Moving Merchan- 
dise.” He said: 

ADDRESS OF W. S. BENDER 


Ladies and Gentlemen: 
It affords me unusual pleasure to come from the 
Sunny South, the land of fruit, milk and honey, of 


progress and development, of sunshine and love, to 
talk to you, the masters of one of the most ma- 
jestic business avocations requiring art and in- 
cenuity, genius and capacity to satisfy the most 
exacting patrons of any kind of business operating 
today. 

It will be my purpose in a short, concise way to 
lay before you the opportunities for increasing your 
business by the medium of deferred or time pay- 
ments and to elucidate the chief cardinal principles 
involved to insure a successful outcome of such a 
business. 

The requirements are: 

(1) Sufficient cash capital. 

(2) Good credit. 

(3) High-class attractive stock. 

(4) Capable management to insure: 

(a) Good buying. 

(b) Inventory records well maintained to 
prevent overstocking. 

(c) Liberal and proper advertising. 

(d) Efficient wide awake, and accommodat- 
ing sales force. 

(e) Capable and efficient credit and collec- 
tion department. 

(5) Jurisdiction and authority of the credit man- 

ager should be unquestioned and supreme. 

(6) Branch houses. 

We will now take up these items in seriatim 
order and lightly touch upon each of them. 


CASH CAPITAL 


(1) Good business ingenuity always dictates a 
policy of carrying sufficient capita] to warrant the 
successful operation and to insure ability to have 
banks carry you for temporary financial assistance. 
The time payment plan jewelry business is one in 
which the larger the business grows the more your 
credit is expanded, because you require larger st@tks 
and consequently are taking on larger obligations 
with the parties who supply wour merchandise, and 
you are expanding your credit in the extension of 
larger lines to your customers. This really looks 
more serious than what it actually is, because in 
a well conducted business you will find that the 
major portion of these accounts will clear them- 
selves within six to eight months’ time as an aver- 
age, while great deal of the jewelry stock may be 
purchased on extended terms where the credit is 
good. 

GOOD CREDIT 


(2) Good credit is essential because you must 
be able to obtain the merchandise you need, and 
every effort should be made to conserve your re- 
ceipts in order that you should be in position to 
meet your obligations and where possible discount 
your bills. A few years of operating would soon 
place your receipts from collections on a parity 
with your sales, provided your credit and collection 
department are protecting your interest by the 
proper conduct of their end of the business. 


STOCK 

(3) The stock should be maintained at all time 
high-class. One of the largest of the houses doing 
a time payment plan business attributes their suc- 
cess to the policy of: “Wigh-class merchandise”— 
“Honesty in business practice. This same policy is 
pursued in all our Branches. We are continually 
buying and selling finer merchandise. A great 
quantity of our merchandise is even higher class 
than some of the better grade jewelers carry.” 


MANAGEMENT 


(4) The buyer should be constantly in touch 
with the new stock coming cn the market and see 
that his stocks are never overloaded, allowing him 
the opportunity to lay in the fresh offerings. Many 
houses adopt the policy of having manufacturers 
make up special lines of goods for their individual 
trade. 

INVENTORY 

(b) Inventory record should be posted daily in 
order to have the buyer thoroughly familiar with 
exactly what stuff is in stock and enable him to 
keep abreast of the requirements. 

ADVERTISING 

(c) A liberal appropriation should be made for 
advertising. Stores of this class usually dominate 
the advertising field, and great care should be 
exercised not to spend money needlessly. The best 
success is always had from newspaper advertising. 
It is advisable to fix some standard expenditure 
and endeavor to live within ‘that limit; distributing 









September 3, 1924 





THE JEWELERS’ CIRCULAR 


 CharlesT Doug shale © v_ 


IMPORTERS 0“ PEARLS & PRECIOUS Ree 
7-11 West 45%Street, NewYork 


Pearls, Pearl Necklaces 
and Pearl Ropes 








Because of their Quality and Careful Assort- 
ment. Because of their Unsurpassed Value. 
Because of the Name and the Guarantee—You 
are Certain that your Interests are Fully Pro- 
tected in buying your Diamonds from— 


LOUIS PRESSEL & LEDEBERG, INC. 


35-37 Maiden Lane New York City 


SEED PEARL 


BRACELETS SAUTOIRS | 
NECKCHAINS 
ORIENTAL PEARL NECKS 


From $25.00 up 


CROSSMAN COMPANY 


3 Maiden Lane New York 


t—______ —_—__—_—__—. — 
os — 
















































September 3, 1924 


THE JEWELERS’ 


CIRCULAR 





133 


Full Report of the A. N. R. J. A. Convention 


the advertising in accordance with the seasons, al- 
though a sustained scheme throughout the year 
should be maintained. Show window display is 
essential and windows should be attractively de- 
signed and frequently changed. Department stores 
figure on an expenditure of a maximum of 2Y2 to 
3 per cent of their gross sales to cover their ad- 
yertising appropriation. Many time payment houses 
spend between 6 per cent and 10 per cent, but it 
seems to me that judiciously well timed and well 
laid out advertising should enable a store to make 
its mark and do all the advertising necessary by con- 
fning its expenditures to a maximum of 5 per cent 
to 6 per cent of its gross business done. 


SALES FORCE 


(d) If there is one thing more essential than 
another, it is the fact that a well equipped capable 
sales force should be maintained. Larger and better 
sales are the direct result of efficiency in this de- 
partment, and it helps to build a larger clientelle 
for patrons to know that they can get attention and 
service the moment they step inside the door. A 
foor manager should always be in attendance to 
see that patrons are served promptly and properly. 

CREDIT DEPARTMENT 

(c) The best and most efficient credit manager 
in a store of this kind is none too good. His busi- 
ness is to see that every possible sale which has 
been made downstairs should be put over with pro- 
tection for the house, if it is possible, and to this 
extent they form a selling force equal in importance, 
if not superior to the sales force on the floor. 
Methods of getting sales over are devised for hav- 
ing accounts properly protected with safety for the 
house. The credit manager should be a man well 
acquainted with the city in which he 1s working; 
of Jarge experience from contact with human nature; 
thoroughly posted on common law, and_ penal 
statutes, and a man of liberal judgment with capa- 
city and ability to make quick decisions. 

COLLECTIONS 

(f) Collections must be followed with religious 
regularity, and a proper follow up designed and 
executed, 

CREDIT MANAGER 

(5) It would be well to state that the jurisdic- 
tion and authority of the credit manager should be 
made absolute and no one in the institution should 
assume responsibility for passing credits, leaving 
this department exclusively to the credit manager. 
If the proprietor, for any reason, wishes to pass 
a credit because of his personal knowledge of the 
responsibility of the applicant, the sales slip in that 
case should be approved by the proprietor and in 
usual course of business proper information 
furnished by the proprietor to the credit manager 
for his records and guidance. 


_Carol Rountree, of Shawnee, Okla., the 
inal speaker of the evening, had for his topic 
“The Deferred Payment Plan.” He said: 


ADDRESS OF CAROL E, ROUNTREE 


lam not old! 

I haven’t been in the jewelry business all 
my life. 

I don’t think that I know everything there 
is to know about the jewelry business, espe- 
cially the installment end of the jewelry 
business. 

I hope nobody takes offence at what I 
have to say. 

Before preparing this speech I searched 
the nooks and corners of the Shawnee Pub- 
lic library and tried to find something that 
would tell me whether Noah paid cash for 
the lumber that went into the Ark. Although 
I wasn’t successful I am frank to say I 
don’t think Noah had that much “ready cash” 
ro he was suddenly ordered to build the 
Ark, 

He probably gave the lumber firm long 
slow notes for the wood that went into the 
old craft. 

I think we’re safe in saying that credit 


can 





was established as far back as Noah’s time 
or even before that. 

The world has known credit in one form 
or another always. Were we to try to dig 
up in our banks and mints enough cash—I 
mean hard, round, smiling, silver dollars and 
gold—to pay off all of the bills that the 
millions of people in this world owe, I think 
we'd show a terrific balance in red ink. 
There wouldn’t be enough money to go 
around and the world would be thrown into 
bankruptcy. 

The fellow who founded the first credit 
jewelry store lived many years ahead of his 
time and fellow men. He had the foresight 
that has been characteristic of Lincoln and 
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of other great business men, for I believe 
that most certainly Lincoln must have been 
a business man. 

Were it not for credit would millions not 
live today in tents and shacks? Building and 
Loan associations have made it possible for 
countless numbers to own homes who other- 
wise never could have possessed them. Hap- 
piness has come to these people through 
their homes. 

Were it not for the credit, Detroit, Michi- 
gan, today would be but a village compared 
to its present size. Credit has made possible 
the sale of the automobile. The automobile 
has made possible Detroit. 

We see them up and down the streets of 
our villages, towns, cities and metropolises— 
more than 75 per cent. bought on time. I 
ask you, is that a credit business ? 

Were it not for credit the Kaiser might 
today be sleeping in the East Room of the 
White House. The installment business was 
paid its greatest tribute during the World 
War by Uncle Sam, when millions in liberty 
bonds were sold on small weekly payments. 
The money this derived was thrown behind 


the hordes of American soldiers on foreign 


lands and the war ultimately won. You 
thank credit for the fact that an 
American postage stamp still takes your 


letter almost anywhere for two cents. 

There are, of course, arguments pro and 
con for the credit business. Before I hear 
the arguments against it whispered in my 
audience out there I want to tell you a story. 

I recently had the good fortune to attend 
a jewelers’ convention. During its progress 
I heard a salesman for a very well known 
adding machine firm—I don’t think it is 
libelous—I might as well say Burroughs— 
mount the platform and tell the listeners at 
the convention what a great thing it was 
to do business on a cash basis. This man 
talked cash from cellar to garret. If he 
was in the jewelry business he would be a 
cash jeweler. Without a doubt that was 
the only way to do business; no losses, less 
bookkeeping and all of that. He gave the 
boys—I mean the cash jewelers who were 
on the fence—a good sound lacing on the 
cash business and I might say a very strong 
argument for staying in it. Unfortunately 
for the Burroughs salesman there followed 
him on the program an advertising man— 
the writer of advertisements for installment 
jewelers. 

“Why should I talk,” said the advertising 
man. “My good friend, the Burroughs 
salesman, who has just left. the platform has 
told you that the cash business is the only 
business. I am an installment man at heart 
—what am I to say? I think that I would 
leave the platform were it not for the fact 
that another Burroughs salesman—a repre- 
sentative of the-same firm as the speaker 
who preceded me represents—left my offiee: 
only 20 minutes before I came over here to 
talk to you people. 

“He wanted to sell me a Burroughs add- 
ing machine. I think they are a great 
machine necessary to business. I already 
have one and possibly I could use another, 
but this being election year I didn’t happen 
to be in the market. 

“After I had explained my attitude to my 
good friend, the Burroughs salesman, he 
said, ‘Why don’t worry about that Mr. Ad- 
vertising Man, we’ll sell you this machine on 
time.’ 

“Now what do you think of that?” 

Now to get down to the business of run- 
ning a credit business in Shawnee. We feel 
that selling a man or a woman a diamond 
or a watch on the installment plan helps 
them to get on in the world. We feel that 
it points out to them an honest, acceptable 
way to own the things that everybody wants 
and likes without straining their capital. 
We are strong believers in the plan of sell- 
ing jewelry out of income rather than capital 
or we would not be in the installment busi- 
ness. We find in surveying our customers 
that young people are far the best credit risk 
because young people having longer to live, 
want to pay their bills. They do not want 
to put the smudge of dishonesty upon their 
names early in life. 

We also find through surveying our cus- 
tomers that these young people buy better 
goods, pay higher prices and make bigger 
down payments. They are easier to con- 
vince, easier to be nice to, and they develop 
into better customers. 

Young people usually are not burdened 
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by a load of debts—they are more apt to 
pay promptly. Our books show that there 
is less skipping of accounts among these 
young people. 

“ We feel that most credit stores do not 
make strong enough appeal to the young 
folks, and they overlook in them good cus- 
tomers. We feel that they should be given 
more attention in your advertising and also 
when they are in the store. 

Speaking of discounts we give none for 
cash and I discourage the idea that it should 
be expected. Quality and value at no higher 
price when sold on time is our idea of the 
credit jewelry business. After all, what we 
seek is volume. If we get volume we make 
money. Why is it not possible to erase from 
the minds of prospective customers for in- 
stallment stores, the fear that buying in an 
installment store means paying higher prices? 
Why not put forth an effort in our advertis- 
ing to erase this thought. You may ask me 
how it can be done. I think that if you will 
use advertising that will sell the correct 
thought on values and above all sell the idea 
that the big volume of sales in the install- 
ment business makes for a lower price on 
the merchandise, you can do it. 

In Shawnee we are losing sight of the 
advertising appeal of selling merchandise 
merely because we offer credit. We no 
longer catch our readers via the big dollar 
and the idea of owning this article because 
you can get it and only pay a dollar down. 

We prefer now to sell them the idea that 
putting a dollar a week into a diamond is 
saving just that much money for a “rainy 
day.” We prefer also to sell them the idea 
that a good watch in their pocket makes 
them more likely candidates for the on time 
class and bigger pay. 

We use specials from time to time. We 
think they are great convincers and, sold at 
a close markup, they are just about the 
finest weapons you can get to fight the cash 
store, if you are in the credit business. I 
hope none of my cash brothers here today 
will take offense at the statement that the 
average cash jeweler misses no opportunity 
to point out to a prospective credit buyer 
the fact that he must pay more in install- 
ment houses. The special that the cash 
store cannot sell at a lower price is the kind 
of merchandise that convinces credit cus- 
tomers. 

All of these things I have outlined, tend, 
we find, to get for us a bigger down pay- 
ment, bigger weekly payments and an ac- 
count of shorter life. These things are all 
necessary to the highly successful credit 
business. We try to keep red tape and 
other such methods out of our business. 
We tell our prospective buyers frankly not 
to bring the family album with them when 
coming to our store. We believe in the 
policy of just bringing an honest face, and 
we don’t care if the face is dirty. By pick- 
ing our customers shrewdly we have been 
able to hold our losses at less than one per 
cent. A contract, constituting a chattel note 
and mortgage, is signed by every customer. 
Before allowing them to sign it every credit 
Customer is checked through our local credit 
association. We do not hesitate to refuse 


consideration 


cellent 





to sell where the credit rating is not good. 
But remember you are not giving the other 
fellow something when you sell him on 
credit. You are letting him use the buying 
power his reputation entitles him to and 
that is the biggest force in business. 

Just one other thing and that is your 
newspaper advertising. I believe there is no 
greater problem before the credit jeweler 
today than his advertising. 

So far as I am concerned I am following 
in the footsteps of that great jeweler of the 
central west—Square Deal Miller of Detroit. 





WM. FRASIER, CHAIRMAN OF THE AUDITING 
COM MITTEE 


I have found his methods very convincing 
and very profitable. Thank you. 
The convention adjourned at 10:35 Pp. M. 


Thursday Morning Breakfast Conference 


After the late session on Wednesday night 
the jewelers were on hand for the breakfast 
conference in Parlor A, at which President 
Hufnagel presided. 

After the breakfast had been served, 
President Hufnagel introduced as the speak- 


er of the occasion Charles H. Hay, a St. 


Louis attorney and a friend of George Hess, 


of the Hess & Culbertson Jewelry Co. 


Mr. Hay is one of those finished orators 
who have the power to hold an audience 
spell-bound from start to finish, and this in- 
spirational address was one that will long 
be remembered. His ability to turn his au- 
ditors from peals of laughter to the serious 
of ethical questions was 
brought into play time and again as he 


spoke. 


He has a quick, snappy delivery and ex- 
diction and the word-pictures he 
painted were most vivid. He took the oc- 


casion to jest about his friend, Mr. Hess, and 


passing on to the more serious side of his 


address he pointed out that the future of the 
country rests with the business men, plead- 
ing the cause of a square deal for all and 
upright, honest business methods and observ- 





ance of laws. He declared that when the 
World War broke out that the young man- 
hood of the nation went “over the top” to 
a glorious victory of which we are all proud, 
and that now that peace has come that the 
people of this country should face their 
peace-time problems with the same spirit of 
self-sacrifice and loyalty. 

President Hufnagel thanked the speaker 
for his fine address and said that the morn- 
ing convention would convene at 10 o'clock. 


Thursday Morning Session 
The Thursday morning session got under 
way at 10:20 a. m., with Treasurer Broth- 
erly in the chair. 
The first business was the report of Sec- 
retary Anderson. 


REPORT OF SECRETARY ANDERSON 


There is much encouragement in the membership 
figures to be read at this convention. They prove 
that on the average the jewelers are loyally sup- 
porting 1l.cir organizations year after year. While 
we cannot report as, many members paid up as 
we did at Providence in 1923, it must be recalled 
that there are still four months in which to get 
those who have not already paid for 1924 to send 
in their checks, and the principal work of the 
secretary’s cffice until Dec. 31 should be the re- 
newal of those members who have not yet settled 
their dues for the current year. 

State. organizations cannot :eport members to 
the National until said State organizations first re- 
ceive the individual renewals, but until members 
are a full year in arrears they are cargied hy the 
various States as in good standing, atid for this 
reason the total membership of the State organiza- 
tions at national convention time each year is al- 
ways much larger than the reported membership 
of the National association. On Dec, 31 each year“ 
the total membership of the States equal the mem- 
bership of the National, but at any other time of 
the year they exceed the official national figures. 

At the present time the combined roll of state 
organization memberships show about 1,300 more 
than the National can report as paid up at this 
time, but a large percentage of these can be re- 
newed befcre December 31 by an intensive mail 
campaign from the national secretary’s office, as- 
sisted, of course, by the State association officers 
to a certain degree. 

In one of the leading States of the Union is a 
club composed of secretaries of various organiza- 
tions of a State wide character. At meetings held 
this year they have reported a large number of 
resignations from their various associations on the 
ground of economy, so-called, although, of course, : 
they fail to correctly measure the value of co- 
operation among members of a craft or business, 
but it shows that other trades have their troubles 
in the matter of membership as well as the 
jewelry trade. 

Your secretary has heard of only one organiza- 
tion in which the dues are promptly collected early 
in the year and that is the Bankers. Sight drafts 
are made on the members and if these are not 
honcred the member is dropped and the other 
members are immediately notified. Your secre- 
tary has no intention of recommending any such 
system for the A. N. R. J. A. 

The credentials committee report will show 3,535 
members paid up in the American National Retail 
Jewelers’ Association at this time, 114 less than 
reported at the Providence convention last year, 
but the prospect is excellent for increasing the 
paid membership to 4,000 by December 31 through 
renewals of those not yet paid up for the present 
year. 


MEMBERSHIP 1S ABOVE AVERAGE IN NUMBERS 


The average paid membership in the National as- 
sociation for the past 15 years at national conven- 
tion time is 3189 so that the membership as reported 
at this convention is 11 per cent above the average 
for 15 years past. 

The per capita dues to the National being now 
$5 per year instead of $2 as it was back of 1922 
and one dollar back of 1914 I believe that the 
manner in which jewelers are staying by their 
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asscciation indicates that they are thcroughly sold 
on the value cf organization. 


CREDIT DUE WALTER H. MELLOR 


Walter H. Mellor’s good work as Field Secre- 
tary is mainly responsible for the large member- 
ship we are able to show in spite cf unfavorable 
times. cr nearly three years he has worked in- 
termittently at the job of converting non-member 
jewelers into good association timber, and the only 
reason why he did not get in 365 days per year 
was that either the season was not right fcr such 
labors or no State invited him to come and give 
help. 

FIELD SECRETARYSHIP NO CINCH 

Your secretary can tell you that a job such as 
that of Field Secretary when worked so industri- 
cusly as Walter Meller worked it, is no vacation. 
It is hard work, a real grind if anything. Py his 
untiring efforts Walter Mellor kept filling the gaps 
caused by resignations and lapses each year, which 
was no easy task in the past three years. It is 
now up to the various States to hold the members 
that have been gained by the Field Secretary and 
in this way they must have the staunch support 
of the National Asscciaticn. 

Not all who sign up for membership, even after 
Walter Mellor has sermonized them, finish the job 
by paying up, but that is nothing to the discredit 
of Mr. Mellor. If the various States werk half 
as hard to retain those who actually did pay up, 
and they are the great majority, as Walter did to 
sign them up, the ranks of the State associations 
will feel the benefit of his splendid work in- 
definitely. 

HOW THE NATIONAL CAN HELP THE STATES 

Last year your executive committee decided that 
it would be hest to add one more employe to the 
office of the National Secretary so that the in- 
dividual ‘States could he given needed assistance 
in the matter of collecticn of dues. The plan cf 
the secretary was for the various States to do their 
own collecting the first four months of the year 
and after that to secure the Naticnal’s as 
toward renewing the balance cf the membership. 

While hund:eds of members in various States 
were renewed this year through the efforts of the 
National not as much attention was given to this 
feature as will be the case in the future. For 
one thing the war tax eliminaticn fund collecticns 
required such a great amcunt of labor that the 
greater portion cf the work of the secretary’s office 
was in connection with that very important job. 

Another reason is that some State secretaries 
seemed backward about asking the help of the Na- 
tional secretary’s office although it was freely of- 
fered. I will except, of course, a few exceptionally 
well urganized State offices which do not seem 
to require assistance in renewing their member- 
ship. 

However, the fact remains that most secretaries 
are too busy with their own affairs to devote the 
time that is too often necessary to renew their 
members each year to say nothing cf getting after 
brand new ones, and while most cf them have 
Plenty of enthusiasm they are handicapped by hav- 
ing no help, practically no equipment of any sort 
for the work, and very little time that they car 
spare from their stores. 

Your secretary is hopeful that in the coming year, 
and in the Fall of the present year, this office 
will he asked oftener for assistance in the matter 
of renewing the memberships and believes this will 
be the case. 

Now that the tax work is temporarily out of 
the way the Secretary’s office wil be in a position 
to give special attenticn to cther phases of the 
work, mainly the recruiting of members. 





NEW EQUIPMENT AT SECRETARY'S OFFICE 

At a cost of severz] hundred dollars, authorized 
by the executive committee last year, we have 
added a dictaphone and a graphotype to the equip- 
ment of the National office which will facilitate 
the work. Plates for the addressograph are now 
being made for non-member jewelers in various 
States so that they can be circularized conveniently 
and often. 


THE WAR TAX ELIMINATION FUND 


It may be 


a surprise to some of cur members 
to hear that this association has been 


working a 


great share «f the time for the past seven years 
©n Matters pertaining to the removal of thé war 





excise tax. This covers all cf the period of time 
since we last met in St. Louis. No previous work 
along this line was as strenuous as that dene in 
the past two years under the direction of President 

Hufnagel and Chairman Roessler. Over one hun- 
dred thousand pieces cf mail have gone out of 
the national secretary’s office cn the subject of the 
war tax elimination in the past two years. More 
than 50,000 pieces had to do with the collection 
of the war tax fund, which was in charge of the 
secretary. Scme States collected their own funds 
withcut assistance from the National office, but I 
will not attempt at this time to recite a list of 
those good workers who are entitled to the credit 
fcr getting this fund tcgether. It would be too 
1 ng and there would be too much danger of missing 
someone who deserved recognition as much as 
those mentioned, and while probably mcst of them 
have been thanked by letter, I take this opportunity 
of again expressing my appreciation of the good 
work of all who assisted in collecting this fund. 

Every ccntributor remitting direct to the National 
office and everyone whose name was reported to the 
National cffice by the various State secretaries and 
chairmen in charge of the work received an 
acknowledgment cf his subscription. We still have 
a few pledges to ecllect but the great bulk, in fact 
about 97 per cent, of the funds promised to the 
elimination work, has been paid in. 

STATE CONVENTIONS 

State conventions, except in a few instances, have 
been well attended this year and the interest shown 
has been most gratitving. President Hufnagel as- 
sisted wherever he could by either attending in 
person or delegating scmeone else to represent the 
National associaticn. Owing to great distances or 
to the fact that it was otherwise impossible for 
National officers to attend, a few cf the States 
did not have a National representative this year 
but such instances are unavoidable. The office of 
the National secretary endeavors to assist such 
States in other ways, as by circularizing their 
members in behalf of their State conventicn or by 
obtaining speakers on business subjects at no cost 
cr very little expense to the States interested. This 
was done in a number of cases. 

THE YEARBOOK AND THE BULLETIN 

The Yearhcok for 1923 was a most pretentious 
effort, fully in keeping with the volume issued for 
1922, It was ccmpiled at the office of President 
Ifufnagel and I trust has been studied by all who 
received it. Every member paid up for 1923 was 
mailed this book, and the number distributed was 
slightly over 4,000. It is a most worthy addition 
to the up-to-date jewelers’ library. 

The Bulletin has appeared regularly the past 
year and seems to be appreciated by many mem- 
bers. We sometimes receive complaints because it 
has failed of delivery, indicating that the member 
has been Icoking for it. The want, for sale and 
exchange columns have been patronized but not 
to the extent we would like to see. A_ certain 
number of lines of advertising of this sort are free 
to our members each year, but the Bulletin is in 
no sense of the word attempting to pose as an 
advertising medium. Our aim is to find for mem- 
bers certain wares that they may wish and which 
other memhers may want to dispose of, and in this 
it has been successful to a marked degree. Na- 
turally we get advertisements cf goods for sale, 
fixtures and steres fcr sale, and for various other 
things, and these are accepted within certain limits 
of space, 

In addition to finding desired merchandise for 
many members and at the same time disposing of 
merchandise for other members, fixtures and even 
one cr two complete jewelry stores have been scld 
threugh the medium of the Rulletin in the past 
year. One of the very happiest results ever ob- 
tained from an ad in the Bulletin was the bring- 
ing together recently of a father and his son who 
had nt seen or heard of each other for eight 
years. 

EFFORTS IN BEHALF OF THE TRADE 

Auctions of the unfair variety continue to 
menace the trade, but E. H. Quigley, assistant to 
the President, has been giving this very grave 
question his attention for sometime past and there 
is no deubt that he will soon have ready a measure 
that can be introduced into the various State 
legislatures, most of which will be sitting next 
Winter, and when uniformity is obtained in legis- 
lation that will curb the fake auctioneer our mem- 


bers may get some real relief. In various cities 
of the ccuntry jewelers have been busy in the enact- 
ment of ordinances to combat the unfair auctions, in 
some cities with a considerable degree of success. 
The National office has assisted by distributing to 
interested jewelers copies of ordinances that have 
been found workable elsewhere. 

We are still distributing to members the little 
vest pccket booklets showing suggested minimum 
repair prices. When a new local club is organized 
in any city we are pleased to supply these price 
lists, also cards reading, ‘‘We Charge for All En- 
graving,” and a new cne which says, “We Clean 
Your Watch But Cannot Guarantee That You 
Will Keep It So.’’ It is the aim of this office to 
always emphasize the fact that only by prcper 
charges can any money be made in the repair 
department, ard we must never forget that this 
department forms the backbone of many a small 
jeweler’s prosperity. 

I take this opportunity of stating that these 
price lists and cards together with a book made 
purposely fcr taking an inventory of your house- 
hold go ds may be cbtained gratis at this conven- 
tion. 





THE CODE OF ETHICS 

A gratifying sign is that of the frequent calls 
we have for the booklet containing the Code of 
Ethics adcpted at Cincinnati, and for the colored 
abbreviated c:de which was issued soon thereafter. 
Not all jewelers are displaying this code at this 
time; that would be too much to expect, but cer- 
tainly it has found favor with the trade or we 
would not have the steady demand fcr it that we 
have experienced. 

OUR EXHIBITS 

You will all admit that we have a great show 
at this ccnvention. I trust our members will show 
their appreciation of the exhibitors by inspecting 
carefully the many and varied displays. Nume ous 
exhibitors appear regularly at all of cur conventi ns 
an:l your officers feel that they should be accorded 
every oppertunity to show you their wares. 

At this convention more time than usual will be 
available fcr inspection of the displays and I 
cannot urge you too strongly to take advantage of 
this chance te become acquainted with what the 
manufacturers and wholesalers at this convention 
have to ofter yeu. 

OUR ST. LOUIS HOSTS 

Those who were fortunate enough to atttend the 
St. Louis convention cf 1917 recall with pleasure 
the splendid gathering we then had and the fine 
entertainment afforded our members and _ their 
lalies. In all the dealings your officers had with 
the St. Louis jewelers this year they displayed 
an intense eagerness to do everything possible to 
make this the greatest convention in cur history, 
and the entertainment something that we could 
never forget. And by St. Louis jewelers I mean 
manufacturers. whclesalers and retailers. I need 
not tell you how well they have succeeded, you 
have all had a taste of it and it has been a most 
pleasant one. Our thanks shculd go out to them 
wholeheartedly. In their efforts they have been 
ably seconded by the officers of the Missouri State 
Jewelers Association who have left nothing undone 
to aid in the success and pleasure of this memer- 
able week 


THE JEWELRY TRADE PAPERS 


The trade journals continue to be a source of 
strength to the organization movement. Their 
counsel to jewelers is always in favor of co- 
operation; they give generously of their space for 
the furtherance of the work of our associaticns, 
our ccnventions, ete. Their columns are filled 
with matter of greatest interest and value to the 
live merchant. We owe them much for the pub- 
licity given this conventicn. I hope to see the 
time when every jeweler will subscribe for at 
least the number of trade papers that he can ccm- 
fortably read and study. 

CONCLUSION 

We are welcoming toe this convention represen- 
tatives of the manufacturing and _ wholesale 
branches, in fact, they are here in large num- 
bers. We have the honor to have with us the 
president cf the Canadian National Jewelers’ As- 
sociation. We are learning the good that comes 
from getting tcgether. The Killjoy who so regu- 
larly preiicted the demise of the organization is 
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lonesome today. His tribe is dwindling. Your 
secretary has seen long years of service in your 
behalf. Tle knows the organization is on a 
sound footing. He has seen many men of affairs 
give much time and ettention to the A. N. R. J. 
A, at great personal sacrifice because they loved 
the business and the men who are in it. 

Only a red blooded organization could have 
staged the campaign that was made for the removal 
of the war tax on jewelry. The men who have 
heade’ it have made it such. Jennings, Hurlbut, 
Archibald, Roberts, Combs, Evans, Brock, Everts, 
Hufnagel—what these men have builded is not for 
a day; it will endure, for my faith tells me that 
the men who shall ccecupy their high office in the 
future will not fail to give the best that is in 
them, even as those men gave it. 


Treasurer Brotherly took occasion to com- 
ment upon the vast amount of work done by 
Secretary Anderson, which had been but 
partly outlined in his report. The report 
was accepted and ordered filed. 

Next came the report of Treasurer Broth- 
erly. 


ANNUAL REPORT OF GENERAL FUND 


Wie 16, TS2S; DAENCE. 6632556655 cases $15,707.89 

Receipts— 
Convention exhibits......... $5.029.50 
OEE TROON 5 isin 6 5% se 6 ios 5.300 1,839.00 
et TOP W9G ee 6 oss 5 ccc 600.00 
ae oat be 2,537.50 
ae a ee 13,177.50 
Interest on investments and 

Bank: GOpomues 6620040602 468.82 
Miscellaneous receipts....... « cove 
Jewelers Mutual Fire Ins. 

Co. ecmmission for 1923.. 300.00 
Silverware price list binders. 1.70 


Expenditures for tax purposes 
from tax fund returned... 1;272:75 


25,226.77 


$40,934.66 


Di bursements 


Salavies 

MCTRENS os nsec ow nye oe $2,100.00 
OMWE CMPOVES ......006.0.00555 4,635.64 
Traveling, conventions an | 

COMTETERCES 62560005 case's 1,464.60 

Office JExpense— 

MI Go arcsrcae aks ee ee 610.00 
Postage, telephone, telegraph, 

freight, express........... 1,391.19 
Stationery and printing, in- 

cluding Bulletin.......... 2,168.77 
Dictaphone (Seerctary’s office) 109.90 
Graphetype machine and sup- 

plies (Secretary’s office)... 434.75 
MNES 5-5 Gin iy ee Nitlatesdia orn 185.32 

Special Activities 
1923 national convention ex- 

NE) pio pt ais erie eialeiess 892.33 
1924 national convention ex- 

Se nied aim gly walle) 0! wie.eiie lepers 129.39 
1923 exhibit expense........ 1,673.44 
1924 exhibit expense........ 367.94 
Year book expense......... 4,071.63 
WM WOR S ri) ec ecmetaains 27275 


Miscellaneous 
National retailers council.... 100.00 
Chamber of Commerce, U. S. 


cde I AO ne Ee ee 90.00 
New England Jewelers Insti- 

RE Oe Sh hh at sort 100.00 
Ame-ican Fair Trade League 5.00 
Trade papers, Rabson reports, 

el | re 320.92 
Post Office box..........00- 2.00 
Officers a 17.50 
Recording fees.............. 1.00 
Dues refunded............. 10.00 
ad checks replaced . 56... 16.00 
Engraved resolutions........ 56.00 
Cash in President’s cffice... 23,859.97 


1,633.92 


Balance Aug. 15, 1924.......ccceeeeee $17,074.69 


Note = 


Funds are divided as follows: 


’ 


Steck Omaha Building and 
loan Association......... $3,000.00 
U. S. Tre asury Certificates. 2,000.00 





Funds in American National 


Bank, NOW s inc stecs 12,074.69 


$17,074.69 





ANNUAL REPORT OF TAX ELIMINATION FUND, 
auc. 15, 1924 


Balance in fund, August 18, 1923...... $3,235.43 
Receipts— 
Subscripticns collected...... $25,761.58 


Interest on bank deposits.... 126.15. 25,887.73 


$29,123.16 
I isbursements—— 
Attorney fees, Mulholland & 


TURPIN, 4c visceicis oe cess s $2,197.58 
Traveling expenses of com- 
mittees to Washingtcn.... 1,874.98 


e‘c. (President’s, chair- 
man’s and _ secretary’s 








FRANK N, 


DAY, MEMBER OF RESOLUTIONS 
COM MITTEE 


traveling expenses are 
not included) 
State 


Refunded to asso- 
Rae eee ee er ae 354.75 
Transferred to upholding 
fund to correct error..... 20.00 
Expenses and salaries—office 
OF Che President «ois iccsccs 3:7 19:37 
Expenses and salaries—office 
of the Chairman......... 7,990.60 
Expenses and salaries—-office 
OF thE SOCretary s6.ss:6:0:004' 2,691.27 18,848.55 
Balance in Tax Elimination 
Paend:, Awe: 35, 1924s ice cccigs coco $10,274.61 
ANNUAL REPORT OF UPHOLDING FUND, AUG. 
15, 1924 
August 18, 1923 balance...............-$4,281.93 
Receipts 
SGDSOFIDEICNE ose. ck on 920 os 08 $ 155.50 


Membership dues through Field 


SOGTOEALY® 6 acess ds ceae.s eee 4,179.90 
Ten years back interest, Roberts 

Memorial Fund. ...60...0<. 950.00 
Interest on investments and 

Dat. GenOWtGisccicice so seass 217.15 
Commissicns on subscriptions to 

ROVHONE: cccsdkarcesevee tune 1.50 5,503.15 


$9,785.08 
Disbursements— 
Paid State associations, their 
pertion of dues of members 
Field Secretary... $ 


taken by 360.00 
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Expense of maintaining Field 
DORONNE Mos catvicesawnsones 4,522.61 4,882.61 


$4,902.47 


Armand Jessop, San Diego, was quick to 
rise and comment very favorably upon the 
reports submitted and they were accepted 
and ordered filed. 

Field Secretary Walter H. Mellor was 
the next speaker on the program, but he 
asked that his report be deferred until the 
afternoon session, in order to allow the use 
of the convention hall for the luncheon of 
members of the Rotary Club. The morning 
session adjourned at this time, after several 
announcements had been made. 

The convention hall was quickly turned 
into a banquet room and the St. Louis Ro- 
tary Club held a mid-day luncheon there 
which was attended by 260 people. The 
jeweler-Rotarians were guests of Leo Bau- 
man and enjoyed the program very much. 
“Miss St. Louis,” the young lady selected to 
represent St. Louis in the Atlantic City 
beauty contest, was a guest of the club and 
sang during the program. 

The Illinois jewelers also held a luncheon 
get-together meeting, attended by about 30 
members of that State association. 


THURSDAY AFTERNOON 


The Thursday afternoon session started at 
3:10 p. M. with the reading 6f the Legisla- 
tive and Tax Committee report, of which 
Wilson A. Streeter, Mount Vernon, N. Y., 
is chairman. In his absence Secretary An- 
derson read the report, which was accepted 
and filed. It follows: 


LEGISLATIVE COMMITTEE 
STREETER, CHAIRMAN 


REPORT OF TAX AND 


BY WILSON A. 


To the officers and members of the American 
National Retail Jewelers’ Association: 

Your Tax and Legislative Committee desires to 
present the following report: 

Some two years ago, following the convention 
in Cincinnati, all matters pertaining to the 
jewelers’ excise tax and its elimination, were 
turned over to the Special Excise Tax Elimina- 
tion Committee, and have since been handled by 
that committee and the executive officers of the 
national association. 

At the last two national conventions, your com- 


mittee has reported tentative plans and sugges- 
tions for what we felt should be embodied in 
the new National Stamping Act, and we have 


practically confined our efforts to this work. 
Immediately following the last convention, held 


at Providence, Rhode Island, there were held a 
number of conferences with individuals, and one 
with a group. representing manufacturers, re- 


finers, and retail jewelers, in an effort to secure 
the very best information possible, and also to 
formulate, if practicable, a simple and yet posi- 
tive method of marking articles of platinum. 

Your committee has always felt, and still feels, 
that the public should receive exactly the same 
protection when purchasing an article cf platinum 
that it does when buying gold or silver; that is 
to say, the public should know just how much 
platinum it is getting. In order to formulate 
standards which would be clear and concise, the 
committee prepared the following report, which 
was submitted to, and approved by, the execu- 
tive committee of the American National Retail 
Jewelers’ Association at its annual meeting held 
at Mount Vernon, N. Y., in February, 1924. 
After its approval, this recomendation was for- 
warded to the Jewelers’ Vigilance Committee, with 
the request that it be given serious consideration 
in formulating the new Stamping Act. 
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Full Report of the A. N. R. J. A. Convention 


‘A Recommendation for a National Platinum 
Standard” 

“In trying to ccver all the questions involved, 
and to protect everyone, including the two distinct 
types of manufacturers, (the iridium-platinum 
and the palladium-platinum makers), and_ the 
refiner who desires to give the manufacturer what 
he wants; to assure the retailer that he receives 
what he buys, and to protect the consumer, we 
recommend the following: 

“Article I: The articles of jewelry to be 
stamped platinum shall be made cf platinum and 
the by-metals of the platinum group, i. e., irid- 
jum, palladium, csmium, rhodium, ruthenium, 
with a leeway of 10/1000 for impurities, and a 
tolerance of 30/1000 for such articles when solder 
is used. 

“ArticLE If: That all such articles, if stamp- 
ed, shall be marked clearly: ‘‘Platinum,’”’ or 
“Plat..’ with one of the following decimals _in- 
dicating the pure platinum content, in advance 
of the platinum stamp: .950, .900, .850, .800, 
750. 

“Note: In case the pure platinum content 
shall exceed any of these quantities, it shall be 
marked with the next lower one provided fcr in 
the list. 

“Anticte III: Articles made exclusively from 
metals of the platinum group as provided in Ar- 
ticle I, containing less than 750/100( parts pure 
platinum, shall be marked with the «ame of the 
platinum by-metal which predominates by weight 
in the article, such stamp to follow the platinum 
stamp, and indicate clearly the proportionate 
quantity (by weight), of such alloy, namely: 
750 plat., .250 pall. The minimum proporticn 
where the word platinum may be used in a 
stamp, to be provided for and protected, if same 
can be done legally, we sugest 650/1000. 

ArticLe IV: Articles made as_ provided in 
Articles I and II may be stamped if so desired, 
by the makers, with the name of the by-metal 
used in the alloy, provided such by-metal pre- 
dominates and constitutes 50/1000 of the total 
weight. Such a stamp to follow the platinum 
stamp, and the names of the by-metals to be ab- 
breviated as follows: 

“Tridium—(TIr.) 

“Osmium—(Osm.) 

“Palladium— (Pall. ) 

“Ruthenium—(Ruth.) 

“Rhodium—(Rhod. ) 

There has been another very constructive piece 
of work of a legislative nature carried on, and 
with which this committee has had no direct con- 
nection, but desires to in this way recognize it, 
and call it to the attention of the asscciation, 
namely: the work that has been done by President 
Hufnagel, and his assistant E. H. Quigley, in 
their effort to secure the enactment and adoption 
of uniform auction laws and enabling acts in the 
various States and cities in America. 

Respectfully submitted for the Tax and Legisla- 
tive Comnnittee, Witson A. STREETER. 


Secretary Anderson also read the Trade 
Interests Committee report, Chairman Ellis 
P. Gifford, Fall River, Mass., not being 
present. This report was likewise accepted 
and filed. It follows: 


THE REPORT OF THE TRADES INTEREST 
COM MITTEE 

The outstanding work of interest to the 
trades during the past year has been that 
exerted by your officials in eliminating a 
large part of the excise tax. It is our 
opinion that a large influence in securing 
action by Congress was the report of the 
Harvard Bureau of Business Research on 
the Retail Jewelry Business. The facts 
brought out in this report, proved to Con- 
gress, that the arguments, so well propounded 
by your officers, were sound. If this report 
was able to influence Congress, as we firmly 
believe it did, certainly it is of great value 
for each and every retail jeweler to study 
carefully. With such a report available, no 
retail jeweler can really know he is getting 
the most out of his business, until he has 








given the Harvard report careful study. As 
this report deals entirely with facts, we be- 
lieve, that no manufacturer or jobber dis- 
tributing his product through retail jewelers, 
can really develop this market thoroughly 
without careful analysis of the facts brought 
out and application of them to his 
product, particularly as regards distribution 
costs. 

This report gives as nearly established 
facts as it is possible for man to devise, at 
present. Facts are far superior to opinions 
as a basis for judgment. Base your business 
on facts by studying and applying the Har- 
vard Reports which are yearly published. 
Remember, you cannot secure the full ad- 
vantage of these reports unless you send 
your own figures to the Bureau. The report 














WILSON A. STREETER, CHAIRMAN OF THE 
LEGISLATIVE COM MITTEE 


that the individual retailer makes out has 
been much simplified this year. Remember, 
that any merchant who is not making out 
the report is gambling, not merchandising, 
and should put his house in order at once. 
The Harvard Bureau will furnish any retail 
jeweler, for $1.00 and $3.00 for stationery, 
a Simplified Record which will enable him 
to secure the vital facts of his business 
and give him the figures to send to the 
Harvard Bureau for their report. The more 
retailers that report, the more valuable the 
report to everyone, and the earlier in the 
vear they send in reports, the quicker we 
receive the analysis figures from the 
Bureau. 

During a depression, more or less severe, 
through which we are now passing, we are 
put to our most severe tests of efficiency. 
Now is the time when we need a maximum 
of knowledge of our business, particularly 
amount of overhead and mark-up. Success- 
ful merchants must have knowledge hased 
on facts. Get the facts of your business. 
You can get facts better and easier by 
standardizing your business with others by 
particinating in the Harvard Reports. 


Announcement was made of a meeting of - 
the nominating committee for Friday morn- 
ing at 9 o’clock. A soloist favored with a 
selection and answered an encore and then 
came the report of the Silverware Commit- 
tee, submitted by Emil Scheer, Rochester, 
N. Y., in the absence of George A. Brock, 
chairman. It was accepted and filed. It was 
as follows: 


REPCRT OF THE SILVERWARE COMMITTEE 


To the Members of the A. N. R. J. Associaiicn: 

The Silverware Committee makes the following 
report: 

In order to cover the report of this Committee, 
somewhat of a review of the past 3 years must be 
given to outline the duties cf this committee, and 
the work it has done and results accompli hed. 


Three years ago, at the national convention held 
at Buffalc, N. Y., a Sterling Silverware Committee 
was appointed to confer with a like ccmmittee of 
the Sterling Silverware Manufacturers’ As ociation, 
who were invited by our President to attend this 
convention to see if ways and, means could not 
be found to bring about a closer co-operation be- 
tween manufacturers and retailers to improve the 
conditions under which Silverware was sold. 


As a result of this meeting, several future meet- 
ings with this committee were held in New York 
and elsewhere, and a mot gratifying condition was 
developed. The manufacturers were, for the first 
time brought to the realization that an understand- 
ing of the retailers’ problems was of vital import- 
ance to the industry as a whole. Each time a meet- 
ing was held, an improved condition was _ ncted. 
The manufacturers were beginning to see more and 
more the retailer’s viewpoint and the wisdom to 
take under serious consideration the suggestions 
offered by our Committee to improve conditions. 


As a result of there many conferences a very 
clear understanding was reached, and a most friend- 
ly spirit of co-operation secured. 

You are all familiar with the changes that 
took place and the remarkable improvement which 
followed. A suggested resale price was asked for 
that would give the retailer who properly conducts 
his business a reasonable profit. Also, that a sug- 
gested Resale Price List on sterling flatware be 
issued, similar to that of plated flatware, and 
that gocds be invoiced at resale, less the dealer’s 
discount. 

In less than a year some of the manufacturers 
adopted this plan, soon to be followed by others, 
and today practically all manufacturers have 
adopted this plan. 

As a result cf this co-operation, a wonderful 
improvement in the Sterling Silverware business 
has developed. The manufacturers have increased 
their volume greatly, and the retailers have been 
able to run this department without loss, and now 
that the war tax is practically removed, will 
put this department on a protfiable basis. 

From what information we can gather, the Silver- 
ware department has held up better than mest 
departments. The securing of this co-operation from 
manufacturers has been of immeasurable value. 
And today the Manufacturers’ Association of Silver- 
ware are the real friends of the jeweler. 

They are present in large numbers at our con- 
ventions, are ready to co-operate in every way 
with us, and are here at this convention asking 
for suggestions whereby the industry can be further 
improved. We have now cemented the bonds of 
friendship,—let us carry on the good work for 
all time. 

We cwe most of this accomplishment to our 
worthy President, Edw. IH. Hufnagel, who arranged 
all conferences, and whose wisdom and _ untiring 
efforts have brought the results achieved. 

In June a conference was held with the silver 
plated ware manufacturers in New York, relative 
to change of prices owing to tax reducticn. As a 
result of this meeting very little change has been 
made, 

The committee favors a reduction in the number 
of. flat ware patterns in both Sterling and Plated- 
ware, to the end that a greater turnover be had. 

It is very gratifying to see that not only flat- 
ware is listed at suggested re-sale prices less the 
dealer’s discount, but that Hollowware is also being 
included in this manner. 
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STONES 


of every description in 

precious and imitation. 
We can fill your mail orders 
promptly, at the right prices. Also 


Stone Seal Engraving and En- 
crusting Lapidary Work. 


Kroner, Hyman & Co,, Inc. 


51 Maiden Lane New York City 











Sterling Silver Mountings 


ABOLONE BLISTER 


Cuff Links, Scarf Pins, Rings, Brooches, 
Barpins, Pendants, etc. Only highest grade 
Blisters used. 
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142 No. 3d Street, Philadelphia, Pa. 
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THE JEWELERS’ 


Full Report of the A. N. R. J. 


Confidence among jewelers has increased in recent 
years owing to this plain and fair manner, by which 
manufacturers not only in silverware, but most all 
other staple lines, invoice goods at Re-sale, until 
today jewelers in every community are friends, 
and are enjoying the prosperity to which they are 
iustly entitled. There are great possibilities in 
the Silverware Department, and especially the sale 
of Sterling Silverware. 

Time after time our attention is called to the 
vast sums spent for personal adornment such as 
fine clothes, furs, dresses and millinery, and for 
furnishings in the heme, and not the least for 
automobiles and their up-keep. 

Better methods of display are necessary, and the 
most courteous and intelligent salesmanship are 
of greatest importance. 

Respectfully submitted, 


SILVERWARE COMMITTEE, 
Gro. A. Brock, Chairman 
E. J. ScueeEr, 
And others. 
President and Mrs. Hufnagel Receive Gifts 
from the Association 
At this point in the program came a break, 
at which time President Hufnagel was pre- 





RETIRING PRESIDENT E. H. HUFNAGEL, WHO 
WAS PRESENTED WITH A TESTIMONIAL 


sented with a fine watch in a platinum case, 
a chain and knife. He was also presented 
with a silver tea service, consisting of a tray 
and five pieces, for Mrs. Hufnagel. 

First Vice-president Mansur presented the 
gift to Mr. Hufnagel, saying in part: “As 
I think of the many accomplishments of 
your administration and the great effort you 
have made, it seems almost unbelievable. 
You have been a man of wise and sound 
judgment and the association has gone ahead 
by leaps and bounds under your guidance. 
As a slight token of our esteem and ap- 
preciation we ask you to accept this watch, 
knife and chain from your many friends.” 

Three cheers were given for President 
Hufnagel, who responded by saying: “I 
know that I shall cherish this gift all my 
life as a constant reminder of my association 
with you. It has been a pleasure to me to 
do my part. I did not have many advan- 
tages in the way of education but the ex- 
Perience I have had in my work in this as- 





sociation has been one better than a college 
education, the greatest kind of an education, 
I think. The college education is technical 
but this work is more general and I hope 
has made me a bigger man. It is with 
great pleasure that I receive this gift.” 

When the applause had died down Charles 
T. Evans, Buffalo, N. Y., an ex-president of 
the A. N. R. J. A., stepped forward with 
the beautiful silver service for Mrs. Huf- 
nagel and said: 

“We have honored our president for his 
services, but we want to also honor his wife. 
We do not all know her, but those of us 
who do, love and respect ner. She has not 
been in good health and I know something 
about the sacrifices that our president has 
made in his work for us. This token of 
appreciation may be the one thing which 
will start her back on the road to health 
and a long life. We are making the 
presentation now so that the gift may be 
shipped on to her at once.” 

In response President Hufnagel said: “If 
it had not been for my wife I could not have 
done the work. A wife willing to co-operate 
and allow one to devote the time I have 
to a good cause, as my wife has, is a great 
help. She will be pleased and appreciate 
this splendid gift and I thank you for her.” 

Next came the report of Walter H. Mel- 
lor, field secretary, who after preliminary 
remarks said: 

REPORT OF FIELD SECRETARY MELLOR 


The American National Retail Jewelers Associa- 
tion has had a most successful year. It has again 
proven its necessity to the retail jewelry business, 
not only in the tax relief that has been secured, 
but the many conferences held with the manufac- 
turers, have proven profitable to the entire trade. 
Still there are ‘jewelers who prefer to ride along 
at the expense of those who have made these results 
possible. Each year their number diminishes, and 
today our organization has among its members every 
representative store in every community your Field 
Secretary has visited. 

In soliciting memberships I have not endeavored 
to secure all those who call themselves jewelers; 
only those whom I considered were or could be 
ethical jewelers. 

Since the Providence ccnvention I have attended 
five State conventions, Nebraska, Illinois, Indiana, 
North and South Carolina, and each was well at- 
tended. 

Have written memberships in 12 States—Minne- 
sota, Colorado, New Mexico, Oregon, Washington, 
Iowa, Illinois, Indiana, Nebraska, Massachusetts, 
North Carolina, Pennsylvania and the territory of 
Alaska. 

I have worked 117 days as Field Secretary, 18 
days attending conventions, and secured 420 new 
members, 

The good this office has done the association must 
not only be considered by the number of applica- 
tions secured, but consideration should be given 
to the renewal of interest in the association effort 
among those whom we worked, as it has been cf 
great value to the National and various State 
Associations. This was demonstrated in the tax 
elimination campaign. 

If the office of Field Secretary is to be con- 
tinued, permit me to suggest that the resolution 
passed at the Providence convention, regarding the 
dues collected by the Field Secretary, be retained 
in the upholding fund, be reconsidered, as I find 
that it is interfering with the success of the work. 

I have worked but 135 days this past year, the 
cause of my not having worked. more being that 
very few state officers wanted the Field Secretary 
to work in their State, as they derived no financial 
gain for their effort. In the States I have worked, 
excepting a few, very little co-operation was given. 

A review of the work done by this office in the 
three years of its existence is as follows: 
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In 1922 we secured 544 members, worked 147 


In 1923, 882 members in 213 days. 

In 1924, 420 members in 135 days; 21 days of 
the time was spent in Chicago, where 101 new 
members were secured. 

It has been much easier to sell memberships in 
the States that have the sliding scale of dues. So, 
again, I urge the States that have not adopted 
this plan to consider it seriously. 

Again, I ask that you make some effort to re- 
vise the present arrangement of wedding anniver- 
saries, as the present list does not permit of the 
jeweler deriving that benefit to which he is en- 
titled. 

This organization has living, today, several , of 
its past presidents. These men have given service 
to this organization, and their council is most valu- 
able. Therefore, to the best interest of this asso- 
ciation these men should be put on an advisory 
board and invited to each of our national conven- 
tions, placing them on the same expense basis as if 
a member of our Executive Cc mmittee. 

May I suggest that this convention act favor- 
ably upon President Hufnagel’s recommendation 
that we have five vice-presidents elected from the 
zones suggested by him, or similar. This will place 
the National Association in clcser contact with its 











WALTER MELLOR, FIELD SECRETARY 


membership, and the States desiring National rep- 
resentatives at their conventions will not be asking 
a financial impossibility. 

Another suggestion that I believe would be suc- 
cessful, would be the forming of districts consist- 
ing of several States, and have one secretary for 
the district. In this way a satisfactory salary 
can be paid. The one employed as secretary could 
fill that office properly and alse act as Field Secre- 
tary, covering his district every year. 

I again wish to thank every one who has in any 
way assisted me with the work. I assure you that 
I treasure the many friendships made. My every 
wish is that the National and various State associa- 
tions will prosper. My earnest appeal to all is 
that you will endeavor to interest every competitor 
who is not an active member in this association 
in the work upon your return home. 

Do not permit your enthusiasm and interest to 
lag between convention dates, because the asso- 
ciation effort is for your financial gain. 

Water H. MELtor, 


William Frasier then submitted the report 
of the auditing committee. 
REPORT OF AUDITING COM MITTEE 


St. Louis, Mo., Aug. 28, 1924. 
Your Auditing Committee can report that we have 
audited the records of the Secretary and Treas- 
urer’s accounts, and find them to be accurately kept, 
and in balance. 
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' HERE'S nothing ill could dwell in such a temple,” _case is fulfilled. Miniature wrist watch or man’s pocket 
goes a line from Shakespeare's Tempest. watch—at $25 or $2500—the name “BULOVA” on the 


What could be more descriptive of the trust which dial is your assurance of perfect ‘taste and precision in 


leads so many of us to select a watch for appearance €Very part. 
alone? But so often, when guided solely by our love These beautiful and distinctive watches are obtainable at 


of beauty, we find that outward charm is not of itself the best retail jewelers. They will be pleased to show them to you. 

a sign of inward reliability. Seeking a timepiece, we BULOVA WATCH COMPANY ¥r Manufacturing 

acquire only an ornament. since 1875 + Fifth Avenue at Thirty-Sixth Street, New 
In BULOVA WATCHES the beautiful promise of the York City. 





5923—Solid Platinum hand carved case 


} 
set with 18 diamonds and 24 sapphires; 
17 jewel moverrent...... . $375.00 


6724-18 kt. solid white gold case, hand 7 al aa 6714—i8 kt. solid white gold case, hand 
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3976—14 kt. solid gold case, handsomely 49744—14 kt. solid gold case; 17 jewel 
carved; 17 jewel movement . . . $80.00 movement $75.00 
In Sterling Silver (plain case) . . $35.00 In Sterling Silver.........- $35.00 
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We have verified all receipts and disbursements, 
und proper receipts and vouchers covering all 


} 
anda . 
tral tions showing the following balances in the 
various funds: 
General Fund—Cash Balance.......... $17,074.69 
Tax Elimination Fund...........-0-+++ 10,274.01 
Upholding Fund ..............+eeeee- 4,902.47 
Roberts Memorial Fund.............-- 2,194.15 
Grand Total of Assets... 666665005, $35,445.92 
Your Auditing Committee recommends that, in 
view of the size of the Association’s funds, and 


the volume of werk involved in the auditing thereof, 
hereafter such audits as may be required shall 
made by a Certified Public Accountant. 
Respectfully submitted, 
Henry F. STECHER, 
Wa. G. FRASIER, 
James AYLWARD. 


that 


be 


After the report had been completed and 
accepted with thanks to the committee it was 
yoted that because the work of auditing the 
books has grown to such proportions that 
hereafter a certified public accountant be 
employed to go over the books before the 
convention. 

The report of the auction laws and Ordi- 
nance Committee was next submitted by 
Edwin H. Quigley, assistant to President 


Hufnagel. It follows: 


REPORT OF THE NATIONAL AUCTION LAWS AND 
ORDINANCES COM MITTEE 


At the national convention, held in Providence 
last year, a resolution was passed to the effect 
that Auction Laws and Ordinances Committecs 
should be formed in each: State in which the Asse- 


ciation was represented; that the National Associa- 
tion should form a like Committee; all Committees 
to devote their attention to the enactment of uni- 
form State Enabling Acts, upon which suitable City 
Ordinances might be based. 

In November, 1923, all State Presidents reported 
the formation of their committees, giving the names 
of committee chairmen and members. The Naticnal 
Committee, consisting of eight men living in various 
sections of the country had been previously ap- 
pointed by President Hufnagel. The Enabling Acts 
of each State were studied, and if found unsatis- 
factory were to be amended or substitutes for them 
in the form of such Acts as might be more desirable 
were to be made. 

In speaking of an Enabling Act, one should 
keep clearly in mind that this (1) form of legisla- 
tion is enacted within the legislature of the State, 
(2) that its purpose is to enable each City or 
town within that State to enact its own Auction 
Ordinances (3) that such ordinances as the Cities 
or towns may enact shall be capable of enforcement 
by reason of the said State Enabling Act. 

This brief summary therefore, will show that no 
matter how many City Ordinances may be enacted, 
nor to what degree they may be upheld in one 
City or more within the same State, the provisicns 
f those Ordinances may be declared inapplicable 
or unconstitutional if they fail to comply with the 
parent State Enabling Act, and in many instances 
there is no such Act in existence. Cities have heen 
obliged to pass their own ordinances, without any 
reference to, or aid from, the State. Consequently, 
we now have a variety of several thousand ordi- 
each different from the other, and each 
probebly applicable only to the City cr immediate 
County in which it originated. It can readily be 
appreciated by a person of common. intelligence 
that to draft an Enabling Act which will be uni- 
form throughout the country and which can_ be 
passed in the varicus State assemblies, there must 
he a great deal of time and careful study given 
to the matter if your Association is to go on 
lecord as being responsible for legislation which 
will be utilized, not by Jewelers but hy 
ckthing dealers, rug dealers, furniture dealers, and 
all cthers who may wish to protect themeselves 
against the methods of the fake auctioneer. This 
leature becomes sll the more important when it is 
Pointed out that State legislators are willing, as a 
tule, to pass enly such measures as may ‘e fair, 
€quitable, and applicable to all alike. 


£ 


nances, 


alone, 





The time required to conduct this big task has 
not been entirely available. Because of the work 
incident to the excise tax, the work of the Presi- 
dent’s was increased to such a degree that 
we hardly had time for anything else excepting 
the usual routine work of editing the A. N. R. J. A. 
Bulletin, looking after the mass of correspondence, 
keeping State Secretaries informed as to all cur 
activities, collaborating with Secretaries Anderson 
and Mellor and all Committee Chairmen, ccmpil- 
ing and editing your recently published Year Book; 
the direction of Mr. Hufnagel and 
Mr. Streeter for the promulgation of workable 
platinum standards, entailing visits to refineries; 
and werking personally and by correspondence with 
manufacturers and wholesalers to put in force Mr. 
Hufnagel’s policies with regard to the many de- 
velopments incident to plans for closer co-operation 
between all branches of the trade. Our office has 
been engaged in this work ever since the National 
Convention of last year, and is still occupied with it. 

It will be noticed therefore, that the large 
amount of work which has been thrust upon the 
President and his office has made it quite impossible 
to bring before ycu today, or to have submitted 
to you at an earlier date, a uniform Auction Ordi- 
nance. lIlowever, we are well on our way toward 
the issuance of an Enabling Act which will be 
practical and satisfactory. If we have been de- 
layed, our office, nevertheless, has been able to be 
cf service to many jewelers in various sections of 
the country, by aiding them in the passage of their 
City Ordinances, and in the prosecution of certain 
well-known fake auctioneers. In other sections, 
the several State Association Committees have co- 
operated with their Better Business Bureaus, Mer- 
chants’ Associations, and similar bodies of business 


office 


working «nde1 


men, to the extent that they have made many 
creditable showings. 
I could go into detail and tell ycu of the hard 


fights that have been made in Buffalo, Boston, De- 


troit; Columbus, Ohio; Granite City, Illinois, and 
many other cities for the elimination of fake auc- 
ticns, and of the success that has been achieved, 


but there is neither time nor space for that here. 
Suffice it to say that a great deal of thanks and 
credit are due to that indefatigable group of hard- 
working and energetic jewelers who have done their 
share to make all this possible. 

Let me merely bring to your attenticn the fact 
that there is a distinct difference between a legiti- 
mate auction and an illegitimate, or fake auction. 
The legitimate auction, when properly conducted 
by an honest auctioneer, is an excellent thing for 
obtaining capital from a run down business which 
ctherwise might go on the rocks, or for obtaining 
capital for putting new life into old stock. On 
the other hand, the illegitimate auction, with its 
fake auctioneer, is a direct menace to all forms of 
business, and should be guarded against by the 
enactment of bullet proof legislaticn. 

In closing, although not being a retail jeweler, 
I nevertheless love my part of the work in their 
behalf. Let me express my thanks to that host 
of retail jewelers who have helped me in my work 
on sO many occasions, and upon whom I feel free 
to call for that same wholehearted advice and co- 
operation which they have rendered to our office 
during the past. 

Respectfully submitted for the National Commit- 
tee on Auction Laws and Ordinances. 

EK. Hi. Quicrey, 
Assistant to National President. 


Edward O. Little, chairman of the business 
practices committee then read the report for 
his committee, which was as follows: 


THE BUSINESS PRACTICES 
COM MITTEE 
To the Members of the American National Retail 
Jewelers’ Association: 

Your Business Practices Committee dces not have 
a very lengthy report to submit, but, the Committee 
has been actively engaged during the past twelve 
months, particularly, in communicating with the 
presidents, secretaries and members of the various 
State Associations, urging them to read before each 


REPORT OF 


(f their conventions the Code of Ethics of the 
Association. 

Further, we have been in direct contact with 
old and new members of the Association, to the 


extent that they are asked to display prominently 
in their stores, the abstract Code of Ethics. Jn 
this manner, and thrcugh publicity, we have car- 


ried on a campaign for putting into force the 
tenets of the Code throughout the country, and we 
are glad to report that the ethical morale cf our 
industry has been materially enhanced by these 
tenets. 

During the past year we have had many requests 
from trade associations, industrial organizations, 
and even individual concerns for copies of the 
ecde, so that they might extract from it such por- 
tions as might be reconstructed and put in use 
within the various confines of the particular asso- 
ciation or organization. On response to these many 
requests we have furnished the applicants with 
copies of the code, and have been informed that 
the code itself is of a higher and better nature 
than similar movements for the betterment of busi- 
ness conditions. The full code has been supplied 
to many libraries and particularly, to librarians of 
several well-known universities cf the country. 
Here, they are kept and incorporated in the perma- 
nent history of the commerce of the country. 

Copies of the code will be found here in this 
hotel, and your Committee urges each attendent at 
this gathering to take home a copy, and if he has 
not already displayed it in his store, to frame it 
and place it in a conspicuous location in his estab- 
lishment. 

The formation cf this code is one of the great 
achievements of the Association, and should be 
looked upon as its guidance, because it embodies 
the highest ethical expression of the better things 
which are represented by the Retail Jewelry Jn- 
dustry. 

(Signed) E. O. Littie, Auburn, Ind. 
Louts S. NorpiinGer, Los Angeles. 
L. W. Suter, Seattle. 
Cart F. Wack, Indianapolis, Ind. 
J. C. Crawrorp, Peoria, Il. 


It was adopted and ordered filed in the 
usual way. 

The report of the Watch Inspection Com- 
mittee submitted by W. L. Jones, Martins- 
burg, W. Va., chairman, was read by Secre- 
tary Anderson at the request of Mr. Jones. 
It was also accepted in the usual way. It 
follows: : 
REPORT OF 


WATCH INSPECTION COMMITTEE 


We, the undersigned members of the Committee 
on Watch Inspection appointed by our President, 
beg leave to submit the following report: 

Inasmuch as your watch inspection committee 
made a complete detailed research into the advan- 
tages and the accomplishments gained by an efficient 
and thoroughly organized time inspection service on 
all railroads, we beg leave to reiterate our report 
of 1923 in substance, with a few additions. 

This is triangular, and the three 
vitally interested 

First—the railroad companies who maintain the 
service, for therein lies the safety of the lives and 
property that the system is designed to protect. 
Away back of every order issued is the underlying 
thought of better service and greater safety. 

Second—the railroad employee. He should be 
educated to understand that, instead of a species 
of graft, he, in complying with the rules of the 
time service in procuring a watch of standard qual- 
ity and keeping it in good condition, is contributing 
his mite to the safety of his fellow men and him- 
self, as well as the prcperty intrusted to his care. 
He should also be cautioned that when in ca:es 
of, emergency it is necessary for him to call upon 
a jeweler other than an official inspector to have 
his watch set or regulated, such action should be 
reported by him to the official inspector in order 
that a correct record of the performance of his 
watch may be had. 

Third—the inspector. He should treat those he 
serves with candor, dignity, honesty and truthful- 
Seeing their work is well done, impose no 
unnecessary hardships and give them to understand 


work parties 


are: 


ness. 


that they are free agents and can buy and have 
their watches repaired wherever they prefer. Do 
this and the financial results cannot help but be 


satisfactory. 

The variance of opinions as regards the benefits 
derived by watch inspectors as compared with those 
who not watch inspectors, we find that 
profit to the individual inspector is not what it is 
generally believed to be, and the benefits to those 
not inspectors are very much greater than they 


are the 
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PEARLS and CRYSTALS 


combined in rich and luxurious 
chains. Worn by the élite of 
Europe— they are meeting the 
same enthusiastic response here. 
Despite their novelty and beautu, 
they are very moderately priced. 
You may make them a highly 
profitable addition to your line. 


Prices and Samples on ‘Request 
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seem willing to accredit to the system of inspection. 
The inspectors have a great and grave responsibility, 
and it is the opinicn of the Committee on Watch 
Inspection that those who are not inspectors must 
assume part of this responsibility, and, in the 
judgment of your Committee, this can be accom- 
plished to its fullest extent by the hearty co- 
operation of every member of the craft. For ex- 
ample, it is observed that Railroad standard watches 
are frequently sold to the consumer for less than 
the established retail selling prices which are main- 
tained by the watch inspectors. This, as every fair- 
minded business man knows, is very detrimental 
to all concerned, and we most heartily recommend 
that a close observance cf standard prices be ad- 
hered to. This also applies in like manner to 
charges for watch repair work. 

These are the days of progress, and we should 
realize that watch inspection must grow with the 
other measures of safety for the conduct of affairs 
of railroads. When we consider the millions of 
human lives and the millions of dollars in prop- 
erty value entrusted tc the safekeeping of the trans- 
portation companies, handling the immense com- 
mercial and industrial life of our country so vital 
to prosperity, we feel that no obstacle of any kind 
should be placed in the way of growth and develop- 
ment. 

The system of watch inspection has created and 
will continue to create demands for high-grade 
watches, and it is manifestly evident that all 
jewelers share therein. There is a very erroneous 
impression prevalent that the inspectors get the 
most benefits. As a matter of fact, they are com- 
pelled to carry a heavy investment in loaner 
watclies of a standard grade, and upkeep the same. 
Time of high-salaried watchmakers spent in com 
paring and timing watches. Time of high-salaried 
watchmakers examining watches semi-yearly. Time 
of clerk recording performance of watches and mak- 
ing reports—thereby adding to their overhead, while 
those not inspectors secure the benefits of the busi- 
ness created without additional expense. 

Careful observation of the present systems of 
watch inspection has proven beyond any doubt that 
the same protection to lives and property eould not 
be maintained without organized methods such as 
those now in use on the various railroads, and 
which are recognized as standard. Moreover, these 
systems of inspection are not compulsory by law, 
but are among these safety measures voluntraily 
adopted by railroads to safeguard the lives and 
property entrusted to their care. 

Your Committee recommends that in view of the 
fact that the public has been educated to the 
point of reliance on the present high standards of 
time service, and in view of the fact that railroad 
officials and employees have worked so harmoniously 
in developing this branch of the service through 
strict enforcement of adopted rules, we respectfully 
recommend that no action be taken by this Associa- 
tion which would tend to lessen interest or bring 
about any changes of same. 

Respectfully submitted, 
W. L. Jones, Chairman, 
Wma. G. FRASIER, 
Cuas. E. SUNDERLIN, 
Harry J. Pippitt, 
AARON BERGEDA, 
J. Freperic Kaut, 
W. C. DONNELLY. 


Secretary Anderson next submitted the re- 
port of the Credentials Committee. It 
follows : 

CREDENTIALS COMMITTEE REPORT 


No. of No. of 

States Members Votes 
MN ry. a aneecae uae 2 1 
REN Gee as Sho ve sea 66 4 
I 5 ig ors o-5-s 1a Oviedo. Si 9-4 8 1 
Os EE eee rT rae 1 1 
| VERE One rere ay eer eee 90 5 
BN ary err. yam soars Sess 92 3 
Oe 78 4 
District of Columbia..........-- 1 1 
oc Tee 11 3 
1 1 ERIS ee coeur te 38 2 
Lo el OE eee 9 1 
Illinois Verirrrre cree Tee ae 337 17 
J OEE enone aren ee 161 9 
eer errr 123 7 
7 a Seen eee 59 3 
LO eae 44 3 








No. of No. of 
States Members Votes 
er re re errr ree 2 
MUN die Boeck eh Wak s.swsee ewes 2a 2 
Maryland-Delaware ............ 40 2 
Massachusetts-Rhode Island ... 157 8 
Michigan 160 8 
ECR OC eee 189 10 
MSMR, 8554-6 ois ns ware Feet ees 8 1 
OS Pre eee a re ee 87 5 
MENS no digo chan wadreect as 4 1 
PNR 5 oro aig hk wars Woaele alecsta 113 6 
PEND Sata sb otwih'e nis cca ard ce alee els 0 0 
POR MEMEO 66 65. i.0 4c senso 69 4 
DOG NEON <i cvs cc vowewenees% 9 1 
PNM rele agg \aceoncav eee area 41 3 
be) EP 256 13 
IOOPER COTONIES 6 nk 6c icccccacees 84 5 
POGUE  TOUMORS oes keene eae 26 2 
ME, Sie wi cusaweteneeaceee en « 204 11 
ee Terre rae 33 2 
IMI. oats os eit acee eee a aR 122 
PERRSTINAING®. ccciccana Chaavensc 206 i1 
South Cavahae: .450shwcideckac 31 2 





W. L. JONES, CHAIRMAN WATCH INSPECTION 
COM MITTEE 

SR oC 26 2 
MINES © Biardttc Saco a ne Raed % 52 3 
CRMs 5) st eC soa le alla aie arelaersthve 62 4 
ae re ee ete 4 1 
MON 56.5 caccvaia cma s bose oeuiee 50 3 
WM av. big havea sore echo ale 70 4 
EMO oo. doe no Stes Sake ade 147 6 
WERE WR a kin iG Sa ceeeles 53 3 
MIO, yoni oats nw alee oki 226 32 
UPN dn giao hyo edie xin wes 3 1] 
Total Votes of States........ 3652 210 
Free, Baw: HF. Hatmerel: si ic. cccccccecs 1 
ist Vice-Pres. A. G. Masstr.....00055%.5. 1 
2nd Vice-Pres. Robert M. Shipley....... I 
wens. Cr. J, INORMONEN fobs 00,000 dcacelao Rae's 1 
a a oO ER rr 1 
Member Ex. Com. Wm. H. Rindt....... 1 
Member of Ex. Com. Geo. J. Hess...... 1 
Total Number of Votes:.....6...0<0% 217 


We find that according to the secretary’s records 
the various states have memberships as above and 
are entitled to the number of votes in this con- 
vention set opposite their state name. 

Respectfully submitted, 
H. C. Stern, Chicago, 
W. S. Preston, Burlington, Vt., 
J. E. Stiles, Wells, Minn. 


At this point President Hufnagel brought 
up the question of publishing the Year Book 
of the association again and asked for dis- 
cussion. A number took part in this dis- 
cussion, the majority of opinion being that 


it should be published again and it was so 
voted. 

The remainder of the afternoon session 
was devoted to the report of the Resolutions 
Committee, submitted by Charles T. Evans, 
Buffalo, N. Y. One of the most important 
provides for five regional vice-presidents 
and carries with it an amendment to the 
constitution and by-laws for such provision. 
The resolutions also uphold the publicity 
campaign. 


Resolutions 


Whereas, We deplore the action of certain manu- 
facturers of watches and clocks in distributing their 
product through other channels than the retail 
jeweler must maintain a fully equipped repair or 
service department, for the purpose of keeping 
watches and clecks in repair, that it is logical 
that the original sales should be made thru a jeweler 
thus equipped, and be it 

Reso_vep, that we urge upon manufacturers to 
consider the important service rendered by the 
retail jeweler in the sale and repair of watches, 
and to do everything in their power to assist him 
in his important work, and to see that he is fairly 
treated in the manner in which their products are 
distributed. 

* * * 

Whereas, We wish to call to the attention of 
those. manufacturers who have reduced their retaik 
schedules since July 1st, the injustice which they 
have done to the retail jeweler, and the demonstra- 
ticn of their utter unfamiliarity with the great fight 
which the retail jeweler through his as:ociation has 
waged for over seven years to have an _ unfair 
and unjust tax removed. It is incomprehensible 
that immediately after the partial success of their 
fight for a reduction of the war revenue taxes as 
applied to the retail jeweler’s products, that what he 
has gained through his fight should be immediately 
taken from him by those who should have his 
interests in mind, therefore, be it 

Reso_vep, That we urge upon all manufacturers 
who have not reduced their retail schedules, to 
refrain from doing so, unless the wholesale price 
be equally reduced so that the retail jewelers of 
the country may not sustain an actual loss in dis- 
tributing their product and that the findings of the 
Harvard Bureau of Business Research be con- 
sulted before establishing such prices. 

Whereas, To the manufacturers who have changed 
their schedules so promptly and without consultation 
with the retail trade through its National Associa- 
tion, we urge that as soon as possible they make 
proper adjustment in their schedules and that in 
the establishment of retail selling prices, that, at all 
times, they consult with the officers and committees. 
of the A. N. R. J. A., who will always be pleased. 
to submit information and data to substantiate any 
claims they make for consideration in the retail 
pricing of merchandise. 

* o « 


Whereas, In view of the continual publication of 
advertisements containing descriptive informatiom 
and prices of diamonds and similar merehandise, 
which are misleading in character, we ask that our 
officers, through their legal representative, prepare 
« complaint with the necessary supporting docu- 
ments, and present same for investigation and! 
action by the Federal Trade Commission. 

In view of the fact that certain clock manu- 
facturers advertise their products as being sold 
through the furniture and department store trade, 
we urge upon our membership to do everything in 
their power to encourage the manufacturers of 
clocks and kindred articles to market their products 
through the retail jeweler only, the man who is 
prepared to render to the ultimate purchaser, that 
service so necessary to insure his permanent satis- 
faction. Be it 

ResoLveD, that we urge the clock manufacturers 
in their advertising to direct the interested reader 
to the jeweler for their product, and in turn, we 
urge the retail jeweler to reciproeate by co-operat- 
ing with these manufacturers. 

Whereas, In view of the complete equipment in 
the office of the Nationa] Secretary, for the collect- 
ing of dues from delinquent members, as contrasted 
to the infficient methods which must be practiced 
by many state secretaries, due to the fact that their- 
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What About Profits 


Are the profits you are now making as large as you 
would like them to be? 








If they are, you are the first man we ever ran across who 
couldn't stand his pockets being lined more thickly. 






If they are not—if you are right on the jump for any new 
business that bears the dollar mark—then you are a man 
who needs 
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Jewelers’ Catalog 





It’s more than a catalog—it is the representative of a 
successful business-building system that is making big 
profits for others and is willing to make them for you. 


Send for our 1925 catalog, ready October 15th 


THE OSKAMP-NOLTING COMPANY 


26-30 Seventh Street, West Cincinnati, Ohio 
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real business is running a jewelry store, and that 
the secretary’s work is necessarily neglected, for 
lack of time, be it 

RESOLVED, That on May Ist in each year, each 


Secretary shall report to the National Secre 


State 
tary’s office his list cf unpaid members, with amount 
of dues owed, and permit the National Secretary’s 
Office to handle the matter from that time. This 
would relieve the State Secretary of much work 
of a disagreeable nature, and turn it over to an 
office fully equipped to handle such werk. 
* * * 

WHEREAS, For many years past, we have been 
adding different funds, until today we have the 
General Fund, the Research Fund, the Upholding 
Fund, the Tax Elimination Fund, there does not 
seem to be any good reason for all these various 


sub-divisicns of the funds of the Association, there- 
fore, be it 

ResoOLveD, That not later than January Ist, 1925, 
all of the funds of the Association shall be merged 
into one general fund, which can be invested and 
drawn against for such purposes as may be neces- 
sary for the proper management of the Associaticn. 


7 * * 


RESOLVED, That this association extend its thanks 
to the patrons of the Year Book, through whose 
generous support we are enabled to compile, print 
and distribute a book of the high calibre of our 
Year Book, which preserves in permanent form the 
principal features of our 1923 convention. 

Reso_vep, That we extend our sincere apprecia- 
tion of the splendid co-operation accorded the asso- 
ciation by those firms who have exhibited with us, 
at this convention. We believe that the combina- 
tion of program of addresses and discussions, to- 
gether with a splendid exhibition of the newest 
articles to be offered the trade this fall, and 
interspersed with sufficient entertainment features 
to afford a proper rélaxation, forms one of the 


best convention programs possible to arrange. We 
trust that our membership have viewed the ex- 
hibits in goodly number, and we urge upon any 


who have not done so, to improve the opportunity 
after the convention closes, and before leaving for 
home. 

Reso_vep, That this Association record its thank- 
ful appreciation of the fraternal courtesy and co- 
operation so freely extended by the Saint Louis 
manufacturing, wholesaling and retailing jewelry 
trade. This city has always been noted as one where 
a splendid spirit of friendly co-operation has existed 
between the several branches of the trade, and the 
wonderful conventions of 1917 and 1924 evidence 
to an unusual degree the fact that ‘In union there 
is strength.”” We shall hope to come to Saint Louis 
again some time in the future, and when we do, 
we know what to expect—a true hearted, whole 
souled, friendly greeting, such as is extended when 
friend meets friend. For our brethren in Saint 
Louis, we wish a full measure of health, happiness 
and prosperity. 

RESOLVED, That the thanks of this association be 
extended to the Saint Louis Convention Bureau, 
and the Hotel Statler Management for the assist- 
ance so freely rendered in connection with the 
various preliminary arrangements, incidental to the 
convention, and for the co-operation and courtesy 
which has been evident throughout the convention 
Sessions. 

REsoLveD, That we extend our thanks to the 
Missouri State Retail Jewelers’ Association for their 
part, so willingly assumed, and so faithfully carried 
out, relative to the efforts necessary to the proper 
advertising ef the convention, and for their co- 
operation in all ways, as requested by the officers 
and committees of the National Association. 

Reso_vep, That the National Secretary be directed 
to express the thanks of this association to the 
Burroughs Adding Machine Co., and the National 
Cash Register Co., for their kindness and courtesy 
in sending representatives to speak before State 
Conventions on business subjects, of interest and 
value to our members. The addresses presented 
by representatives of such companies are always 
instructive in character, and we urge our members 
in formulating their programs to use the facilities 
ot such business organizations, who are doing much 
to make the retailer a better business man in every 
way. 

Reso.vep, That this Association records its ap- 
Proval and appreciation of the splendid services 
which have been rendered by President Edward H. 
Hufnagel, Secretary A. W. Anderson, and their 





as-ociate officers, during the past year, in connec- 
tion with the many aggressive campaigns for trade 
betterments, and tax elimination, which have been 
carried on in our behalf, and we ccngratulate them 
and the Special War Revenue Tax Committee of 
which Ralph Roessler is Chairman, for the partial 
victory already attained and promise to our officers 
and committeemen our full co-cperation in such 
efforts as may be put forward in the future toward 
a complete relief from these unjust and un-American 
taxes. 


* * 
Resotvep, That we endorse the plan of the 
National Jewelers’ Mutual Fire Insurance Com- 


pany, as announced by the Directors in July, to 
send to all members, questionnaires relative to their 
past experience with burglars, hold-up men, window 
smashers, etc., with a view to establishing a de- 
partment for writing policies for our members, 
assuring protection against these classes of losses, 
along the lines at present governing the insuring 
of our membership against loss by fire. 
* * * 

Whereas, Through the persistent efforts of the 
members and officers of this Association, the 68th 
Ccngress afforded a partial relief from excise taxes 
imposed upon jewelry which will make possible 
a material improvement in the financial status of 
the majority of jewelers who operate smaller estab- 
lishments, and 

IVhereas, it is a recognized and accepted fact that 
the excise taxes now remaining on jewelry rep- 
resent discriminatory and un-American legislation 
on the part of the government, now, therefore be it 

RESOLVED, That we, the members of the American 
National Retail Jewelers’ Association, call upon our 
officers to continue the Special War Excise Tax 
Elimination Committee, making such changes in its 
personnel as may be desirable, this Committee to 
have for its sole duty the continuation of our 
appeal and demand for the entire elimination of all 
jewelry taxes, and be it further 

RESOLVED, That we pledge to this committee our 
full support and our entire co-operation until such 
time as this burdensome tax shall have been com- 
pletely repealed. 

* * * 

Wuereas, the use of time guarantees in times 
past has created the opportunity for fraud upon the 
part of unscrupulous manufacturers, and 

Wuereas, jewelers are suffering today from the 
return of gold-filled watch cases of inferior quality, 
now be it 

RESOLVED, That this association assert its unalter- 
able opposition at this time, to the stamping of time 
guarantees on gold-filled watch cases, and be it 
further 

ReEsoLvep, That we hereby enter on record our 
unqualified approval of the action of the several 
manufacturers of watch cases in seeking the sanc- 
tion of the Federal Trade Commission to the aboli- 
tion of time guarantees, a move that invites confi- 
dence, and be it further 

ReEsoLvep, that we hereby express our hearty 
accord with both the spirit and the letter of the 
recommendations of the Federal Trade Commission, 
which have the effect of barring the use of time 
guarantees on gold-filled watch cases. 

* * * 


Whereas, the Horological Institute of America 
in daily proving of more importance to the retail 
jeweler by providing the country competent, re- 
liable, and trustworthy certified watchmakers, and 

Whereas, the accurate repairing and adjustment 
of timepieces is necessary to the good reputation 
of the retail jeweler, now, therefore, be it 

Reso_vep, That we, the members of this Associa- 
tion pledge our earnest support to the Horological 
Institute of America, and demonstrate our faith 
in that organization by becoming members of it as 
well as encouraging our watchmakers to apply for 
and receive the various degrees of certification 
which the Institute affords. 

* * 

Whereas, There have been complaints made hy 
some manufacturers and wholesalers to the effect 
that retail jewelers do not make the most of their 
possibilities, and 

Whereas, for many years the profits and opportu- 
nities of the retail jeweler have been seriously 
undermined and retarded by certain manufacturers 
and wholesalers who make it a practice to sell 
fiat retail to the retail jeweler’s legitimate cus- 


tomers, now therefore, be it 


ResoLtvep, that such manufacturers and _ whole- 
salers be called upon to cease such methods and 
ccnfine the sale of their products to none other 


hut wholesalers and retailers, thus preserving that 
harmony and those business principles which should 
within our trade. 


* * 


exist 


Whereas, there already exists a wide distribution 
cf jewelry wares in other than retail jewelry stores 
that has the effect not only of diverting our right- 
ful stocks into cut price establishments, but also 
casts an element of suspicion upon the intent of 
certain manufacturers and wholesalers to whom we 
look for loyal support, now, therefore, be it 

RESOLVED, that such manufacturers and _ whole- 
salers be called upon to distribute their products 
as much as possible within retail jewelry stores, 
and, where an unforeseen surplus accrues, making 
it necessary to sell to other than retail jewelers, 
care will be exercised to see that unfair competi- 
tion is not fostered because of having granted the 
purchasers lower prices than those which are paid 
by retail jewelers for the same products. 

. + * 

Whereas, We believe more than ever before, in 
the vital importance of thorough and reliable re- 
search work for the development and growth of the 
entire jewelry industry, and for the full realiza- 
tion of the still latent possibilities which are before 
us, and the Harvard Bureau of Business Research, 
at Cambridge, Mass., has ably proven its unques- 
tionable value to our industry many times, be it 

RESOLVED, that the members of the American 
National Retail Jewelers’ Association, tender to the 
Harvard Bureau of Business Research our whole- 
hearted co-operation in the future, our support by 
complying with requests for statistical data, and our 
thanks for the splendid service rendered in the 
past. 

Text Book Revision 

We have heard with satisfaction of the inclina- 
tion of educators and text book publishers to agree 
vith our position respecting due regard for 
eccnomics in the teaching of arithmetic. With the 
splendid support other organizations are giving to 
this effort of the National Retail Hardware Associa- 
tion, we look forward with confidence to the time 
when all text books used in our public schools will 
correctly reflect sound business practices, making 
it clear that the merchant’s operating expense must 
be paid out of his margin before a profit can be 
shown. The affiliated associations are urged to co- 
operate in full measure with this campaign for the 
reformation of school texts, that it may be made 
effective in the shortest time. 


ECONOMICS AND Po.itics 

Since economics and politics are so closely joined 
because of the effect of the latter upon the former 
in the practical working out of our system of 
government, we express our accord with the sug- 
gestion that trade associations should take an active 
part in politics as it effects business interests. 
We believe the time is ripe for vigorous expression 
of business opinion respecting legislative activities, 
as well as in demanding businesslike operation of 
governmental agencies. 

Whereas, we believe 
strength, and 

Whereas, for the protection of the best interests 
of retailers in all lines of business it is important 
that the public shall be constantly -informed of the 
high standards of ethics which form the basis of 
the honest retailer’s business methods, and 

Whereas, we are impressed with the unlimited 
possibilities for constructive work which can be 
accomplished by the National Retailers Council in 
the solution of problems common to all lines of 
retailing, now, therefore. be it 

ResoLvep, that we, the members of the American 
National Retail Jewelers’ Association, pledge our co- 
operation and support to the National Retailers’ 
Council, in all its undertakings, and express our 
confidence in its purposes. 

* * * 


that in Union there is 


Whereas, the cost of living, of commodities and 
of production in this country has advanced im- 
mensely since the World War, and 

Whereas, the Government of these United States, 
in an endeavor to restore a condition of normalcy 
in our economic relations with one another, has 
through its various and proper agencies, brought 
about a standardization of production in a few in- 
dustries, thereby reducing greatly the number and 
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Seth Thomas Clocks 


We have a complete stock of all Seth Thomas 
Clocks including their new designs’ of 
Boudoirs, Tambours, Chime, Hanging, and 
one and eight-day Novelty Clocks for imme- 
diate delivery, F. O. B. Cleveland. We advise, 












anticipating your requirements for these 
goods, as there will be a shortage of many 
patterns in the late fall. 


vou The H. W. Burdick Company 


1010 Euclid Ave. mes Giada cores CLEVELAND, O. 


No Goods 
at Retail 











DISPLAY FIXTURES 


Originators and manufacturers of jewelry boxes, blocks, displays, 
window platforms and trays for show cases. Traveler trays for 
the jewelry, fancy leather goods lines and kindred trades. 


The convenience of the “HANDY TRAY” is fully realized in removing 
and replacing quickly without any disturbance to the adjoining trays 
in the showcase. The trays are so designed to add appearance of beauty 
to your display. These trays are made in regulation sizes of mahogany, 
leather frame and velvet finish and represent workmanship of the highest 





calibre. 
Special consideration given to jobbers Send for our 
and manufacturers on quantity orders illustrated catalog. 
MOREL MFG. CO., INC., 
ratentees of “Handy Tray” 47-49 GREENE ST. NEW YORK _p,racELeT sTAND 
















































pean’ CLEMENT UNIVERSAL LATHE 











WHEN YOUR SCHOOL NEEDS (aa): Lb: f FOR ANY SMALL WORK 
s . . Wn eS ry go Semi-automatic Attachments: Turret, Slide 
ANTE: TES Rest, Forwarding, Chuck Tightening, many 
ass in ae nvi a ions Nf VV others. We also design special machines. 
Clement Universal | [,é Twenty-five lessons in watchmaking free. 
-_ Lathe and 1923. ™-+< > Send for 1924 Catalog showing Master 
Write to the house that makes rings for schools only gia Comp tis NOS CWatchmakers’ Outfit. 
—has National distribution—Keeps their designs not cla ie CO 4 
up-to-date but ahead of it. of uney ouiiins ui ad W. D. CLEMENT 
Top View. 127 Bacon Street Waltham, Mass. 
DISTRICT DISTRIBUTORS WANTED 
To cover ALL schools for us, we have dozens of jewelers 
making money and friends on this plan. Cooler Weather Mekes Rings Loose! 
56 PAGE FREE CATALOG Make them fit right with our “Justrite,” while 
AND SAMPLES THAT WILL GET ORDERS customers wait. Place your order now and have 


them in stock before the cool weather comes. Solid 
bands otf gold, springy, smooth, durable. 9 differ- 
ent widths—sold loose, so you can get any widths 


The Metal Arts Co., Inc., 7799 South Ave., Rochester, N. Y. as you need them! The ORIGINAL and BEST. 


Size card showing 9 widths upon request. 


O. E. LEHMANN & CO., M’g. Jewelers, 29 John St., N. Y. 


And not let you be one who “also ran.” It is to your 
advantage to write today. 

















CORBETT QUALITY BLACK CAT RIBBONS 






ARE THE BEST RIBBONS IT IS POSSIBLE TO MAKE é TRS 

for WRIST WATCHES—SAUTOIRS—FOBS and MEDALS ra sD 

PLAIN and FANCY BLACK, WHITE and COLORS \\ ee) 
CT SSS 





SAMPLES AND PRICES CHEERFULLY SENT UPON REQUEST. 


CORBETT BROS. COMPANY, 102-108 Madison Ave., New York 
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yariety of articles, parts or patterns with a ccn- 
sequential reduction in cost to the consumer, and 

Whereas, the retail jewelry trade throughout the 
country realizes the tremendous expense entailed by 
the manufacturers of sterling and plated silverwares 
in producing each year so many new patterns in flat- 
ware, with a resultant immense investment in 
dormant and ‘“‘disccntinued” dies; and 

IVhereas, in order to keep abreast of the times, 
the retail jeweler finds himself obligated to increase 
his own capital investment in new patterns without 
being able readily to discontinue handling those of 
sale had beccme negligible because of a 
sense of duty to those customers who have not 
completed their sets of silverware; and 

Whereas, feeling that a reduction and standardiza- 
tion of the production of silverware patterns will 
be reflected in a reduction of costs all along the 
line, from the manufacturer to the consumer, 
thereby benefiting the manufacturer, jobber, retailer 
and the consumer; now, therefore, be it 

Reso.veD, by the American National Retail 
Jewelers’ Association that the manufacturers of 
silverware be urged to co-operate with each other 
agencies in an 


which the 


and with the proper government 

endeavor to find ways and means to decrease the 
number of patterns now in use and to limit the 
number of new patterns to the replacement of 
patterns that may be disccntinued in the future, 
and be it further 


Resotvep, by our Association, to use our best 
efforts to urge and encourage similar co-operation 
among the retail jewelers of our ccuntry. 

* * * 

Whereas, We have learned with regret that our 
friend and former officer of this Association, 
Joseph Mazer, of New York City, has recently 
suffered a heavy loss through a hcld-up in the city 
of Detroit, and because we desire to show our 
brother that we have thought of him in his trouble, 
be it 

REsoLvEeD, That we tender him our sympathy in 
his misfortune, and express the sincere hope that 
he may effect an early settlement of his difficulties 
and be able to re-establish his business. We 
regret his inability to be with use at this conven- 
tion, as we miss his counsel and good cheer. 

This Association has always sympathized with 
the troubles of the honest jeweler, who through 
combination of circumstances, is forced into failure 
or bankruptcy and we urge the Board of Trade 
to continue its efforts to conserve the resources 
of such jewelers. On the other hand, we feel that 
justice suggests that in such cases as a failure 
results from dishonest practices, that further credit 
should be denied to the applicant when he resumes 
business. 


also 


* a * 


Rkso_vep, That the thanks of this Association be 
extended to the Illinois Watch Company fer its 
courtesy in sending its Band to the convention, 
and our appreciation of the services rendered by 
the band during the convention. 

* * * 

Whereas, The American National Retail Jewelers’ 
Asscciation, in convention assembled, recognizes the 
great benefit to the industry of an efficient and 
effective Publicity Campaign; and 

Whereas, it has been demonstrated during this 
convention that there is an urgent need of national 
advertising for our industry in order that retail 
jewelers, wholesalers, manufacturers and importers 
May participate in a stimulation of the volume 
and turnover of our wares; and 

Whereas, We believe that a national advertising 
campaign should be started without further delay, 
so that its effects may be realized during the com- 
ing holiday season, now, therefore, be it 

Rreso_vep, That we, the members cf the American 
National Retail Jewelers’ Association, call upon all 
retailers, wholesalers, manufacturers and importers 
to complete the subscription of funds needed by the 
National Jewelers’ Publicitly Association for the 
fulfillment of its plans, and 

Reso.vep, That to this end, we call 
State Retail Jewelers’ Associations to 
balance of their quotas without delay; and 

REso.vep, That we affirm our confidence in the 
ability of the Advertising Committee as elected 
by the subscribers, to provide an effective publicity 
and service program consistent with the funds 
available, and urge al] subscribers to make their 
first payment: and, be it further 
Resotvep, That we offer our thanks and pledge 


upon the 
raise the 








our entire support to Mr. P. J. Coffey, Chairman 
of the National Jewelers’ Publicity Association, 
who has so unceasingly and efficiently labored in 
behalf of all branches of our industry. 


* 7 * 


Whereas, the National Jewelers’ Publicity Asso- 
ciation’s campaign for the “Million Dollar Pub- 
licity Fund” was supported in a large measure by 
the retailers; and 

Whereas, it is considered desirable that each 
subscriber be furnished with a list of the members 
of the National Jewelers’ Publicity Association, 
therefore, be it 

Resotvep, That the American Naticnal Retailers’ 


Association, in convention assembled, call upon 
the National Jewelers’ Publicity Association to 
prepare such a list periodically and send a copy 


to each member of the Publicity Associaticn. 
* * 7 


Whereas, on June 16th, 1924, our friend and 
fellow-worker, Mr. Walter B. Frost, Editor of the 
Manufacturing Jeweler, of Providence, R. I., was 
called from this earth to eternal rest, be it 

RrsoL_vep, That we, the members of the American 


National Retail Jewelers’ Association, express our 
heartfelt regret upon the loss of Mr. Frost, who 
was conspicuous among those who labcred hard 


and long in the interests of the jewelry industry, 
and be it further, 

ReEso_vep, that our deep sympathy be conveyed 
to the surviving relatives of the deceased. 


* a ” 


REsoLveD, That the American National Retail 
Jewelers’ Association appoint a committee of five 
(5) to confer during convention, with groups of 
yetailers, wholesalers, and manufacturers of the 
jewelry trade,—so designated as to bring tcgether 
those most nearly interested in the same problems. 
These groups will mect with this committee, at 
appointed times, to discuss the most important 
features of their business. These groups may be 
designated by the President of the Ccnvention, 
as he may see fit. The following plan is sneg- 
yested: 

Those doing $25,000 business and under. 

These doing $100,000 business and under. 

All over $100,C00 business and under. 

The findings of these conferences will be com- 
piled and will serve as the basis for the work of 
the Committee on Research, Publicity and Mer- 
chandising. 

* * * 

RESOLVED, That that section of the Constitution 
and by-laws of this Association that pertains to the 
officers and members of its Executive Committee, 
shall be amended so as to read: 

“One President and five Regional Vice-Presidents, 
a Secretary and a Treasurer shall be elected to 
serve for the period of one year each. 

“These, together with the retiring President, shall 
ccnstitute the Executive Committee. 

“When the President is re-elected and 
tinues in office, the immediate past President shall 
constitute a member of the Executive Ccmmittee 
until said office of said continuing Pre:ident, shall 
have been vacated hy reason of election.” 


con- 


o * * 


U’hereas, it is recognized that the best interests 
of the jewelry industry can be served and protected 
by a closer understanding and co-operation between 
manufacturers and wholesalers and retailers, and 

Whereas, we believe that a new era of financial 
success can he realized if the subjects of Research, 
Publicity and Merchandising are studied and de- 
veloped by all branches of our industry acting 
together and in accord on these subjects, therefore, 
be it 

ResoLvEp, That the manufacturers and _ whole- 
salers in the several secticns of this country be 
asked to at once appoint committees for co-operating 
and acting with similar retailers’ committees for 
the purpose of studying and putting into force, the 
subjects cf research, publicity and merchandising, 
so that all may share alike in the obvious benefits 
that will accrue therefrom, and 


* * * 


Whereas, it would be to the best interest of this 
Association to have its former Presidents attend 
the National Cenvention, therefore, be it 

Reso_vep, That the Executive Committee be 
empowered to extend to them an invitation to be 
present as members of an Advisory Committee at 


the conventions, and their expenses to be paid same 
as members of the Executive Committee. 


* * * 


Whereas, The Resolution adopted at the Provi- 
dence Convention covering the Field Secretary's 
office, having been found unsatisfactory, therefore, 
be it 

Reso_vep, That same be repealed and the office 
re-established as before. 


* * * 


Whereas, The American Watch Importers’ Asso- 
ciation, Inc., has been organized to establish 
standards of quality in watches and watch move- 
ments imported into this country; and 

Whereas, We believe it to be to the best interests 
of our members and of the jewelry trade generally, 
to further the sale only of watches that are capable 
of keeping time, and 

Whereas, We are in sympathy 
objects, now therefore be it 

Reso.vep: That we pledge the 
Importers’ Association, Inc.; our 
support in its effort to raise the standard of im- 
ported timepieces, and thus protect the public 
from being deceived into buying nondescript and 
unreliable f. 


with its general 


American Watch 
co-operation and 


watches of foreign make. 


The convention adjourned at 6 P. M. to 
get ready for the trip to the Municipal The- 
ater in the evening a report of which ap- 
pears on pages 158-159, 


Friday Morning 

Practically ali of the business of the con- 
vention, excepting the election of officers and 
the reading of a few reports having been 
finished on Thursday afternoon, the Friday 
morning session, which opened at 10:25 
o'clock with President Hufnagel in the chair, 
was devoted to the election of officers, the 
reading of invitations from Chambers of 
Commerce and others inviting the jewelers to 
hold their next convention in various cities 
throughout the country, and the submitting 
of a number of State reports. 

The first matter on the program was the 
report of the publicity committee, of which 
J. Clare Crawford, Pittsburgh, was chair- 
man. Mr. Crawford was not present at the 
convention, and the report was read by Ed- 
win Quigley, assistant to President Huf- 
nagel, and was as follows: 


REPORT PUBLICITY COMMITTEE 


The members of the American National Re- 
tail Jewelers’ Association have supported nobly the 
numerous advertising campaigns staged by the 
National Jewelers’ Publicity Association. You 
have been informed of the urgent need to sub- 
scribe to the “Million Dollar Fund” of the Na- 
tional Jewelers’ Publicity Association to be used 
in future campaign drives, many of which have 
already been suggested by your committee and 
have been held in check due to the lack of funds 
to put this over successfully. 

The stupendous importance placed upon each and 
every jeweler to subscribe to this fund to the ex- 
tent of giving “until it hurts’? is evident. Every 
member of our craft will derive so much benefit 
from this great work that it behooves the jeweler 
to “come across and not let his fellow jeweler 
defray his advertising expenses. Statistics have 
shown that our craft stands last in the ex- 
penditure for advertising our wares—many other 
businesses have spent more in one year than we 
have in our entire existence. 

The retail jewelers of the nation are going to 
do their part most loyally in subscribing to this 
fund, that goes with full assurance. As a 
suggestion for the contribution in a larger way, 
make this year’s subscriptions to your local moving 
picture and community programs smaller, or cut out 
completely the programs (money which is practically 
thrown away without any comeback from an ad- 
vertising standpoint) and add this to your allot- 


OF THE 


ment in support of the “Million Dollar Fund.” 
The timeliness of this contemplated advertising 
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0 BATTERIE 
NO DYNAM 


igen of plating jewelry 
and silverware successfully 
without such former equip- 
ment as the dynamo, motor, 
rheostat, volt meter or motor 
generator! Think how happy 
you will be to be able to dis- 
card the troublesome and un- 
satisfactory dry-cel] batteries! 
Think of the pleasure you will 
derive in operating Wagner’s 
Electric Plating Machine 
which plates gold in 30 sec- 
onds, produces excellent re- 
sults and costs so little! And 
these are only a few of the 
many advantages in owning a 
Wagner Plating Machine. 


This machine plugged into 
the electric lighting socket 
anywhere in your store, con- 
verts the alternating current 
taken from the mains into di- 
rect current, delivering from 
three to eight volts of cur- 
rent, into the plating bath, as 
may be required. It elimi- 
nates the various apparatus 
heretofore used, takes up very 
little space, and requires no 
expert knowledge in handling. 





NO BATTERIES! 











OPERATES ON’ YOUR 
ELECTRIC LIGHT CIRCUIT 


110 Volts—60 Cycle— Alternating Current 
11 Inches Wide 834 Inches High 634 Inches Deep 


Shipping weight, 43 lbs. 


Net weight, 19 lbs. and 6 oz. 


ASK FOR THE WAGNER INFORMATION 
FOLDER, 











24k Gold Coloring 


To gold color in 24k takes only 
a few seconds. For the darker 
shades, heat the solution to about 
160° Fahrenheit and use a cur- 
rent pressure of from 3 to 4 volts, 
Lighter shades require less tem- 
perature and current. Use 24k 
gold anode, 





GIVING FURTHER DETAILS 








Green Gold Plating 


In green gold plating, the solution is 
used cold and the switch turned to the 
proper volt button, depending upon the 
smut desired, the size of the work and 


the anode. Keep the work moving. After 
the article has received the proper de- 
posit, it is advisable to rub the relief 


parts with bicarbonate of soda, which 
produces a very pretty and effective 
contrast. 


— 


ATTACH TO ELECTRIC LIGHT CIRCUIT 





NO MOTOR 


7 HECRIC/ 


pinky the machine in place 
and properly connected, 
all that is necessary is to snap 
a switch and start plating 
just as one starts a polishing 
motor. 


The simplicity and ease 
with which a proper plating 
current is thus _ obtained, 
makes it possible for the 
jeweler to give his customers 
“while you wait” service in re- 
finishing or plating jewelry. 


Old stocks of yellow 
jewelry can be made imme- 
diately salable by plating 
them with a nice bright green 
color. Merchandise, long in 
the discard group can be 
similarly brought back to life 
by re-plating in some desir- 
able color and still sold at a 
profit. Repaired or soldered 
jewelry can be perfectly 
matched in color with a quick 
dip of only a few seconds in 
the solution. The earning ca-. 
pacity of your repair bench 
will be immediately increased 
and the machine will be paid 
for long before the last small 
monthly payment will have 
become due, 


EQUIPMENT INCLUDES THE FOLLOWING: 


Every Wagner Electric Plating Machine is completely equipped with four wide-mouthed 
glass jars each of quart capacity and fitted with ground glass stoppers; an electric stove to heat 
solutions when necessary; a quart size plating dish covered with enamel of triple coating; two 
brass work rods, one for the anode and the other for the work; a 64-page book of instructions 
which tells you how to become expert in plating, refinishing, coloring and cleaning, together with 
complete wiring necessary for the operation of the machine—all carefully packed in a wooden crate. 
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Wagner's Electric Plating Machine, Completeasde- 


scribed including one bottle Yellow gold plating 
salts for one quart solution and one piece 24k Gold 
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Full 


plan is manifest as it 
will . ultimately the 
will help to bridge the 
s depression, 


occurs at a time when it 
most good—as advertising 
gap caused by the present 


\ are specifically urged to use the direct 
mail route freely in sending Ietters, circulars, 
bocklets, catalogs and iinking up the national 
publicity work you will be amply repaid in an 
increased sales turnover. 


I following drives are to be made in national 
campaign advertising followed up by booklets and 
circulars by the manufacturers for distribution by 
the retailer together with local advertising singly, 
collectively or jointly with your fellcw jewelers. 
Simultaneously window displays will be made 
throuchout the country: 


NATIONAL TIME WEEK. 

BABY WEEK. 

REMOUNT WEEK, 

BIRTHDAY AND WEDDING ANNIVERSARIES. 
PRECIOUS STONES, 


Remount Week Suggestions :—Regarding the im. 
portance of “remount week” the following sugges- 
tious are submitted whereby the hearty co-operation 
of all the diamond and platinum factories and the 
trade journals, will give to this work their full 
assistance in giving photographs, cuts, etc., show- 


ing first the old jewels before transformation, 
together with the finished modern creation. The 
assembling of these photographs for the retailers 


benefit either for window displays or circulars to 
be mailed out preceding the Campaign Week; 
also collecting suitable material for our year book 
on this subject will be of exceptional value. <A 
campaign of this kind conducted throughout the 
country is bound to bring extra business and plant 
the seed fer transformation work. 


FULL DRESS AND TUXEDO JEWELRY 


(Space devoted constantly in trade organs in its 
appropriateness. ) 

Our craft holding the supreme and exalted posi- 
dees over all other lines of merchandise 
strange that we have permitted the haber- 
years to form the dictates of fashion, 
bulletining the correct mode cf dress 
with its appropriate essentials in every detail— 
the haberdasher being the dominating factor in 
designating the proper jewelry to be worn for all 
evering and day occasions. In bringing this mat- 
ter before the convention several things suggest 
themselves which if carried out will lay a_ better 


tion it 
it is 
dasher for 
not only 


foundation for increased sales in full dress and 
Tuxedo jewelry. The Haberdasher, a magazine, 
carries permanently a double page chart on 
correct dress in every detail for all occasions. 


Our trade journals should chart permanently one 
page devoted to the following: 


1. Correct jewelry for full dress wear. 

2. Correct jewelry for Tuxedo wear. 

3. Correct jewelry for afterncon occasions. 
Publicity on the same page or several pages 

should be devoted to the following by the trade 

organs subject matter of this kind commanding 

a position where ready reference can quickly be 

ascertained. This would be of inestimable value 

to the jeweler: 


4. Birthstone list. 
5. Birthflower list. 

6. Wedding anniversary. 
7. Zodiacal signs. 

&. Talismanic gem. 


9. Jewelers five-fcot shelf (in preparation). 
A partial list of book suggestions from some 
of our trade magazines have already been received 
for the five-foot shelf. The vast importance 
of a published list in the trade papers of the 
best works on the kindred subjects pertaining 
to cur craft (and when read are bound to give 
a keener kncwledge and place the jeweler on a 
producing 


higher plane) will assist materially in 
better merchants for tomorrow, a more intelligent 
sales force, and a benefit to all branches of the 


business, 


TRADE PAPERS IMPORTANCE TO THE JEWELER 


Among the biggest trade builders the 
has placed at his disposal and for his entire force 


THEIR 


jeweler 


are his trade journals. Little does the jeweler 
realize how his publisher devotes time, thought, 
effort and money in the ccnstant desire to com- 
pile timely articles which are business builders 
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and helps in times of depression and during the 
slow months, as well as ‘stimulated sales plans” 
and “helpful”? suggestions in all departments of 
our business. Too much emphasis cannot be placed 


upon the fact that your “trade organ reflects the 
very pulse of your business,” and there should 
be devised a better plan for the future general 


reading permitting the trade organ to receive its 
just due throughout your entire establishment. 
The -veturns will more than justify the effort 
in individual subscriptions to your force whereby 
night reading can be accomplished for the benefit 
of the individual as well as the establishment 
he represents. 

means of de- 


Your trade journal can be the 
veloping a sales force to the point cf better 
knowledge of our wares, create enthusiasm and 


create a keener love for for the most fascinating 
business in the world—one where art is depicted 
to the highest degree. 


NEW TRADE SLOGAN SUGGESTED BY E, J. JAEGER, 
PORTLAND, OREGON, MEMBER OF PUBLICITY COMMITTEE 
Extracts from Jaeger letter: 
“Our national advertising with the slogan 
“gifts that last’? in my opinion, is very ill advised 
for the simple reascn that it does not convey to 
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whatever as to our 
particular line of merchandise. In fact, this 
slogan can be used just as well- by the furni- 
ture dealer, the furrier, hardware «or in fact any 
other line of business with the same result. 

“The florists have selected a wonderful slogan 
‘Say it with Flowers,’ and why should we not men- 
tion jewelry in our slogan? I would like to recom- 
mend a slogan to be adopted by our association: 
“Jewelry, the Gift Supreme,’’ which immediately 
carries with it the thought of jewelry and con- 
veys to the reader at least the thought of 
jewelry whereas our slogan conveys no thought of 
it at all. 

“In fact, I think it is a wrong idea to convey 
to anybody the idea that jewelry will last forever. 
We want jewelry to wear out and the styles to 
change, otherwise, our business is certainly not 
going to increase. The furrier who sells a $500 
to $3,000 set of furs dces not convey to the 
purchaser the idea that it is going to last forever 
or the seller of any particular line of merchandise 
does not wish to convey that thought. The 
more often people change jewelry so much the 
better our business is going to be. I would also 
like to suggest some little form of advertising 
which could be adopted nationally by the better 
class jeweler. Not including pawn shops and 
small concerns who are not particular what kind 
handle. 
always felt as 


the reader any suggestion 


of merchandise they 

“In fact, I have 
association should include cnly the higher class 
of jeweler who stands back of his merchandise 
and who is considered responsible in his re- 
spective location. For example, a jeweler who is 
running a high establishment dislikes very 


though the 


class 
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much to display the slogan which is also in the 
window of a pawn shop around the corner.” 

The slogan suggested by Mr. Jaeger, “Jewelry, 
the Gift Supreme” will give satisfaction to many 
jewelers whom I have heard express themselves 
very forcefully in this same line of thought and 
if adopted by the convention will give our mem- 
bers a chance to use a_ slogan different from 
“Gifts that Last.” The merit and forcefulness of 
the slcgan is without doubt one that should be 
given acceptable consideration. 


EXTRA POSSIBILITIES 
Changing thick model watches to the new thin 

model by intensive salesmanship:—Through the 

progressive man behind the watch repair or watch 


SALES 


department there are endless opportunities of 
presenting in a tactful way the new thin model 
watches to replace the heavy cumbersome 


old models which are being carried by many men 
of prominence. ‘Though as suggested in the Cin- 
cinnati publicity report several years ago, a _ repe- 
tition is still in order as the sales possibility in 
this respect will manifest itself for many years to 
come. The trade papers have already dwelt upon 
this suggestion and several of the watch manufac- 
turers have put out splendid advertising bearing 
on this subject.—‘‘It’s simply keep the good work 


” 


up. 


OLD GOLD SET JEWELS AND THE OLD GOLD WEDDING 
RING 

There are endless opportunities daily in 

jeweler’s shops all over the country. The alert 

salesman has a_ prospective customer in. Milady 


who has her jewels in old gold settings or where 
her wedding ring is in gold. In the completion 
of the sale which brought her to your store you 
have the splendid opportunity to plant the seed 
for a future sale or consummate an order there 
and then for transforming the old gold set jewels 
to modern platinum creations and the modernizing 
of the sacred gold wedding ring without destroy- 
ing one whit of sentiment but an added sentiment 
can be built up and an interest can be arcused 
through the propes sales enthusiasm presentation. 


RECIPE FOR TRADES BLUES 
We are passing through a general business de- 
pression throughout the nation. A condition which 
can be greatly overcome by judicious advertising. 
These are times when one should force himself 
to be an optimist, even though the business ap- 
water blue and the clcuds 


pears “rocky,” the 

dark. It’s the one time in the jeweler’s life. He 
has a real legitimate excuse to “strangle” the 
truth and when he meets his fellow man, either 
in his shop, on the street or in his club, when 
asked “How is business?’”’ to immediately throw 


his shoulders back, hold his head erect, and 
assume a Rooseveltian pose of the right arm and 
clenched fist and strike out with the words, “It’s 
Bully.”” Whereas, if the truth were revealed, it 
might have a pessimistic effect on business, a re- 
tarder of sales, which might create retrenchment, 
cause losing business. 

Let your slogan be— 

Keep on “Advertising.” 

Keep on “Smiling.” 

Keep on “Saying Business is ‘Bully.’ ” 

“And in every way, business will be improving 
‘day by day’ for ‘Jewelry, the Gift Supreme.’ ” 

A cheery smile of ‘‘optimism” will do “more 
good towards stimulating and putting business back 
in the proper channels than anything else we can 


do. 


J. Crare Crawrorp, 


Chairman Publicity Committee, 

Pittsburgh, Pa. 

Following this report, President Huf- 
nagel opened a discussion on the “Gifts That 
Last” slogan, and asked for suggestions, say- 
ing that criticism had been directed at the 
present slogan. This participated a sharp 
discussion in which jewelers from all sections 
of the country took the opportunity to ex- 
press their views. Among the suggestions 
offered in place of “Gifts That Last” are the 
following: “Jewelry, the Gift Supreme ;” 
“Jewelry Gifts Satisfy ;” “Gifts That Live in 
Jewelry Stores;” “For Gifts That Last 
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New Attractive Novelties 
to Stimulate Gift Buying 


OUR patrons are now beginning 
to think of Christmas and gift- 
buying. By displaying these new and 
attractive novelties in a prominent 
place in your store, you can influence 
many an undecided gift seeker to 





select something in silver this year— 


Flower Centerpiece 


something in Middletown Silver ! 


Middletown Silverware includes 
many useful and beautiful articles 
ideally suited to this holiday business. 
The wide variety of articles has an 





appeal to every taste and lends itself 
Dutchetch Relish 
3 Compartment Lining 


to the most effective store display at 
moderate cost. 





Complete Catalog on Request 





MIDDLETOWN SILVER CO. 
MIDDLETOWN, CONN. 
New York Office—366 Fifth Avenue 





World’s Largest Producers 


Engraved Ice Tub : . 
Cut Glass Lining of Pyrex-Lined Silverware 


MIDDLETOWN 
SILVERWARE 
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Consult Your Jeweler;” “Prove It With 
Jewelry Gifts That Last;” “Jewels Bring 
Memories” and a number of other slogans. 


It was argued by some that the present 
“Gifts That Last” is not definite 
enough in its applicaticn to the jewelry 
trade, and that it is also being used by deal- 
ers in other lines. The slogan, “Jewelry, the 
Gift Supreme,” met with considerable favor, 
but it was argued that until a slogan can be 
found which is more satisfactory in every 
way than the present one, that no action be 
taken, it being pointed out that a large 
amount of money has been spent on advertis- 
ing the slogan “Gifts That Last,” and that 
it would be unadvisable to make a change 


slogan 


until such time as a more appropriate 
slogan can be offered. ,.The matter was 


finally referred back to the president, with 
the suggestion that he appoint a committee 
to take this matter up at a later time. 

Some time was then devoted to the vari- 
ous State reports, among which were reports 
from Wisconsin, West Virginia, Washing- 
ton, Virginia, Texas, Tennessee, South Caro- 
lina, Pennsylvania, Maine, Louisiana, Ken- 
tucky, Iowa, Indiana, Illinois, Georgia, Flor- 
ida, Connecticut, California and Alabama 
Some of these reports which are published 
on pages 157 and 165 in this issue of THE 
JeweLers’ CIRCULAR were submitted in writ- 
ten form, while other State presidents or sec- 
retaries reported verbally on the ‘progress 
made by their associations during the past 
vear, indicating the present membership and 
the activities which the associations had car- 
ried on during that period. 

A discussion then followed relative to 
cutting the dues to the National Association 
from $5 to $2.50, it being maintained by 
some that to do this would mean that the 
membership of the A. N. R. J. A. would be 
materially increased. It was pointed out, 
however, that the present demands for funds 
necessary to keep the association work going 
necessitates the present dues, and it was 
decided to make no change. 

Secretary Anderson next read telegrams 
from Gustav Keller, Appleton, Wis.,; Emil 
W. Kohn, president of the Retail Jewelers 
Association of Greater New York and vicin- 
ity, and from Joseph Mazer, New York, 
sending best wishes for the convention and 
regretting being unable to attend. 

The reports from the State associations, 
telegrams and other conimunications having 
heen considered, the election of officers was 
the next thing in order. President Huf- 
nagel appointed four State presidents, Davis 
of Massachusetts, Stern of Illinois, Costello 
of Connecticut, and Benton of Washington 
as the tellers, and on motion of President 
Costello of Connecticut the first named teller, 
Frank Davis, president of the Massachu- 
setts association was chosen to preside over 
the meeting during the election of 
and he took his place on the platform. 

Walter H. Mellor, field secretary, called 
attention to the fact that of the girls work- 
ng at the registration booth, Miss Grace 
Clary had been declared the most popular, 
and that she had been presented with a bar 
Pin and plush box for it, the bar pin having 
been the gift of J. R. Wood & Sons. 


officers, 





Mr. Davis then proceeded with the elec- 
tion of officers, after President Hufnagel of 
the A. N. R. J. A. had taken the occasion 
to thank the other officers, members of com- 
mittees and the jewelers at large for the co- 
operation extended to him and had declared 
that, because of his wife’s illness, he was 
not a candidate for re-election. He said that 
what the association must do is to elect men 
who will carry on the work to its highest 
achievements. 

Presiding Officer Davis next called for the 
report of the nominating committee, and 





EMIL SCHEER, WHO READ THE REPORT OF THE 
SILVERWARE COM MITTEE 


Arthur A. Everts, chairman of the nominat- 
ing committee submitted this report: 
“Mr. President and Members of American 

National Retail Jewelers Association. 
“Dear Sir: 

“The nominating committee has _ fully 
considered the extreme honor and great re- 
sponsibility placed upon the selection of men 
for the offices of our association. We have 
tried to the best of our ability, using out 
wide acquaintance among the jewelers of 
this country, to select men of good standing 
and of well-known reputation, efficient and 
loyal workers in our interests and for the 
welfare of the Association. 

“Therefore, we submit for the considera- 
tion of the convention the following names: 

“for president—Conrad J. 3rotherly, 
Newark, N. J. For regional vice-presidents 

Armand Jessop, San Diego, Cal.; Ralph 
Roessler, Marion, Ind.; Ellis P. Gifford, Fall 
River, Mass.; Charles P. Woodbury, Kansas 
City, Mo.; J. A. Cayce, Nashville, Tenn. 
Secretary—A. W. Anderson, Nennah, Wisc. 
Treasurer—Charles T. Evans, Buffalo, N. Y. 

“We have attempted to carry out the stand- 
ards adopted at the last St. Louis conven- 
tion, placing men in the offices by ‘selective 
conscription.” In other words, the offices 
sceking the men. 

“We sincerely hope that these men who 
nominated will realize the 


have been SO 


necessity of volunteering their services to fill 
these offices, and that the convention may in 
its wisdom make their election unanimous.” 
August Loch, Pittsburgh, moved the ac- 
ceptance of the report and the casting of 
one ballot for election by the secretary. 
William Frasier, Durham, N. Car., sec- 
retary of the North Carolina Retail Jewel- 
ers’ Association, who is known by jewelers 
throughout the country, obtained the floor 
on a point of order and said that in choosing 
officers that the jewelers at large should 
have a right to be heard, since no nomina- 
tions had been made from the floor. 
President Hufnagel upheld Mr. Frasier’s 
point and asked that Mr. Loch amend the 
latter part of his motion by striking out 
that part which applied to the secretary 
casting one ballot. This Mr. Loch did, and 
then Mr. Frasier proceeded to addréss the 
convention. In his pleasing southern style, 
he said that the jewelers had gathered to 
celebrate the 19th anniversary of the found- 
ing of the association and review that which 
had been accomplished for that period of 
time. He called attention to the fact that 
the retail trade had been led out of the dark- 
ness by such men as the past presidents of 
the association, naming them in order until 
he reached the name of President Hufnagel, 
when he said, “Last, but not least, my dear 
old friend, President Hufnagel, who has 
done so much for the association.” “I be 
lieve that I am voicing the sentiment of the 
association,” he continued, “when I say that 
we appreciate the efforts of Ed Hufnagel. 
Conrad J. Brotherly also has my friendship, 
and I regard him highly indeed, but I wish 
to place in nomination at this time the name 
of a man who has also done a great deal 
of work, my dear friend, Ralph Roessler.” 
Mr. Roessler at once arose and said that, 
while he fully appreciated the fact that his 
friend Mr. Frasier thought so highly of him 
and believed he was doing him a favor, that, 
in consideration of the association as a whole, 
he wished to call attention to certain facts. 
Continuing he said: “I presume that the 
nomination is due to my work in connection 
with the Special Tax Elimination Commit- 
tee, but I ask you to bear in mind that that 
was only a small part of the activities of 
this association, and that there are many 
other activities of much importance. We 
need men of experience to head this associa- 
tion, and while I deeply feel and fully ap- 
preciate the honor intended, I must just as 
sincerely insist that my name be not allowed 
to be presented.” Turning to Mr. Frasier, 
he said, “I trust you will withdraw the 
nomination of my name, and I also wish to 
withdraw my name as a candidate for 
regional vice-president. If you will with- 
draw my name, Mr. Frasier, you will show 
me the greatest love you have yet shown.” 
Mr. Frasier again spoke, stating that Mr. 
Roessler has the qualities of a leader and he 
was reluctant to withdraw the nomination. 
Walter H. Mellor then obtained the floor 
and, speaking on behalf of the Indiana asso- 
ciation, said: “We ask from the Indiana 
Association that you do not bestow on Mr. 
Roessler the duties of the president of the 


association. He is not in a position at pres- 















THE JEWELERS’ 


Full Report of the A. N. R. J. 


ent to shoulder this work, and I ask you 
for the sake of his loved ones that you do 
not consider his name. He sacrificed last 
year a great deal in the work that he did 
for the association, and some day he will 
serve you. Permit him to dictate his wishes 
in this matter.” 

Mr. Roessler then spoke, saying, “I cannot 
serve you now. I know that the men chosen 
by the nominating committee are desirable 
men, and I respectfully and positively de- 
cline the nomination. 

Mr. Frasier said, “I am very sorry indeed 
to have to withdraw the name of Mr. Roess- 
ler, but | hope that as years go by I may be 
permitted to re-name by good friend Ralph 
Roessler as president of the association. The 
day will yet come when he will be president 
of the A. N. R. J. A.” 

Robert Shipley, second vice-president of 
the A. N. R. J. A., said that he believed that 


Ralph Roessler had done enough for the 
present. 
Mr. Frasier then moved for the election 


of Conrad J. Brotherly as president of the 
association, and the secretary was instructed 
to cast one ballot for Mr. Brotherly. 

Armand Jessop, San Diego, Cal., who had 
been named as a regional vice-president, said 
that San Diego was far away from the center 
of population in his district, and that, as he 
was still a member of the Special Excise 
Tax Elimination Committee, he asked that 
his name be withdrawn and that the name 
of C. J. Auger, San Francisco, be substi- 
tuted. Mr. Auger was elected on one ballot 
cast by Secretary Anderson. 

In place of Ralph Roessler the names of 
E, O. Little, Auburn, Ind., and B. J. Haga- 
mann, Chicago, were offered, but Mr. Haga- 
mann’s name was later withdrawn, and the 
secretary cast one vote for Mr. Little as 
régional vice-president. 

Ellis P. Gifford, Fall River, Mass., Charles 
P. Woodbury, Kansas City, Mo., and J. A. 
Cayce, Nashville, Tenn., were then elected 
as the other regional vice-presidents, while 
A. W. Anderson, Neenah, Wis., was re- 
elected secretary and Charles T. Evans, for- 
mer president of the association, Buffalo, 
N. Y., was elected treasurer without oppo- 
sition. 


As retiring President Hufnagel turned 
over the gavel to President-elect Brotherly, 


he said, “As the mantle of the president falls 
upon you, I know that you will deliberate 
with the other officers and members of the 
association and will carry on the work suc- 
cessfully. Every man in the association is 
going to answer when you call on him for 
service. As I tender you this gavel, I know 
of no one better qualified to succeed me. 
You have been closely identified with the 
work of the executive committee in your 
capacity as treasurer for many years, and 
thereby a member of the executive commit- 
tee, and | feel confident that you will carry 
on.” 

In response President Brotherly said: 
“What you have done to me today recalls 
to me a saying which I once heard; it was 
‘| have no fear of my enemies, but God 
save me from my friends.’ Sometime ago it 
was intimated to me that my name would be 


presented for the office of president, and 
when I go home and tell my wife I have 
brought home another honor I feel she will 
be like a man in a story that I once heard.” 
He told the story and then continued by 
saying, “She will feel that I should not have 
accepted, and | do so with fear and trem- 
bling. I would go home happier in mind if I 
could go home feeling that I was serving 
under another executive. In electing me as 
president you have not placed all the work 
on me. Unless ] have your support we can- 
not carry on, and in electing me you have 
assumed that responsibility and support 
which I know I will receive. 

Secretary Anderson then read letters and 
telegrams from Des Moines, New York City, 
Philadelphia, Chicago and many other places 
asking that the convention be held in those 
cities next year. This matter was referred 
to the executive committee. 

Following a vote of appreciation for the 
work of President Hufnagel and the Mis- 
souril jewelers for the splendid entertainment 
provided, the Steele I. Roberts banner, which 
goes to the State showing the largest in- 
crease in membership was presented to Her- 
man Stern, president of the Illinois associa- 
tion, which State had 37 more than any other 
State ever recorded. 

The Combs banner, presented to the State 
showing the largest percentage in member- 
ship over the previous year was given to the 
president of the Washington State Associa- 
tion, Paul Benton, his State having shown 
an increase of 16 per cent. 

The Memorial [und report 
submitted, as were various State 
during the closing session. 


Roberts was 


reports, 


Roberts Memorial Fund 


Milwaukee, Wis., Aug. 2, 1894 


Treasurer’s annual report of the Roberts National 
Memorial Fund Association, to the Am 
National Retail Jeweler’s Association in annual 


rican 


convention assembled in St. Louis, Mo., Hotel 
Statler, Aug. 26-29. 
Gentlemen: 
Herewith my brief report of interest received 


during the fiscal year 1923-1924, also showing dis- 


bursement of $950.00 accrued interest paid into 
the treasury of the A. N. R. J. A. as per resolu- 
tion adopted. 
Nov. 19/23, interest on Panama 
PME, “aoe hin me eee em ). .$50.00 
Interest on Liberty Bonds....... 21.25 
Jan. 1/24, interest on Savings Ac- 
| A ee eee ere ee -90 
May 16/24, interest on Panama 
Ee ee eee ee eee $50.00 
Interest on Liberty Bonds....... 21.00 
July 1/24, interest cn Savings Ac- 
COUN cccccsccoscsvnevsense 99 
pic Me |. $144.39 


Aug. 1/23, cash on hand Savings Account. 999.76 


Total cash 
DISBURSEMENT 
Accrued interest paid to Treasurer, A. N. 
Roe setEes Aer ceas sa bind wee ee eens aWowes 950.00 
Aug. 1, 1924, cash balance Savings Acc.. $194.15 


Investments: 
Two Republic of Panama Bonds, $1,000.00 
(par) 
One Second Liberty Loan Bond (par)... 


2.000.00 
1,000.00 


1924, total assets....... ae oe hie 3,194.15 
Respectfully yours, 
(Signed) Henry F. 
Wm. G. Frasier. 
James Aylward. 


Aug. 1, 


Stecher, Treasurer. 
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State Reports 
Ohio 


REPORT OF OHIG SECRETARY TO THE NATIONAL Con. 
VENTION AT ST. LOUIS, AUGUST 26TH TO 291 
When Secretary Heckert took office there were 

165 p id-up members. At the present time there 

are 224 paid-up members. At that time there was 

a treasury bzlance of $1,125.95, with outstanding 

bills of $719.34, which made the net worth of the 

$406.61. At the present time the net 
worth of the association is approximately $1,712.52, 
with all bills paid except traveling expenses for one 
board member to the convention, the refund of dues 
to one rejected applicant for membership and the 
secretary’s commission for work on the Year Book. 

The amount of these bills with the exception of the 

traveling expenses mentioned and the rejected ap.- 

plicant’s dues are included in the amount given 
above. 

Ohio contributed $200 even to the war tax fund 
in December, 1923, and January, 1924; 24-karat 
clubs have been established in Cleveland, Canten 
and Alliance during the past administration. The 
clubs in Akron and Lima have been active for a 
much longer period. Auction ordinances were 
passed in Cleveland, Lorain and Warren during the 
past 


association 


year, 

The Ladies’ Auxiliary, which has about 60 mem- 
bers, has been given a special impetus by the ap- 
propriation of $100 and the compiling of a mailing 
list of jewelers’ wives by the Akron 24-Karat Club 


and various individuals throughout the State. 
The Buckeye Jewelers’ Travelers’ Club was 
formed at the last convention with approximately 


We hope to obtain beneficial results 


activities of the two bodies just 


45 members. 
from the 
tioned. 
The 
from 


men- 


has had the closest co-operation 
Duncan throughout the 


(Signed) G. P. 


secretary 
President year. 


HECKERT. 
Iowa 


The Iowa Retail Jewelers’ Association begs to 
submit the fcllowing brief report of its 
thus far this year, and its program for the balance 
of the year. 

Under the able leadership of President Adolph 
Boyson, of Cedar Rapids, the immediate goal of the 
association, as regards membership, is to reach a 
total of 250 active, paid-up members by the time 
new officers are elected. To facilitate this, and as 
a further aid to the general success of the work 
of the association, the State has been divided into 


activities 


five geographical districts, each having a live wire 
chairman. These five district chairmen are respon- 
sible to President Boyson for the success of any 
undertaking in their own district. The plan thus 


far has functioned admirably. 

In the secretary’s office an accurate and 
date list of every ethical jeweler in the State is 
being compiled, and is being divided into five geo- 
graphical districts to correspond with the divisicn 
befcre mentioned. This list will show, not onl all 
jewelers, but whether or not dues were paid in 
1922, 1923 and 1924. Each district chairman will 
have a copy of the list of jewelers in his district. 
Thus for any activity in which the State associa- 
tion is vitally interested, such as tax elimination 
during the past year, there will be already created 
a capable organization to handle the details of the 
work. President Boyson plans to visit each district 
chairmen at least once during the vear. 

During the year an exhaustive poll of the retail 
jewelers of the State, as well as traveling men 
working the State, will be made to ascertain just 
what abuses exist in the trade, whether on part of 
manufecturer, wholesaler, or retailer. It is thought 
this will provide a report fer the next State con- 
vention which will prove invaluable and of a thor- 
ouchly constructive nature. A similar poll wil! be 
made frem the secretary’s office to ascertain what 
sort of program, as regards talks and discussions. 1s 
for the annual State convention bv 
the jewelers at large. This rencrt will be submitted 
to the Board of Directors and will be used in mak- 
ing up the program. 

In conclusion, we should advise the divisien of 
territory and the appointment of district chairmen, 
as a constructive act in any State organization. 

Respectfully submitted, 
(Signed) Etmo B. Roper, 
Secretary-Treasurer. 


up-to- 


most desired 
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South Carolina 


Mr. A. W. ANDERSON, 
Neenah, Wis. 


Dear Sir:—The South Carolina Jewelers’ Asso 
ciation, which, as you know, is very young, starting 
in 1919, is getting along slowly, but going ahead. 


We have increased our membership 33 1-3 per cent. 
over last. year, which, considering that we are still 
in competition with the boll weevil, we feel is dcing 
very well. So we have great hopes of making it 
100 per cent. membership, of the good ones even- 
tually 
Yours truly, 
(Signed) J. B. Sytvan. 


REPORT OF NORTH CAROLINA RETAIL JEWELERS’ 
ASSOCIATION 


Registered membership .......-ceccccccccees 119 
Members in good standing to date........... 84 
METS: 10 ATUCOTR ss isis sa ooo ac nes nooo 35 
New members taken in since last National 

Convention in ProvitleNnee. o..6... ccs cc wwe 13 
eee DET AMM no kgs oss s16b ec ecco wens oes $10 
Flected delegates to the national ccnvention in 

%. Louis Calso alternates) . 2.6.6. 060000 5 5 


Elected delegates and alternates with expenses 
paid Serer rere eee eee eee ee ee ee ee 


' Next convention will be held either in Sanford 
or Fayetteville, N. C., on the dates of March 10 
and 11, 1925, dependent upon hotel conditions; 
Sanferd first, Fayetteville second. Both have new 
hotels in progress. Should neither hotel be in 
readiness by convention time the executive com- 
mittee will select some other place. 

The association has defended one action against 
our auction law with success. There is one other 
action pending but we understand the defendant 
has concluded to forfeit his bond and will not 
appear. So far we are assured that our auction law 
is air tight. 

We raised our requested quota for the Excise 
Tax Elimination Program ($500) outside our 
teguiar treasure, 

Respectfully submitted, 
B. F. Roark, President, 
Charlotte, N. C. 
Wa. G. Frasier, Sec’y and Treas., 
Durham, N. C. 


Connecticut 


CONNECTICUT STATE RETAIL JEWELERS’ ASSO- 
CIATION 
Cffice of Geerge P. Spaar, 
Secretary and Treasurer, 
Torrington, Conn. 
August 22, 1924. 
Mr. A. W. Anderson, 
Neenah, Wis. 

My dear Mr. Anderson: 

I am herewith submitting a brief report cover- 
ing some of the activities of the Connecticut Asso- 
ciation for the year 1923-24. 

At the cluse of the year 1923 we had 116 paid 
While only seventy-seven have paid 
their 1924 dues, we expect before the year ends 
to have more paid memberships than were reported 
5. 

Funds for use of Special Excise Tax Elimination 
Committee 6f which Connecticut quota was $650.00 
was quickly over subscribed. The sum of $948.00 
Was raised and forwarded to the National Associa- 
lion, 

Our 11th annual convention was held in New 
Haven, March 26th and 27th, which was con- 
sidered a success from every standpoint. 

The menace of free engraving is gradually being 
eliminated in our state and hope within another 
year to have all legitimate jewelers lined up against 
tus evil of such long standing. 

At the time of our annual meeting our treasury 
reported $698.93 with all bills paid. 

At a recent meeting of our Executive Committee, 
a resolution was adopted as being opposed to Na- 
tional Advertisers advertising tax reduction an 
endorsing the action of the Hamilton Watch Co. 
and Seth Thomas Clock Co. 


Respectfully submitted, 


men berships. 


for 192? 


CONNECTICUT STATE RETAIL 
JEWELERS’ ASSOCIATION, 
(Signed) Gero. P. SPaar, 
Secretary. 





Vermont 


REPORT OF VERMONT RETAIL JEWELERS’ ASSO- 
CIATION, YEAR 1923-1924 

The Vermont Jewelers have taken a very keen 
interest in Association affairs during the last year. 
The Association has practically every Jeweler in 
Vermont as a member, there being fifty paid up 
members from a possible fifty-six. 

The Treasury is in very good conditicn having 
over $500.00 left after all expenses have been 
taken care of for the year. 

When funds were asked for to help out in the 
cause of Tax Elimination, Vermont’s quota was 
readily raised. 

The State Asscciation Meeting was held in 
Montpelier, June 23rd and 24th, in the New Na- 
tional Life Insurance Company Building. Many 
fine things were accomplished in the way of closer 
co-operation among the Jewelers and ideas given as 
to how the Jeweler could better benefit his busi- 
ness. It was sincerely felt that closer co-operation 
between the Manufacturer, Jobber, and Retail 
Jeweler was brought about during this convention. 

Among the many speakers heard were Mr. A. G. 
Mansur, Ist Vice-President of the National Asso- 
ciation: Mr. Henry Arnold of Bosten: and Mr. 
C. H. Dempsey, Commissioner of Education of Ver- 
mont State. Also, Mr. Louis S. Smith, of the 
National Asscciation. 

Aside from the splendid business accomplishments 
and the fine spirit shown at this meeting, there was 
also a good social time, so that the Jewelers and 
their families had a chance to enjoy the convention. 

The support of the jewelers was assured the 
National Publicity Association by the members 
present. 

The following officers were elected for the com- 
ing year: President, Wayne M. Reed, Montpelier; 
Vice-President, A. S. Thompson, Brattleboro; Secre- 
tary-Treasurer, W. S. Preston, Burlington. 

Members ot Executive Committee: Past Presi- 
dent, Russel W. Parish, Burlington; Glenn Wilson, 
Richford; C. C. Collins, Bellows Falls; George 
Foster, Brattleboro. 

Oregon 
To the Officers and Members of the American 
National Retail Jewelers: 
Gentlemen: 

| submit for your information, annual report of 
the Oregcn Retail Jewelers’ Association for the year 
ending August 15th, 1924. 

The Oregon Association was never in a more 
prosperous and healthy condition than it is to-day. 
A spirit of co-operation and harmony exists in all 
parts of the state. 

Eighty per cent of all the jewelers in the state 
that are eligible for membership belong to the 
Association. During the past year there have been 
thirty-three new members added to the roll. 

Our present membership is 122. The 1924 ducs 
of every member are paid. 

F. M. Frencu, Secretary. 


Tennessee 
August 28, 1924. 

We beg to submit the 10th annual report of 
the Tennessee Retail Jewelers’ Association to the 
American National Retail Jewelers’ Association 
in session at St. Louis, Mo., from August 26th 
to the 29th, 1924. 

We are pleased to repert our Association has 
64 members in good standing, and, interest and 
enthusiasm in the Association and work growing. 
A majority of our members has caught the 
spirit of co-operation and are working construc- 
tively in eliminating trade abuses and in culti- 
vating stronger ties of friendship and_ brotherly 
love, and we trust that our efforts will rebound 
to the benefit of the National Association. 

We realize an organization is no stronger than 
its weakest link. We had a most remarkable con- 
vention at Nashville, July 29th and 30th, both 
in point of interest and in number of members 
attending. The date of our next meeting will 
be April 15th, 1925, at Morristown, and, we 
cordially invite manufacturers, jobbers and 
jewelers to our meeting. We realize you cannot 
put the personal touch into a letter and many 
of our members constituted themselves as a com- 
mittee of one to spread the gosplel of truth 
and bring in a new member to our 1925 As- 
sociation. 

At the present time we have only 65 members, 


but, we have a definite goal for 100 pa‘d up 
members by our next convention 
Respectfully stibmitted, 
E. H. Murray, 
Secy. and Treas. 


Illinois 


Mr. Chairman and Brother Jewelers: 

The membership drive in Illinois was_ started 
shortly after the election of the new officers at 
the State Convention at Chicago in May. Since 
then over 3,500 letters have been sent out from 
the secretary’s office, and with the wonderful as- 
sistance of Walter Mellor am able to report the 
largest membership Illinois has ever had. In the 
year 1914 our Association boasted of a member- 
ship of 300. 

A year ago today your Credential Committee 
gave us a membership of 101; to-day we have a 
paid up membership of 334. 

Since the campaign for membership  sturted, 
we have paid our National Secretary over $400 
and this does not include the entire amount col- 
lected by Walter through his efforts. 

After exhausting every possible means in se- 
curing new members, I finally sent out a letter 
with statement enclosed to those jewelers, who 
would not respond to other appeals. This letter 
brought very good returns, and if you want to 
find out if some of these jewelers know your 
name and address, just send them a_ statement 
for something they do not owe. In sending this 


-letter I felt that this class of jewelers were not 


friendly toward the Asscciation, and could not 
be insulted. 

I realize my time is limited, but I want to 
read two short letters, and at scme future da‘e 
when I have leisure time I am going to compile 
these letters, and give them to Joe Mazer, so he 
can add them to his joke book. 

In answer to your request for money, which 
I have received lately, will say that I am oppesed 
to the removal of revenue tax on jewelry, watches 
and clocks, as I did not fight in the war, am 
willing to help pay for it, and in my estimation, 
if there is anything taxable it is jewelry, watches 
If you do not believe me, at this 
heur ask Mr. Robert W— cashier in the First 
National Bank here in C— who is also Justice 
of the Peace, and who made out my tax for me. 

“Yours truly.” 

Here is another jeweler who took exception to 
the enclosed statement. 

“Sir: I don’t belong to this and am not going 
to, and you may keep this statement, as I don’t 
Gwe you anything and never will. If I get anv- 
thing of you I will pay for it, but you can’t 
force me to join this so you will do me a favor 
by quit sending me this stuff. If I take a notion 
I want anything of the kind I will order it. 

“Truly, S. C. BB.” 

This letter received from a joker, written on 
the bottom of one of my letters. 

“T have no use for organization, as I am the 
man who took the marcel wave out of the cork- 
screw. 


and clocks. 


“Signed, 
“Volstead.” 
Wisconsin 

Wisconsin takes this oppertunity of saying a few 
words relative to the National Jewelers’ Mutual 
Fire Insurance Co. 

It is now mere than ten times the size it was 
when we last met in St. Louis in 1917. 

It has insurance in force amounting to nearly 
$8,600,000,000 and assets of over $116,000,000. 

It has already distributed to policy holders in 
savings over $100,000 and will return them $30,060 
this year 

It has over 2,500 policies in force in 44 states 
and is putting new business on its books at the 
rate of $200,000 per month. 

It is a permanent instituticn, absolutely sound 
and will continue to grow and prosper and will 
save its policy holders every year from one to 
several times as much money as they pay in dues, 
depending on the size of their policies. 

We call your attention to the fact that the 
Board of Directors of the Fire Insurance Company 
now have under consideration the matter of start- 
ing a burglary, window smashing and holdup 
insurance department on a_ conservative scale, 





(Continued on page 165) 
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Entertainment Features of the St. Louis Convention 








Sightseeing Tours, Night Ride on the Mississippi River and an Evening at 
Municipal Open Air Theater Give Convention Guests Many 
Hours of Pleasure 

















St. Louis, Mo., Aug. 30.—If the program 
of speeches and discussions had been the 
only attraction at the joint conventions of 
the American National Retail Jewelers’ As- 
sociation, and the Missouri Jewelers’ Asso- 
held in St, Louis, Aug. 25 to 25—the 


ciation 

hundreds of delegates from all sections of 
the country would have been richly re- 
warded. Certainly no jeweler could have 


heard the talks on many important problems 
of the jewelers’ trade without receiving much 
of value. 

3ut all of the good things of the conven- 
tion were not obtained in the convention hall. 
The social and entertainment features of the 
event were also greatly valuable in establish- 
ing bonds of friendship and good-feeling, 
and in making the 19th annual convention 
worthy in every way of the tradition of 
St. Louis hospitality. The city was widely 
acclaimed by the visiting delegates as a good 
place to play in, as well as work in 

One of the first episodes in the program 
of entertainment—the one that was most 
successful as far as promoting sociability is 
concerned—was the informal stag gathering 
held on the evening of Monday, Aug. 25, 
following the one-day session of the Retail 
Jewelers’ Association of Missouri. Under 
the able and experienced direction of Her- 
man Mauch, chairman of the entertainment 
committee, hundreds of jewelers enjoyed the 
good cheer which had been provided. The 
comment of the colored dignitary who pre- 
sided over the refreshments is significant. 
“T been at ’bout all the clubs in St. Louis,” 
this official observed, “an’ I nevah seen so 
much go so fast.” 

During the afternoon of the following day 
there was no session in the convention hall, 
but delegates visited the exhibition booths 
and went sightseeing through the downtown 
section of St. Louis. Many of them listened 
to the concert given by the Illinois Watch 
Co.’s band, in the sunken gardens adjoining 
the St. Louis Public Library, a few blocks 
from the convention headquarters at Hotel 
Statler. 

The Boat Trip 

At 7:15 Tuesday evening, guests assembled 
in the lobby of Hotel Statler for one of the 
principal events of the convention—the boat 
trip on the Mississippi River, given by the 
St. Louis Retail Jewelers’ Association. Mar- 
shaled by the commanding officers for the 
evening, and led by the Illinois Watch Co.’s 
Sand, jewelers, their wives, sweethearts and 
friends formed a parade and marched to the 
steamer St. Paul, lying at the foot of Wash- 
ington Ave. 

It was some time before those who 
marched in this body and those who arrived 
later—a total number of about 2,700—were 
all on board the steamer and the gangplank 
was raised. But the St. Paul at last cast off, 
moved slowly out into the river and dropped 


downstream under the I‘ree Bridge and past 
the lights of the city. After a time the 
southern limits of St. Louis had been passed, 
and the boat moved silently by great stone 
cliffs which border the river’s edge for many 
miles. There was not a cloud, the stars were 
at their clearest and brightest, and a fresh, 
cool breeze was moving. The night was 
perfect. The top deck of the steamer was 
crowded with those who wished to enjoy it. 
(Though the fact that the upper deck is kept 


The 

The next entertainment feature which had 
been provided was the automobile tour of 
the city on the following afternoon—at which 
the ladies of the convention were the honor 
guests. More than 70 cars had been pro- 
vided by the local committee under the direc- 
tion of J. B. Bolland, however, and there 
was room for many lucky members of the 
other sex. Leaving Hotel Statler, the auto- 
mobiles proceeded through the downtown 
section of the city to the west-end residence 
district, where the visitors were shown some 
of the beautiful homes in the city. At 
Forest Park, there was a stop to visit the 
Zoo, where those in St. Louis for the first 
time marveled at the mammoth Bird Cage 
and the famous Bear Pits, which have made 
this Zoo internationally known—as well as 


Automobile Tour of the City 








SOME OF THOSE WHO ENJOYED THE 
unlighted to allow an unobstructed view of 
the river from the pilot house may account, 
to some extent, for the many couples who 
thronged this section of the boat.) : 

On the lower decks there was a wealth of 
music and merriment. To the seductive 
strains of the St. Paul’s negro jazz band, 
jewelers of varying ages and weights tripped 
the light, and occasionally very fantastic, toe. 
Additional music was provided by the visit- 
ing band, who led their program with a 
notable selection, announced as “The Smile 
of the Open Face,” by Herman Mauch- 
Nichs-Ouse. 

The steamer had swung about at the end 
of its downstream trip and made its way 
back so quietly that many of those occupied 
on the dance floor were surprised when the 
lights of St. Louis again came into view. 
The dock was finally reached, and, as it was 
well past 11:30, the last dance was completed 
and the trip was over. 


Al 


JTOMOBILE TOUR AND VISITED THE ZOO 


the many special bird and animal houses and 
the extensive grounds for grazing animals. 

After pointing out some. of the other 
points of interest in Forest Park, such as the 
Art Museum (built at the summit of Art 
Hill, overlooking all of St. Louis), the Jef- 
ferson Memorial building and the Municipal 
Theater—which they were to visit the fol- 
lowing evening—the caravan of automobiles 
proceeded north on Union boulevard through 
the heart of the residence section, on into 
the new industrial region in northwest St. 
Louis, past the great plants of. the General 
Motors Co., United Drug Co., and others. 
The cars then turned east to Kingshighway, 
another north-and-south traffic artery 
through the city, on which they went south 
to Tower Grove Park, at the southern edge 
of the city. In this park, which is close 
to the world’s second largest botanical gar- 
den—Shaw’s Garden—the visitors saw the 
world-famed lily ponds and the statue of 
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Shakespeare, around which ‘great Shape- 
spearcan actors have each planted a tree. 

From this park, the sight-seers were 
brought back through the downtown section 
to the hotel, with a new understanding of, 
and admiration for, the metropolis of the 
middle west. 

The Theater Party 

The reputation of the St. Louis Municipal 
Theater—the largest municipally-owned out- 
door theater in the world, has brought thou- 
sands to St. Louis to see the tremendous and 
beautiful productions which are given there 
every year. This season, however, was the 
first time that grand opera has been presented 











SOME PLACES OF INTEREST VISITED BY THE 

JEWELERS 
on the outdoor stage. “Carmen,” Bizet’s 
great opera, was given, with a cast of prin- 
cipals which included some outstanding sing- 
ers of America. The crowds which packed 
the theater to capacity throughout the week, 
and, in fact, caused an extra production to 
be given on the following Monday in order 
to satisfy all the demands for seats, attested 
the enthusiasm with which this innovation in 
the policy of the Municipal Theater was 
received. 

At the Thursday evening performance of 
Carmen—one which was praised by the 
critics of superior merit—the delegates to 
the convention were the guests of St. Louis 
jobbers and manufacturers, who had _ pur- 
chased a great block of seats in the central 
Iront section of the theater. Approximately 
1,500 jewelers with their families and friends 
heard this superb production. 

Not only were the delegates guests at the 
opera, but transportation from convention 
headquarters to the Municipal Theater and 
return had been provided for the out-of- 
town people. A fleet of motor buses left 
the hotel shortly after 7:15, made a sight- 
seeing tour of the interesting places in the 





west-end district, and arrived at the theater 
just in time for the opera. After the opera, 
the buses returned with the guests to the 
Statler Hotel. 


Thus the entertainment program of the 
19th annual convention of the American 
National Retail Jewelers’ Association was 
brought to a close. 








Echoes of the 


President Wm. Ullrich and Secretary Herman 
Stern, of the Illinois Retail Jewelers’ Asscciation, 
and ‘*Pa’’ Hagamann, who has been an officer and 
faithful worker for many years, were about the 
proudest representatives at the convention. And 
well they might be, having come up from among 
the “also ran” class to leaders in paid up member- 
ship within a month is a record to be proud of. 
Nearly 40 visitcrs were present from Illinois and 
on Wednesday when 30 of them enjoyed lunch to- 
gether on the roof garden of the Statler Hotel. At 
lunch souvenirs, cuff buttons to the men and com- 
pacts to the ladies, were distributed. There were 
no speeches, but copies of the telegram sent by the 
officers offering sympathy to Jce Mazer on account 
of his recent loss and expressing the high regard 
in which he is held by Illinois jewelers and his ap- 
preciative reply were read to those present. 

* - * 

M. A. Kansteiner, formerly associated with whole- 
sale houses of St. Louis but now of Kansteiner & 
Nathanson, Chicago, importers of celebrated Perre- 
noud watches, drove down from Chicago during the 
convention and talked a little business when he was 
not too busy greeting old friends. 

* * * 

W. Helbein, of the Helbein-Stone Co., New 
York, accompanied by James O’Grady, the Chicago 
representative, was present during the week telling 
the visitors about the merits and quality of Helbros 
watches. A large display of these watches were 
shown in the booth of Bauman-Massa Co. 

* * * 

Dorothy Martin, Martinsville, Ill., the only lady 
member of the Hcrological Institute of America, 
was one of the several lady jewelers attending the 
convention, 

* * * 

While W. B. Griffin, advertising manager for 
Holmes & Edwards, was in the city attending the 
convention, he was invited to address the City 
Club of St. Louis on Tuesday upon the subject of 
direct by mail advertising. Mr. Griffin is a well 
known speaker and is one of the speakers for the 


Assceiated Advertising Clubs of America. The 
talk was broadcast over the radio. 
* * — 


Jack Hoffman, of the Hoffman Watch Co., New 
York, stopped in St. Louis a few days during the 
convention as he was returning home from a busi- 
ness trip to the Pacific Coast. 

* _ * 

Charles Tieman, one of the original 13 who or- 
ganized the Missouri Society of Retail Jewelers in 
Kansas City on May 10, 1906, and has been an 
officer of the organization for many years, was 
present a few days. Mr, Tieman has always been 
active in the church and civic affairs of his town, 
California, and of Moniteau county. He had to 
leave the conventicn on account of his official 
duties in connection with the Moniteau county fair, 
which was held the same week. 

* * * 

The official Bureau of Railroad Time Service, 
with headquarters at Chicago, was represented at 
the convention by F. A. Tinkler, L. L. Doty and 
C. W. Brechner. 

* * * 

In keeping with the spirit of the time the ladies 
are becoming more and more interested in the con- 
vention work and are attending the conventicns. 
For several years the secretary of the Missouri 
Society of Retail Jewelers has been Miss Jo Crow, 
of Humansville. As in all previous years, she was 
accompanied to St. Louis by her friend, Miss 
Mabel Conklin, and they made the trip from 
Springfield to St. Louis in Jc’s “Henry.” 

* * * 

One of the most enjoyable affairs of the week, 
an impromptu affair, one not on the program, was 
an informal evening’s entertainment given Wednes- 
day night by the representatives of Eisenstadt 
Mfg. Co., to about 75 customers cf the house who 


Convention 


were attending the convention. After an automo- 
bile ride through the most interesting sections of 
the city the party arrived at Bevo Mill, and here 
a banquet was served and talks were made by 
several of the guests and the hosts distributed 
favors, including a corsage of roses to each lady 
present. 
* — * 

Charlie Mauch, who has been a faithful visitor 
to the conventions for many years now, was 
present, accompanied by his wife and daughter. 
Charlie was introducing his successor in the busi- 
ness at Marshall, Mo., and announced that he 
would now give more time to his banking and real 
estate interests. 

* * * 

A team, without which no convention of the old 
days was a success, appeared together at St. Louis. 
Mike Miesch, who recently disposed of his business 
in Tulsa, went to Sulphur Springs, Texas, to visit 
his friend, W. C. Pfaeffle, and when “Bill” told 
him he was coming to the convention to show them 
the new electric razor his watchmaker had invented 
Mike decided to make the trip. 


* * * 


While R. Wallace & Sons Mfg. Co. had no ex- 
hibit of silver at the convention they were well 
represented by Ralph Bertini, assistant sales man- 
ager, and F, W. (Fritz) Hoefer, of the Chicago 
office. 

* * * 

Everyone at the convention saw that irresistible 
smile of Howard Shaeffer, sales manager cf Elgin 
National Watch Co. Early in the morning or late 
in the evening that smile was there. 


* * * 


Marks & Levy, auctioneers of Chicago, enter- 
tained their friends in the suite 1414-16-18 of the 
Statler during the week, and their many guests 
appreciated being entertained in the presidential 
suite and read with interest the bronze table on 
the wall, stating that the suite was occupied by 
President and Mrs. Harding upon the occasion of 
their visit to St. Louis during the fated trip of 
last year. 

* * * 

Miss Mary Pieper, Holland, Mich., one of the 
active members of the association in that State and 
a regular attendant at conventions, was one of the 
popular visitors in St. Louis during the week. 
Miss Pieper was associated with her father in the 
business before his death eight years ago and since 
that time has been the active manager and direc- 
tor of the business. 

* * * 

Jake Swartchild, of Swartchild & Co., Chicago, 
came down to St. Louis one day during the week, 
“just to see what a big jewelers’ convention is 
like.”’ 

* * * 

Two popular visitors at the convention were 
Miss Mada Winters and Miss Katherine Serey, 
of the I. N. Pollack Co., Ashland, Ky. They at- 
tended the sessicns of the convention and spent 
their other hours among the exhibits, buying mer- 
chandise for Fall business. They report an un- 
usually good business for this year. 


* * * 


Mrs. F. A. Henninger and her son Tom drove 
to St. Louis from Columbia, Mo., to attend the 
convention and see the lines exhibited. lor a 
number of years Mrs. Henninger was associated 
with her husband, the late F. A. Henninger, in the 
management of the business and since his death has 
directed the entire management. Mrs. Henninger 
has the reputation in, the trade of having an un- 
usual business ability. 

« * * 

A. S. Flint represented the Waltham Watch & 
Clock Co. at the convention. Mr. Flint is a 
familiar figure at ccenventions and has attended 
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The Convention Exhibits 


THE latest creations in diamond and plati- 
num jewelry, the newest styles in jewelry 
and the novelties from the markets of the 
world, pearls, precious and semi-precious 
stones in profusion were on display at the 
convention this year. There was a constant 
stream of visitors going from one display 
to another, and the general sentiment seemed 
to be that this feature of the convention 
was at least as successful as any ever held. 
Exhibits were on several floors of the 
hotel. The booth exhibits were on each side 
of the convention hall. The center of the 
main dining room was converted into a meet- 
ing hall and two display rooms. The booths 
were uniform in size and a uniform general 
scheme of decoration was carried out. In- 
dividual decorations of some of the booths 
added to the beauty and attractiveness of the 
whole. Other exhibits were to be found in 
various rooms on floors above, a majority 
of them being on the first, second and third 
floors. The names of the exhibitors and a 
brief description of their exhibits follows. 


United Jewelers, Inc., New York 


The United Jewelers of New York held 
open house for the benefit of their members 
attending the convention, and a large num- 
ber visited this display during the week. The 
principal line shown was that of Hallmark 
watches, but a full line of their merchandise 
was shown. Recently a loose diamond serv- 
ice has been arranged for members and sev- 
eral thousand dollars’ worth of these were 
being shown. The diamond line was in 
charge of C. J. Simons, New York, and 
others in attendance were C. P. Donahue, 


New York, and C. J. Josephson, Moline, III. 
Cardova Shops, Buffalo, N. Y. 


A complete line of the hand-tooled prod- 
ucts of the Cardova Shops, Buffalo, N. Y., 
was shown at the convention. This display 
was in charge of C. S, Ratcliff. The show- 
ing consisted of a large assortment of hand- 
tooled leather in bags, purses, bill folds, wal- 
lets, score pads, desk sets, traveling cases, 
clocks, book ends, and articles too numerous 
to mention. 


Thos. J. Dee & Co., Chicago 


Thomas J. Dee & Co., Chicago, were show- 
ing a complete line of their Dee mountings, 
Dee wedding rings, Dee chains and all the 
Dee products, and as one of those in charge 
said, “to the Deelight of every visitor.” They 
were featuring their fancy diamond mount- 
ings, pierced, engraved, all styles, made com- 
plete without the use of solder, a feature 
claimed by this company as exclusive. Those 
who greeted visitors and explained the Dee 
products to all visitors were A. D. Wittgren, 
Chicago; Harry Johnson, midwest  repre- 
sentative; W. E. Vogel, St. Louis and south- 
west representative, and H. L. Bley, sales- 
man for Chicago and nearby territory. 


Whiting & Davis, Plainville, Mass. 


Perhaps no other exhibit at the conven- 
tion attracted more attention than 
Whiting & Davis, of Plainville, Mass. 
Everyone was anxious to see in operation 
one of the machines that automatically makes 
the soldered mesh that has made this con- 
cern known throughout the world. On tables 
and on the walls were displayed 1,250 bags ot 
every description in silver, gold, plated and 
fancy colors. These bags ranged in retail 
price for $7.50 to $225. Attention was callea 
specially to their new line of Alice Delysia 
bags, an attractively shaped article combin- 








HENRY F, STECHER, DIRECTOR OF EXHIBITS 
ing a bag with a compact and opening each 
compartment at the will of the user. An- 
other feature of the exhibit was the line of 
tapestry bags. These are made in different 
size and shape, and the tapestry effect is ob- 
tained by various colors of enamel on the 
fish scale mesh of which they are made. 
Chester Anderson demonstrated the mesh- 
making machine, and was constantly kept 
busy explaining how this machine made and 
wove together into mesh links from the 
smallest wire and how, when finished, the 
ends of each tiny link is soldered. Others 
present were Charles A. Whiting, Clifford 
Whiting and A. L. Clark. Mr. Clark was 
also showing a complete sample line of the 
chains made by the Whiting Chain Co. 
Blauer-Goldstone, Co., Chicago 

The creamy, satiny luster of the Navarre 
pearls was brought out to the best effect by 
the Blauer-Goldstone Co. in its beautiful 


arrangement and settings for the display of 
this well known line of pearls. The Navarre 
pearls were shown in all sizes and combina- 





that of 


tions of necklaces, some of them beautifully 
cased and others in the specially designed 
window piece which is sent to each of their 
dealers. This company limits the number of 
dealers in a city, and only in the larger 
cities will the line be found in more than 
one jewelry store. Their dealer helps and 
local advertising has done much to make 
this line popular. Miss Ora Carew, a movie 
star who favors Navarre pearls, came from 
Denver to be present at the convention for 
two days and created a very favorable im- 
pression by her own personal attractiveness 
and her charming way of wearing Navarre 
pearls. This company was also showing a 
large assortment of European novelties and 
neck pieces in fancy beads secured by Mr. 
Joe Goldstone upon his recent visit to 
Europe. The company was represented at 
the convention by Joe Goldstone, Dave Gold- 
stone and Martin Barham, sales manager. 


Kreis & Hubbard, Chicago 


Arthur Raven represented Kreis & Hub- 
bard, of Chicago, at the convention, and in 
his large room was shown thousands of um- 
brella handles, complete parasols and um- 
brellas and canes. The prevailing style of 
handles was of Bakelite, plain, carved, and 
most popular are those hand-decorated in 
various figures and designs. 


Poole Silver Co., Taunton, Mass. 


The Poole Silver Co., of Taunton, Mass., 
had on display a complete line of its plated 
hollowware, consisting mostly of meat plat- 
ters in all sizes, vegetable dishes, trays, vases, 
pitchers, shaving sets and bowls. This dis- 
play was presided over by J. A. Bergsman. 
H. D. Merritt Co., North Attleboro, Mass. 

A very large and attractive display was 
made for the H. D. Merritt Co., North Attle- 
boro, Mass., by L. A. Blackinton, who was 
assisted by Mrs. Blackinton in receiving vis- 
itors and making them welcome. In the 
“Jewelry of Merit” line were shown chains, 
lockets and waldemars, key chains, belt 
chains and many other articles similar. Spe- 
cial attention was directed to the attractive 
line of Nifcomb, a line of silver-mounted 
combs. One section of the room was de- 
voted to the Merita line of novelty necklaces 
and bracelets, stone mounted and produced 
by this company. 

H. E. Kaser, Buffalo, N. Y. 

H. C. Roerich made a very attractive dis- 
play of the beautiful hand-tooled leather 
products of H. E. Kaser, of Buffalo, N. Y- 
This line consisted mostly of hand bags, 
card cases, bill folds, purses, cigarette cases 
and cigar cases and was admired by every 
visitor. 

Roy 

The display made by the Roy Manufactut- 
ing Co., Chicago, proved very popular with 
all the jewelers because they were demon- 
strating with their case trays and display 
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units how the jeweler can make his mer- 
chandise more attractive and easier sold. 
The advantages of the case trays is the uni- 
formity of the display and the compactness 
secured while gaining attractiveness. The 
display pieces and window sets are made in 
units with which many different shapes and 
effects can be secured. Various artistic 
decorations are used on these units. The 
merits of their products were explained and 
demonstrated by C. E. Roy and Fred 
Longden. 
The Pickard Studios, Chicago 

The Pickard Studios, Chicago, were show- 
ing a large assortment of their hand-painted 
and gold decorated china in a great variety 
of useful and decorative pieces. The exhibit 
was in charge of-W. J. Pickard, assisted by 
H. C. Roerich and R. M. Cobb. 


Kirchner & Renich, Minneapolis, Minn. 


“Quickset” mountings were the feature of 
the exhibit made by Kirchner & Renich, of 
Minneapolis, Minn. E. A. Kirchner was ex- 
plaining to all visitors how “you can easily 
set your own diamonds.” By a method ex- 
clusive with this company an arrangement 
of pins are placed in the top of the mount- 
ings which are adjustable and when beaded 
make an attractive and secure setting of a 
stone. 

Leachman’s Club Plan, Bensenville, III. 

The present interest in deferred payment 
plans secured the attention of many jewelers 
to the display of the Leachman’s Club Plan, 
Sensenville, I1l. H. B. Leachman was pres- 
ent and explained to jewelers how it was 
possible with this plan to secure a six time 
turnover and how the merchandise chart 
furnished would automatically finance the 
business. 


Wolf Co., New York 


The Wolf Co., New York, was represented 
by Jake Wolf and made a complete showing 
of “La Vega” pearls. They were featuring 
a new style of necklace which proved very 
popular. This consists of three strands of 
different length and the stone set clasp come 
below and in front of the right shoulder 
when worn around the neck. These clasps 
are set with diamonds and all birth stones. 
The company was also showing a great va- 
riety of necklaces made from combinations of 
white and smoked pearls. Another attract- 
ive artiele was the pearl bracelet made of 
several strands of pearls strung on foxtail 
wire, A phonograph furnished music for 
visitors. 

Clifford Poage Co., Columbus, O. 


_A large line of imported novelties con- 
sisting mostly of necklaces and rings was 
shown by the Clifford Poage Co., Columbus, 
Ohio. Silver rings with fancy stone settings 
and necklaces of genuine and_ imitation 
stones made up the most of this display. 
Mr. Poage, who had charge of the exhibit, 
called particular attention to a line of neck- 
laces made from mother of pearl combined 
with stones of different colors. 


Wile Importing Co., New York 
The Wile Importing Co., of New York, 
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was represented by Joe Bloch, who displayed 
a large line of all imported novelty jewelry, 
beaded bags and necklaces of semi-precious 
stones. Mr. Bloch called attention of all 
visitors to a line of steel bead bags which 
he stated were made by blind soldiers in 
France. 

J. F. Sturdy’s Sons Co., Attleboro Falls, 

Mass. 

Sta-Lokt and Flexband bracelets were 
shown by the J. F. Sturdy’s Sons Co., Attle- 
boro Falls, Mass. Also a full line of Sturdy 
chains were on display. Demonstrating their 
slogan, “It stays locked until you lift the 
knob,” they had on display a stand from 
the top of which was suspended by a Sturdy 
chain a pair of Sta-Lokt buttons and to the 
other side of the buttons was a weight of 
12% pounds. The exhibit of this company 
was in charge of L. J. Walsh, advertising 
manager, and Frank Moran, representative 
in the middle west territory. 

The Napier Co., Meriden, Conn. 

The display made by The Napier Co., 
Meriden, Conn., consisted principally of 
flasks, comports, belt buckles, mesh bags 
and cocktail sets, in silver-plated ware and 
their complete line of American made cos- 
tume jewelry in earrings, bracelets and neck- 
laces to match. A popular feature of some 
of their flasks is the top which is a col- 
lapsible cup. Their line of mesh bags con- 
sisted of both silver and gold with an assort- 
ment of tops, pierced, engine turned, and 
black enamel inlay. 


Dattlebaum & Friedman, New York 


Ben Dattlebaum represented Dattlebaum 
& Friedman, of New York. He was show- 
ing a large assortment of 18K white gold 
mountings and also a large and attractive 
line of stone set rings. 

L’Aida Co., New York 

The L’Aida Co., of New York, was rep- 
resented at the convention by A. M. Hirsch- 
field, who was showing a very attractive line 
of the popular necklaces in a variety of col- 
ored genuine stones, pearl and real amber. 
In addition he also showed a line of ear- 
rings and bracelets. 

L. F. Otten Mfg. Co., Cincinnati 

The “Twinwedge” line of belt buckles and 
belt chains were shown by the L. F. Otten 
Mfg. Co., Cincinnati. A very large assort- 
ment was shown in silver and gold with a 
variety of designs in engraving and finish. 
These were shown single and in sets con- 
sisting of buckle and waldemar in case and 
of buckle and belt chain in case. The cases 
used by this company are specially designed 
for them and add much to the attractiveness 
of the sets. Lawrence Otten and Charlie 
Hummell were in charge of the exhibit. 


Kuehl Clock Co., Chicago 


The exhibit of the Kuehl Clock Co. of 
Chicago was in charge of Harry Kraemer. 


A very elaborate display of toilet sets 
were shown in the room occupied by this 
exhibit. Also a line of their imported 


clocks was on display. The toilet sets were 
shown in all the popular colors, pearl, amber 
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and combinations. Mr. Kraemer was featur- 
ing their folding traveling watches which 
were shown both with and without alarm. 


E. & J. Bass, Inc., New York 


The display of E. & J. Bass, Inc., New 
York, consisted of a showing of. silver- 
plated novelties, fancy glass and _ silver- 
mounted trays. The silver pieces consisted 
of flasks, pitchers, trays, loving cups, candle- 
sticks, etc. They were featuring beautiful 
colored glass articles and services. The glass 
has silver deposit and white gold inlay. An- 
other attractive article shown was a line of 
metal-mounted glass trays with Normandy 
lace under the glass. These are made in 
an assortment of sizes from small to serv- 
ing size. This display was in charge of 
Harold Charmack and Lawrence Besner. 
International Silver Co. Meriden, Conn. 


It would tax most any descriptive power 
to adequately describe the display made at 


. the convention by the International Silver 


Co., of Meriden, Conn. Certainly it was the 
largest, and unusual taste was displayed in 
the color scheme and the arrangement of the 
merchandise shown. No attempt will be 
made to fully describe this display, which 
filled two large rooms thrown into one. The 
tables all around the space and through the 
center were draped in rich blue velvet, and 
on these tables were shown many samp!es 
from the products of every factory operated 
by this company. This consisted of sterling 
flatware and hollowware, plated flatware 
and hollowware, pieces of old Dutch design 
and the Paisley line gold plated. A full line 
of toiletware was also on display. The Pais- 
ley line was shown in both silver plate and 
gold plate. The popularity of the gold plate 
on this line was immediate. Services and 
fancy pieces of all lines were shown. Not 
only was the product of each factory shown 
but a representative of each line was present 
at the convention. Those in charge of the 
exhibit were Harry B. O’Brien, director and 
manager of International Sterling; A. L. 
Zietung, sales promotion manager of the 
1847 Rogers Bros. line; Frank Thompson, 
Derby Silver line; J. M. Dillaway, Barbour 
line; Harry D. Meyer, Simpson, Hall & 
Miller; Harry D. Hausman, Wilcox & 
Everston; W. W. Brown and W. B. Griffin, 
Holmes & Edwards; Tom O’Connell, E. 
Hogan and C. T. McConnell, 1847 Rogers 
Bros., Meriden Silver and Forbes lines; 
T. L. Floyd, Watrous Mfg. Co., and Wm. 
Rogers Mfg. Co.; Tom McKenzie, Wilcox 
Silver Co., and Howard Wilcox, youngest 
son of the president of the company, mana- 
ger and sales manager of the Wilcox Sil- 
ver Co. 
Joseph Freidman, Brooklyn, N. Y. 

Joseph Friedman was in charge of the 
display made for Joseph Friedman, of 
Brooklyn, N. Y. This showing consisted 
of silver-plated holloware and smokers’ util- 
ities in bronze and enameled. The silver 
articles were shown in hammered, engraved, 
embossed and old Dutch finishes. 

Van Vliet & Ware Co., Chicago 

Charles L. Van Vliet represented the Van 

Vliet & Ware Co. of Chicago, and had a 




























































162 


Exhibits at 


complete showing of their large line of im- 
ported novelties on display. This line con- 
sists of a great variety of hand bags, sau- 
toirs and nacklaces in fancy designs of col- 
ored stones and combinations of stones and 
pendants. 


Harper J. Ransburg Co., Indianapolis, Ind. 


The display of the Harper J. Ransburg 
Co., of Indianapolis, Ind., consisted of two 
large rooms in. which was arranged tables 
filled with beautiful glass, plain, fancy col- 
ored, engraved and hand-decorated, and on 
the walls were wall mirrors of many shapes 
and designs with plain and engraved glass 
frames. Their new line of candles and Arte 
"Venezia ware proved very popular with 
jewelers having gift departments. Mr. 
Ransburg featured assortments which re- 
tail from $1 to $5. Mr. Ransburg was as- 
sisted at the convention by Mrs. Ransburg 


and Miss Ida L. Koor. 


Robeson-Rochester Corporation, 


Rochester, N. Y. 


The Robeson-Rochester Corporation of 
Rochester, N. Y., were featuring at the con- 
vention two new and exclusive products. 
These were their glass lined silver-plated 
meat platters and colored heat proof china. 
This china, which is produced in America, 
stands all heat tests and was shown in cas- 
seroles, salad bowls, pie plates and tea pots. 
It is all silver-mounted and comes in four 
beautiful colors, pearl, golden brown, orchid 
and turquoise blue. Many of the pieces are 
hand-decorated in floral designs. The meat 
platters which have proven very popular 
consist of the regular line of platters in all 
sizes to which have been fitted heat proof 
glass tray. These are separable, allowing 
the food to be heated in the glass and served 
on the silver platter. This display was in 
charge of F. J. Cross, J. M. Lewis and C. W. 
Hall. 


C. & E. Marshall Co., Chicago 

C. & E. Marshall Co., Chicago, were 
showing a general line of watchmakers’ and 
jewelers’ supplies and featuring especially 
the Marco plating machine which is being 
sold at a very low price on monthly pay- 
ments. They were also showing a line of 
boxes and display stands. A very attractive 
feature of this exhibit was their showing of 
window and case rugs, valance and special 
decorative and display material. Those 
present and representing the company were 
Lewis De Hart, sales director, C. H. Muel- 
ler, F. Franks and H. H. Evans. 


Norris, Alister-Ball Co., Chicago 


Norris, Alister-Ball Co., of Chicago, were 
very ably represented at the convention by 
W. E. Ruthart, Charles Slemmons, George 
3rash and Charles Spencer. In their booth 
a sample line of rings, watches, jewelry, 
clocks and Garland pearls were being shown. 
They also had on display a five-tube Howard 
Neutrodyne radio receiver with which many 
jewelers have had good success. The gen- 
tlemen representing this company spent their 
time explaining the “make more money” 


proposition they are offering the retailer. 
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Koch’s Patent Lamp Shade Co., St. Paul, 
Minn. 


Not many of the displays shown in the 
booths on the main floor attracted more at- 
tention than that of the Koch’s Patent Lamp 
Shade Co., of St. Paul, Minn. This com- 
pany, which was represented by Bert V. 
Koch and. D. H. Goggins, had on display 
lamps with their new feature shades. These 
shades are beautifully decorated and show 
advertisements or announcements in sparkl- 
ing effect as the shade revolves from the 
head created by the electric lamps. As a 
window feature it should be very attractive. 

Treulich & Klaas, Chicago 

Treulich & Klaas, of Chicago, occupied 
one of the booths on the main floor with 
their exhibit of bead necklaces, rings, nov- 
elty jewelry and genuine garnet jewelry. 
They also were showing a large assortment 
of compacts and silver novelties. Their line 
of necklaces consisted of the pearl, garnet, 
coral, crystal, real jet, amber, fancy colored 
beads. They featured the Lotus beads which 
have proven very popular. Henry Klaas 
was assisted by Mrs. Klaas in the booth. 


The Henshel Co., New York 


One of the conspicuous and attractive 
booths on the main display floor was that of 
The Henschel Co., New York, and in this 
hooth they were displaying their line of Blue 
3ird pearls, and those in charge of this dis- 
play did not fail to have everyone know 
that Blue Bird pearls were at the convention. 
The booth was nicely decorated with blue 
velvet and flowers. Two large revolving 
display stands were placed near the front of 
the booth and on these stands the Blue Bird 
pearls were arranged in velvet boxes. The 
same interest that been manifested at 
other conventions in their selection contest 
was shown here. Ina glass case are several 
rows of pearls, one genuine and the others 
Blue Bird pearls. [ach one who selects the 
genuine receives a string of Blue Bird pearls. 
Those representing the company were L. S. 
Schoen, sales manager; C. FE. Carlstrom, 
Jesse Henchel, Jr., Jack Lapine, W. A. 
McNaught and O. J. Maak, sales promotion 
manager. 

J. R. Wood & Sons, New York 

J. R. Wood & Sons, New York, Chicago 
and San Francisco, were very fortunately 
located in the south section of the display 
space on the main floor. In show cases they 
were showing some very beautiful diamond 
pieces, fancy shapes in loose diamonds, gold 
jewelry and wedding rings. On tables in 
the booth their Swan pearls were arranged. 
More than $100,000,000 worth of special cut 
diamonds were on display. The display was 
in charge of Wm. Schwab, manager of the 
Chicago office, and he was assisted by W. H. 
Buckmaster and Clarence Ray. The color 
scheme of their booth was blue and gold. 

Electric City Box Co., Buffalo, N. Y. 

A very extensive showing of boxes and 
display units were shown by the Electric City 
Box Co., of Buffalo, N. Y. Boxes for every 
purpose of a jeweler were shown in velvet, 
leatherette and genuine leather. 
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tures in many colors of velvet were also 
shown. The lines displayed represented both 
imported and American manufactured. 
Beautiful cut flowers and the presence of 
Leon B. Strauss made this booth a pleasant 
one to visit. 


The Tuskeloid Co., Inc., New York 


Herman Bieber was present at the conven- 
tion to represent the Tuskeloid Co., Inc., of 
New York. In their booth he was showing 
a representative line of the Pyroxlin line of 
toilet goods produced by this company. Sets 
were shown in several colors, and many of 
them were hand-decorated and engraved. Mr. 
Bieber called special attention to line with 
pearl tone on amber and their new style dis- 
play case for these goods. 


Towle Mfg. Co., Newburyport, Mass. 


The Towie Mfg. Co., Newburyport, Mass., 
occupied both a booth on the main floor and 
a room on one of the upper floors to display 
their line of fine sterling silver and explain 
their dealer help plans to visitors at the con- 
vention. On the main floor was shown 
pieces from all their active patterns and 
many pieces of hollowware. They were fea- 
turing one of their most recent patterns, 
Louis XIV., both in flatware and the hol- 
lowware pieces that go to make up a com- 
plete service. In room 740 they had other 
samples of their line, but more particularly 
this room was devoted to the showing of 
their advertising plans and dealers help in- 
formation. The exhibit and display for this 
company was in charge of A. L, Fuller, 
manager of the Chicago office. Mr. Fuller 
was assisted by Mrs. Fuller, W. A. Kinsman, 
F. J. Spellman and Charles A. Bartling. 


Jos. H. Meyer Bros., New York 

Richelieu pearls and Richelieu products 
were shown in the large double booth occu- 
pied by Joseph H. Meyer Bros., of New 
York. The display was arranged in a most 
artistic manner, and for a background to 
this beautiful showing of pearls and other 
products of this house was a large original 
oil pointing of Mae Murray wearing the 
Richelieu pearls. A feature that interested 
visitors to this booth was sheets of pearloid, 
a product that resembles mother of pearl, 
and is now used extensively in the manufac- 
ture of toilet sets and vanity articles. A 
full line of vanities and comports manufac- 
tured by this house were on display. Some 
of these had been engraved and decorated by 
a local jeweler, demonstrating the possibili- 
ties of this line of merchandise. The conr 
pany was represented here by M. C. Meyer, 
president of the company, S. S. Florsheim, 
western representative, and Chester Ames, 
missionary man. 


Oneida Community, Ltd., Oneida N. Y. 

One of the very attractive and interesting 
hooths in the exhibit hall was that of the 
Oneida Community, Ltd., Oneida, N. ¥, 
Handsomely decorated with blue velvet and 
cut flowers the space was a fit setting for 
the display of Oneida silver. Large and 
small assortments of their various patterns 
were shown in cases. Both the Community 
and Tudor plates were shown and their new 
line of sets for babies, shown in both grades, 
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met special favor from the jewelers. An 
original drawing, hand-painted and lettered, 
of their new booklet which will soon be sent 
to the trade was on display. It is entitled, 
“When Cinderella Dined With the Prince,’ 
and this little book is going to meet with a 
hearty welcome by mothers who want their 
children to have the best manners both at 
home and when visiting. Many of those at 
the convention appreciated the opportunity 
of meeting B. L. Dunn, who is responsible 
for the wonderful advertising that has made 
Community silver so popular. Others pres- 
ent and representing the company were 
“Pete’ Mason, “Dill” Collins and J. N. 
Mills. 
L. Heller & Son, New York 


M. C. Cartoon, advertising manager, and 
Jake Levin, representative, known to every 
jeweler in this section of the country, were 
present to represent L. Heller & Son, of 
New York. In the booth presided over by 
these gentlemen was a showing of the com- 
plete line of Deltah pearls and Heller Hope 
Synthetic stones. A kindly greeting and 
hearty welcome was given all visitors as 
well as a card which entitled the holder to 
a Deltah highball. Memorandum books 
were also given as 
snappy contest interested every visitor. 
When Miss St. Louis, a most charming 
young lady, appeared on Thursday to make 
the drawings that would distribute the 15 
prizes offered the greatest excitement of the 
week was witnessed. 


Baer & Wilde Co., Attleboro, Mass. 


The Baer & Wilde Co., of Attleboro, 
Mass., who always print their name in small 
type and the trade-mark, Kum-A-Part, in 
large black type, had a very interesting dis- 
play of cuff buttons and belt buckles. Ralph 
Seiffe, Chicago, their representative in the 
middle west, was in charge of this exhibit. 
Suttons and buckles were shown in grades 
from plated to platinum and the pairs of 
Kum-A-Part buttons were welcome souve- 
nirs to all visitors. The durability of their 
new improved thin model button with the 
patented steel tip was demonstrated by using 
a machine which, like human fingers, opened 
and closed a pair of these buttons and indi- 
cated the number of times the buttons had 
heen opened and closed. With conservative 
figuring it was demonstrated that a pair of 
these buttons, after fifteen years of wear, 
would still retain their secure snap. An- 
other feature of this exhibit that attracted 
much attention was the original $10,000 
painting of Leyendecker showing his fa- 
mous likeness of a man, and on the extended 
arm was the Kum-A-Part buttons. 


Bauman-Massa Co., St. Louis, Mo. 


Many of those who visited the exhibits at 
this convention thought that of Bauman- 
Massa Co., St. Louis, Mo., was the most 
beautiful. Certainly it was one of the very 
beautiful exhibits. This booth was arranged 
and decorated to represent a jeweler’s win- 
dow display. The background and display 
pieces were in blue and gray, the floor of 
this display in brocaded white silk. Light 
thrown upon this setting and reflected from 


souvenirs, and the 





THE JEWELERS’ 


the A. N. R. J. A. 





the mirror units of the display brought out 
all the beauties of the rings, pearls, dia- 
monds and watches shown in this display. 
The entire display was admired by all, but 
no part of the display attracted more atten- 
tion or favorable comment than the assort- 
ment of Helbro watches. which constituted 
an important part of the display. A great 
number of the Helbro wrist watches for 
ladies was shown. Leo Bauman was assisted 
in the booth by Rudy Huesgen and Willis 
Patrick. 


Indra Pearl Co., New York 
The display of the Indra Pearl Co., of 
New York, was in charge of George F. 
Kleinberger, and oceupied one of the at- 
tractive booths in the main display section. 
Mr. Kleinberger was showing a complete 
line of the well known Omar pearls, and by 
his pleasant greeting to all made visitors 
welcome. He never failed to please the lady 
visitors when he passed out the mirror 
souvenirs on the reverse side of which was 
the picture of a beautiful woman, and 
made the remark that while this was a pic- 
ture of the most beautiful woman in the 
world a likeness of the next most beauti- 

ful might be seen on the other side. 


National Jewelers Publicity Bureau 

The National Jewelers’ Publicity Bureau 
is of the whole United States. They had a 
booth at the convention, and here was shown 
the objects of the organization and its pos- 
sibilities of placing the jewelry business be- 
fore the public in a way that would secure 
to the trade a favorable position among the 
trades and promote the welfare of the in- 
dustry. The activities of the organization 
at the convention are told of in another 
column, but it is certain that great benefit 
will result from the exhibit and the work 
done at the convention by the men who are 
so earnestly and unselfishly giving their time 
and efforts to this cause. 


J. H. Ruttan Co., Chicago 

J. H. Ruttan Co., Chicago, was represented 
by Mr. Ruttan, and he had on display a 
complete line of the toilet sets which this 
company features. The sets shown were 
of the most popular designs and colors. The 
finish which this company featured, and 
which has proven most popular with the 
trade, was the two tone pearl on amber. 
One of the most popular souvenirs was the 
pocket nail file distributed by this company. 


Maritz Watch Co., St. Louis, Mo. 

The Maritz Watch Co., of St. Louis, Mo., 
had a complete showing of their well known 
Swiss watches, the Merit for ladies and 
Record and Cymrex for men. The feature 
part of the exhibit was their display of 
Merit wrist watches for ladies. These were 
shown in a large show case, and the move- 
ments were cased in gold, platinum, plain and 
engraved, and also diamond and sapphire set. 
Those in attendance at the exhibit were 
James Maritz, Lloyd Maritz, M. A. Linde, 
E. J. Handel and R. O. Murphy. 


Swartchild & Co., Chicago 


As at all conventions the exhibit of Swart- 
child & Co., Chicago, was a popular place. 
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It was there the jewelers could always meet 
the pioneer material and supply man, Sam 
Swartchild. Actively in charge of the ex- 
hibit were Elmer Freud, Joe Schwartz and 
Phil Sheridan. They were featuring their 
new Wagner Electric Plating machine and 
their Wagner Electric Soldering machine. 
Two very interesting items in the display 
were an assortment of stones and one of odd 
shape crystals. Both of these assortments 
were worked up in an atractive manner on 
wood plaques and displayed the items to the 
best advantage. A number of new tools and 
supplies were also shown. 


Bulova Watch Co., New York 


The Bulova Watch Co., of New York, oc- 
cupied a very well located booth at the con- 
vention, and there were constantly visitors 
here to see the latest models of the Bulova 
watch, which has become so well and favor- 
ably known to the trade in the past few 
years. The booth was attractively decorated 
with a lattice background and framed in the 
center of this was the original painting of 
the “Goddess of Time,” by Coles Phillips. 

sulova watches were shown both in those 
for ladies and men. The little watch, smaller 
than a dime, and said to be the smallest in 
existence, cased in a platinum case studded 
with diamonds, attracted much attention. 
During the convention this company had on 
exhibit in the show window of Hess & Cul- 
bertson a watch said to be a replica of the 
watch carried by the Prince of Wales, and 
the people of St. Louis took particular in- 
terest in this because of the announcement 
in the papers that a St. Louis girl had been 
the only American girl selected by the Prince 
as a dancing partner. John Ballard, sales 
manager, and Wm. Scheibel, sales promotion 
manager, were assisted by A. W. Racoosin, 
St. Louis; M. G. Mark and M. W. Soren- 
son, , 

Stein & Ellbogen Co., Chicago 

Many unusual and beautiful novelties im- 
ported from Europe were shown in the dis- 
play booth of Stein & Ellbogen Co., Chi- 
cago. No attempt was made to show any 
of their line of jewelry, watches or diamonds. 
The show case in front of the booth and the 
heavy curtains draped on the walls of the 
booth were decorated with these artistic 
products from the old jewelry marts of 
France and Italy. During a four-month 
trip to Europe Joe Stein gathered these, and 
he was personally here to show them and 
tell the interesting stories of the places 
where they were made. He was assisted by 
Harry Wish. It would be hard to describe 
many of these as it is the designs, the color 
schemes, the artistic combining of all that 
must be seen to be appreciated. There were 
bags of silk, beads, leather and cut steel, ear- 
rings and necklaces of pearl, amethyst, ba- 
roque pearls, smoked pearls, chrysoprase, 
crystal, many colors and combinations. 
Smokers’ novelties were also shown in hold- 
ers, ash trays, etc. 


Karpeles Co., Providence 
The exhibit of the Karpeles Co., Provi- 
dence, was unusually attractive from both 
an artistic standpoint and that of intrinsic 
value. The display made at this convention 
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required months of preparation, and if the 
admiration and praise given the exhibit is 
a recompense the company was amply re- 
paid. la Tausca pearls were shown in all 
the styles and qualities. Small tables were 
in the booths, and on these were placed the 
jewelry cases which had been specially de- 
signed to show at the convention. How the 
company is able to offer these beautiful 
chests, copied from the work of master gold- 
smiths of the 15th century and set with 
scores of stones, is explained by M. J. 
Karpeles, who was present at the convention, 
by the fact that the chests are made in their 
own factory in immense quantities and for 
many years a stock of valued at 
$150,000 has been at the disposal of this com- 
pany. In each of these chests prepared for 
this showing was set a cameo from the price- 
less private collection of Maurice J. Kar- 
peles, and duplicates of them, many of them 
at least, could not be found in the world. 
These will all be removed and those of less 
value substituted. One very large chest, all 
studded with stones and cameos, proved to 
be the show piece of the convention. Mr. 
Karpeles was assisted at the convention by 
Hiram Long and Miss Irene Visser, of the 
Chicago office. 
Eisenstadt Mfg. Co., St. Louis, Mo. 


The well known wholesale diamond and 
jewelry house of Eisenstadt Mfg. Co., St. 
Louis, Mo., contined its exhibit at the con- 
vention to that of the “Eisenstadt’s Incom- 
parable Pen,” one of their products that has 
been only recently placed on the market. 
They claim that in this fountain pen they 
have something new under the sun, that it is 
constructed on an entirely new principle, that 
the ink capacity is greater for pens of equal 
size. It is stated by them that their new 
filling device, their exclusive invention, se- 
cures for their pens this greater ink capacity. 
Unusual interest was shown in the assort- 
ment of pens shown in their booth. These 
were of every size and description, from 
large to small ones, from perfectly plain to 
those with gold and different colored enamel 
bands, and one that has a band around the 
top containing 20 diamonds. The reputation 
of this company, which has been in St. Louis 
since 1853, guarantees the quality of any 
article placed on the market under their 
name. The display booth was in charge of 
John Lynagh, who was assisted by Miss 
Myra Redder, Lloyd Lauman and George 
Hanlon. 


A. Wittnauer Company, New York 


stones 


For the first time in its history of over 50 
years, the A. Wittnauer Co., New York, ex- 
hibited at the A. N. R. J. A. convention, oc- 
cupying booth No. 3, with a showing of the 
famous Longines, Agassiz, Andemere Piguet 
and Majestic watches, ranging in price from 
$15 to $3,000. Only once before has the A. 
Wittnauer Co. exhibited at a convention of 
any kind. Those who were fortunate enough 
to attend “America’s Making” in New York 
City in 1921, will recall the keen interest 
shown in the unique display of the A. Witt- 
nauer Co. It graphically set forth the rela- 


tion of the Swiss movement industry to that 
of America’s 


case making industry. Of 
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great interest was the number of antique and 
jeweled watches brought over especially 
from Switzerland. The booth attracted so 
much attention that special arrangements 
were made by the committee to publish a de- 
scription of it for circulation here and 
abroad. The A. Wittnauer Co. display at 
St. Louis was of equal interest. It showed 


the modern watch designs as well as the 
antique. Arrangements were made to dis- 
play the -special collection of rare speci- 


mens collected from all parts of the world, 
many dating back to the time when watches 
were first made. Officials of the company 
enjoyed the opportunity it gave them to meet 
the jewelers in person, and welcomed the 
chance to explain first hand the part the 
Longines factory has played in advancing the 
art of fine timepieces. To illustrate the scope 
of their facilities, there was exhibited an 
especially constructed miniature clay model 
of the Longines factory. Jewelers were able 
to see in detail the intricacies of the various 
government observatory tests in which the 
Longines watch has come off with such fly- 
ing colors. These tests cover a period of six 
months, and are open to all makers of finely 
adjusted timepieces. The A. Wittnauer Co. 
had for the inspection of all time certificates 
with a full record of 100 observations made 
of every watch submitted. J. P. Heinmul- 
ler and Harold Gibson were at the booth to 
welcome all who called. 
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nearly everyone that has been held for many 
years. His many friends are always glad to see 
him. 

- . * 

W. H. Samelius, director of the Elgin Watcii- 
makers’ College at Elgin, IIl., was an interested 
visitor at the convention. In discussing the ad- 
vancements made in the past few years and par- 
ticularly in reference to the watch which Lieu- 


tenant John W. Iseman, of the Naval Air Service, 
has perfected, a radio-controlled watch which auto- 
matically corrects itself twice daily by the radio 
time signals broadcasted from the United States 
Naval Observatory, at Washington, Mr. Samelius 
gave it as his opinion that in only a few years we 
will all be carrying radio-controlled 
secondary unit of time’ keeping service, and with 
every click over the radio the hands will move for- 
ward one minute. He also says that these watches 
will be no more expensive than a good Ingersoll. 
* * * 


watches, 1 


Two of the visitors at the convention who re 
cemented old friendships and made many new ones 
were Robert Shipley, of Kansas, and Calvin 
Graves, of Tennessee. Both retired this year from 
the office of president in their respective States, 
but none of their interest in association affairs is 
lost and their active participation may be expected 
for years to come. 

. * * 

and ‘‘Bill’? Frasier represented 
For many years they have taken 
an active interest in association affairs, and while 
their State does not stand up at the head of the 
line in the number of paid members it is one of 
the few States of which it be said that the 
membership represents practically 100 per cent of 
the worth while jewelers of that State. 


* * * 


Fred N. Day 
North Carclina. 


may 


in the Shriner headquarters 
Monday night was truly a 


The stag party given 
of the Statler Hotel on 
howling success. The 
Louis jewelers for the 
The arrangements were 


was given by St. 
Missouri jewelers. 


and carried out by 


party 
visiting 
made 


Herman Mauch of St. Louis, and the success of 
any affair arranged by Herman is assured in ad- 
vance. Abcut 100 attended this party and al]! 
loud in their praise of Herman. 

* * * 

Henry Freund, of Henry Freund & Bro., 71 
Nassau St., New York, was seen in the hotel lobby 
during the convention week, where he greeted his 
friends in the trade. 


* * * 


many 


John W. Sherwood, president of the Solidarity 
Watch Case Co., New York, drcepped in:o convention 
headquarters tc shake hands with his many friends 
in the trade, but found it necessary to leave before 
the convention adjourned. 

* * * 

A convention without the smiling countenance of 
August Loch, Pittsburgh, Pa., and his hearty 
greeting for everyone would not be complete. 
August was there, but did not have his usual box 


of stcgies with him. 


* * 

C. M. Campbell, Canandaigua, N. Y., 
hand at the convention this year again and took an 
active part in the various sessions. Brother Camp- 
bell did not bring his camera with him this 
but will remember the pleasant time he 
without the pictures. 


Was on 


year, 
enjoyed 
* * 

Max Hirsch, accompanied by Mrs. Hirsch was 
as usual on hand, to greet his many friends. Mr. 
Hirsch, who is known from coast to coast, and his 
wife, are great travelers. They had just returned 
from a trip to Europe and had gone on to Cali- 
fornia, when they “right about faced’’ and started 
back to St. Louis to be in time for the conven- 
tion. 

* * * 

The telegram sent by the Indiana delegation to 
Joseph Mazer, New York, expressed the regret of 
the members of that association that Mr. Mazer 
was unable to attend the convention. 

* — 7 

Armand Jessop, San Diego, Cal., who is a live 
wire convention worker, renewed old _ friendships 
and made many new ones during the conventicn. 
He also found time to attend the sessions and take 


a part in the deliberations of the various sessions. 
* * * 
M. J. Karpeles, of the Karpeles Co., Providence, 


was busy at his booth during the convention and 
greeted his many friends with a smile and a word 
of welccme. 

* * * 

Dr. Dunn, of the Oneida Community, Ltd., en- 
joyed the convention despite the hot weather and 
offered valuable suggestions at the conference of 
the wholesalers, manufacturers and retailers when 
the regarding the publicity campaign 
was on. 


discussions 


+ * * 

Charles A. Whiting, of the Whiting & Davis 
Co., Plainville, Mass., who is chairman of the ad- 
vertising committee of the National Jewelers’ Pub- 
licity Association, besides presiding at the meet- 
ings of his committee during the convention, found 
time to welcome his many friends at the exhibit 
of the Whiting & Davis Co., which was one of the 
finest at the convention. 

* * * 

The souvenir program of the A. N. R. J. A. and 
the Retail Jewelers’ Asscciation of Missouri was 
carefully compiled and, besides containing photo- 
graphs of the officers, members of the executive 
committee of the association and a brief resume of 
the code of ethics of the association adopted Aug. 
27, 1922, showed illustraticns of places of interest 
in St. Louis, carried the photographs of the officers 
of the Missouri asscciation, a page in honor of 
the memory of the late F. W. Drosten, who died 
in 1923 and who was formerly president of the 
Missouri Retail Jewelers’ Association, a full pre 
gram of the A. N. R. J. A. convention and the 
Missouri convention; the story of “Carmen”; an 
interesting article on “Opening a Giftwares De 
partment’; a historical reminiscence of the Mis- 
souri associaticn, with a list of the officers from the 
time that the association was founded up to Lied 
present time; a poem, “Did You Give Him a Lift? 
by James W. Foley, and a generous amount of ad- 


vertising, together with other features. 
* * * 


menticn has been made of the Open 


Although 
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tre in St. Louis, where the jewelers were 
d on Thursday night, additicnal facts 
world-famous amusement place may be 

The stage is 120 feet wide and 90 


Air The 
entertai 1 
about th 
of intercst. 


fee: dee}, in a natural forest stage setting, with a 
pridge across the Rider Des Pres, leading from 
stage to dressing room. The auditorium is 125 


From the orchestra pit, which is capable 
odating 150 musicians, to the last row of 


feet dee] 


of acecm! 
eats, which rise tier after tier on the hillside, 
there is elevation of 51 feet. A capacity crowd 


of nearly 10,000 persons can be seated for each 


verformance. This theatre is municipally owned 
and operated. The funds which are obtained in 
excess of the cost of furnishing the shows and 
other exnenses, are devoted to the instruction cf 


pupils wh« have shown dramatic ability, and here 


juringe the Summer a series of opera performances, 
splendidly staged and carried out, delight the 
music loving people of St. Louis and from all 
over the world and serves as an educational influ- 


ence of a far-reaching character. Scenic effects and 
stage settings, which are beyond the secpe of the 


ordinary stage, are here arranged with a_ back- 
ground of natural splendor which gives a touch 
which the most artistic conception of a master 
artist could not reproduce in any other way. With 
the canopy of stars overhead, the colored lights 


playing upon the stage and bringing cut in vivid 
beautiful costumes of the actors, the 
production of “Carmen” on Thursday night was a 
joy complete and one that will long linger in the 
of all who had the pleasure of seeing 
and hearing the production. Last year the net 
profits (f the opera season at the Open Air Theatre 
amounted to $25,000. 


contrast the 


memories 


* * ¥ 


The Art 


was visited by 


Museum, which stands in Forest Park, 
many of the delegates to the con- 
vention. It is one of the few permanent buildings 
of the World’s Fair and ranks as one of the fore- 


most art galleries in the United States. It con- 
tains many fine paintings and sculptures, architec- 
tural and applied art exhibits, a collection of 





Cc brenzes, ceramics and paintings, and the 


visits were greatly enjoyed. 
* * * 


ninese 


Forest Park, in which the World’s Fair was held 
in 1904, was a great delight to the convention dele- 
gates. It is a natural park of 1,375 acres and is 
located almost directly west of the business section 
of the city. It affords a playground for the entire 
city and in this park is located the Jefferson Mce- 
morial building and the City Zoo, beth of which 
were must enjoyed by the visitors. 

* o * 

Henry W. Field of St. Lonis 
be present in person to welcome the 
jewelers, his secretary made everybody feel at home 
and his address of welcome was greatly enjoyed. 
— 


* * * 


Although Mayor 


was unable tr 


The band concert given during Tuesday after- 
nocn in the lobby of the Statler Hotel and at the 
Sunken Garden was a real convention treat. The 
musicians presented a na‘ty appearance dressed in 
blue ccats and white trousers and added just the 
right touch to the convention entertainment 
features, 

* * * 

The visitors’ guide of the St. Louis Chamber of 
Commerce was of great assistance to many dele- 
gates who visited the convention. It ccntained a 
map of the city and gave much other valuable in- 
formation to amusement seekers. 

* 

Telegrams were sent by the A. N. R. J. A. to 
Mrs. Steele I. Roberts, Mrs. John W. Sherwood, 
Finley L. Combs, J. P. Archibald and George A. 
Brock, and Mack Hurlbert during the convention, 
with the greetings cf the association. 


* * * 
_ Woodward Booth, secretary of the New Eng- 
~~ Jewelers’ Manufacturing and Silversmiths’ 


‘sociation, sent his best wishes for a successful 


vention in a telegram, which was read hy Sec- 
vedas 
tary Anderson. 


* * * 


Sergeant Dreener 
Protection at the 
7 


was in charge of the police 
hotel with shifts of six patrolmen. 
cy kept their eves upen and patroled the hotel 





in the 4 : “5-6 

, he neighborhood of the convention exhibits all 

times Aye; . T ‘ 

vs Curing the sessions. They were aided by 
1 clothes men who were scattered about the 


€ 


vention exhibits. 





F. M. French, Albany, Ore., was a delegate from 
the Oregon association. He traveled many miles 
to be present. At the Friday morning session of 
the ccnvention he urged the jewelers to spend all 
the money possible on building up the membership 
of the association. 


* * 
Paul M. Benton, Seattle, Wash., president of the 
Washington State association, carried back the 
Combs Banner to his association. Mr. Benton also 


read an interesting report of the activities of his 
State asscciation. 
. * . 


That the National Publicity Association is hard 


at work was indicated in many ways at the con- 
vention. ‘The meeting of the Advertisjng Commit- 
tee of the association, in charge of Charles A. 


Whiting, of the Whiting & Davis Co., Plainville, 
Mass., and the addresses of P. J. Coffey, chairman 
of the general ccmmittee at the conventicn booth, 
were prominent features. Literature and buttons 
were distributed, and the publicity chart, showing 
the result of the drive for contributions, was ex- 
hibited. 
* * a 
A visitcr which was not expected at the conven- 
tion “bat” which in some way got into the 
convention hall on Thursday afternoon and kept 
the bald-headed jewelers from listening as atten- 
tively as they might have done to the convention 
proceedings. The bat had a big time of his own. 
* _ * 


was a 


In a telegram which was received by Secretary 
Arderson from Joe Mazer, and which was read 
before the convention, Mr. Mazer expressed the 
wich for a week of achievement, and said that it 
was the first time that he had not been with the 
associaticn since its organization and that he missed 
the laughter, enthusiasm and = sweet friendships 
which these meetings afforded. 

* . * 

The delivery of copies of THe Jewerers’ Crir- 
CULAR containing the report of the Missouri con- 
vention and first day’s sessions of the A. N. R. J. 
A., together with the report of the meeting of the 
advertising committee of the National Publicity 
Asscciation and the report of the conference of the 


manufacturers, wholesalers, and _ retailers, which 


were received at the convention in St. Leuis on 
Thursday, at 1 Pp. M., created much favorable com- 
ment, 
* * * 
R. T. Fox, Mecca, Mo., took in the convention. 
* * * 
Norhert TPertl, Newark, N. J., and Chas. W. 


3 wman, Somerville. N. J., were members of the 
New Jersey delegation at the St. Louis c:nventicn. 
* * * 

B. Kleiman, formerly of the A. K. S. Jewelry 
Mfg. Co., who also represented Trachtman Bros. & 
Cohen, New York, was a visitor at the convention. 

* * * 

In the report published last week of the lunchecn 
of the Missouri Retail Jewelers’ Association, which 
was held on Monday noon, President C. P. Wood- 
bury presided and the speakers were former Vice- 
president Mansur of the National Association; and 
R. W. Schooley of Pinkertcn’s. Mr. Woodbury 
explained about the conference meeting, and after 
that business had been disposed of introduced the 
speakers. 

* * * 


Emil Zolla, secretary of the American Watch 
Importers’ Association, New York city, was a 


prominent visitor at the convention. He held open 
house at rcom 1024, where literature relative to the 
association distributed and where all watch 
importers were invited. Mr. Zolla delivered an in- 
teresting address at the convention and welcomed 
his many friends in the jewelry trade. 


* * * 


was 


New York State delegates to the convention in- 
cluded Charles T. Evans, Buffalo; Edward Lein- 
inger, president of the Buffalo Retail Jewelers’ 
Association; Emil J. Scheer, Rochester, and L. M. 
Campbell, Canandaigua. 

* * * 

Miss E. Povnier, Mrs. H. B. Schierman and Miss 
L. L. Madden were the St. Louis girls who 
tributed “Carmen” tickets at the convention booth. 


* * * 


dis- 


The girls in charge of the registration booth at 
the convention included the following young ladies: 


Irene M. De Wein, Catherine Lakeman, Violet 
Chandler, Dolly Hille, Pearl Goldman and Grace 
Cleary. 

* * * 

John Drake, manager of the National Jewelers’ 
Publicity Asscciation, was one of the busiest men 
at the convention, but found time to welcome his 
friends. 

. * * 

Jewelers were successful in obtaining the neces- 
sary number of certificates to guarantee them the 
half fare return trip, a minimum of 250 being re- 
quired. 

* * * 

Secretary Anderson of the National Jewelers’ 
Mutual Insurance Co. distributed literature telling 
about the work of this association. 
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and will endeavor within the next year to de- 
termine, through question blanks to be sent to all 
jewelers, whether this can be successfully done or 


not. We will not start it unles. we feel ce:tain 
that it can be successful and eventually save 
you and other members some money. At _ this 
time we ask for your support in the matter of 


answering the question blanks which will be sent 
out inquiring as to your experience with window 
smashings, burglaries and_ holdups. We need 
ycur experience in order to determine whether 
this branch of the insurance business will be 
possible for us. 


A. W. 


ANDERSON, Sec. 








Byzantine Art 





HE brief summing up by Verleye of this 

art period is as follows: 

“Roman art closes that which is known as 
antique. A new element has come to make 
an impression on art at the same time as the 
axis of civilizations is displaced under the 
thrust of diverse invasions. The gods are 
dispersed; Christianity is master of the 
crowds and the power and grand preoccupa- 
tion of the artists is to raise new altars. The 
Roman Empire, divided into two parts, has 
lost its artistic unity, Byzantium is entirely 
impregnated with the ornamental principles 
of the Orient as the Church is inspired with 
the spiritualistic tendencies of iconoclasticism. 
Carving of the human figure is forsaken; by 
way of compensation, pictorial representa- 
tions of the figure spring forth there with a 
patient minutia and inserted in a profuse 
ornamentation and often dull. 

“Bas-reliefs are accentuated, often deeply 
sunk and detailed with vigor, interlacings of 
passementerie strewn with precious stones, 
foliage distinctly carved on a base, generally 
gilded, animals affrontée. Mosaic work is 
in its zenith. Goldsmith treatment is with the 
hammer, heavy foliage or plaits quilted with 
cabochons; great era of cloisonné enamel in 
rich colors: gold, purple, deep green and 
turquoise. Byzantine art gives an idea of 
heavy power. In the East the Roman Em- 
pire preserved, momentarily, its characteris- 
tics, the Germanic and Frank invasions 
brought a stiffer influence as is demonstrated 
in the Merovingian jewels, agraffes, brace- 
lets, fibulae, made like the plaited metal, laid 
over with large cabochons. This influence 
is felt in Romanesque art.’—La Gravure, la 
Ciselure, le Modelage.” 
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DIAMOND FIRM CELEBRATES 


—_—_—~ 


Fortieth Anniversary of Founding of the 
Cutting Firm of Eduard Van Dam, 
Marked by Ceremonies in Amster- 
dam and New York 
The 40th anniversary of the founding of 
the great diamond cutting house of Eduard 
Van Dam at Amsterdam is being celebrated 
today both in that city and in New York, 
and participating in the celebration are the 











TABLET SHOWS RELIEF PORTRAIT 


OF EDUARD VAN DAM 


THE BRONZE 


employes of the concern in six centers where 
it has factories or branches. 

In Amsterdam, the event is celebrated with 
the unveiling of a great memorial wall 
which, in a prominent place, contains a 
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beautiful bronze tablet, the central figure of 


which shows the founder, Eduard Van 
Dam. This celebration is a semi-public 
function in which the mayor, the local 
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governor, city officials and a special repre- 
sentative of the Queen are participating, as 
well as friends from all over the world and 
the employes of the various factories. In 
fact, the wall was erected by subscription 
of the employes of the firm in Holland, 
Belgium, United States, France, England 
and Canada, 

In New York, the event is to be cele- 
brated tonight by a banquet tendered to 
Henri Van Dam by the staff of the New 
York office, 437 Fifth Ave., and the factory 
at 17 W. 46th St. Raphael Van Dam, his 
brother, is the central figure of the celebra- 
tio. in Amsterdam, 

Recently Henri and Raphael Van Dam, 
the present heads of the firm as president 
and vice-president of the New York and 
Amsterdam organizations, were knighted by 
the King of Belgium: one, for services in 

















DAM 


RAPHAEL VAN 


caring for Belgian refugees in Holland dur- 
ing the war and the other as a mark of dis- 
tinction for what he had done for the dia- 
mond cutting industry of Antwerp. 

The Van Dam factory in New York was 
one of the first to be founded at the begin- 
ning of the present diamond cutting in- 
dustry in this country about 30 years ago. 








Sibert’s Jewelry Store, Waterloo, la., re- 
ported to the Jewelers Security Alliance re- 
cently that a man representing himself to be 
from one of the local banks, called at the 
store and stated that he wished to purchase 
a ring, which was to be presented to one of 
the officials of the bank. The man, after 
looking at some rings, made some excuse and 
left the store, without making any purchase. 
He returned shortly after without a hat and 
coat and he told the clerk that he would take 
one of the rings and at the same time dis- 
played a large roll of bills. He again looked 
at two rings which had been shown to him 
on his previous visit and after inspecting 
them for sometime, walked to the door with 
the rings and disappeared. These rings were 
valued at $2,000. The scheme used by this 


man is similar to the one by which numerous 
jewelers throughout the country have been 
swindled during the past year or more. The 
trade is cautioned to watch for this crook. 
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TWO SUSPECTS DETAINED 





Milwaukee Jeweler Causes Arrest of Pair 
Who Attempt to Purchase Diamonds 
with Combined Resources of 35 
Cents. 


MitwavkEE, Wis., Aug. 27.—Suspicions 
aroused in the mind of a keen witted em- 
ploye at the Archie Tegtmeyer downtown 
jewelry store at Milwaukee, resulted in the 
arrest of Harry Davis and Louis Schwartz, 
Chicago, who are now being held pending 
investigation of their attempt to “buy” high 
grade diamonds while their combined re- 
sources, it is claimed, amounted to only 35 
cents. Police are also trying to find out 
from what jeweler in Chicago or elsewhere 
the $250 unset diamond found on one of 
them had been stolen, for they are convinced 
that the pair came upon the stone in some 
illegitimate way. 

Davis and Schwartz visited several other 
jewelers in downtown Milwaukee before 
entering the Tegtmeyer store. At R. Seidel, 
Inc., they aroused the distrust of a saleslady 
by their actions in “looking” at diamonds 
they asked to be shown. The young lady, 
fearing a dishonest plot, referred them to 
Mr. Seidel, who personally displayed the 
stock to them, keeping a sharp eye on their 
every move. Mr. Seidel relates that each 
picked up a stone and apparently attempted 
to start a confusion by looking first at one 
and then at the other. The jeweler, how- 
ever, gave them no chance to steal a dia- 
mond, and they finally tried to carry through 
their bluff by offering him $300 for a $400 
diamond. Mr. Seidel informed them that he 
was not operating that kind of a store and 
that they had better apply elsewhere, 

After leaving the Seidel establishment they 
visited other jewelers, but found that Mil- 
waukee diamond salesmen have sharp eyes 


and are hard to fool. Finally in the 
Tegtmeyer store the pair so definitely 
aroused suspicions that the police were 


called and the arrests made. Taken to the 
police station on suspicion, the incongruity 
of their trying to buy expensive diamonds 
when they had only 35 cents in cash, was 
deemed suffic‘ent evidence to hold them over 
for further investigation. As soon as the 
owner of the unset stone found in their 
possession is located, definite charges will no 
doubt be brought against the pair. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week Ended Aug. 29, 1924 
The U. S. Assay Office reports: 


Gold bars exchanged for gold coin... $2,330,673.55 
Gold bars paid depositors........... 69,765.65 
NE. auorde ia peeeees "$2,400,439-18 


Of this the gold bars exchanged for gold 
coins are reported as follows: 


Aug. 25 $155,796.90 


DOME ci poctavacescvccasscevexss. an 
eee) pC evahice veces ease saause 306,122.86 
OO ene eer ey errr 157,400.78 
MEMES wacecsQ see gs teen ee ea wes 1,616,559.48 

DORE sa caries vieweseaiess $2,330,763.55 








Louis Pailet, New Orleans, La., reported 
to the Jewelers Security Alliance a window 
at his store was smashed with a loss of about 


$95. 
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TAX ON DEFERRED PAYMENTS 





Letter from Internal Revenue Department 
Discussing Question as to Payment of 
Excise Tax on Jewelry Sold on 
Instalments. 

Some interesting information as to the 
conditions under which the excise tax ac- 
crues on sales ot jewelry on instalments 
under our present Revenue Law, is contained 
in a letter from the Acting Deputy Com- 
missioner of Internal Revenue, to Norman 
Charles Newman, certified public accountant 
«f New York, who recently asked the 
Revenue Bureau for a ruling on the status 
of instalment sales of jewelry made prior 
to July 3, on which title does not pass until 

after that date, 

In reply, Mr. Newman received from 
Washington a letter from Fred E. Page, 
acting deputy commissioner, which reads 
as follows: 

“This will confirm telegram addressed 
to you under date of July 9, 1924, to 
the effect that the tax on jewelry sold 
on the installment plan where title to 
the articles sold is reserved in the 
vendor until final payment, attaches 
upon final payment, and if that is on 
or after July 3, 1924, such transactions 
are taxable under section 604 of the 
Revenue Act of 1924. 

“In the case of a conditional sale, 
where title is reserved until payment of 
the purchase price in full, the tax at- 
taches (a) upon such payment, or (b) 
when title passes, if before completion 
of the payments, or (c) when, before 
completion of the payments, the dealer 
disposes of the sale by charging off by 
any method of accounting he may adopt 
the unpaid portion of the contract price, 
or (d) when the vendor discounts the 
notes of the purchaser for cash, or 
otherwise, or (e) when the vendor 
transfers his title in the article sold to 
another. 

“In this connection, you are also ad- 
vised that accounts with purchasers from 
whom final payment, or payments are 
long overdue, with no indication of 
efforts to collect the same, may well be 
considered as evidence of the dealer's 
intention to consider the sale as closed, 
in which event the tax would, of course, 
become immediately due and payable. 

“Where conditional sales are made on 
the installment plan prior to July 3, 
1924, the question of whether the tax 
attaches under section 905 of the 
Revenue Act of 1921, or under section 
604 of the Revenue Act of 1924, de- 
pends upon whether title to the articles 
sold passed to the vendee before July 3, 
or on or after that date, or whether the 
transaction was otherwise disposed of in 
accordance with the foregoing para- 
graphs before, or on or after that date. 

“Tf title passed, or the transaction 
was otherwise disposed of as indicated, 
before July 3, the sale is taxable en- 
tirely under section 905. If title passed, 
or the transaction was otherwise dis- 
posed of as indicated on or after July 
3, the sale is taxable entirely under sec- 
tion 604. In the latter class of cases, 
the tax would not apply if the articles 

in question were sold or leased for an 
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amount not in excess of $30, watches, 
$60, but if sold or leased for more than 
those amounts, the tax attaches to the 
total price, no exemption of $30 or $60 
being allowed in computing the tax. 
“For example, the tax on an article 
which is sold for $31 is $1.55, and the 
tax on a watch which is sold for $61 
is $3.05. 
“Respectfully, 
(Signed) “Frep E. Pace, 
“Acting Deputy Commissioner.” 








DEATH OF CHAS. H. GARLICK 


Widely Known Salesman of Chicago Dia- 
mond and Jewelry Trade Succumbs to 
Heart Attack. 


Cuicaco, Aug, 28—Charles A. Garlick, 
widely known as a jewelry and diamond 
salesman, was buried yesterday at Oakwood 
Cemetery. Services were held at the Oak- 
wood Chapel at 2 o'clock, conducted by 
members of Garden City Lodge No. 141, 
A. F. & A. M. 

While Mr. Garlick had been in poor 
health for a number of years he had always 
attended to his duties until two weeks ago 
when he was compelled to remain at his 
home, 5602 Prairie Ave. He had been 
feeling much better on Monday morning and 
decided to get up from bed and dress. 
While dressing he was seized with a heart 
attack that ended fatally. No one antici- 
pated his end was so near and his sudden 
death was a shock to his many friends, 
especially among his large acquaintance with 
the jewelry traveling salesmen and _ the 
wholesale houses with whom he had come 
in contact for so many years. 

Mr. Garlick was born in Indianapolis, 
Ind. on Feb, 5, 1862, and came to Chi- 
cago with his parents when a small boy. 
He received his schooling here, and when 
about 14 years of age started his jewelry 
carcer with C. H. Knights & Co. He began 
with this concern as an errand boy and after 
years of faithful and successful service be- 
came a traveling salesman for them. He 
was with this firm for over 20 years, and 
left them to accept a position with Theo. 
Schrader of this city, whom he represented 
for two years. For the past 26 years he 
has represented several eastern diamond 
firms and manufacturing jewelers, in Chi- 
cago, and vicinity. 

Mr. Garlick was a member of Garden City 
Lodge No, 141, A. F. & A. M.; Chicago 
Chapter No. 127, R. A. M. and _ the 
Oriental Consistory, S. P. R. S. 

Deceased is survived by his widow, three 
sisters and two brothers, 








The jewelers of Madison, Wis., are taking 
steps to protect themselves against those who 
will not pay their bills. The trade is active 
in the inauguration of a Merchants’ Credit 
Association, which is to be a branch of the 
Chamber of Commerce there. The cost of 


maintaining the association will be pro- 
rated among the merchants participating. 


Already a secretary has been employed and 
the preliminary lists prepared. The lists 
contain several thousand names of residents 
hoth in Madison and in the county of which 
it is the county seat. 
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OFFER 35 CENT SETTLEMENT 





Cherry, Oster & Co., Chicago, Have 
Liabilities of $49,387 and Assets of 
$33,000. 


Cuicaco, Aug, 27——At a meeting or 
creditors of Cherry, Oster & Co., 1263 N. 
Paulina St., held yesterday afternoon in the 
offices of Krauss, Goldman & Allshouse, 
the bankrupts, their attorney and their 
records were present. There were also 
present or represented 26 creditors whose 
claims aggregated approximately $20,000. 

Cherry, Oster & Co. reported that they 
entered in the wholesale jewelry business 
in October, 1923, and they accounted for 
losses of approximately $20,000 as follows: 
Losses resulting from failures, bankruptcies 
and uncollectable accounts, $5,000; losses re- 
sulting from the operation of the manu- 
facturing jewelry business, $4,000 and losses 
resulting from the operation of the whole- 
sale business, including diamond merchan- 
dise sacrificed for the purpose of raising 
cash quickly to meet maturing notes, $11,000. 

The books and records of the bankrupts 
and their statement made at the meeting 
indicate assets of $33,052.45, which includes 
acceunts receivable (good and bad), mer- 
chandise (cost) and furniture, fixtures and 
machinery. Their liabilities amount to 
$49,387.45, this includes merchandise credi- 
tors and moneys due the bank. In addition 
there are other liabilities due for salaries 
and current operating expenses aggregating 
between $500 and $1,000. 

The creditors present at the meeting voted 
to accept and recommend a_ composition 
settlement of 35 per cent. payable as fol- 
lows: 10 per cent cash, and five notes, at 
five per cent, each, due Dec. 26, 1924, Jan. 
20, Feb. 20, March 20 and April 20, 1925. 
The notes are to be endorsed individually. 
by Mr. Cherry, Mr. Oster and their respec- 
tive wives, and in addition the accounts re- 
ceivable are to be assigned to P. H. Winter- 
berg, Philip Altschul and S. Ginsburg,: of 
the creditors’ committee as further security 
for the deferred note payments. 

The bankrupts stated that it is their in- 
tention to discontinue the wholesale jewelry 
business which caused their failure and to 
confine. themselves to the manufacturing 
jewelry line as heretofore. 

The creditors’ committee will supervise 
the business pending the acceptance of the 
composition settlement offer and all moneys 
received are now being deposited in trust. 

As iurther security and as evidence of 
good faith the bankrupts have deposited the 
sum of $1,000 pending the submission and 
acceptance of the above settlement offer. 








Market Prices for Silver Bars 


The following are the quotations for silver 
bars in London and New York as reported 
for the past week: 


Selling Price 


London U. S. Gov't New York 

Date Official Assay Bars Official 
Aug. 26 ..... 34% 70% 4.484 
ST 7 ee 34 5%5 71 4.48% 
Aug. 28 ..... 34% 70% 4.47% 
pe . 347%, 71% 4.4814 
ee 34% 71% 4.4% 
Sept. 1 ..... 34% Moliday Hi liday 
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The News from England 








Conditions in the Diamond Market—Exhibit of Clocks and Watches at British 
Empire Fair—Butterfly Wing Jewelry Popular—Fine Examples of 
Gem Cutting—The Rough Diamond Industry 

















Lonpon, Aug. 20.—Although business in 
the diamond market here has been quiet the 
past two weeks (it is seldom anything else 
at this season of the year), business in rough 
goods has been considerably in advance of 
trade in polished. The Diamonds Syndicate 
keeps as busy as ever and the price of the 
rough goods remains remarkably firm. Ac- 
cording to Backes & Strauss, the Kimberley 
House, gem brokers, American buyers have 
been after the latest rough shipments and the 
Amsterdam cutters have been squeezed out. 
The firm says: “As was to be expected at 
the August holiday season, the past fortnight 
has been quiet in the polished market here. 
On the other hand, business in the rough 
market has been most noteworthy, one 
American buyer alone having bought for 
more than $500,000. The complete shipment 
shown by the Syndicate on July 28 was im- 
mediately sold, and Amsterdam cutters and 
others who were disappointed in their de- 
mands for sight have been trying to find on 
the Antwerp market the rough for their 
requirements. There have been some de- 
mands here for brilliants of one carat and 
over, of which there is a marked scarcity at 
attractive prices. The demand for the 
cheaper grades of melee and small continues, 
and snappy parcels of these goods are in- 
creasingly difficult to find. 

ak * * 

One of the finest exhibits at the jewelry 
and allied trades section at the British Em- 
pire Exhibition at Wembley is that of the 
British Horological Institute. This is a 
collective exhibit, nearly 30 different horolo- 
gist firms participating. Every type of clock 
produced in England from the humble alarm 
to the dignified grandfather timepiece is to 
be seen as well as scientific instruments of 
a horological nature, jeweled wrist watches 
and watch parts. There are examples of the 
traveling striking and alarm watch by Tom- 
pion—finely pierced cases of lantern design, 
night clocks, 12-month clocks, chiming clocks 
and astronomical clocks. One of the earliest 
English pocket watches known is Oliver 
Cromwell’s watch, egg-shaped, and made in 
1625 by John Midnall, of Fleet St. In those 
days, however, the pocket watch was a 
fashionable article and accepted as the new- 
est craze. It-usually was of a very high 
standard of craftsmanship and of consider- 
able beauty outwardly. Of the time-keeping 
quality of the watches of that period, how- 
ever, little appears to be known. 

* * + 

The big advance in gold output anticipated 
as a result of improving working conditions 
in the Transvaal is confirmed in the figures 
just received here showing the output for 
July to be 829,437 ounces, compared with 
773,053 ounces for June. While being the 
largest monthly production of gold from the 
Transvaal in many years it is only 1,286 
ounces short of the record gold return an- 
nounced for March, 1912. The native labor 
available in the gold mines the end of July 


was slightly better at 174,347. In June the 
labor figures were 174,198, and in May, this 
year, 172,586. The month of July, of course, 
provides a longer working period in the gold 
mines than during June. This must be 
taken into consideration in reviewing the big 
advance in the gold output for July over that 
of June. 
x *k * 

The London jewelry shops are making 
handsome displays this month of Wedgwood 
and English china mounted in electro-plate. 
The English chinaware is of the new sil- 
houette style, the silhouette design in black 
being placed on a primrose yellow back- 
ground. The motif tends towards the agri- 
cultural or postoral. 

x x * 

The butterfly wing jewelry vogue shows 
no sign of diminishing in popularity. The 
latest articles in this media being displayed 
in the London shops are set in sterling sil- 
ver. There is a square picture frame sort 
of design edged with silver, the background 
being in butterfly wing and setting off a sil- 
ver watch let into the center of the square. 
The butterfly wing jewelry is being extended 
to all sort of articles. The wing used is 
from the South American butterfly. The 
coloring is exquisite and, the manufacturers 
claim, is permanent. 

x *k x 

Some fine examples of gem cutting are 
to be seen in one or two windows of the 
cutters and gem dealers of Hatton Garden. 
These specimens repose in isolated serenity 
behind strong grids. In the basement, 
through half-opened fan-lights, can be seen 
the cutters and polishers at work on other 
gems. Some of the big gem dealers’ estab- 
lishments have the appearance of private 
dwellings, there being long curtains at the 
windows of several of them. 

Discussing the rough diamond industry 
the other day, a member of the London 
Diamond Syndicate said that the biggest 
portion of the business in rough done by the 
Syndicate these days is with the Antwerp 
and Amsterdam cutters. Although, as he 
pointed out to THe JEWELERS’ CIRCULAR, 
there are some half a dozen New York 
houses who apply for “sights” regularly 
and who are generally in the market for 
rough, the important buying by Americans 
is in the polished goods. Incidentally, the 
Syndicate rough diamond member said that 
Emil Tas, the New York cutter, is expected 
in London almost any day now. The Syndi- 
cate is having not the slightest difficulty in 
disposing of its fortnightly shipments from 
South Africa, 

x ok 

There has been considerable curiosity in 
the city as to the personnel of the syndicate 
that has been formed to despatch engineers 
to report on gold and other mineral conces- 
sions in Afghanistan. It is now announced 
that the first directors of this concern—the 
Durani Syndicate, Limited —will include 
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Abdul Wahid, Khan of Shinwar, Chester 
Beatty, American mining engineer; W. §. 
Robinson and G. W. W. Mackinnon. Beatty 
is chairman of the Selection Trust, and 
Robinson is managing director of the Broken 
Hill property and other Australian under- 
takings. 








Arrangements Completed for Dinner in 
Honor of Police Commissioner 


Enright of New York 


In compliance with numerous requests 
made by members of the jewelry trade, the 
committee in charge of the arrangements for 
the testimonial dinner to be tendered to 
Police Commissioner Richard E. Enright of 
New York on Wednesday, Sept. 17, decided 
to extend the time for making reservations 
for the affair, until today (Wednesday). 
While this extension will work quite a hard- 
ship on those in charge, nevertheless, in or- 
der to accommodate all those who want to 
come and have their names listed in the 
seating arrangement, it has been decided that 
all reservations received at the office of the 
Jewelry Crafts’ Association, 45 W. 45th St., 
New York, not later than Wednesday will 
be in time for the listing. 

The speaking program is complete and, 
according to those in charge, it is one of the 
best that has ever been presented to the 
jewelers. Such able and interesting men as 
Governor Smith, Mayor Hylan, Judge Elbert 
H. Gary, Bainbridge Colby, Father W. E. 
Cashin, Herman A. Metz, George Gordon 
Battle, A. M. Loeb, Tdmiral Charles P. 
Plunkett, General Robert Lee Bullard and 
Rhinelander Waldo will attend, and _ those 
who speak will have a message to give that 
will be well worth hearing. Three leading 
men from the industry will also speak and 
the committee is sure they will ably repre- 
sent the trade. 

Robert S. Tipping, secretary of the Jewel- 
ry Crafts’ Association, under whose auspices 
the dinner is to be given, told a JEWELERS’ 
CIRCULAR reporter that the number of reser- 
vations received during the past week has 
been a wonderful inspiration to the commit- 
tee, as requests have come in for seats in 
hiecks of 20's, 10’s, etc. A very interesting 
feature of this dinner is that, through ar- 
rangement with Station WHN, the public 
at large will be added to the audience, as 
far: as the speaking is concerned, in this 
respect, making it the largest jewelry affair 
ever held. 

The management of the Astor Hotel bas 
also given assurance that everything in its 
power is being done to make this dinner 
unusually successful. The entertainment ar- 
rangements will be a most __ pleasant 
surprise. 

Many inquiries have been received in re- 
gard to the attendance of ladies. The com- 
mittee wishes it clearly understood that the 
ladies are cordially welcome and that tickets 
will be issued, upon request, for hox seats 
for their accommodation. The speaking will 
start at about 8:30 Pp. m. 

Secretary Tipping states that all 
who plan to be present at this dinner are 
urged to act promptly and make their reser 
vations. 


those 








The business of Moore & McClenahan, 
Brunswick, Md., has been succeeded by 
E. Moore. 
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ROBBERY WELL PLANNED 


purglars Blow Safe of Fairchild & Co., 
New York, and Get Away with Entire 
Stock of Pens, Pencils and Other 
Articles 

New York detectives are still searching 
for the band of expert cracksmen who some 
time between Saturday afternoon, Aug. 23, 
and the following Monday morning, broke 
into the establishment of Fairchild & Co., 
Inc, manufacturers of gold pens, pencils and 
specialties, 49 E. 21st St., New York, and 
after blowing open a huge safe, ransacked 
it of merchandise worth $10,000. Using the 
words of the police, “the yeggs did a clean 
ob.” taking every piece of stock the concern 
possessed, even the samples, and escaping 
without leaving a clew of any kind. 

That the robbery was well planned is 
apparent from the way the thieves worked 
and the knowledge they evidently had of 
the place. A startling and interesting fea- 
ture of this burglary is the belief that a 
woman was involved, as a heel print of a 
woman's shoe was found in the dust around 
the safe and a lady’s cotton glove was also 
recovered from the wreckage. The fact that 
the safe blowers attacked the safe in which 
all the stock was stored and did not touch 
another safe which was in the factory where 
raw material is kept, is another evidence 
that the thieves were familiar with the cus- 
toms of the concern. 

Harry P. Fairchild, head of the firm and 
the foreman of his factory, left the place 
shortly after 12 o'clock noon on Saturday, 
Aug. 23. No hint that a robbery had been 
committed at the place was apparent until 
the manager returned on Monday morning 
and discovered the safe door blown from 
its hinges and the office in a general chaotic 
condition. Mr. Fairchild was immediately 
called and the police were also notified. 

Upon investigation it was found that the 
handits had “jimmied” open a door leading 
from the hallway into the factory and with- 
out molesting the safe in the shop, apparently 
walked to the office, where they set at work 
on the vault holding all finished goods. 

It is the belief of the police that the men 
secreted themselves in the building until 
everyone was out of the place and then broke 
into the Fairchild establishment. A hole was 
drilled just to the right of the combination 
o one of the doors through which the 
explosive was poured while another hole was 
drilled in which the fuse was inserted. From 
tvidence found about the place, the thieves 
threw wet blanket and rags over the vault 
before setting off the fuse. 

That the robbery was the work of ex- 
rts was again evidenced by the fact that 
nota piece of furniture was broken, al- 
though the glass in one transom was cracked. 
They evidently knew just the right amount 
ot explosive to use without causing any 
great damage and probably loss of life. 
Only one door was blown from its hinves, 
while the other, the thieves were forced to 
Jimmy” open. A number of small drawers 
h the safe were locked and these the thieves 
otoke open with a “jimmy.” 

For some time before the robbery, the 

airchild concern had been making up stock 
‘0 fill orders which were to be shipped Sept. 
land were also stocking up for the holiday 
trade. All this stock was stored in the safe 
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and practically every drawer was filled. The 
thieves emptied out each drawer as well as 
the sample rolls and even took a small 
bottle of iridium which is used for the pen 
points. 

The police believe that after the job was 
completed one of the members of the band 
telephoned from the office of the Fairchild 
concern to an accomplice who was some- 
where in the vicinity of the building. They 
believe that he was told to bring an auto- 
mobile to a certain spot and to signal when 
the coast was clear for their escape. They 
made their exit by way of a fire escape and 
through an alley in the rear of a bank and 
thence to the street. “ 

It is also believed that the thieves were 
in no hurry to finish their job, as they were 
undoubtedly aware of the fact that there was 
no watchman on duty in the building. An 
incident confirming this is the fact that some 
fruit, some chewing gum and lemon drops 
were found on the floor of the office, indi- 
cating that they took time to eat. 

A great number of burglars’ tools were 
also found in the office. 








Death of George F. Albro 


PROVIDENCE, R. J., Aug. 30.—George IF. 
Albro, for many years connected with the 
iranufacturing jewelry industry m varicus 
capacities, died last Monday at his home in 
South Warren, R. J., where he had been 
sick for several weeks. His second wife, 
Mrs, Harriet G. L. Salisbury, survives nim 
together with two daughters by his first wife, 
Dr. Marion Albro Gleason and Mrs. George 
W. Hathaway. He also leaves three zrand- 
children. 

Mr. Albro was born in Taunton, Mass., 
where he received his early education and 
learned the trade of an engraver at the fac- 
tory of the Reed & Barton Co. Early in 
the Civil War he enlisted in the United 
States Navy and served about a year and 
was a member of one of the Grand Army 
Posts. After his return from the war he 
resumed his associations with the Reed & 
Barton Co, and for several years was fore- 
man of one of the engraving departments. 
He came to Providence about 1875 and took 
charge of the engraving, chasing and engine 
turning department with Tillinghast & 
Mason Co., remaining with the later John 
L. Mason of that concern through the suc- 
ceeding changes as Mason Bros., Mason 
gros. & Pitts and later as John L. Mason 
& Co. 

When Mr. Mason embarked in the manu- 
facture of enamelled metal buttons for 
women’s apparel, Mr. Albro became super- 
intendent of the plant and at one time had 
nearly 300 hands under his supervision. 
When this business was consolidated with 
the Royce, Allen Co., Mr. Albro remained 
in an executive capacity. Later he was in 
business for himself as a designer and en- 
graver for several years and afterwards 
was employed by various manufacturing 
concerns in similar capacity. 








H. H. Koester, Toledo, O., reported to 
the Jewelers Security All‘ance that the show 
window at his store was smashed on Aug. 
18, the thief having been arrested shortly 
afterwards with goods worth $50 in his 
possession. 
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UTAH JEWELERS’ OUTING 





Many Members of the Trade Enjoy Seven- 
Day Trip in the Wasatch Mountains 


SaLt Lake City, Utah, Aug. 29.—The 
fourth annual jewelers’ outing, fostered by 
the Decker Jewelry Co., .was held in’ the 
Granddaddy Lakes country in the beautiful 
Wasatch Mountains and was an event that 
will long be remembered by those who par- 
ticipated. The jewelers were the guests of 
the Decker firm, Ferra Decker, president of 
the company ; Wayne Decker, his son, vice- 
president, and William Larsen, buyer, being 
in charge. Those present besides members 
of the Decker firm, included T. S. Jensen of 
Jenson Co., Salt Lake City; George Squires, 
Mount Pleasant, Utah; John Anderson, 
Heber City, Utah; Ben Hepworth, Farm- 
ington, Utah; Heber Snow, Salt Lake City; 
Joseph Nilson, Salt Lake City; B. K. Jensen 
and others. President William M. McCona- 
hay and others from Salt Lake City were 
unavoidably prevented from being present, 
Mr. McConahay being confined in a local 
hospital as the result of an accident some 
weeks ago. 

The climb began at Holiday Park, the 
Summer home of the Deckers. A_ small 
party, including Ferra Decker, Herbert 
Snow and William Larsen and T. S. Jensen, 
took the pack outfits into camp, whilst the 
others drove automobiles around ‘to the 
north fork of the Duschne River to Savages 
Ranch, hiking in through Hades Canyon. 
Here the real hike commenced, and the 
party had not gone far before they fright- 
ened a deer. From here the climb was 
made to Camp Decker, the objective in 
Granddaddy Lakes. The hikers passed 
through some of the most beautiful scenery 
in the west. 

The weather for the week was wonderful, 
not excluding the day when it snowed as it 
often does the day before Christmas and 
kept everyone under cover till about 2 Pp. M. 
The days in the mountains were spent in 
fishing, eating, horshoe pitching, cards, 
sports, etc., and the evenings in building 
bonfires, telling tales, playing checkers and 
cards, Though Wayne Decker succeeded in 
catching the largest fish secured during the 
trip, Messrs. Jensen and Nelson were the 
most active fishermen in the camp. getting 
about 175 pounds between them. Mr. Jen- 
sen also took first place in the horseshoe 
pitching. Baseball was played in rounders 
this year, so the wholesalers still have the 
championship. E. N. Webb teok first prize 
in the story-telling contest with Mr. Nilson 
a close second. The checker championship 
went to T. S. Jensen, and the sluff money 
was pretty well divided between Ferra 
Decker and George Squires. Messrs. Lar- 
sen and Jensen were the winners at cards. 

Altogether it was one grand time, just 
seven davs crammed full of pleasure. 

The Decker family have already issued a 
reneral’ invitation to join them om the next 
year’s outing. “You are invited whoever 
you are or wherever you are, and there is 
no distinction between wholesalers and re- 
tailers,” is the message. 








The name of the Bowen. Jewelry Co., 
Sioux City., has been changed to Bowen & 
Benton. 
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Police Get Confessions from Diamond Thieves 








Gunmen Who Held Up New York Diamond Merchant and Secured $50,000 
Worth of Gems Caught in Uptown Restaurant—Police Say Confessions 
Implicate Another Jeweler—Girl Lookout Also in Custody 

















With the arrest of the two thieves who on 
Friday, Aug. 22, committed the  spectac- 
iar and daring robbery at the office of 
Feldenheimer & Jacoby, 170 Broadway, below 
New York’s “deadline,” the detectives of 
the Old Slip Station have solved one of 
the most important cases in the annals of 
the metropolitan jewelry district. Another 
startling development in solving this hold- 
up was the arrest of Mark Wolin, a jeweler 
at 77 Nassau St., who was in the victims’ 
ofices when the robbery occurred and who 
the thieves, in their confession, charge with 
being implicated in the affair. 

The first confession obtained by the police 
connecting Frank J. Burns and Harry 
Chance, chauffeurs, with this robbery, came 
from the former's wife who admits that she 
acted as a lookout and who was arrested 
with this pair in a restaurant uptown. 

Since the “breaking” of this case last 
Wednesday, the police have recovered seven 
packages containing melee, which was among 
the $50,000 worth of gems taken from the 
Feldenheimer & Jacoby office. Five of these 
parcels of stones are in their original wrap- 
pers and bear the handwriting of Mr. Jacoby. 
A platinum ring mounting has also been 
recovered and identified as part of the loot. 

Both of the men were positively identified 
by Alexander Feldenheimer who was bound 
and gagged by the thieves although Mr. 
Wolin was unable to connect the pair with 
the hold-up. Mr. Feldenheimer made his 
identification at the Old Slip station although 
Wolin told the police after looking at the 
men he had never seen them before. 
lt was not until after this identifica- 
tion by Mr. Feldenheimer that Lieut. 
Ditman and his men began questioning Burns 
and Chance and the former’s wife. After 
two hours of cross examination, the woman 
finally broke down and told what she knew 
of the robbery but the men still persisted 
that they were not connected with the crime. 
The detectives questioned them all last Wed- 
nesday night but still the men denied any 
participation in the hold-up and it was not 
until the following morning when the men 
were brought to Police Headquarters that 
they finally broke down and confessed. 

It was in this confession that they impli- 
cated Wolin and he was immediately sum- 
moned to headquarters and after again being 
identified by the thieves as the man who 
was pointed out to them by another man 
who planned the robbery, that he was ar- 
rested. The three men and the woman, 
who appears on the stage as Dot “Kelly” 
Were arraigned before Magistrate Vitale in 
the First District Magistrate Court last Fri- 
day and were held in $50,000 bail each for 
lurther examination today (Wednesday). 
On Saturday Magistrate Vitale reduced 
Wolin’s bail to $17,500 which was furnished 
and he was released. 

In planning the crime the thieves told the 
detectives they were ordered to go to the 
Wicker gate at the entrance to Feldenheimer’s 
oMee and push it open. The police say that 
the gate is always locked. Despite this, 


the two hold-up men followed instructions 
and walked through, 

After charges against Wolin had been 
made the police announced that they have lo- 
cated a fourth man whom they expect to 
arrest shortly. With his arrest the case will 
be completed. He is said to be the man who 
planned the “job.” Burns and Chance said 
they met him in a dice game. It is also 
claimed by the police that this fourth man 
is a former employe of Wolin’s, 

On the strength of the story Inspector 
Coughlin booked charges of conspiracy and 
complicity against Wolin, who is red-haired. 
Wolin is 29 years old and lives at Villa 
Nova, 37th St., boardwalk, Coney Island. 
The police say that on Christmas eve of 
last year when he was proprietor of the 
Consolidated Watch Co. at 77 Nassau, he 
complained to them that he had been robbed 
of thousands of dollars in jewelry. The 
police say that he later settled this loss witi 
an insurance company for $20,000. 

Wolin laughed at the story of Burns and 
Chance and said it was all a lie. The police 
attach significance to the fact that although 
Feldenheimer readily identified the two men, 
Wolin said he was unable to do so. 

The police got their first “break” in the 
robbery last Wednesday night when Burns, 
Chance and Mrs. Burns, who says she is 
a burlesque actress, were arrested in a res- 
taurant kept by the girl’s father at 335 E. 
82nd St.. 

They were taken to the Old Slip Station 
by Detectives Kalbfleish, Minturn and Fay, 
acting under Lieut. Ditman. With Gerard 
Luisi, a private detective, these men have 
been working on the case five days. 

“You've got us wrong,” Burns told the 
police. “We've never been in any stickup; 
we don’t know what you're talking about.” 

The detectives questioned them for hours 
and finally, at 3 o'clock Tuesday morning 
they took the weary wife of Burns into a 
separate room and asked her to explain the 
presence of $4,750 she had in her purse at 
the time. She tried explanation after ex- 
planation and the detectives laughed them 
off. Finally she said: “That's all I have 
left of $6,000 we got for the robbery.” In 
calm tones, without a tear, without a trace 
of emotion, she told her story. 

On Friday morning, Mrs. Burns said her 
husband and Chance told her they had ‘an 
easy job on Broadway.” She tried to dis- 
suade them, she said, but they laughed 
away her fears. 

The trio took the subway fo Fulton 
Street and she was instructed to remain at 
the street entrance of the building as a look- 
out while they committed the robbery. 
Within a few minutes they returned. Burns 
remarked that he “had the stuff.” They took 
the Broadway subway to Canal Street and 
from there took a taxicab to 82nd St. 

That night, Mrs. Burns said, her husband 
went out, and the next day a man whom 
she does not know came to her home and 
gave her a thick envelope to deliver to 
Chance. Chance came in a few minutes 
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later, tore the envelope open and ‘took $1,200 
from it and handed it back to her: She 
found $4,750 in it. 

In the face of the story Burns and Chance 
maintained their alibis. 

Chance said he had spent the day of the 
robbery at Palisades Park, but he was unable 
to name anyone he had seen who could sup- 
port his alibi. Burns said that he had spent 
the day until 4 o'clock at the home of his 
father-in-law, but his wife’s confession con- 
fronted him. 

Unable to break the men down, detectives 
placed them in separate cells and left them 
to their own thoughts. Two hours later 
a detective entered Burns’ cell and again 
began questioning him, 

Burns shook his head obdurately. The 
detective began going over Mrs. Burns’s 
story. Still they held out and it was not 
until the men reached Police Headquarters 
and were told that they were being given 
their last chance to make a clean breast of 
the affair that the pair finally broke down 
and then went over the story with the de- 
tectives. 

Burns claimed that the robbery was 
planned by a man they met in a dice game. 
It was stated by the police that the pro- 
cedure of this man is to send out a “path- 
finder” into the jewelry district to obtain 
information concerning the office routine and 
habits of diamond dealers. 


’ 


The “pathfinder” reports back to his chief, 
and a second person is sent as an emissary 
to known crooks who are given the “lay,” 
captal to carry them along until they can 
commit a robbery and the promise of cash 
for the jewels. A third man buys the 
jewels which are kept in hiding until 
the storm of the robbery has subsided. 

Burns told the police he and Chance were 
to get $18,000 for the job, in three install- 
ments. The $6,000 handed to Chance the day 
after the robbery, they said, was the first 
installment. According to the police, the 
men in their confessions stated that Wolin 
was to get one-quarter of the proceeds of the 
robbery, this to be in stock. 

Last Friday Burns and Chance added to 
their confessions when they stated, it is 
alleged, that Wolin was an important prin- 
cipal, The prisoners, it is said, repeated that 
a man had taken Burns and Chance to the 
jewelry district some time before the robbery 
and pointed out Wolin as the red-headed 
man they would find in Feldenheimer’s place 
and whom they were to treat gently. Burns 
and Chance described this intermediary as a 
former employe of Wolin. This man is miss- 
ing and is being sought by the police. 

3urns and Chance said that four or five 
times before the day they robbed Felden- 
heimer, they visited his office to make the 
raid and each time found Wolin there. 

In speaking to a JEWELERS’ CIRCULAR re- 
porter Samuel A, Fried, attorney for Wolin, 
said: “Wolin is absolutely innocent.” This 
is the only comment he would make. 

For solution of this robbery and the appre- 
hension of the thieves, full credit is due 
Lieut. Ditman and his staff of able detectives 
who worked unrelentlessly since the hold-up 
occurred. They developed every lead, fol- 
lowed all clews and finally arrested the two 
chauffeurs and the chorus girl and obtained 
confessions from the trio in which they ad- 
mitted committing the hold-up and gave the 
details. 
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GOLF TOURNAMENT 


Jewelers of Portland, Cre., Run Off Final 
Heat at Eastmoreland Links 
PortLAND, Ore., Aug. 26.—The Jewelers’ 
Golf Tournament which was held at the 
Eastmoreland links, August 24, proved a de- 
lightful affair in every way and the interest 


in the final events was intense. The jewel- 





TOM YOUNG, RUNNER-UP AND FRANK 


HEITKEMPER, CHAMPION 


ers of Port'and have shown an unusual 
interest in their annual golf tournaments and 
this year, the qualifying rounds of which 
were held during the early part of June, 
matches being played off weekly. It was 
the finals that were held last Sunday. 








° 
ERNEST DEEDS, WINNER OF BEATEN ELEVEN 
AND C. C. CARTER, RUNNER-UP 


As a result, the 1924 champion is Frank 
A. Heitkemper who won from Tom Young, 
of Butterfield Bros., with a score of 5-4 in 
the 18 rounds. The winner of the Beaten 
Eleven was Ernest Deeds of Aronson’s, who 
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won from C. C. Carter of Butterfield Bros., 
with a score of 3 up and 2 to go in the 18 
hole match. There were over 45 entries in 
the qualifying round and all of the jewelry 
firms of Portland were represented. 

The trophies and cups awarded were all 
gifts from the several Portland stores and 
among these is a very large and beautiful 
cup which was donated by Butterfield Bros., 
which must be won three times to secure 
permanent ownership. This is the champion- 
ship trophy and was won by Charles C. 
english in 1923. This is to be seen in the 
front of the illustration showing Tom W. 
Young and Frank A. Heitkemper, the 1924 
winner and champion, as well as in front of 
the other one showing Ernest Deeds, winner 
of the Beaten Eleven and C. C. Carter, run- 
ner-up of that eleven. Each of the players 
is shown holding the cup which he won. 

The golf tournament is now looked for- 
ward to with greater pleasure and inter- 
est than almost any other event in which 
the jewelers of Portland participate. For 
this not only gives much pleasure and re- 
creation to the members of the trade but 
it has proved a wonderful stimulant to good 
fellowship and sociability among them and 
it brought them together on business and 
social lines. 





Death of E. R. Albaugh 


HILLspate, Mich., Aug. 28.—Ernest Rk. Al- 
baugh, widely known as a jeweler through- 
out this section of Michigan who has been 
in business here for many years, died Mon- 
day afternoon and the funeral services were 
held from his late home today. 

Mr. Albaugh, besides being a prominent 
merchant, had been one of the first jewelers 
in the section to take a deep interest in or- 
ganization work and was one of the pioneer 
members of the Michigan Retail Jewelers’ 
Association, as well as one of its most 
staunch supporters since its formation. As 
a merchant, he was highly respected by his 
customers and associates and as a friend, 
was beloved by all who knew him. 

Mr. Albaugh was 47 years old at the time 
of his death and was the son of the late 
Charles A, Albaugh. Before the latter’s 
death in April, 1920, father and son were 
in business at Hillsdale. Following the 
senior Albaugh’s death the firm continued 
without any change in style until January, 
1922, when E. Albaugh used his own name. 








Evolution of Art 


A SHORT, simple exposition of the 

philosophy of the progress of art is 
contained in the following sentences of 
Willard H. Wright in his “The Creative 
Will.” 

“Art began as im‘tation, then progressed 
to pure decoration. In this latter phase it 
constituted an organ whose purpose it was 
to fulfill a given function: it was dependent 
on environment for its complete destiny. 
From this condition art evolved into organi- 
zat‘ons, into plastically complete units, 
functioning within and by its own powers, 
independent of its environment. In this last 
step toward total freedom from exterior aid 
or hindrance, a work of art became a self- 
generating cosmos, and as such took on its 
philosophic character.” 
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FALL TOURNAMENT 


Forty-Seven Members Participate at Annual 
Event of New York Golf Association 
at Pomonok Country Club 


Forty-seven golfers, all members and 
guests of the New York Jewelers’ Golf 
Association, traveled to Flushing, L. L., op 
Monday of last week, where they enjoyed 
a day on the links at the beautiful Pomonok 
Country Club. The occasion was the annual 
Fall tournament of the organization, which 
was followed in the evening by a_ banquet, 
some speechmaking and then the distribution 
of prizes to the winners of the day’s events 

The playing started shortly after 9 a. y, 
and in quick succession each golfer “teed 
off” and it was not long before the jewelers 
and their guests were swarming over th 
links. As each team finished the first 18 
holes, they adjourned to the club house 
where dinner was served, and after enjoying 
a tasty meal and a “smoke,” the playing 
was resumed. 

After completing the second round of the 
course, the jewelers and their guests turned 
in their score cards and then were refreshed 
under the shower baths, preparatory to the 
banquet. This event started about 8 o'clock 
and during the evening the prize winners 
were announced. They are as follows: 


Ist Low, net, 36 hcles, all classes. W. R. Monroe 
2nd Low, gross, 36 holes, 

PEEP og Sel Dia basses oi a Allsopp 
3rd Low, net, 36 heles, class A.. G. S. Russell, 
4th Low, net, 36 holes, class B... Fred Skinner. 
5th Low, net, 36 holes, class C...C. H. Conant. 
6th Low, net, 36 holes, guest..... Hf. C. Fullan. 
7th Runner up, 36 holes, low net, E. W. Gavey. 

all classes 
8th Runner up, 36 holes, class A.G. W. Fairchild 
9th Runner up, 36 holes, class B..M. Spain. 

Runner up, 36 holes, class C.J. J. Williams. 
Runner vp, 36 heles, guest. ..Chester Christie 
Low net, 18 holes A. 
class 

Low 
class 
14th Low 

class C ‘as 
15th Low 
class 
low 


LW. Donaldson. 
13th [., 
Rey Johnston. 
Roy 


Sommers. 


Black. 
16th io 
A. Gillespie. 
17th Low f 
class 
Runner up, 18 holes 
class A > 
19th Runner up, 18 holes M., 
class B c. 
Runner WK 
class C 
Runner up, 
class A 
22nd Runner 
class B 
23rd Runner up, 18 holes 


class 


~R. C. Yard. 
W. Dingee. 
W. Sommer. 


18th 


20th 
Rauch. 


Fred 


21st 18 holes 


. Warner. 
| Joe Pryor. 
YC Clam: 


To W. R. Monroe, the first prize winner, 
the club presented three dozen gold goblets, 
while to the others went handsome and ust 
ful prizes. During the evening the jewelers 
and their friends were amused by a tak 
given by President “Dave” Pickering. They 
also enjoyed singing by a quartet consisting 
of R. C. Yard, Harry Hauck, “Pete” Young 
and Fred Skinner. This quartet is all “home 
talent,” each one being a member of the a 
sociation and their ability to entertain is wel 
known throughout the jewelry trade. 








Charles Cane pleaded guilty recently 
hurling a padded brick through the show 
window of the jewelry store of H. Haine 
mann, 626 Penn Ave., Turtle Creek, Pa 
\fter entering his plea, the th’ef was sen 
tenced to serve one year in the Weste™ 
penitentiary. 
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M. Halpern, whoiesaie diamond merchant, 
welcomed back his son, Ervin, this week, 
who returned from a sojourn in New Hamp- 
shire. 

Miss Alice E. 
business in her offices at 716 Washington 
after a Summer vacation in Ver- 


Galvin has resumed her 
building, 
molt. 

H. Biensenfeld, diamond setter, formerly 
of 76 Nassau St., New York city, has estab- 
lished an office with Albert Fitzemeyer at 
76 Jeweler’s building. 

John C. Stever, president of the State as- 
sociation, went to the convention of the na- 
tional organization at St. Louis, and wil! 
return to the city this week. 

Joseph M. Wovvis, diamond setter, for- 
merly with the Boston Jewelry Co. in the 
Jewelers’ building, has established his own 
office in room 611 in the same building. 

Louis Schworer, Jr., watchmaker, has 
moved his business from the Jewelers’ build- 
ing, where he was established for 12 years, 
to Room 534 in the Province building. 

C. A. Bolter has opened an office at Room 
322 in the Province building. He was for- 
merly employed by the Ripley, Howland Co., 
who have offices in the same building. 

Ralph W. Carbone, formerly employed by 
Hall & Edwards, 118 Tremont St., is to be 
the sales manager of the new store that is 
shortly to he opened by the George E. Homer 
Co. at 45 Winter St. 

Most of the jewelry stores and offices 
closed from the Friday over Labor Day, 
giving the principals and employes an op- 
portunity to get out into the country or to 
the beaches for the week end. 

George E. Fletcher, president of the Bos- 
ton Jewelers’ Bowling League, has returned 
from the hospital, where he underwent a 
major operation, and has gone to his Sum- 
mer home in New Hampshire, where he will 
remain until completely recovered. 

The George I. Feldman Co., wholesale 
jeweler, has moved to Rooms 531-32 in the 
Province building, increase of business de- 
manding more spacious quarters. They were 
formerly in smaller offices in the same build- 
ing, where they were established for five 
months. 

Irving Katz, who was forced to leave his 
position in the Washington Jewelry Co., 365 
Washington St., because of a serious illness, 
is now away as a convalescent. The firm 
expects him back after a short time. H. P. 
Segal has returned from the Adirondack 
mountains, and his two brothers, directors 
of this company, have left on a tour of the 
Canadian provinces. 

Among the winners in the Tavannes prize 
contest were two Boston jewelers. The sec- 
ond prize, $50, was secured by R. K. McKeen 
of the Thomas Long Co., and the third prize, 
$25, fell to James Slattery of the Charles, 
Henry & Crowley Co., Inc. The judges in 
the contest were A. W. Erickson, T. Edgar 
Willson, editor of THe JEWELERS’ CirCULAR, 
and H. H. Hetherington, the Keystone. 

The death is announced of Mrs. Henry N. 
Lockwood, wife of Henry N. Lockwood. 
who for years conducted the jewelry store 
on Bromfield St.. which now is managed by 
his daughter, Miss S. E. Lillian Lockwood. 
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Mrs. Lockwood, who was 71 years of age, 
succumbed to heart disease. She is survived 
by her husband and several sons and daugh- 
ters, namely, Misses Lillian, Henrietta, Ger- 
trude, Eugenia, Aibertine, Henry N., Jr., 
Theodore R., Mrs. H. D. Brackett and Mrs. 
W. Bb. Day. 

The Shreve, Crump & Low Co., Inc., is 
displaying the Gillette Trophy cup. It is a 


mastership of sterling silver, worthy of arts * 


museum exhibition, among the best examples 
of any country of historic times, executed 
by the Gorham Co. It is presented to pro- 
mote American ship-mindedness through the 
drafting, construction and racing of one class 
model boats. It is valued at $3,000, standing 
26 inches high. The form of the cup sug- 
gest the contour of the Greek vase of the 
Amphora type. 

Among the vacationists is F. E. Fulsom of 
3igelow, Kennard & Co. He will return to 
his customary position as head of the silver- 
ware department in two weeks. Changes of 
considerable architectural importance have 
just been made in the spacious store of this 
company. Several rooms upstairs have been 
made into one large art department to house 
the large quantity of objets of vertu pur- 
chased by Alonson Bigelow during a recent 
trip to Jturope. Allard Spencer is now in 
charge of this department. 

A massive chalice and paten, the work of 
the Tuttle Silver Co., is to be presented to 
the national shrine of the Immaculate Con- 
ception in Washington, D. C. The chalice 
is a reproduction of one made in 1479 in 
Somerset, England, and is a memorial to 
James W. Dunphy, once a well-known Bos- 
ton newspaperman. It is an example of pure 
Gothic art and the ornamentation on knob 
and base is also faithful to the work of that 
period. One of the six compartments of the 
foot of the chalice has the figure of the 
Crucifixion superimposed on its surface, and 
replacing the traditional representations of 
the nails in the Saviour’s hands and feet, are 
three diamonds of finest quality. The chalice 
is made of gold. 

The Waltham watch factory strike still 
remains unsettled. Both sides are waiting 
for one or the other to make the next move. 
The watchmakers held a big meeting at the 
Waltham armory Aug. 28. Ernest Faulkner, 
who presided, denied that the company had 
made an offer to arbitrate. The only thing, 
according to him, that the company offered 
was to take up individual cases and discuss 
them. George Bowen, president of the Ma- 
chinists’ Union, and Aaron Belleman, of the 
Cigarmakers’ Union, also addressed the 
meeting. The company says that it will ac- 
cept arbitration if the employes return to 
work on the old scale of wages before the 
strike. The Waltham Chamber of Com- 
merce has dissolved the committee it ap- 
pointed some time ago to assist toward a set- 
tlement because its help was not wanted by 
either side. The company’s management 
took the view that the entrance of the Cham- 
ber into the controversy would prolong the 
strike, and the strikers thought that the 
committee was too closely associated with 
the company. 








Albert R. Miller, McMinnville, Ore., re- 
cently suffered a loss by fire, which is esti- 
mated at $2.000. This loss is partly covered 
by insurance. 





TRADE CONDITIONS 


The jewelers generally state that in spite of the 
fact that many persons here are out of employ- 
ment, their business is fully up to what it was this 
time last year. As Lancaster is the center of a 
rich agricultural district, and the farmers, in spite 
of what the politicians say as a catch-vote, are 
admittedly prosperous, some depression among local 
industries is offset by the farming element. Con- 
sidering the cutlook from all angles, the business 
people, including the jewelers, are preparing for a 
good Fall trade. 


Dr. C. S. Horton, optician, was a recent 
visitor to Philadelphia. 

The family of Saul S. Solomon, jewelers’ 
supplies, is visiting Asbury Park. 

Frank K, Sener, a director of the Hamil- 
ton Watch Co., and his wife, are home from 
a visit to Cape May. 

Miss Helen Trewetz, a graduate of the 
Pinladelphia Art School, has taken a posi- 
tion in the designing department of the J. F. 
Apple Co. 

The J. F. Apple Co., manufacturing 
jewelers, is remodeling its establishment on 
E. Chestnut St. and adding a two-story an- 
nex to the rear, the expansion of the business 
demanding enlarged quarters. 

A beautiful sterling silver pitcher pre- 
sented by James L. Brown as one of the 
prizes in the sports contests of Labor Day, 
held at Rocky Springs Park under the 
auspices of the Central Labor Union was 
furnished by W. W. Appel & Son. 

The Lancaster Optometrical Society will 
be entertained at its September meeting at 
the home of George L. Hepp, Lititz? The 
Pennsylvania State Optical Association will 
hold its annual meeting at Harrisburg, Sept. 
22, 23 and 24. When the local obdy meets 
a representative of the State organization 


will be present and will make an 
address. 

James F. Pyle, Lancaster, the retiring 
State President of’ the Patriotic Order 


Sons of America, the annual convention of 
which met last week in Allentown, was pre- 
sented with a gavel made from a cherry 
tree at historic “Wheatland,” home of 
President James Buchanan. The silver 
mounting was the work of William L, 
Rineer, Lancaster, 











J. Irrank Mason spent last week at his 
Summer home on the Cape. 

James P. Black left this week for a trip 
through the New England States. 

James Lavery, of the Evans Case Co., en- 
joyed a pleasure trip to Canada last week, 

Eugene Martha, of Carpenter & Roberts, 


is soon to become a benedict. The wedding 
is set for next month. 

Walter B. Ballou, of the R. Blackinton 
Co., and Theron S. Curtis, of the T. I. Smith 
Co., appeared before the selectmen last week 
in behalf of the Board of Trade and urged 
that a permit be granted the Boston-Provi- 
dence busses to stop in North Attleboro. 
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PJ. ACE YOUR BOX AND DISPLAY ORDERS NOW 


a 


eee 


YOUNG BROS., Displayologists, Providence, R. I. 





haat! 1 


COOLIDGE? DAVIS? 


LA FOLLETTE? 
entirely a matter of personal opinion, but— 


WHITE GOLD MOUNTINGS! 


Merely a matter of seeing OUR creations—and comparing them, not with other 
white gold mountings, but with platinum rings of the highest type. 


Write for No. 506/24 - ROSEN & COMPANY 
10€-108 FULTON ST., NEW YORK 


on memorandum 





ELK TEETH 


(Unmounted) 
Genuine (now scarce), Deer 
Teeth (small Bull) and imita- 
tion Elk Teeth, gladly sent on 


Medical 











The above cut shows how 


neatly Deer 
when mounted. 


Teeth 


look 


Memo. 

Novel, unique Rings, Brooches, etc. 
14 K. solid gold, grapevine design. 
Peautifully made and very taking. 
Made in the great “Gold Belt” of 
the Black Hills, So. Dakota. Sell 
well everywhere. 


Synthetic Rubies and  Sapphires, 


Aquamarines, Garnets, Tourma- 
lines, Topazes, Amethysts, etc., ali 
faceted; all the leading Cabochon 
cut semi-precious Stones. 
Wholesale—Memo to Jewelers and 
Manufacturers—Price List free. 


L. W. Stilwell 


Importer, Deadwood, So. Dakota 








Ophthalmology 


By Arnold Knapp, M.D. 510 
pages, with 32 illustrations. 
Chapter I, comprising 80 
pages, is devoted to the anat- 
omy of the eye and especially 
the ocular nervous system. 


Price, $5.00 


The Optical Publishing Co. 
11 John St, New York 


























Mr. and Mrs. Harvey J. Flint left here 
last week to motor to South Casco, Me., 
for a brief stay. 

The Citizens Savings Bank has discharged 
, mortgage for $7,000 against property of 
Archibald Silverman, et al. 

Mr. and Mrs. Leon St. Onge, of Centre- 


dale, R. L., have returned from a vacation 
motor trip over the Mohawk Trail. 

Mr. and Mrs. Charles W. Bubier have 
returned after four weeks at Chocorua Inn, 
Chocorua, N. H., and Denmark, Me. 

Louis Feingold et ua has transferred to 
Joseph Cheilek land with improvements on 
the northerly side of Dartmouth Ave. 

Steven M. Patterson has recently started 
in business at 433 Westminster St., under the 
firm style of The Steven’s Jewelry Co. 

William S. Greene, of R. A. & W. S. 
Greene, who has been suffering from trouble 
with his eyes for some time is recuperating 
from a recent operation. 

At the formation of Coolidge and Dawes 
campaign clubs in this city the past week 
Robert IJ, Durfee with the Gorham Mfg. 
Co. was elected president of Ward 6 Club. 

A marriage license was issued by ihe 
City Registrar the past week to Harry A. 
Suvajian, of 404 Cranston St., a manutac- 
turing jeweler, and Miss Angele K, Kazen- 
jian. 

Norris G. Abbott, of the Rhode Island 
Tool Co., has been elected vice-president of 
the Cedar Tree Point Association, where 
he and his family have their Summer resi- 


dence, 
John M. Buffinton, of the Potter & 
Buffnton, Co., was among the interested 


spectators who enjoyed the 39th annual clam- 
bake of the Rehoboth Antiquarian Society 
on Wednesday. 

The store and stock of the Colonial 
Jewelry Co,, Nathan Saltzman, proprietor, 
610 Westminster St., were considerably 
damaged by smoke from a fire in the build- 
ing late Saturday evening, 

The Russian Gift Shop at Watch Hill, 
which has conducted one of the largest 
jewelry departments at that resort this sea- 
son, has been holding a closing out sale 
Preparatory to closing the Summer season. 

During the terriffic storm here last Tue:- 
day a large tree at 36 Circuit Drive, the 
home of William G, Lind, of the T. W. Lind 
Co., was uprooted and falling across the 


root of the house caused considerable 
damage, 
Frank 1. Parrows, with the Gorham 


Mfg. Co.. was a member of the general 
committee in charge of the annual field 
day and outing of the Rhode Island Division 
ot the Sons of Veterans at the Warwick 
Club, Saturday. 

Maurice Karpales attended the annual con- 
vention the past week at St. Louis, Mo., of 
the American National Retail Jewelers’ As- 
sociation as the representative of the New 
England Manufacturing Jewelers’ and Sil- 
versmiths’ Association. 

The power cruiser Haloned belonging to 
George F, Sawyer was badly damaged in 
last Tuesday’s storm by having its bow stove 
im by another boat drifting down on it. 
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Mr. Sawyer’s 15-foot knockabout E/f was 
also sunk in the mixup. 

Caleb P. Nye has resigned his position 
with the Belcher & Loomis Co., after hav- 
ing been in the employ of the firm for 33 
years. The illness of Mrs. Nye at their 
home at Swansea Centre, Mass., is the 
cause of his resignation. 

Michael Bessacine, 18 years old, cmployed 
at the Reliance Mfg. Co., 144 Pine St., 
was badly injured Wednesday while at work 
in the factory. He lost his balance while 
up on a step ladder and in falling his arm 
caught on an iron hook and was badly tern. 
l1e was taken to the Rhode Island Hospital. 

The inventory of the estate of the late 
William Loeb as filed in the Municipal Court 
by the executrix, Mrs, Emma Loeb, shows 
the following valuations: Machinery, equip- 
ment, tools, stock, etc., at 150 Chestnut St., 
$11,921.21; accounts receivable, $5,558.74; 
bank account $310.09; personal effects, $50. 

Among the jewelry buyers reported in 
this city and vicinity during the past week 
were the following: Ed Keller, of the 
Keller Jewelry Co., Cleveland, O.; Sol Cerf, 
of Sol Cerf & Co. Pittsburgh, Pa.; Mr. 
Lesser, of Samstag & Hilder Bros., New 
York city; Mr, Braster, of Calhoun Rob- 
bins & Co., New York city. 

The employes of the Leach & Garner Ca., 
of Attleboro, enjoyed an outing at Rocky 
Point on Narragansett Bay on Saturday, 
making the trip by special trolley cars and 
automobiles. The shore dinner, athletic 
sports, baseball, dancing and the various at- 
tractions furnished a diversified program 
and afforded everyone something to his or 
her liking. 

Henry D. Sharpe, president of the Brown 
& Sharpe Mfg. Co., has been appointed 
chairman of the Providence committee for 
All New England Week. The New Eng- 
land Manufacturing Jewelers’ and Silver- 
smiths’ Association is represented on the 
general committee in charge of the entire 
movement by Charles A. Whiting, of the 
Whiting & Davis Co., of Plainville, who 
is a vice-president of the jewelers’ associa- 
tion, 

The annual outing of the Parks Bros. & 
Rogers, Inc., Beneficial Association was held 
at Duby’s Grove on the south bank of the 
Pawtuxet river last Saturday. There was 
a good attendance and after the luncheon 
at noon a series of games and sports was 
run off in which prizes were awarded the 


women members in the following races: 
Bag—Miss Turner and Miss_ Kilduff; 
5 ’ 


whistle—Miss Finnell and Miss Murray; 
balloon—Miss Biertrop and Miss Reed; yo- 
tato—Miss Kilduff and Miss Gallagher; 
soda—Miss Fl innell and Miss LaF ontaine. 
The athletic events for the men were won 
as follows:  Three-legged race—Jackson 
and Southworth, Forsell and Murray; cigar 
race—Lucas and Dailey; broad jump—South- 
worth and Jackson; shot put—Jackson and 
Southworth; hop, skip and jump—Jackson 
and Southworth. An _ entertainment was 
given after the clambake as follows: Mono- 
logue, Mr. McPartlin; vocal solos, Miss 
Rea; stories, Mr. Dexter; German dialect 
skit, Kinnie and Babcock. The committee 
in charge was Mr. Kinnie, chairman, Mr. 
Houlihan and Mr, Good, 











Edwin B. Melchor, Ojai, Cal., has sold 
out his business to H. W. Rasmussen. 
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The retail jewelry business in Birming- 
ham has shown considerable improvement 
during the past 10 days, as has also other 
lines in the retail trade. 

Unknown burglars got away with dia- 
monds valued at $500 and $500 in cash from 
the store of Mike Mizerary, 120 S. 20th St. 
They also stole $600 in cash from the cloth- 
ing store of G. T. Tolbia, next door. 

Some of the retail jewelry stores of 
Birmingham have been closing every Thurs- 
day afternoon and inave found tat this has 
worked quite satisfactorily. They have lost 
no business by so doing, they say, but besides 
it has given a half holiday for themselves 
and their clerks during the hottest part of 
the year. 

Adolph Rosenbaum, representing I. Ollen- 
dorff Co., of New York, whe called upon 
the jewelers of Birmingham during the past 
week, was most optimistic. “I find that 
business with us has increased fully 30 per 
cent since last year,’ he said. Mr. Rosen- 
baum makes Birmingham, Montgomery and 
Mobile in the State of Alabama besides a 
number of other southern cities. 

John G. Apsey, of the Reid-Lawson 
Jewelry Co., was unable to attend the na- 
tional convention in St. Louis. P. H. Tyler, 
Ensley, president of the Tyler Jewelry Co., 
and president of the Alabama Retail Jewel- 
ers’ Association, attended the national con- 
clave and represented Alabama instead of 
Mr. Apsey. Mr. Tyler reports a most 
protitable meeting and a very pleasant time. 

Several retail jewelers from various places 
in Alabama were in Birmingham the past 
week attending the annual meeting of the 
Alabama Merchants’ Association. The busi- 
ness. sessions were held in the Chamber of 
Commerce rooms. Among the social fea- 
tures was a barbecue at East Lake, a bath- 
ing review and dance at Cascade Plunge, 
theater party, and a visit to the baseball 
game, as well as automobile rides over the 
city. 

Bromberg & Co. are conducting a removal 
sale, and in this connection they are sending 
out a letter stating it is their first removal 
sale in 40 years. On Oct. 1, Bromberg’s will 


‘occupy the three-story building next. door, 


now occupied by Nunnally’s. The building 
to be occupied by the firm is now being 
thoroughly overhauled. Among other things 
a new front is being installed, which will 
make of it one of the most attractive jewelry 
stores in Birmingham. This building is 
three stories high and all three stories will 
be occupied by Bromberg & Co. 

Walter F. Baker is under arrest at Ensley 
on the charge of forgery, following a strug- 
gle with officers of the Bank of Ensley. 
Baker is charged with passing several 
worthless checks on jewelers and others. At 
the time of his arrest he was attempting 
to cash a check on the Bank of Ensley for 
$300 which bore the name of W. L. George, 
of Pratt City. It is stated that he had pre- 
viously cashed three checks for $200 each 
at this bank which bore the name of Mr. 
George. All of these checks are forgeries, 
officers say. It is reported that Baker for- 
merly worked for Mr. George. 














Max Menas, watchmaker to the trade, 
has taken quarters in the Rosnov building, 
719 Sansom St. 

kt. Goffman, wholesaler at 704 Sansom St., 
will put a salesman on the job soon among 
the trade in this city and vicinity. 

The C. S. Kepner Jewelry Co. is receiv- 
ing many compliments on its handsomely 
remodelled store at 536 Market St., Chester, 
Pa. 

James Blisard and Frank Dankworth are 
back from sucessful road trips through 
Pennsylvania and New Jersey for J. F. Bli- 
sard & Co. 

Miss Katherine Fisher, formerly with 
Paul Drier, lapidist, at 719 Sansom St., has 
joined the staff of J. B. Carson, 733 Walnut 
St., as a pearl stringer. 

Walter Costello is on a two weeks’ trip 
to Boston and other New England points 
for his brother, John J. Costello, diamond 
merchant on Sansom St. 

L. W. Gibbons, of the firm of Fulmer & 
Gibbons, is on a trip through Pennsylvania 
in the interests of the firm. 

James B. Bechtel, chairman of the Phila- 
delphia committee of the Jewelers’ Public- 
ity Fund, and Mrs. Bechtel, are at Ocean 
City for a couple of weeks. 

M. Rosnov & Co., wholesalers at 719 San- 
som St., have added a complete line of elec- 
trical appliances to their stock and hereafter 
will feature these to the trade. 


In recognition of the able work of Lee 
Goudiss, salesman for M. Rosnov & Co., his 
name has been emblazoned in gold letters on 
the firm’s display window at 719 Sansom St. 


Carl Doubet, Chester, Pa., retailer, has 
returned from a two weeks’ automobile tour 
during which he attended a family reunion 
at Erie, Pa., and met his brothers and other 
kin. 

William Latham, retailer of Darby, Pa., 
has returned from New York, where he 
went for stock for the new store he has 
opened at 887 Main St., in connection with 
his old establishment at 17 Chester Pike. 

The former Miss Pearl Gyer, assistant 
buyer for the jewelry department of J. B. 
Bechtel & Co., is now Mrs. Ericsson, and 
has returned from a honeymoon trip to the 
Thousand Islands and other up-State New 
York resorts. 

The Howard Jewelry Co., Inc., has 
opened a handsome store at 905 Market St., 
opposite the central post office and in the 
heart of the Market St. shopping district, 
its display window featuring jewelry novel- 
ties and gifts. 

M. Weissman’s wholesale store on S. 8th 
St. is gradually being put into shape again 
after being swamped by a flood caused by 
a broken roof during a recent severe rain 
storm. New electric protection is being put 
in with new ceilings and other damages are 
being repaired. 

Two employes of the Rudolph T. Neltzen 
jewelry store have been insured at $1,000 
each under terms of the agreement between 
the American National Retail Tewelers’ As- 
sociation and one of the big life insurance 
companies, Mr. Neltzen having taken out 
policies for them. 

David Jacoby, manager of the silverware 
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department of Aisenstein & Gordon, is 
spending his vacation at Atlantic City. 
Other members of the staff who are now on 
vacation are Arthur Aisenstein, salesman; 
Henry Brand, city salesman, and Henry 
Lieberwitz, credit manager. 

Among the representatives of out-of- 
town firms, calling at M. Sickles & Sons 
during the weck were William Little of 
George H. Fuller, Son & Co., Chicago; Leo 
Henle of Sussfeld, Lorsch & Schimmel, 
New York, and George Devries, of the Pen- 
nant Watch Supply Corporation, New 
York. 

Qut-of-town retailers calling at Aisen- 
stein & Gordon’s this week included Jacob 
Luxemburg, Houtzdale, Pa. and David 
Karp, Barnesboro, Pa., who was accompa- 
nied by his family, they being on their way 
to the shore; A. B. D’Ippolito, of Vineland, 
N. J.; Mrs. Sharp, of Riverside, N. J., and 
H. Levenstein and J. B. Jones, of Trenton, 
ee fi 
Philadelphia’s jewelry district “enjoyed” 
its last three-day holiday of the season this 
week, practically everything in the whole- 
sale and manufacturing section closing from 
Friday night over Labor Day. With very 
few exceptions all the retailers closed up on 
Monday, but now with the Summer holidays 
over everyone is settling down for the Fall 
business. 

Sansom St. jewelers are arranging a din- 
ner for Jacob Netter, president of the Na- 
tional Bank of Commerce, known locally as 
the “Jewelers’ Bank,” because of the large 
number of jewelers’ accounts it carries, on 
his return from Europe soon. Max E. Gor- 
don, of Aisenstein & Gordon, has been ap- 
pointed chairman of the committee of ar- 
rangements. 

The Fulmer & Gibbons 
composed of employes of that jewelry 
manufacturing firm, added another to its 
long list of victories this season by defeating 
the St. Paul’s Lutheran Church team of 
Collingswood, N. J., by an 11 to 7 score. The 
team is repeating its challenge to any jewel- 
ry nine along the Atlantic Coast, but has not 
had anv response as yet. 

A Philadelphia retail jeweler has been 
arrested on a charge of receiving property 
he knew to have been stolen, according to 
the police allegations. His arrest followed 
that of the man who is held on a charge of 
robbing fully 17 houses in this city recently. 
Magistrate Holland held the alleged thief 
without bail for court and the jeweler will 
be given a hearing later. The jeweler has 
borne a good reputation in the trade up to 
now. 

A large number of Philadelphia jewelers, 
members of the Masonic Order, attended 
bv special invitation of the State Grand 
Master the ceremonies incident to the laying 
of the cornerstone of the $500,000 John 
Smith Home for Boys at the Masonic 
Home, Elizabeth, N. J., on Labor Day. 
Some of those in the party from the Sansom 
St. district were Max E. Gordon, Nathan 
Halpert, JI. Shriffren, S. Aisenstein, L. 
Berkovitz and S. Z. Korff. 

Optimism prevails in the local trade and 
leading wholesalers and retailers are confi- 
dent that despite this being a “Presidential 
vear,” its finish will be far better than that 
of 1923. With the end of the vacation sea- 
son bringing the general public back to nor- 
mal and a slow but steady general business 


baseball team, 
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revival, the trade is looking forward to th 
l‘all business with more confidence than i 
has expressed locally for some time. Sales. 
men, already out are sending in fairly gogg 
orders with promises of very much bigger 
ones later on. 

Robbers who broke a window and the 
cut out the fastenings, got into the Pawnshop 
of Julius Hammonen at 3716 Market § 
last Thursday night; they ignored a quap. 
tity of jewelry in a showcase and made po 
attempt at opening the safe, in which were 
a large amount of cash and dianionds, by 
contented themselves with taking several 
suits of clothing and two automatic pistols 
The robbery was not discovered until Mr 
Hammonen, who lives in Atlantic City, ar. 
rived te open the store early Friday morp- 
ing 

Philadelphia jewelers are interested in two 
business troubles in the trade, one of which, 
that of Samuel Winthrop, at 101 S. 8th S. 
came as a surprise to some of the wholesale 
firms in this city, but was not altogether 
unexpected by others. Winthrop, although 
listed as a retailer, had for sore time been 
conducting more or less of a wholesale trade 
in beads, the cheaper grade of pearl neck- 
laces and general jewelry. Apparently he 
did a thriving business, as his store, which 
he opened in March of last year, was usually 
filled with customers no matter how dull 
business was with other jewelry places in 
the vicinity. Now his store is closed and an 
involuntary petition in bankruptcy has been 
filed against him in federal court. The 
three creditors who signed the petition and 
their claims are: Royal Bead Novelty Co, 
$361; Products of American Industries, Inc, 
$264, and the Solis Watch Co., $421. None 
of the above are known in the trade here, 
and they, like the majority of Wéinthrop’s 
other creditors, are said to be out-of-town 
firms. Abraham L. Levi, with offices in the 
Lafayette building, has been appointed re- 
ceiver with a bond of $1,200. 

Local jewelry and newspaper circles were 
exercised the other day when J. E. Caldwell 
&. Co., leading retailers, advertised in big 
type an offer of $2,000 reward for the return 
of a black leather case containing jewel) 
which the advertisement stated had_ been 
lost from an automobile between Wynne 
wood, Pa., and Cape May, N. J., on last 
July 17. Investigation showed that gems 
and other jewelry valued at $30,000, the 
property of Mrs. Leita W. Pearce, whic 
had been purchased from the Caldwell firm, 
had been lost by Mrs. Pearce on her way 
from her Wynnewood home to her Summer 
cottage at Cape May. The jewelry, which 
included two diamond and sapphire brace: 
lets. a diamond engagement ring and other 
costly rings, bracelets, watches, brooches 
ard earrings, was insured for only half is 
value. Search by private and city detective 
and other agencies failed to bring results, 
but last Friday almost half the contents “ 
the lost bag were found in the possession 
the wife of a negro expressman, who W# 
apparently unaware of the full value of - 
gems, and had been wearing them to daz 
her nevsro neighbors. Her husband he 
picked them up by the roadside as they {# 
dropped from the Pearce car. They ha’? 
been restored to the owner and the polit 
are following clues thev are certain will le 
to the recovery of the remainder of the 
jewelry. 
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TRADE CONDITIONS 


Local dealers in jewelry are of the opinion that 
trade conditions are imprcving some and that Sep- 
tember and October will bring in a better volume 
of business than the past two months. General 
trade conditions are much better than they were a 
month or two ago and collections have picked up a 
great deal. Many of the local manufacturing 
plants are being operated on steady time now, and 
the cutlok in trade circles is brighter than for 
many months past. 


Wallace C. Dyer, local optician, accom- 
panied by his wife and son, Wallace, is back 
from a motor trip to Wisconsin and the 
northwest. 

J. M. Boner, owner of a retail jewelry 
store on Main St. near 2nd St., this city, 
has returned from a_ business trip to 
Indianapolis, 

Floyd Nester, of the retail jewelry firm 
of Heinzle & Nester, at Boonville, Ind., has 
returned from a visit with friends and rela- 
tives at Noblesville, Ind. 

William Blackman, of Blackman & 
Lunkenheimer, local glassware dealers, is 
back from Boonville, Ind., where he attended 
the annual Warrick County fair. 

Chris Hewig, traveling salesman for A. 
Bitterman & Sons, local wholesale jewelers, 
reports that trade conditions have been 
locking up for some time past and he is 
looking for a fine trade the balance of the 
year, 

A. J. Knapp, local optician, has returned 
from Warrick County, Ind., where he looked 
after his peony farms. He is gradually en- 
larging his acreage and is now the largest 
peony grower in the United States, owning 
farms in several States. 

Evansville merchants including the jewelry 
dealers assisted in the entertainment of the 
visitors at the State convention of the In- 
diana American Legion that was held on 
Monday, Tuesday and Wednesday of last 
week and which brought many hundreds of 
strangers to the city from all parts of the 
State. Evansville merchants also will be 
represented at the big celebration to be held 
at Tennyson, Ind., on Tuesday, Sept. 9, in 
honor of the completion of the Tennyson- 
Gentryville lap of the French Lick highway 
to be known as the Hemenway highway. 
United States Senator Samuel M. Ralston 
will be the speaker of the day. 

Jewelers at Boonville, Ind., Tell City, Ind., 
Cannelton, Ind., Washington, Ind., Vincen- 
nes, Ind., Princeton, Ind., Mt. Vernon, Ind., 
Henderson, Ky., Paris, Ill., Mt. Carmel IIL, 
Hopkinsville, Ky., Paducah, Ky., Owens- 
boro, Ky., and other towns and cities in 
southern Indiana, southern Illinois and 
western and northern Kentucky report that 
their trade has shown a gradual improvement 
for the past month and that they are looking 
for a good Fall and Winter business. In 
fact they say they look for a general re- 
vival in business between now and the first 
of the year and that in their opinion things 
are going to boom during 1925, 

The good weather that has prevailed in 
the tri-State section during the past month 
has greatly stimulated the mussel shell 
operations along the lower Ohio, Wabash, 
White and Little Wabash rivers. A great 
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many men are employed in getting out shells 
in this section this year and good wages are 
paid. A good many pearls have been found 
by the workmen that have brought in good 
prices. The shells are being sold to the 
pearl button factories in southern Indiana 
and southern Illinois and these plants will 
be able to operate on good time for several 
months to come. Manufacturers of pearl 
buttons say that the trade outlook is better 
than it has been for some time past. 








Atlanta, Ga. 

H. S. Banta, Newnan, Ga, vice-president 
of the out-of-State jewelers calling on local 
was in the city during the week in the in- 
terests of his business. 

Mr. Rainey, of Morrall & Rainey, Water- 
boro, S. C., was a visitor to Atlanta during 
the week on a business trip. J. Bush, 
Athens, Ga., was another visitor during 
the week. 

W. C. Strickland, Dothan, Ala., was one 
of the out-of-state jewelers calling on local 
trade in Atlanta during the week. He re- 
ports conditions in Alabama as very en- 
couraging. 

George S. Daniell, of 49 S. Pryor St., 
has been seriously ill with erysipelas for 
the past two weeks. His many friends will 
be glad to know, however, that he is re- 
covering, and is expected to be back at work 
in a few days. 

Extensive improvements are being made 
at the store of E. A. Morgan, 10 E. Hunter 
street. Here a complete new store front is 
being put in which will add very materially 
to the attractiveness of the store. Another 
shop undergoing improvements is that of 
John Scheer, at % Beachtree St., where 
a new front and other improvements are 
being put in. 

A prominent local jeweler of the Arcade 
building, is being held by the police on 
charges of reckless driving following an 
accident in which an Atlanta woman was 
seriously and possibly fatally injured. The 
jeweler claims that the woman was hurt 
when she walked into the rear fender of 
his machine and was hurled to the pave- 
ment. According to him, he saw the woman 
standing on the curb and thought that she 
did not intend to cross the street. When 
he had gone almost past her, she suddenly 
stepped from the curb and was struck by 
the fender of his car. At present he is out 
under the speed charges awaiting the result 
of her injuries. 

Due to delays in the Treasury Depart- 
ment, the new half dollars commemorating 
the Stone Mountain memorial have not yet 
put in their appearance in Atlanta. The 
bill authorizing the striking of $5,000,000 
worth of these coins was passed by congress 
and was signed by the president. But, accord- 
ing to Gutzon Borglum, noted sculptor in 
charge of the memorial carving, the design 
has been handed around from minor official 
to minor official, all expert at “passing the 
buck” and it is not known definitely when 
the coin will make its appearance. The 50- 


cent piece is to be sold by the Memorial 
Association for $1.00 to aid in raising funds 
for the completion of the great carving. 
Retail jewelers in Atlanta are rejoicing in 
the passage of the new “bad check” law by 
the State legislature. The new law elim- 
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inates the “30 day” clause formerly in the 
statute, and makes it an offense to pass a 
bad check, punishable at once at the dis- 
cretion of the authorities. Under the old 
law, a person passing a bad check had 30 
days in which to make the check good before 
he could be prosecuted. This gave the bad 
check passer ample time to beg, borrow or 
steal enough money to make his worthless 
check good or it gave him ample time to 
leave for parts unknown if he found he 
could not make it good. As a result, 
jewelers who accepted bad checks had no 
means of securing instant punishment of the 
swindler. The new law, however, makes it 
a State’s prison offense to pass a check on 
a bank in which one has no funds, or where 
one knows that his funds on account will not 
cover the amount of the check. Further- 
more, the new law provides, a jeweler can 
make complaint to the police as soon as he 
finds that the check has been refused by the 








bank and cause the arrest of the “bad 
check” artist at once. 
Canton, O. 





J. E. Austin, well-known Canton jeweler 
has opened a new store at 111 Dewalt Ave. 
N. W. He will maintain a clock and watch 
repair department. 

All retail jewelers of South Akron joined 
with other retail merchants of that com- 
munity in the annual outing of the South 
Akron Board of Trade, held recently at 
Springfield Lake Park, near Akron, O. 

Plans have been completed for the Sep- 
tember meeting of the Canton District 24- 
Karat Club, to be held Wednesday, Sept. 10, 
at Canton. It is planned to have round 
table discussion and there is a_ possibility 
of both C. J. Duncan, president of the Ohio 


Retail Jewelers’ Association, and Jack 
Moore, Massillon, its secretary, being 
present. 


Eleven retail jewelry stores of Canton 
will join with other retail merchants in a 
Fall Style Exposition to be held the middle 
of September under the direction of the 
Canton Retail Merchants’ Association, 
whose members plan this event instead of 
the usual Trade Extension week. 

David F. Rutter, for 10 years manager of 
the C. J. Duncan jewelry store, at both 
the Massillon and Canton stores, has secured 
a five-year lease on the corner room in the 
Zinninger building at 238 Cleveland Ave. 
N. W., Canton. It is announced Mr. Rutter 
plans to take possession about Sept. 15. He 
will stock the best of merchandise and will 
operate a complete jewelry store. 

A man, giving an address in E. Voris St., 
was arrested in Akron recently by Lieut. 
Fred Deisz and Detective John Duffy and 
taken to Cleveland as a suspect in connection 
with a jewelry robbery in that city two 
months ago. The prisoner is suspected of 
being a member of a gang which held up 
a jewelry store in Cleveland and stole sev- 
eral hundred dollars’ worth of jewelry after 
beating the proprietor of the store into un- 
consciousness. It is said the arrest was 
brought about through information from 
Cleveland police that they had obtained from 
other suspects arrested in connection with 
the robbery. The alleged fugitive was re- 
turned to Cleveland by another officer from 
that city after his arrest in Akron. 
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Gandlesncks 
pat $65 
Bowllon Cups 
each $15 
Bread ond Bunes 
Places, each $11 50 








2 in line, beautifully propor- 
uoned, Edgeworth’s charm 1s re- 
flected in every piece — candlesticks, 
tea service, spoons, knives, forks. Pass- 
ing fancies can affect neither its beauty 
nor its value. 

Edgeworth 1s a sterling silver din- 
ner service designed and finished by 
master craftsmen. Because of its dainty 
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GORHAM 


Gorbam S$ ‘ver Polish makes the care of silver easy 


yet substantial charm, it is adapted 
to surroundings of elegance or to the 
smaller house or apartment. And it 
is very moderately priced 

Gorham's supremacy as «America's 
leading silversmiths for 90 years"’ 15 ad- 
mirably shown by Edgeworth. Stop at 
your jeweler's and ask to see this and 
other fine Gorham products 
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EDGEWORTH starts it off 


‘Gu fall campaign gets under way 
September 15 — with a page in the 
October issue of Good Housekeeping 
featuring the popular Edgeworth pat- 
tern. Within the next three weeks a 
dozen more quality circulation maga- 
zines carry this same advertisement. On 
September 21 it is reproduced again in 
40 different newspapers. 

To those who co-operated with us 
on the spring campaign we need say 
nothing more. They can see from 


these details how closely our fall plans 
follow the lines laid down by the 
spring campaign —and they knew just 
what this advertising meant to them 
in cash. 


If you will work with us this fall, 
you will find your reward in your sales 
record and a healthy growing demand 
for Gorham merchandise. A letter to 
your Gorham distributor will bring full 
information on how you can make this 
campaign pay dividends to you. 


THE GORHAM COMPANY 


SALES AGENT 
GORHAM MANUFACTURING COMPANY 


GORHAM-WHITING DIVISION, Providence, R. I. 


KERR DIVISION, Newark, 


DURGIN DIVISION, Concord, N. H. 


N. J. 
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[BETWEEN July 1, 

1923 and June 30, 
1924, the United 
States Government 
collected in the way of taxes on jewelry 
sales throughout the United States, the sum 
of $22,634,406.26 which indicated that the 
sales of jewelers in that time amounted to 
$452,688,125.20. In the corresponding period 
of the previous fiscal year, the taxes col- 


Jewelry Sales 
Increased $46,730,607 
in Past Year 


lected were $20,297,875.91 indicating sales of’ 


$405,.957,518.20; thus the increase in sales for 
the year was $46,730,607 or about 11 per 
cent. The amount of business done by retail 
distributors of the country is not realized 
except by those who have been carefully 
studying the tax figures as Well as the re- 
ports of distribution throughout the country. 
We have sold more jewelry in the last year 
than at any time since the “boom” period 
which followed the war and if the purchases 
by the retailers have not been in proportion 
to these sales by them it simply means that 
stocks are lower than they were a year ago. 

The above figures which were issued Sun- 
day by the Treasury Department are part of 
the preliminary statement of Internal Reve- 
nue collections for the fiscal year 1924 re- 
ported by D. H. Blair, Commissioner of 
Internal Revenue. While the jewelry figures 
indicate the government’s rece'pts during the 
fiscal year, they do not indicate the sales of 
jewelry during the fiscal year because the tax 
is returned in the month following that in 
which the sales are made. These figures, 
therefore, must be taken as the sales of 
jewelry between June 1 and May 31 in each 
of the years indicated. As the figures are 
for a full 12 months in each case, they are 
as important for comparison as if they were 
made for the fiscal year which is simply an 
arbitrary division on the part of the govern- 
ment. 

There is no doubt that the figures will 
surprise many of the pessimists in the trade 
who have an idea the sales of jewelry were 
going down and not up, and to those who 
imagine that the sales in the early part of 
1924 must have fallen behind, we call atten- 
tion to the fact that each month of the 
present year in which taxes have so far been 
reported has shown an increase over the 
corresponding month of 1923 which with the 
exception of February figures in 1923 
(showing sales for January) were larger 
than the sales in the corresponding month 
of 1922. 

As the American public purchased $46,- 
730,607 more jewelry than in the previous 
year, it is silly to consider conditions in our 
trade as anything but good and improving. 
The firms who went back in that time simply 
did not hold their own. The business was 


there and that part of it which they did not | 


get simply went to their more enterprising 
competitors. 


1E statistics of the 
watchcase industry 
from the census of 
manufactures in . 1923 
which was released by the Department of 
Commerce last week and published in an- 
other column, will answer a number of 
questions that have come up in the past year 
in connection with this branch of our trade. 
They also show that the watchcase industry 
in the United States has not only held its 
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own but forged ahead in the two years from 
1921 to 1923. 

These statistics indicate that the number 
of establishments increased from 37 in 1921 
to 48 in 1923; the number of persons en- 
gaged in the industry, from 4,347 to 4,985 
in the same time; the principal increase 
being in the number of wage earners which 
jumped from 3,698 to 4,306. The amount 
of salaries and wages paid increased from 
$5,293,098 to $6,738,942, while the number 
of salaried employes increased from but 625 
to 649. The total value of the products of 
the watchcase factories jumped from $13,- 
805,957 in 1921 to $17,472,075 in 1923 and 
the value of the watchcases alone increased 
from $12,869,966 to $14,722,763. Unfortu- 
nately we cannot give a comparison in the 
number of watchcases turned out as the 
figures were not reported in 1921. In 1923 
the census showed a product of 4,311,803 
cases. Deducting the cost of materials from 
the value of the product, these years, we find 
the value that was added by manufacturing 
in 1921 to be $8,180,811 and in 1923, 
$10,162,578. 

One interesting feature of the statistics 
lies in the fact that they show a big jump 
in the manufacture of articles outside of 
watchcases by this industry. In 1921 the 
total value of such products is given as but 
$935,691 while in 1923 it is given as $2,749,- 
312, an increase of over 193 per cent. The 
statistics do not indicate in any way the 
profits of the concerns in the industry nor 
show that the increase in business reported 
has led to a correspond'ng increase in the 
prosperity of the watchcase trade. 


It Will Pay You THE harm done by 


to Help Fight the smuggler to 
the legitimate indus- 
the Smuggler 


tries of the country is 
recognized in mercantile circles and this is 
particularly true of the jewelry trade, which 
has suffered for years by the clandestine 
importation of fine jewelry and gems, not 
only on the part of professional smugglers 
but to a large extent, by reputable residents 
returning from abroad; and the fight that 
has been waged on these so-called “respect- 
able” criminals has grown much stronger of 
recent years owing to the activity of the 
American Jewelers’ Protective Association. 
This association is urging members of the 
trade abroad and in this country to send to 
them any information they may have as to 
gems whose importation is subject to sus- 
picion, with the assurance that the name of 
the party who gives the information wili 
never be brought into the case. The 
information, however, will be acted on by 
the association, given to government officials 
and the reward which the government 
allows for the recovery of penalties will be 
claimed by the association and turned over 
secretly to the informant. 

An example of how this has worked out 
is to be found in the case of an American 
tourist who somehow got by the customs 
lines with a large amount of valuable 
jewelry. Seven months after he had brought 
the jewelry in, information reached the asso- 
ciation from a member of the jewelry trade 
that caused an investigation, and the facts 
developed by the association were turned 
over to the government. Proceedings were 
immediately instituted against the tourist 
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with the result that he later paid over to 
the government over $30,000 in penalties for 
his act, an amount which was much more 
than he could have bought the jewelry for 
in this country. The American Jewelers’ 
Protective Association claimed the reward 
offered by the government from such pro- 
ceedings and recently turn d over to the 
informant a check that reached nearly 
$10,000. 

It will be seen from this that the jeweler 
need have no hesitation in sending informa- 
tion to the association as to articles which 
they consider have been smuggled eitlicr by 
their custoirers or others, because ii the 
information leads to any definite result, they 
will not only have helped their industry 
but at the same time, be in a position w 
obtain a substantial remuneration for their 
work, 

Announcements of such rewards have not 
only been sent throughout the jewelry trade 
in this country but throughout the jewelry 
industries of London, Paris, Antwerp and 
other continental cities and in addition, ad- 
vertisements have been inserted in the 
;ritish and continental papers by the asso- 
ciation. 

The A. M RSA, YHERE have been 
Conwentien: a cialae eam ee: 
St. Louis : ; save 
in attendance than 
that of the American National Retail Jewel- 
ers’ Association held in St, Louis last week; 
there have been conventions where the en- 
tertainment features were more _ elaborate 
and costly, but it is safe to say that no gath- 
ering in the history of the organization has 
evoked greater interest from the member- 
ship at large or the delegates who attended, 
or was of a more serious or educational char- 
acter than was the 19th annual convention 
which is reported in full on pages 114 to 163 
of this issue. Though held in St. Louis, in 
the hottest season of the year, with a tem- 
perature away up in the 90's, the business 
sessions throughout were more largely at- 
tended and held the interest of the delegates 
probably better than in any previous con- 
vention where conditions have been much 
more comfortable. 

Outside of the serious and educational 
note that was struck by the program, par- 
ticularly that of Wednesday, one of the out- 
standing features was the distinct interest 
shown by the organization and its members 
in the movement for jewelers’ publicity and 
the hearty accord in which they seemed to 
be with those who are striving to raise 4 
fund adequate to put over a proper publicity 
campaign. Another outstanding feature was 
the friendliness and enthusiasm manifested 
toward Ralph Roessler, the chairman of the 
Special Excise Tax Elimination Committee, 
who, between the sessions of the convention, 
was presented with a handsome testimonial 
in the form of a large check by a committee 
of prominent jewelers who had raised the 
fund by subscriptions from members of the 
trade all over the country. 

Of the work of the convention. much of 
it duplicated the proceedings of previous 
meetings of the associations, but one most 
important change was made at the sugges 
tion of the retiring president. namelv, the 
establishment of a number of reeional vice 


(Continued on page 177) 
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Nathan Greenberg has moved his office and 
pant from 45 Lispenard St. to 36 W. 47th 
St, where he has more commodious quarters. 





L, P. Kadison, of Fera & Kadison, cutters 
of diamonds, 1650 Broadway, will sail for 
London today (Wednesday) on the Beren- 





gard. 

Jerome J, Danziger, of S. Danziger & Son, 
diamond importers, 65 Nassau St., arrived 
from abroad last Monday on the Leviathan. 

Sidney Kaufer, of Sidney Kaufer & Co., 
170 Broadway, is expected back from the 
foreign «diamond markets sometime _ this 
week, 

Mr, Nathan, of Katz & Ogush, 33 W. 
(0th St has left for the west and will dis- 
play the concern’s merchandise from Denver 
to the Coast, 

The business of Camile Frataccia, 29 W. 
Jackson Ave., Corona, L. I, it was an- 
nounced last week, has been succeeded to 
by Ralph Frataccia & Bro, 

Milton Rosenberg, of M. & A. Rosenberg, 
diamond importers, 37*Maiden Lane, is sail- 
ing today (Wednesday) on the Berengaria 
to visit the European diamond markets. 

Maurice Paley, 68 Nassau St., announced 
lat week his marriage to Miss Harriet 
Cohen of 609 W. 138th St. The couple are 
at present enjoying a honeymoon trip in 
Canada. 

Among the visitors at THE JEWELERS’ CiR- 
CULAR offices last week was J. Claire Craw- 
ford, Pittsburgh, chairman of the Publicity 
Committee of the American National Retail 
Jewelers’ Association. 

The business of R. M. Udall & Co. 
jewelers, this city, was incorporated at 
Albany, N. Y., recently with 1,000 shares 
of common stock, no par value. The incor- 


Porators are A. E. Kennedy, R. W. E. 
Davis and R. M. Udall. 
The East New York Retail Jewelers’ 


Association, Inc., recently held an enjoyable 
outing at Indian Point. The day’s activities 
included a ride to the picnic grounds where 
4 number of field events were held, after 
which an appetizing meal was served. 

_An involuntary petition in bankrutpcy was 
filed in the United States District Court, 
this city, last week against Sam Feldman, 
leweler at 1702 Madison Ave. The petition- 
ing creditors include H. A. Osgood & Son, 
who holds a claim for $82, Reich & Rotten- 
berg, for $509, and Seltzer Bros., $340. 
ohn. Perlmutter & Shishko, 66 Forsyth 
ba are offering to settle with creditors on 
the basis of 50 cents on the dollar. This 
offer is payable 20 per cent. in cash and cus- 
tomer’s notes and the balance in notes. The 
notes amount to six per cent each and ma- 
lure in three, six, nine, 12 and 15 months. 

I. Mattis, a jeweler at 1896 Fulton St., 
Brooklyn, died recently of blood poisoning 


. Mr. Mattis, 


ter an illness of two weeks. 





who was 44 years old at the time of his 
death, was engaged in the jewelry business 
in Brooklyn for the last 16 wears. The 
deceased is survived by his widow and two 
sons, 

It was announced last week that Mrs. 
Mathilde Brassler has discontinued her 
office at 2 W. 47th St., and has been engaged 
by the firm of Albert Ramsay & Co., im- 
porters of diamonds and Oriental stone and 
gem cutters, 2 W. 47th St. Mrs. Brassler 
will represent the Ramsay concern in New 
York, Philadelphia, Washington, Boston and 
the middle west. 

A meeting of the creditors of A. Goetschel 
& Co., Shreveport, La., was scheduled to be 
held yesterday (Tuesday), after THE JEWEL- 
ERS’ CIRCULAR went to press. The meeting 
was to take place at the rooms of the Na- 
tional Jewelers Board of Trade, 15 Maiden 
Lane. The firm, it is said, has assets worth 
about $47,000, while the liabilities are re- 
ported at approximately $118,000. 

J. T. Montgomery, vice-president of M. A. 
Meade & Co., Chicago, and executive head 
of that concern and formerly president of 
the Chicago Jewelers’ Association, has been 
on a visit to New York spending several 
days in the metropolis, last week and return- 
ing to Chicago Saturday. While here, Mr. 
Montgomery was among the callers at the 
offices of THE JEWELERS’ CIRCUIT AR. 

The regular monthly meeting of the 
Greater New York Trade Watchmakers’ As- 
sociation was held Tuesday of last week 
(Aug. 26) at the Grand Palace Hall. The 
subject of discussion was how to better the 
position of the trade watchmaker. During 
the course of the proceedings, it was decided 
to supply every member of the organization 
with a membership card. The officers of the 
association are: President, M. Sanford, of 
17 Eldridge St., and secretary, M. Biala, of 
61 Chrystie St. 

The Jewelers’ Co-operative Bureau re- 
ported last week that an unusually large 
number of complaints are being received 
from the trade growing out of the failure 
of persons to return goods obtained on 
memorandum. The bureau states that this 
practice is more prevalent at the present 
time than ever. The bureau has recovered 
many articles of jewelry given this way, but 
warns the trade to be cautious in giving 
jewelry on memorandum to people of un- 
known financial standing, 

It was announced last week by Colgate & 
Co. that they will replace their huge clock 
atop of its place in Jersey City with the 
largest clock in the world. The new clock, 
which will require two freight cars to trans- 
port it from the Seth Thomas factory in 
Connecticut, is to be 50 feet in diameter and 
have illuminaed dials and hands. Believing 
that everyone can tell time without the pres- 
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ence of numbers, the manufacturers have de- 
cided that the clock shall have diamond- 
shaped markers in their stead. The clock 
now in use will be moved to the Colgate fac- 
tory at Jeffersonville, Ind., formerly a 
United States prison, which the company re- 
cently bought. 

The Maurice Deutsch Building Corp. has 
just completed one of the most difficult al- 
terations ever undertaken in this city, to the 
Lorsch building, 35-37-39 Maiden Lane, 
which involved the adding of two new floors 
and providing 10 stories of additional floor 
space, new Otis elevators, etc. The corpo- 
ration has also recently rented space to the 
following concerns: Morris E. Leblang, 
E. R. Samuels and C. Henderson, Messrs. 
Buhl, Peer & Keefe, George J. Rosenberg, 
Herbert Foster and The Grandeben Co., etc. 
The following concerns have taken additional 
space and enlarged their offices: Marcus 
Goldsmid, Dreher Bros. & Wider, Louis 
Pressel & Ledeberg, Emile P. Angot, Gans- 
berg Bros., Inc., Barnet Daniels, A. Jaffe & 
Son, R. & L. Nadler, Human Kuri, Cahn & 
Kornbrodt, Inc., Kantor Bros., Milton & 
Arthur Rosenberg, etc. Wolfsheim & Sachs 
have added additional space to their store. 

Three bandits were thwarted recently in 
their attempt to hold up Isidor Goldberg, a 
jeweler at 3183 Fulton St., Brooklyn, when 
the jeweler instead of obeying the command 
of the thieves, began to shout for the police. 
Mr. Goldberg was in his store alone on 
Saturday morning, Aug. 23, when a touring 
car carrying three men drew up in front of 
the place. One of the trio walked into the 
store and told the jeweler that he wanted 
to buy a gold wrist watch. The jeweler 
stocped down to get the watches from 
under the counter and as he came up he 
faced a revolver in the hands of his sup- 
posed customer. Just as the bandit warned 
Mr. Goldberg to keep quiet, a second man 
entered the store while the third remained 
in the machine. The jeweler, instead of 
obeying the bandit, began shouting for the 
police and the thieves apparently became 
frightened and ran from the place. One of 
the men entered the automobile while the 
third ran down Fulton St. to Richmond St.. 
in the direction of Highland Park. Detec- 
tives of the Miller Ave. station are now 
searching for the thieves. 

Schedules in bankruptcy were filed in the 
United States District Court, New York, 


last Thursday, by Charles Scholar, dealer 


in watches, diamonds and jewelry, 282 Grand 
St., listing the bankrupt’s assets at $150, as 
against liabilities of $31,112. According to 
the schedules Mr. Scholar’s liabilities are 
entirely composed of unsecured claims, while 
the assets represent property claimed to he 
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Title Guarantee and Trust Company 


x Zs HE Title & Realty Safe Deposit Company is now open 
wi |(27 for business in the Maiden Lane “L” of our building 





at No. 176 Broadway. Entrance to the safe deposit 


vaults may be had through the elevator at No. 5 Maiden Lane or 
through the main office of the Title Guarantee & Trust Company 
at 176 Broadway. Special attention has been given to boxes for 
the jewelers’ trade and the prices vary between $6 and $65. 
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exempt. Included among the largest unse- 
cured creditors are: Israel Oleet, $3,047; 
Triangle Jewelry Co., $1,578; M. & J. Gold- 
stein, $893; H. Levine, $913; A. Levine, 
$401; A. Ash, $635; A. Cohen & Son, $340; 
Kraus & Co., $313; M. Stone, $263; A. 
Goldman, $238; H. Shroder, $288; Altshull 
Bros.. $266; Tenen Bros., $524; Gellman 
Bros., $364; N. Sebsowitz, $493; Aisenstein 
& Woronock, $229; Richter & Seidman, 
$201; A. Suderov, $536; S. Pollack, $255; 
|. Bush, $26; A. B. Forman, $292; S. Sil- 
herblatt, $319; B. Raff & Son, $333; H. Kas- 
ninitz, $391; E. Kan, $526; Toncer & Was- 
serstein, $843; Rheinold Co., $250; Bern- 
hard & Co., $428; Elias Cohen, $366; David 
Shkoler, $4,000; J. Edelstein, $428; M. Edel- 
stein, $2,000; Lena Goldberg, $550; J. Shkol- 
ler, $2,250; H. Edelstein, $1,950. An invol- 
untary petition in bankruptcy was filed 
against Mr. Scholar on July 25 last. 

A meeting of the Good & Welfare Com- 
mittee of the National Jewelers Board of 
Trade will be held today (Wednesday) at 
ll a. M. at the rooms of the Board, 15 
Maiden Lane. The directors of the Board 
will also hold a session at 2 p. M. on Sept. 11. 








HELD FOR TRIAL 


New York Manufacturer and Dealer in 
Watch Cases and His Brother-in-Law 
Plead Not Guilty to Grand Jury 
Indictments and are Released 
Under Bail. 

A grand jury sitting in the United States 
District Court for the Southern District 
of New York handed down indictments re- 
cently against Joseph Daving, a manufac- 
turer and dealer in watch cases and jewelry, 
79 Nassau St., and his brother-in-law, S. R. 
Knopf, charging them with conspiracy to 
conceal assets and with concealing assets 
from the trustee in bankruptcy of Daving. 
Joth defendants were arraigned yesterday 
(Tuesday) before Federal Judge Foster, 
who held them for trial after they each en- 
tered pleas of not guilty. Upon furnishing 
bail both defendants were released from 

custody. 

It will be remembered that Joseph Daving 
was petitioned into bankruptcy in March, 
1924. Daving, it is claimed, had issued a 
signed financial statement of his condition 
as of Dec. 31, 1923, whereby he showed 
assets in excess of $113,000 and _ liabilities 
of about $67,000—a surplus in excess of 
$45,000. This statement was issued to the 
National Jewelers Board of Trade. 

At the time of the filing of the bankruptcy 
Mtition there came into the hands of the 
receiver, it is alleged, assets of a realizable 
Value of about $18,000, whereas the liabili- 
ties had amounted to in excess of $105,000, 
leaving a deficit in excess of $87,000. At 
the request of many of the creditors the 
National Jewelers Board of Trade, through 
its Finance Committee, made an appropria- 
tion from the Fighting Fund and instructed 
Greenbaum, Wolff & Ernst, general counsel 
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for the Board, to conduct a thorough in- 
vestigation of the affairs of the bankrupt. 
Extensive examinations were conducted by 
Greenbaum, Wolff & Ernst before Referee 
Henry K. Davis, sitting as a Special Com- 
missioner. ‘Greenbaum, Wolff & Ernst re- 
tained Louis P. Gallison, a certified public 
accountant, who has conducted many investi- 
gations of fraudulent bankruptcies in the 
jewelry trade to do the accounting work and 
it is understood that Mr. Gallison was an 
important witness before the Grand Jury. 

The Government’s case was ably presented 
to the grand jury by Assistant United States 
Attorney Abraham Menin. Mr. Menin an- 
nounced that he intended tas bring up the 
defendants for trial at an early date and that 
he felt confident that the Government had 
a strong case. 

Herbert A. Wolff, of Greenbaum, Wolff 
& Ernst, who has had charge of the matter 
on behalf of creditors and the Board of 
Trade, when interviewed by a JEWELERS’ 
CIRCULAR reporter stated: 

“The indictment of Daving and Knopf is 
another significant step in the relentless war- 
fare that the National Jewelers’ Board of 
Trade is waging against fraudulent bank- 
ruptcies. In the first two months of 1924, 
Daving purchased over $70,000 worth of 
merchandise as against purchases of $22,000 
for the preceding year. It was brought out 
in the examinations that the volume of his 
business during this period had not increased 
and the sales being made by him were mostly 
sales for cash below cost price. Such facts 
speak for themselves. Daving has attempted 
to explain part of his loss by alleging thefts 
on the part of employes. He also professed 
ignorance as to the contents of the books. 
Thanks to the splendid work of Mr. Gallison 
we think we are able to show what became 
of the merchandise, and that these attempted 
explanations will prove abortive. Now that 
the indictments have been handed down it 
would not be surprising if there were some 
interesting developments in this case in the 
very near future. It is a matter of gratifica- 
tion to this office that the case is being 
handled by Mr. Menin, of Col. Hayward’s 
staff.” 











A shop to be known as the National Gift 
Shop will open at an early date at 2402 14th 
St. Ns W: 

Adolph Kahn is now on a motor trip in 
the west and will visit King City, Mo., be- 
fore returning home. 

With wide window displays, new jewelry, 
the Franc Jewelry Co has opened a corner 
store at 627 7th St. N. W. 

The 36th anniversary of their entry into 
business in the national capital is being cele- 
brated this September by Charles Schwartz 
& Sons, 7th St. 

The Washington Gallery has now been 
installed at their new quarters in the Trans- 
portation building with clock sets, antique 
silver, art porcelain and other objects. 

Souvenirs and gifts will be the merchan- 
dise of R. Iwamoto, who will open a new 
store in the near future, at 125 Pennsylvania 
Ave, N. W., catering to the tourist business. 
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W. H. Schaeffer a jeweler at 918°F St., 
N. W., will donate the fourth and fith prizes 
in the Herald Harbor Beauty Contest, viz. 
an imitation pearl necklace and an amethyst 
ring. 

Charles W. Myers addressed the members 
of the Washington Ad Club this week and 
stressed the value of advertising, stating that 
“purchasing follows identifying. The buyer 
makes the purchase because of what he 
learns through advertising.” ‘He had just 
finished a tour of the country, visiting 
thousands of retail stores. 

Three local jewelry stores entertained 
“Miss Washington” this week on her shop- 
ping tour, paying her tribute with articles 
of jewelry, and allowing the public to take 
good looks at their elected queen. Charles 
Schwartz & Son had a visit from Miss 
Sweeney at 10 o’clock in the morning during 
her tour, and he invited the public to meet- 
the lady at that time, when he presented her 
with a beautiful diamond-set onyx’ ring. 
Later she went to Selingers’ on F St., where 
imitation pearls were given her, and at 2:15 
o’clock she was at Schmedtie Bros. Co., 1217 
G St., which afforded the public a third 
chance to see her. At the time she visited 
the Schmedtie store, she was given by this 
company a silyer mesh bag. 

‘Walter L. Pegg, a man formerly in the 
watch repair business in this city, who is 
alleged to have vanished with jewelry and 
watches left with him for repairs has been 
detained at Greensboro, N. C., according to 
word received in Washington this week. 
After being employed in one of the local 
jewelry stores, Pegg branched out into a 
business of his own specializing in repair 
work, and having many articles turned over 
to him. When he closed his store and moved 
from the city a short time ago, a number of 
persons reported losses of articles which they 
had left with him. He disappeared about 
three months ago and no word was heard 
from him until the local chief of detectives 
received word from North Carolina the 
other day. It is expected that he will be 
accompanied to this city for further investi- 
gation. 

Over $3,000 in platinum ring mountings 
were stolen from the firm of A. Kahn, Inc., 
jewelers at 935 F St., N. W., presumably by 
a couple of handsome appearance, who came 
into the store during business hours and 
walked off with the valuable trays. There 
were about 40 ring mountings missing when 

the couple disappeared. Although the loss is 
covered by insurance, police are on the look- 
out for the mysterious couple, who are be- 
lieved to be professional thieves responsible 
for many other jewelry robberies in other 
cities. The woman suspected as in this case, 
seemed to be a young bride, who called at 
the store previous to the loss and looked at 
some platinum mountings. She returned with 
a youthful companion, who stood near the 
entrance of the store, and upon being so- 
licited by clerks, replied that he was waited 
upon. He later disappeared, and the case of 
valuable mountings was discovered to have 
vanished shortly after his disappearance. 
The woman is said to be a handsome bru- 
nette, about 30 years old. 








The style of the H. & S. Jewelry Mart, 
Lawrence, Mass., will hereafter be known 
as the S. M. Gordon Jewelry Mart. 
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‘ GRACE NATIONAL BANK j 
Capital and Surplus—$2,500,000 ; 


i . ~ ° . . . 

Jewelers will find here the personal attention distinctive of a smaller i 
Hl bank and a merchant’s point of view based on a background of 73 ( 
i years of commercial experience. \ 


i Hanover Square, New York City 
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BUNDE & UPMEYER 


Dealers in 


American Fresh-Water Pearls 
542 Fifth Avenue 


S. W. Cor. 45th Street 
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Styles That Appeal 


EATURED in our line are many distinctive new creations in gold 
F and platinum chains and jewelry that will please your most fas- 
tidious customers. In addition to our own high-grade line of gold 
and platinum chains, we are now manufacturing high grade mountings 
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who has been associated 


Weiss, 
with the Samuel Weinhaus Co. for a num- 
ber of years, has gone on the road for the 
Barnett Davis Co, 


David 


The Grogan Co, last week completely 
renovated the interior of its establishment 
in short order and the walls and general 
appearance of the place is more attractive 
than ever. 

Herbert Terheyden of the Terheyden Co. 
has been spending the last few weeks at 
Geneva-on-the-Lake. Mr. Kearns of the 
me house will spend the month of Sep- 
tember at Atlantic City. 

A. J. DeRoy of Joseph DeRoy & Sons 
left last week for New York to buy mer- 
chandise for the firm. He anticipates a 
good Fall trade and will buy accordingly, 
so it was stated at the store. 

George W. Kelly of the M. J. Smit Co. 
returned this week from New York and 
other eastern centers where he went to buy 
merchandise and enjoy a rest. He bought 
in anticipation of good Fall trade. 

Henry Terheyden, of the Terheyden Cas 
returned last week from quite an extensive 
automobile tour through Pennsylvania and 
New York State in company with friends. 
Mr, Terheyden is one of the oldest active 
jewelers in Pittsburgh. 

According to reports of some jewelers 
there is a very good demand for barrettes 
and the indications are that hair ornaments 
of this and other characters are likely to be 
very popular in the near future, as the de- 
mand is said to indicate that. 

The employes of the Samuel W. Wein- 
haus Co, held their annual corn roast sev- 
eral days ago in Riverview Park with all of 
the employes and the members. of their 
families present. The employes held such 
an outing one year ago and it proved to be 
such a success that the event is to be con- 
tinued yearly. Emil Fryer, head of the con- 
cern, and his able assistants and partners in 
the business made everything pleasant for 
those in attendance. 

Not having had sufficient time to prepare 
his talk, the address of Perry McCracken, 
of the Henry Wilkins Co., which was to 
have been given Monday of last week at the 
luncheon of the Retail Credit Men’s Asso- 
ciation has been postponed until a later date. 
Mr. McCracken had intended speaking on 
credit matters from the jewelers’ standpoint, 

It will be of interest to jewelers and credit 
men to know that Franklin Blackstone, for- 
mer president of the National Retail Credit 
Men's Association, has accepted the position 
of credit manager for Frank & Seder, which 
is now a part of the National Department 
Store organization. Mr. Blackstone suc- 
ceeds Joseph H. Zelch, the latter being a 
past president of the Retail Credit Men’s 
Association of Pittsburgh, 

Pittsburgh jewelers have again resorted to 
the Fall and Winter schedule of opening and 
Closing for business, 8.30 a. M., and 5.30 
PM. The last Sunday of this month, os 
hands of the clocks of this territory also 
will be turned back one hour, reverting to 
fastern standard time. Pittsburgh has been 
wing daylight saving time, since the close 
of last April. Jewelers hope daylight sav- 
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ing time will be continued and while there 
is some objection to it, its friends doubt if 
there will be any change in the present law 
at the January session of the State legis- 
lature. 








EDITORIALS 


(Continued from page 172) 











presidents. These officers will in effect take 
the place of the executive committee and 
have charge of the work of the organization 
in various sections of the country and act 
as a point of contact betweensthe organiza- 
tion and the jewelers thereof. 

Of the old officers, but one, Secretary 
Anderson, was re-elected to the same office, 
Treasurer Brotherly being elevated to the 
presidency and Charles T. Evans, former 
president of the organization, being selected 
as treasurer. Mr. Brotherly, the new presi- 
dent, is well equipped for his position inas- 
much as he has been in close touch with the 
work of the organization for several years 
and has acted in concert with, and many 
times as representative of, the retiring presi- 
dent during the last two years. The re- 
gional vice-presidents selected are all men 
widely known in their respective territories, 
most of them having been prominently con- 
nected in an official capacity with the retail 
jewelry organizations of their States for 
many years. The regional vice-president of 
the eastern section is Ellis B. Gifford, Fall 
River, Mass; for the southern section, J. A. 
Cavce of Nashville; for the southwestern 
section, Charles P. Woodbury, Kansas City; 
for the middlewestern section, F. Little, 
Auburn, Ind., and for the far west, C. J. 
Auger, San Francisco. There is no doubt 
that the affairs of the organization have 
been put into capable and competent hands 
under which it should prosper. 

The trade conference preceding the con- 
vention, reported in full in the last issue of 
THe JEWELERS’ CirCULAR, and the participa- 
tion of manufacturers and wholesalers in 
the proceedings of the convention _ itself, 
have tended to bring the different elements 


of the trade together on a stronger and 
firmer basis than ever before. The domi- 


nating subjects of the trade conference 
which are fundamentals in the development 
and progress of the convention, namely, 
research, advertising and merchandising, were 
also the dominating subjects of the conven- 
tion itself and, in fact, all of Wednesday’s 
program, both morning, afternoon and eve- 
ning sessions were devoted to subjects on 
these lines. It is safe to say that our manu- 
facturers and wholesalers learned as much 
on these subjects as did their retail custom- 
ers and there is no doubt now that in future 
movements of the trade which have these as 
a basis, there will be a co-operation and ac- 
cord between the manufacturing, wholesale 
and retail distributing elements of our in- 
dustry to an extent that has never before 
existed. 

The one weak spot in the convention had 
nothing to do with the organization or those 
who participated in it. It is the time of the 
year in which it is held. The dates fixed by 
the constitution put the convention at the 
time of the year when it is almost impossi- 
ble to hold it at anything but a northern or 
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seaside resort with comfort to the visitors, 
speakers and exhibitors. In fact, experi- 
ence has shown that the date makes it im- 
possible to hold it in a southern city with 
due justice to the proceedings. It is to be 
hoped that the organization will find some 
method to change the date that will advance 
a few weeks later at-least. This will not 
bring it within the busy season of the retail 
jeweler or even of the manufacturer to an 
extent that will seriously handicap him in 
his business, but it will give an opportunity 
to the organization to accept the invitation 
of many cities and towns which are now 
practically debarred from having the con- 
vention by reason of the heat of August. 











Mr. and Mrs. 
turn this week from the Pocono Mountains, 
where they have been spending the latter 
part of the Summer. 

David Greenberg, of 455 Hawthorne Ave., 


Harry C. Larter will re- 


employed at the jewelry manufacturing 
plant of Philip Wolf at 412 S. 12th St. 
committed suicide at the factory last 


Wednesday afternoon by drinking poison. 
He died within a few minutes. Deputy 
County Physician Miningham performed an 
autopsy at Mullins Morgue and pronounced 
the death one of suicide. The police were 
informed that Greenberg had been in poor 
health and recently underwent an operation. 

Calling at police headquarters here to 
claim a purse containing a quantity of jewel- 
ry that had been left in a taxicab resulted 
in the detention for the New York authori- 
tics of a man and woman who described 
themselves as Mr. and Mrs. John Harkins, 
of 466 State St. Brooklyn. After question- 
ing, they were placed under arrest on a 
charge of stealing the jewelry. The purse, 
said to contain nearly $1,000 worth of jewel- 
ry and pawntickets, was turned over to the 
police Aug. 25 by James Reilley, a taxi 
driver, of 527 Morris Ave., Elizabeth. De- 
tectives were assigned to investigate its own- 
ership. Within an hour the man and woman 
appeared to claim the purse. They said they 
had discovered its loss on returning home, 
had come back to this city to locate the taxi 
driver and had learned from him of its dis- 
position. The detectives questioned the pair 
closely. The woman, it was said, claimed at 
first that the jewelry had been given to her 
by her mother. Further questioning, now- 
ever, resulted in an alleged confession that 


the articles had been stolen from Anthony 
Centrone, of 291 Tenth Ave., New York, 
represented as the woman’s brother. Cen- 


trone was called to identify the jewe!ry. and 
on Aug. 27 the prisoners were arraigned and 
held under bail of $1,500 each as fugitives 
from justice, to await extradition to New 
York. The New York police reported to 
the department here that the Brooklyn ad- 
dress given by the couple was fictitious. The 
prisoners said they had been married only 
three weeks. According to the detectives, 
Harkins was released from Matteawan In- 
sane Asylum a short time ago, where he had 
been for four years after being charged with 
the murder of a colored man. The woman, 
it was declared, was recently released from 
the Bedford Reformatory. 
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Chicago Notes 





John Wechter, of the S. Wechter Co., 
Capitol building, returned recently from 
Great Bear Lake, Wis. 

Ed. Boes, buyer for Despres, Bridges & 
Noel, is spending a week in Kansas, resting 
and visiting with friends. 

J. Paul Duffin, of Rock Island, III., visited 
in Chicago last week for a few days and 
called on old acquaintances. 

Ernest Block, Chicago manager for Louis 
Stern Co., returned home last week after 
spending a month in the south. 

Robert Keye, Pacific Coast representative 
for F. H. Noble & Co., has returned to 
Chicago from an extended trip over his 
territory. 

Harry Stamm, of the Davenport Jewelry 
Mfg. Co., Davenport, Ia., combined business 
and pleasure in Chicago last week for a 
few days. 

Briggs & Reid, auctioneers, left last week 
for Hollywood, Cal., to conduct a sale for 
the Christie Jewelry Co., and will be gone 
for several weeks. 

Clarence Roehr, vice-president of the Bas- 
sett Jewelry Co., arrived in Chicago last 
week and is spending a week here visiting 
at their local office. 

Robert Rueping, Heyworth building, re- 
turned last week from Fond du Lac, Wis., 
where he spent a week visiting with rela- 
tives at his old home. 

Louis Hoffman, of the Simpson, Hall, 
Miller Co. factory of the International Silver 
Co., returned this week from Wisconsin, 
where he has been resting. 

H. N. Graubarth, Las Vegas, N. Mex., 
spent a couple of days in Chicago last week 
visiting the markets and relatives en route 
home from the eastern markets. 

The Chicago Gift Market has removed its 
office and display room from suite 702 to 
710 Garland building, where it has secured 
just double the amount of space they for- 
merly occupied. 

C, P. Dungan, manager of the Chicago 
office of the International Silver Co., ac- 
companied by his son-in-law and a_ party 
of friends, is spending this week in northern 
Wisconsin fishing. 

Leo Ludwig, of the Edwards, Ludwig 
Fuller Jewelry Co., Kansas City, Mo., ac- 
companied by his wife and sister, stopped 
off in Chicago last week for a couple of 
days on their way to the east. 

Hugh E. King and Sam Amberg, of the 
Hugh E. King Sales Co., Goddard building, 
27 FE. Monroe St., recently returned from 
an extended business trip to the Pacific 


Coast, and report conditions as fair there. 

John H. Nickell & Sons, retail jewelers at 
3317 N. Clark St., reported to the police 
department that early Monday morning of 
last week one of their front display windows 
had been broken and watches and jewelry 
to the amount of $800 had been taken. 

Fred Radcliffe, Pacific Coast manager for 
M. A. Mead & Co., spent a few days at the 
home office in Chicago last week getting 
his stock replenished before starting out 
again on his territory. J. T. Montgomery, 
vice-president of the concern, has been in 
New York city. 

In the future the firm of Zimmerman & 
Gettelman, 5 N. Wabash Ave., jobbers of 
silverware, ivory and _ novelties, will be 
known as Zimmerman Bros. The interested 
partners are Harry L. and Maurice Zimmer- 
man, who purchased the interest of Dave 
Gettelman a few months ago. 

edward R. Tyler, auctioneer, completed 
a successful sale last week for Carroll & 
Newton, Hammond, Ind. Carroll & Newton 
closed out after being in business for 25 
years, but, in the near future, will again 
enter the retail jewelry field. This time 
they will engage in the business separately. 

Wm. J. Peden, manager of the silverware 
department for Shreve, Treat & Eacret, San 
Francisco, Cal., accompanied by Mrs. Peden, 
spent a couple of days in Chicago last week 
en route from Canada to Washington, New 
York and the east, where they expect to 
spend several weeks resting and visiting with 
friends. 

Owing to the action of one of creditors 
in the Canfield Mfg. Co. matter, who filed an 
attachment proceeding, it was found neces- 
sary to apply for a court receiver. Judge 
Ryner of the Circuit Court of Cook County 
appointed Fred I. Hummel, Monadnock 
building, receiver, and fixed his bond at 
$10,000. All assets have been turned over 
to the receiver, who will administer the 
estate in the usual manner. 

Among the many jewelers in Chicago last 
week visiting the markets were as follows: 
J. P. Mayo, Battle Creek, Mich.: Miss 
Marie Pieper, of C. Pieper & Son, Holland, 
Mich.; John Petry, Hoopeston, Ill.; J. Paul 
Duffin, Rock Island, Ill.; Harry Stamm, of 
the Davenport Jewelry Mfg. Co., Davenport, 
Ia.; E. C. Mench, of E. C. Mench & Co., 
Seaver Dam, Wis.; Harry Sebel, of The 
Sebel Co., Indianapolis, Ind.; D. Kessler, Bay 
City, Mich.; O. C. Zimm, O. C. Zimm & 
Co., Hasting, Nebr.; Louis Strafham, Rost 
Jewelry Co., Indianapolis, Ind. 

Congratulations and best wishes are being 
extended to Robert Ferdinand Prochow, 


president of the Fort Dearborn Watch & 
Clock Co., located at 37 S. Wabash Ave, 
upon his marriage to Mrs. Julia Dale Tynan, 
of Chicago. The wedding took place last 
night (Tuesday evening, Sept. 2), after the 
JEWELERS’ CIRCULAR went to press, at St. 
Paul’s Lutheran Church, Orchard and Kem. 
per Pl., and was followed by a dinner-dance 
at the Shore Crest Hotel. The couple left 
late that evening on & honeymoon trip to At- 
lantic City, and will be gone for a week. 
They will make their home in Chicago, re- 
siding at 2322 Lincoln Park Terrace, and 
will be at home after Jan. 1. 

Spies Bros., removed their plant this week 
from 27 FE. Monroe St., into their new fac- 
tory at 1138-1140 Cornelia Ave., which has 
just been completed. The building, which is 
one story high and the basement, will be 
devoted exclusively to their use. All new 
and the most modern machinery has been 
installed, which will make them one of the 
most complete and efficient factories in the 
country. The business was founded in 1878 
by F. C. Spies, who was active in business 
until the time of his death in 1910. His three 
sons, G. H., R. F. and F. A. Spies, were 
associated in the business with him. The 
business was incorporated by Spies Bros. in 
1908 and all three of them are actively en- 
gaged in the business today. The company 
will continue to maintain a downtown office 


at 27 IF. Monroe St. 


On Thursday night of last week nine 
colored boys, ranging from the age of 12 to 
19 years, broke into the retail jewelry 
store of Louis Usselman, 3150 S. State St 
Three of the smaller boys sawed through 
an iron grating protecting the rear window, 
smashed the window and entered the store. 
Then they attempted to open the door from 
the inside to allow the others to enter, but 
found extra padlocks on the doors. While 
at work gathering up the loot, a policeman 
who was attracted by the crash of glass 
frightened the six who stood guard on the 
outside away and the three on the inside 
attempted to make their getaway through 
a transom. Two of them succeeded but the 
third boy was caught after being injured 
by a shot fired by the officer, and was set 
tenced to serve 60 days in the Bridewell. In 
their haste to get away the boy bandits 
forgot their Ford car and the dynamite they 
intended to use to blow open the safe. Police 
have the names of all the boys and are work- 
ing on the case. 

G. Fred Perry, of the Ford-Perry Co, 
Providence, returned home last week alter 
spending several weeks in Chicago and the 
northwest with George A. Dahlman, thelr 
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middle west representative, calling on the 
trade. 

Ed Moore, of the R. F. Simmons Co., has 
left on a trip to the Pacific Coast and will 
be gone for four weeks. 

George Schwob, of Adolphe Schwob, Inc., 
New York, was in this city last week visit- 
ing at their Chicago office and calling on 
friends. 

Oliver Artes, of the Keystone Watch Case 
Co, returned this week from Waltervliet, 
Mich., where he spent a couple of weeks with 
his family resting. 

C. W. Thomas, Chicago manager for All- 
sopp Bros., is making a business trip through 
the east for his firm and will return to Chi- 
cago about the middle of this month. 

Merwin Hart, of the Hart Jewelry Co., 
js combining business with pleasure on a 
trip to Washington, New York and the east. 
He expects to be gone about ten days. 

Charles Fash, representing M. A. Pokrass 
& Co., North American building, will leave 
this week on an extended trip through 
Illinois, Wisconsin, Indiana and Michigan. 

James Macdonald, of the Wolcott Mfg. 
Co, returned to Chicago recently after 
spending several weeks in Illinois and Iowa. 
Mr. Macdonald reports business good in 
both States. 

K. Lucius Taylor, manufacturers’ repre- 
sentative, Heyworth building, left last Thurs- 
day night on a business trip through the 
south and the east and will return to Chi- 
cago about Sept. 16. 

Percy Lucas, representing H. & E. O. 
Belais, of New York, called on the trade in 
Chicago last week on his way to the east 
after spending several weeks visiting the 
trade at the Pacific Coast. 

Henry Agate, treasurer of the Bonner 
Mfg. Co., New York, visited at the Chicago 
ofice of this concern last week on his way 
to the south, where he will spend a few 
weeks looking after business. 

Jos. Block, of the Block-Weinfeld Co., 
Heyworth building, returned last week from 
a business trip through Nebraska, and after 
remaining in Chicago until after Labor Day, 
leaves on a two weeks’ trip through Illinois 
and Iowa. 

Mrs. L. Hadley, assistant buyer of silver- 
ware for Mandel Bros., and Miss Grace Mc- 
Quillan, of Wilson & Co., returned recently 
from a two weeks’ trip to Washington and 
Lynbrook, Long Island, where they visited 
with friends and relatives. 

The wedding of Miss Dorothy Eipers, who 
has been associated with Spies Bros. for the 
past five years, to Mansfield Johnson, of 
Chicago, took place on Saturday, Aug. 30, 
at the home of the bride’s parents. Fol- 
lowing the reception the happy couple left on 
4 motor trip through the west to California 
and will be gone for several weeks. They 
will make their home in Chicago. 








Alva McCormack, a jeweler of Bethesda, 
a ve, recently filed suit in the Common 
‘Teas Court at St. Clairsville, against the 
B & O. Railroad for $50,000, claimed for 
muries received on Dec. 20, 1923. The 


leweler claims that he was lawfully on the 
ey s premises when a passenger train 
eft the track and plowed into the railroad 
‘tation at Bethesda, and as a result he sus- 
‘aired injuries which have permanently in- 
Capacitated him, 


THE 





TRADE CONDITIONS 


The jewelry business is showing a decided re- 


covery in Detroit and in all parts of Michigan. 
Retailers are beginning to come in for Fall buying 
and practically everyone has the same _ report— 
business is improving. Michigan crops have been 
unusually gocd this year, they are selling well at 
top prices, and money is now more plentiful than 
it has been for many months. The resort season 
also has been good and tourists are extending their 
vacations longer than usual. In fact, the season 
that opened so unpromising is winding up most 
auspicicusly. Jewelers everywhere are optimistic 
and the prospects are most favorable for the Fall 
and Winter. <A leading wholesaler declared it will 
only be a few weeks before retail jewelers will be 
begging for merchandise. He predicts shortage 
will soon follow the good business that is now in 
prospect. This is due, he says, to the fact that 
stocks in most retail stores are low, buying as a 
rule has been from hand to mouth, and that just 
as soon as the rush starts remaining stocks are 
going to be cleaned out quickly. Then there will 
be a general scramble for new merchandise. Prom. 
ising features are developing everywhere, and what 
is still better most everyone is talking optimisti- 
cally, which means there is something tangible on 
which to base reliable frrecasts. 





J. S. Blake, of Northville, was in Detroit 
on a buying expedition last week. He re- 
ports business on the increase with favorable 
prospects for the Fall and Winter. 

Sol Sallan, who has passed most of the 
Summer traveling in Europe, is expected 
home again this week. Otto Laula, of the 
Sallan store on Woodward Ave., has gone 
to New York for Fall buying purposes. 

M. J. Yake, Deckerville, was in Detroit on 
a buying expedition this week. He reports 
business in the rural districts showing a 
decided change for the better, with good 
prospects for extensive Fall and Winter 
buying. 

Gerson’s, one of the leading retail jewelry 
stores downtown, is celebrating this week 
its 20th anniversary. In honor of the occa- 
sion it is planning to open another store, it 
is stated, on Michigan Ave., near the Fed- 
eral building. 

It is announced that Edward Barnes is re- 
tiring from the jewelry and watch repairing 
business at Rochester, Mich. Mr. Barnes 
has been in business at that point for a num- 
ber of years. He has been successful and 
is now retiring to take things easy. 

Practically all the wholesale and manu- 
facturing jewelers observed Labor Day here. 
Most of them continued closed all day Satur- 
day and did not open again until Tuesday 
morning. Most of them took advantage of 
the occasion to make an extended week-end 
trip. 

C. W. Chamberlain, Farmington, and FE. 
A. Pontius, of Algonac, were in Detroit re- 
cently calling on wholesale and manufactur- 
ing jewelers in the Liggett building. They 
report business improving in their districts 
and are optimistic regarding the coming Fall 
and Winter. 

Harry Dorweld, Luths, Dorweld, Haller 
Co., continues to show steady improvement. 
His broken leg is mending rapidly, and while 
he still is forced to go about on crutches, 
he seems to be on a sure road to complete 
recovery and no longer faces prospects of 
an amputation. 

Edward Le Heup, formerly in the jewelry 
business on Woodward Ave., in Detroit, is 
still confined at the Henry Ford Hospital 
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from injuries sustained several weeks ago 
on his farm in Ontario, Can. He is now 
on the road to recovery, but it may be some 
time before he is able to leave the hospital. 

Detroit jewelers extend their sympathy to 
Sam Popkin, manager of the Sol Sallan’s 
Woodward Ave. jewelry store, whose mother 
recently passed away. Among those who 
attended the funeral were Jacob Segal, Jose 
Winsen, Leonard Crouch and Albert Gins- 
berg, all prominent in the jewelry business 
here. 

The Traub Mfg. Co. is now fully settled 
in its new plant at 1924 McGraw Ave. It 
was closed for a week while the moving 
from 4612 Woodward Ave. was in progress. 
The management reports a heavy run of 
business. Its salesmen from all parts of the 
country are finding conditions opening up 
most promising for the Fall. 

Wilford Jones, traveling salesman for the 
Luths, Dorweld, Haller Co., writes back 
from his old home on Long Island, that he 
is planning to extend his trip to New Bed- 
ford, where he is going to visit the old 
whaling ship he helped to man once many 
years ago when he was a youngster. He 
attributes much of his success as a jewelry 
salesman to his early whaling experiences. 

Harry Hogan, secretary of the Retail Mer- 
chants’ Association, with the aid of commit- 
teemen, already is making plans for the early 
Christmas shopping program that proved so 
successful here last Winter. The program 
this year will be much more elaborate than 
that of last. The retail jewelry business 
experienced wonderful results a year ago 
from this plan and practically every store 
in the city is favorable to the idea. The 
early shopping move was started last year 
about Thanksgiving time and was continued 
right on through the season. The response 
was prompt—in fact, so prompt that many 
retailers were surprised—and instead of the 
old rush for two or three weeks before the 
holidays, there was a lively trade that spread 
out over a longer period. 











The annual crab feast of the employes of 
the firm of S. & N. Katz, 105 N. Charles 
St., Baltimore, Md., which was held on Sun- 
day, Aug. 24 at Miller’s Bathing Park, was 
a gala occasion in every way and replete 
with incidents that will long be remembered 
by those who participated. In the morning 
there was a ball game between the married 
and single men, the single men proving vic- 
tors by a score of 12 to 8. The feature of 
this game was the home run knocked by J. 
T. Montgomery of M. A. Mead & Co., Chi- 
cago, who was a guest of the organization 
and who played with the losers. Mr. Mont- 
gomery was given a tremendous ovation for 
his star play. Following the game came the 
old time crab feast of the character that has 
made Baltimore famous and after lunch the 
guests gathered in the dance hall for a social 
hour. Then followed the indoor games 
which included the three legged races, wheel- 
barrow races, etc. Mr. Montgomery was 
introduced to the guests by Mr. Erlanger. 
He added to the gaiety of the occasion by 
offering to give a bracelet watch to the girl 
who threw the most potatoes in the basket 
in a new and original game which he ex- 
plained. The watch was won by Miss Helen 
Weitinger. Altogether the affair, which is 
the second one of its kind, was declared most 
enjoyable and a success in every way. 
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Mr. Jeweler: 


* Navarre Pearls 
> For Fall and the Holiday Season 


) 


WE; 


We’re out to make this Fall and Christmas 
season the best yet for Navarre dealers ! 


A smashing advertising campaign — gorgeous 
full-color window display cards—exquisite, new- 
design jewel cases for each style of Navarre 
necklace—these are some of the things we have 
prepared to boost your pearl sales during the 
next four months. 





You jewelers who cashed in on our big Christ- 
mas campaign last year know just how fast- 
moving Navarre Pearls are at this time—how 
easy they are to sell—how well they stay sold. 
This year the demand will be greater than ever, 
with advertisements in big national magazines 
such as Vogue, Cosmopolitan, Red Book, 
Hearst’s International, Harper’s Bazaar and 
Photoplay, with newspaper and rotogravure 
campaigns, and with “ home-town ” advertising 
in hundreds of local papers. 
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It’s going to be a Navarre Pearl season. Be 
sure you order well in advance to be ready for 
early customers. 


We have a sales-making series of newspaper ads 
which will appear in the local newspaper of 
each Navarre dealer, over his name, paid for by 
us. This is but one feature of the Navarre Plan. 


Blauer-Goldstone Co., Inc. 


Importers and Sole Distributors of Navarre Pearls 
(Established 1866) 


5 NORTH WABASH AVE., CHICAGO 
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d Bring Biggest Returns 


e As a Year-’Round Leader 


Make Navarre Pearls your all- 
year-’round leader. They 
meet all the requirements of a 
business-getting line; popular 
prices, high quality, strong 
demand, and wide variety of 
styles and lengths. 


And there is no competition ! 


We distribute Navarre Pearls 

through jewelers only, and, 

except in the largest cities, 

through but one jeweler in a 

town. No department stores, 

mail order houses, etc., to slash 

prices. Navarre Pearls assure 

you a steady liberal profit— 

and they sell throughout the Navarre Necklaces come in dainty jade 
velvet jewel cases, satin-lined, accom- 


year! panied by the Navarre Guarantee Bond 
of lifetwme satisfaction. 





An executive o: our organization will gladly 
explain to you just what we mean by “100% 
Co-operation” in building up your pearl business. 
Write or wire for complete details today ! 


Blauer-Goldstone Co., Inc. 


Importers and Sole Distributors of Navarre Pearls 
(Established 1866) 


5 NORTH WABASH AVE., CHICAGO 














































































W..S. ‘Sargent, retail jeweler, New 
Lisbon, Wis., visited Milwaukee last week. 
Mr, Sargent motored to the city in company 
with his wife, and the two spent much time 
at the Wisconsin State Fair. 

E. J. Metzke, North Ave. jeweler, Mil- 
waukee, made a motor trip to the Dells of 
the Wisconsin River, to Devils Lake, and 
other scenic points of interest, over the 
Labor Day week-end, in his car. 

E. G. Ball, retail jeweler, Melrose, Wis., 
is enjoying a rest in the woodlands and lake 
regions of northern Wisconsin in company 
with his family, while the store has been 
left in charge of Arthur Douglas. 

Lee Deuster, formerly of the O. H. 
Bingenheimer Co., and prior to that with the 
William F. Gollberg Co., Milwaukee, has 
joined the staff of watchmakers of the 
Standard Watch Repair Co., Milwaukee. 

Gordon E, Warnke, of the E. H. Warnke 
Co., manufacturing jeweler, Milwaukee, has 
left on a week’s trip through southern Wis- 
consin, where he will call on the retail 
jewelers. He is traveling by motor car, 

J. V. Huber, traveling sales representative 
of the George H. Fuller & Son Co., manu- 
facturers of jewelers’ supplies, Chicago, 
called on Milwaukee jobbers last week. Mr. 
Huber reports business as picking up at this 
time, 

G. W. Fuchs, retail jeweler on North 
Ave., Milwaukee, is enjoying a motor trip 
through northern Wisconsin and Minnesota 
with his wife. G. W. Fuchs, Jr., is in 
charge of the store, during the absence of 
his father, 

Tom Bruhy, jeweler, West Bend, Wis., 
motored to Milwaukee with his family last 
week, and took in the sights at the Wis- 
consin State Fair. While in the city Mr. 
sruhy visited among his many friends in the 
wholesale jewelry district, and also saw some 
of the leading retailers, 

A. C. Kuesel, secretary and treasurer of 
Kuesel Bros. Co., Milwaukee jewelry job- 
bers, has returned from a successful sales 
trip through the Fox River Valley. Mr. 
Kuesel traveled in his car and was accom- 
panied by his wife. He found the jewelers 
of that section of the State in good spirits 
and anticipating a big Fall business. 

With the completion of alterations made 
during the past year, the store of R. B. 
Anger & Co., established at Oshkosh, Wis., 
in 1886, is now better than ever situated to 
look after the interests of its growing busi- 
ness. When the firm was founded Mr. 
Anger acted as watchmaker, salesman, ad- 
vertising man, engraver and jeweler. To- 
day the store employs 15 people. 

M. B. Barkan, Milwaukee jewelry jobber, 
has employed Gene A. Siekert, an experi- 
enced house salesman, to help handle the 
considerably increased business of the firm. 
Since opening up in the Enterprise building, 
the center of the jewelry manufacturing and 
jobbing industry of Milwaukee, Mr. Barkan, 
who prior to that time had been established 
en Walnut St., has enjoyed a rapid growth. 

George Chatterton, Milwaukee’s new 
credit jeweler, is becoming recognized by 
local sports writers as a man that “will bear 
watching” on the links. Mr. Chatterton, 
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whose family has been widely known in 
jewelry circles for several generations back, 
is a golfer of considerable skill and while 
traveling for a large watch house in his 
younger days had occasion to play with some 
of the best golfers of the east,—and always 
made a good showing. 

Fred Osterwald, manager of the New 
York offices of the Bunde & Upmeyer Co., 
visited at Milwaukee this week, conferring 
with officials of the concern at their main 
offices in Milwaukee. Mr. Osterwald makes 
a semi-annual visit to the Milwaukee head- 
quarters of the big jewelry company. Since 
his last visit the firm has accumulated a 
splendid collection of excellent fresh water 
pearl specimens, which Mr, Osterwald will 
take back east with him. 

State Fair Week brought thousands of 
persons from all parts of Wisconsin into 
Milwaukee last week, and a fair number of 
the visitors found their way into the jewelry 
stores of the city. While none of the 
jewelers reported any sensational increases 
in their sales volumes of the week as a 
result of the presence of the visitors, several 
of the downtown firms did their bit to make 
the city attractive to the outsiders by mak- 
ing special appeals in their window displays. 

Stanley Andrzejeski has opened a new 
retail jewelry store at 785 Forest Home 
Ave., Milwaukee. Formal opening was 
staged Sept. 2. Mr. Andrzejeski is an ex- 
service man, who learned the watchmakers’ 
trade under government tutelage. His prac- 
tical experience was gathered at the William 

rice jewelry store at Green Bay, Wis. The 
new South Side store in Milwaukee, will 
carry a complete stock of high grade jewelry 
and will employ progressive business 
methods. 

Lack of space is again afflicting the 
William IF. Gollberg Co., rapidly growing 
Swiss and American watch material house, 
Milwaukee, which only a few months ago 
doubled its space by moving from the 
seventh to the eighth floor of the Security 
building. Plans are now being formulated 
for the construction of a roomy balcony 
across the width of the large room occupied 
by the firm, so that the height of the quarters 
may be fully utilized. The office and cabi- 
nets for storing scarce parts will occupy the 
new floor, which is expected to be built 
within the near future. 

Archie Tegtmeyer, prominent downtown 
jeweler, Milwaukee, and president of the 
Grand Avenue Business Men’s Association, 
was one of a committee of three leading 
business men of the street who have been 
appointed to confer with John I. Beggs, 
street car magnate of the city and State, 
relative to re-routing the Wells-Downer car 
line, now running a block north of Grand 
Ave., so that they will run along the latter 
street. The association is taking an active 
interest in the solution of the downtown 
traffic problems, and is strongly advocating 
four lines of traffic down the main thorough- 
fare instead of two as now. 

EE, L. Feiling, Milwaukee jeweler, figured 
prominently in the identification of Norbert 
3ublitz, 23, of Milwaukee, who is believed 
to have been drowned in the Milwaukee 
river north of the city. A pile of clothing 
was found on the river banks, with no signs 
of an owner anywhere near. A watch re- 
pair ticket in one of the pockets proved to 
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be the only clue to the identification of the 
missing owner. The ticket had been issued 
by Mr. Feiling, and it was through him that 
the name of the owner was ascertained. I[n- 
vestigation showed that Bublitz has been 
missing since about the time that the clothes 
were left on the river bank. 

Tom Schroeder, advertising manager for 
the David Goldman, Inc., downtown jewelry 
store, Milwaukee, caused one of the several 
sensations at the State golf meet recently 
held at Kenosha, Wis. Mr. Schroeder is a 
golfer of but two years’ standing, but has a 
habit of playing with the players of cham- 
pionship calibre. When his friends went to 
Kenosha to play in the tournament, he went 
along from force of habit, and entered in 
the event. The sensation was caused when 
he qualified among the 32 best men on the 
course, ranking 29th. His standing might 
have been even higher had he not at that 
stage encountered the man who later won 
the State championship, 

Wisconsin retail jewelers as well as 
wholesalers and manufacturers are watching 
with interest, the developments in the case 
to test the constitutionality of the Wisconsin 
minimum wage law, which has been insti- 
tuted against the State Industrial Commis- 
sion in Federal Court at Superior, Wis., by 
the Folding Furniture Co., Stevens Point, 
Wis. The test case involves the constitu- 
tionality of the law as regards its provisions 
for setting a minimum wage for adult 
women. The furniture company contends 
that the industrial commission has no right 
to interfere with the free right of contract 
that should exist between employer and 
adult employes by the terms of the Federal 
constitution. Three federal judges sitting in 
the preliminaries of the trial, have granted 
the company a temporary injunction re- 
straining the commission from enforcing the 
law, and further developments are awaited 
with interest. Jewelers of the State, in 
common with all other employers, are 
affected by the law, which provides for a 
“living wage” to be determined by the indus- 
trial commission and paid by the employer. 
While some jewelers declare that they are 
forced by law to pay more wages to certain 
employes than the latter would of themselves 
demand, they are mostly satisfied that the 
law is a just one and should be enforced 
voluntarily even if the State proves power- 
less to carry it through. A 25 cents. per 
hour schedule is provided for by the law. 
Many jewelers from different parts of 


Wisconsin were among the thousands of 
persons who visited the Wisconsin State 
Fair held at Milwaukee during the past 


week, and while in the city took occasion 
to call upon the leading jewelry jobbers and 
manufacturers for the purpose of buying 
new stocks for their Fall business.  Inci- 
dentally, the jewelers now appearing at the 
wholesale houses are buying with much 
more confidence, and consequently in con- 


siderably greater volume than for many 
weeks past. Among those who called from 
the State during the past week, were: 
Schneider Bros., Burlington, Wis.; Ernie 


Haack, Juneau, Wis.; William F, Notbohm, 
Oconomowoc, Wis.; Mrs, F. A. Estberg, 
Waukesha, Wis.; J. Brehley & Son, Cudahy, 
Wis.; E. Starkey, Waterford, Wis.; Tom 
Bruhy, West Bend, Wis.; Percy Hatch, 
Oconomowoc, Wis.; R. Hille, Menomonee 
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Falls, Wis.; George Armbruster, Cedarburg, 
Wis.; R. C. Millington, Plainfield, Wis.; and 
W. S. Sargent, New Lisbon, Wis. 

John P. Hess, Fond du Lac, Wis., presi- 
dent of the Wisconsin Retail Jewelers’ 
Association; A. W. Anderson, Neenah, Wis., 
State and national secretary ; Henry Stecher, 
Milwaukee, and J. F. Krumrich, Oshkosh, 
Wis.; were the members of the Wisconsin 
delegation to the national jewelers’ conven- 
tion at St. Louis. 

C. W. Olney, internationally famous trap 
shooting champion, who conducts a retail 
jewelry business at West Allis, a suburb of 
Milwaukee, again distinguished himself with 
his shotgun, when he won the champion’s 
event at Dayton, Ohio, by breaking 198 out 
of 200 targets. More than 350 champion- 
ship aspirants participated in the various 
contests of the day. Mr, Olney has re- 
peatedly shown his superior skill with gun 
and rifle, and has made creditable showings 
in the leading shooting events of the world 
during the past few years. Aside from that 
he is a good business man, and stands high 
in his community. 











F. G. Mitchell, Clinton, Mo., was in 
Kansas City recently on a buying trip. 

Henry Tholen, Hays, Kans., was in Kansas 
City early in the week on his way to the 
St. Louis convention. 

Mrs. Winifred Scheier, with the J. H. 
Mace jewelry concern, leaves this week on 
a buying trip to New York. 

Charles Manor, jewelers’ auctioneer, has 
just completed a sale held for “Humphrey, 
the Jeweler,” Centerville, Ia. 

Bert Harris, manager of the watch depart- 
ment of the C. A. Kiger Co., has returned 
from a pleasure trip to Purtle Springs, Mo. 

Paul C. Dooley, Manhattan, Kans., is 
planning the opening of a new jewelry store 
in that town. The store will be near the 
Kansas State Agricultural College. 

Miss Myrtle Hartman recently accepted 
a position with » Edwards-Ludwig-Fuller 
Jewelry Co. E. A. Fluhrer, credit man for 
the same concern, is away on a pleasure trip. 

Harry Garvey, in charge of the watch re- 
pair department of H. F. Shomo, wholesale 
jeweler, is in Osawatomie, Kans., where he 
has gone to look after his interest in an 
oil well. 

R. E. Campbell, of Waterville, Kans., has 
taken a new partner into his business, Mr. 
Fitzgerald, of Waterville. Mr. Campbell and 
Mr. Fitzgerald are increasing the stock, and 
both were in Kansas City recently buying 
merchandise. 

H. E. Kimber, Excelsior Springs, Mo., 
was in Kansas City to see the Gift Shop 
exhibit shown at the Baltimore Hotel. 
Clarence Mitchell, of the Mitchell Jewelry 
Co., Carrollton, Mo., also visited the Gift 
Shop exhibit here. 

L. H. Ludwig, of the Edwards-Ludwig- 
Fuller Jewelry Co., went to Chicago Friday, 
where he joined his wife on her return from 
Wisconsin. They have now returned to 
Kansas City. R. D. Edwards, of the 
Edwards-Ludwig-Fuller Jewelry Co., is 
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back from a trip through Yellowstone Park. 

R. Millard Turner, with the Clark Tool 
Material Co., and also salesman for H. F. 
Shomo, wholesale jeweler, is in Kansas City 
for 10 days or more, working the trade for 
these companies. Lute Potts, also with Mr. 
Shomo, has returned from a visit to his 
brother, J. M. Potts, auctioneer, at Sherman, 
Tex. 

Among local men attending the jewelers’ 
conventions in St. Louis were: Fred Sands, 
secretary of the Kansas City Wholesale 
Jewelers’ Association; N. R._ Fuller, 
Edwards-Ludwig-Fuller Jewelry Co.; J. H. 
Mace, W. H. Mace, O. Myers, and H. L. 
Simmons, of the J. H. Mace concern, and 
A. Diamant, of the Diamant Jewelry Co. 

The Woodstock Hoefer Watch & Jewelry 
Co. put a new traveling man on the road 
Aug. 27, R. H. Johnson, whose territory will 
be in Missouri and Kansas. He was for- 
merly with the Seth Thomas Clock Co. This 
firm now has five men on the road, traveling 
in Kansas, Missouri, Iowa, Nebraska, Okla- 
homer, and parts of Arkansas, Colorado and 
Illinois. 

W. H. Joers, president of Hayden W. 
Wheeler & Co., New York, also president 
of the Hoefer Jewelry Co., Kansas City, 
and E. O. Baumgarten, vice-president of the 
Hoefer Jewelry Co., attended the convention 
of the Missouri Retail Jewelers’ Association 
and the American National Retail Jewelers’ 
Association in St. Louis, Aug. 25-27. Mr. 
Joers will be in Kansas City for a week 
or 10 days. 

The following were among buyers visit- 
ing the Kansas City market recently: H. H. 
Guber, Ottawa, Kans.; W. S. Noble, Drexel, 
Mo.; F. E. Pirtle, Council Grove, Kans.; 
Gene Weber, Lexington, Mo.; Mr. and Mrs. 
T. L. Davies, who drove down in their car 
from Fall City, Nebr.; J. A. Zimmerman, 
Warrensburg, Mo.; Mr. and Mrs. M. A. 
Coffman, who made the trip by automobile 
from Braymer, Mo.; Junior Fuoss and his 
mother, Mrs. J. H. Fuoss, Brookfield, Mo. 








Salt Lake City 


Ensign Herrick is reported to be in Cali- 
fornia, 

Frank Hagen, Lancaster, Pa., was a guest 
of A. F. Heiland of McConahay’s store re- 
cently. 

Victor Jenson, of J. S. Jenson & Sons, 
and family have returned from a trip in 
southern Utah. 

C. R. Pearsall, head of the well-known 
Leyson-Pearsall Co., has returned from a 
2,500-mile automobile trip. 

J. P. O’Brien, watchmaker on E. Second 
St., has closed out. Mr. O’Brien was for- 
merly an optometrist in this city. 

Sert Hardy, engraver at the Leyson-Pear- 
sall Co., has returned to the store after act- 
ing as instructor at local vocational training 
school. 

Fred Daynes, president and manager of 
the Daynes Jewelry Co., and family, have 
gone on a motor trip to the wonderlands of 
southern Utah. 

Russell W. Young, local optometrist and 
jeweler, has a pair of Chinese glasses said 
to be 200 years old. They were presented 
to him by a Chinese patient. 

O. J. Schaar, watchmaker and jeweler on 
West Broadway, with his wife and family 
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have returned from a pleasure trip in north- 
ern Utah and southern Idaho. 

It is stated that progress is being made on 
the ordinance which would forbid the hold- 
ing of jewelry auctions in this county and 
city. The ordinance is partly written, 

R. E. Peters, who has been connected with 
Barnett & Weiss for the past two or three 
years, has resigned to take over the manage- 
ment of a mercantile institution in Wy- 
oming. 

A man who gave the name of Bert Gil- 
bert, 53 years of age, and Denver, Col., as 
his address, has been arrested by local police 
officers on a charge of offering “fake” 
jewelry for sale. 

Sam Ritchie, 22 years of age, who was 
arrested following the recent holdup of the 
Grand Loan Office, and confessed his part 
in the robbery, has been sent to the State 
Prison for a term. 

C. D. Anderson and William Anderson, 
two prominent local jewelers, have recently 
returned from a fishing trip on the Madison 
River, Montana, where they succeeded in 
making some big “hauls.” 

Watches and diamonds are said to be sell- 
ing best here right now. The head of the 
Leyson-Pearsall Co., C. R. Pearsall, said 
silverware, glass, fancy jewelry and novel- 
ties were also selling well. 

Raymond Gunderson of Parry & Parry, 
Ltd., manufacturing jewelers in the Keith 
Emporium Bldg., has returned from a mili- 
tary training camp in Washington, where 
he has been spending the Summer. 

The Diamond Shop on Main St. furnished 
the blue-white diamond ring set with sap- 
phires which was given away by the Salt 
Lake Telegram in connection with their 
cooking school at the Hotel Utah recently. 

Captain Kenneth Decker, Provo jeweler, 
and wife have returned from a three weeks’ 
trip to California. Captain Decker is dis- 
playing at his store a cup which was won at 
San Diego by an aero squadron composed 
of fliers from Utah, Idaho and Montana. 

The Utah State Optometrical Association 
recently approached the State Department 
of Registration with the view of getting it 
to order the removal of optical signs from 
jewelry stores that no longer conduct an 
optical department. Official action was se- 
cured and the signs have been removed. 

Death has claimed Miss Ernestine Wein- 
stein, proprietor and manager of the Trinket 
Jewelry Shop on S. Main St. Miss Wein- 
stein was 43 years of age and was assisted 
in the business by her mother, Mrs. Clara 
Weinstein. Death occurred in a Salt Lake 
City hospital. Deceased did a big business 
in novelties and her place was well patron- 
ized by tourists. She was regarded as an 
authority on rare gems and antiques. 

William M. McConahay, president of the 
Utah State Retail Jewelers’ Association, 
who was badly injured in an automobile 
accident six weeks ago. is still at the Latter 
Day Saints’ Hospital in this city, but it is 
hoped that he will be able to leave the insti- 
tution for his home soon after these lines 
are in print. The well-known jeweler is be- 
lieved to be making an excellent recovery, 
though it is feared it will be some time be- 
fore he is able to attend to his duties. 








Louis C. Kolberg, Healdsburgh, Cal., has 
sold out his business to F. W. Frisch. 









































































Lawrence May, New York, is here calling 
on the trade. 

Mr. Fleischer, of Fleischer & Albert, El 
Paso, Tex., is here for a short visit. 

Dr, Charles A. Clifford, jeweler, Chico, has 
been making a visit in Los Angeles. 


D. George Goldberg, representing the 
Untermeyer-Robbins & Co., is here calling 
on the trade. 

Wm. Deitch, who has been located in the 
Jewelers’ building, has moved back to the 
Title Guarantee building. 

Mrs. J. M. Samuels, located for many 
years at 2605 Central Ave., has moved to a 
new store at 3880 Western Ave. 

H. Victor Wright, president of Wright, 
Campbell & Ginder, 709 W. 7th St., is spend- 
ing a week or two at Catalina Island. 

Peter and Matt Flynn, of the P. D. Walsh 
Co., have returned from Eugene, Ore., 
where they went to visit their mother. 

Miss Beatrice Lebigue, buyer for the 
silverware department of R. A. Hubler, 
Porterville, is enjoying a rest in southern 
California, 

reagans & Co, are presenting their cus- 
tomers and visitors with sets of attractive 
post-cards bearing pictures in gilt of the in- 
terior of their store. 

Harry N. Wolfe, of the I, Behrstock Co., 
having recovered his normal health, has 
again started out on the road for business. 
He has gone up the coast, 

Walter Jaccard, president of Jaccard 
Jewelry Corp., Kansas City, Mo., accom- 
panied by Mrs. Jaccard, is here on a pleasure 
trip and paying a visit to relatives. 

E. E. Marshall, of the C. & E. Marshall 
Co., Chicago, and president of the Western 
Material Supply Association, is here and 
has been visiting the local jewelers’ supply 
houses. 

Clarence E. Dustin, of the watch depart- 
ment of Montgomery Bros., is reported to 
be regaining his strength, but it is expected 
that it will be several weeks before he can 
leave the hospital. 

W. J. Daniel, watchmaker for Paul 
Grimm, 325 W. 4th St., after a sojourn of 
a week, spent at Coronado Beach and San 
Diego with his family, has returned to his 
place in the store, 

Ira W. Smith, manufacturers’ representa- 
tive, 912 Broadway Central building, having 
fully recovered his health after a long period 
of serious iilness, has started for a four- 
weeks’ business trip up the coast and as far 
east as Denver, 

Frank Woertendyke, wholesaler in the 
Jeweler’s building, and Mrs. Woertendyke 
have just returned from a visit to Catalina 
Island. Although they have lived in Los 
Angeles for 15 years they had never been 
over to the island before. 

Gilbert Kinsey, of Kinsey & Elliott, 303 
Jewelers’ building, is spending a few days 
in San Francisco on business. Mr. Elliott 
of the firm reports a considerable improve- 
ment in their business during the last few 
weeks and is quite encouraged by the outlook, 

Harry Hettich, of the silverware depart- 
ment of Feagans & Co., is sojourning at a 
near-by beach. John Picou, head of the 


repair department of the same house, is 
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also away for a rest. C. S. Douglas has 
returned from a sojourn at Camp Baldy, 
a resort in the mountains north of Upland, 
about 50 miles east of Los Angeles. 

Maurice Adelsheim, manager of S. Jacobs 
& Co., Minneapolis, is spending a few days 
here, staying at the Biltmore Hotel. This is 
his first visit to this city. He called at 
Montgomery Bros.’ store to see Miss C. K. 
Schultz, who was in his employ before com- 
ing here and is now a member of the Mont- 
gomery sales force. 

George Sang, said to be wanted here for 
the robbery of Ben Boyd, a diamond mer- 
chant, has been arrested in Omaha, Neb., 
according to a telegram received at the Dis- 
trict Attorney's office. It is declared Sang 
and James Bates gave the diamond mer- 
chant a drink of doped liquor and then took 
$7,000 worth of diamonds from him about 
a month ago. 

Frank C. Hart, prominent jeweler at 
Tacoma, Wash., with Mrs, Hart and their 
daughter, has arrived here for a visit. They 
are the parents and sister of J. M. Hart, 
manager of the jewelry department of the 
May Co., recently Hamburger’s & Sons. 
Miss Hart, the daughter, expects to remain 
here and enter an advanced class in the 
University of Southern California. 

Following are the names of some of the 
out-of-town visitors who have been here 
recently: J. F. Reed, Miami, Ariz.; A. J. 
Felkel, San Bernardino; John Ernsting, San 
Diego; Montague Everitt, Fillmore; Frank 
Fisher, Riverside; J. R. Jenkins, Brawley; 
G. O. Wendel, Mesa, Ariz.; W. G. Young 
and Mr, and Mrs, J. C. Tipton, Santa Bar- 
bara; Wm. Durfee, of the Bartlett Co., 
Ventura. 

A. M. Bacon, of the watch department of 
Brock & Co., has just returned from a trip 
as far north as Eureka, Humboldt County. 
Robert C. Anstead, of the diamond depart- 
nient, also has returned from a northern trip. 
He went to Vancouver, B. C. Clarence 
Blake, from the same department, was when 
heard from a few days ago at Crater Lake 
National. Park, Ore. Mr, Bacon has _ re- 
ceived a card from L, C. Roessler, of the 
watch department, who was at that time in 
Robles on his way farther north. 
Charles H. Terstegen, of the gold jewelry 
department is at Catalina Island for a rest 
and Mrs, Hilda Trower, of the repair depart- 
ment, is having her annual outing at San 
Diego, 

S. P. Dayton, 715 Title Guarantee build- 
ing, has finished installing a street clock at 
Long Beach that is attracting considerable 
attention. It is a large two-dial post clock 
with 30-inch illuminated dials. It is in 
front of the store of the Benjamin Irving 
Co. and in an especially conspicuous loca- 
tion near a band stand, where hundreds of 
people gather to listen to the music. Mr. 
Dayton personally designed it and a picture 
sent to the Gillette Clock Co. so pleased the 
management that Mr. Dayton was informed 
that it would be listed as a standard type in 
the company’s next catalogue. It is wound 
and operated entirely by electricity, the first 
of this kind, it is thought, on this coast. As 
it is so near the ocean that the unprotected 
metal would corrode, it will be covered with 
a new patented paint invented in Los 
Angeles which, as it dries, becomes prac- 
tically a water-proof metallic paint covering. 


Paso 
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Portland, Ore. 


A. & €. Feldenheimer, 379 Washington 
St., have devoted one window this week to 
a display of moderately-priced watches, 
with a caption to the effect that school days 
are close at hand, and it is the duty of 
parents to teach their children punctuality— 
therefore “buy your boy or girl a reliable 
watch.” 


The North Bend store of Belding & 
Bushong combined with Howard Belding’s 
jewelry establishment, opened recently in 


their new quarters on Sherman Ave., North 
Bend, Ore. Howard Belding, who is in 
charge, has moved his jewelry store from 
the First National Bank building. The 
Belding & Bushong department will handle 
cameras and supplies. 

The Little Jewelry and Gift Shop, in the 
Heilig Theatre building, Portland, Ore., has 
had an exceedingly interesting display in 
one of its windows. It consists of a number 
of pieces of heavy old silver, sterling, origi- 
nally used about the 16th century in the first 
Catholic church of Porto Rico. There are 
the holy water container, incense burner, 
candlesticks carried by the acolytes, and the 
wine and water containers of the communion 
set. Especially interesting is the immense 
quill pen that was used to sign the marriage 
register. The entire collection was’ loaned 
by a lady of the city, and is very valuable, 
as might be imagined. This shop is also 
putting on sale some very lovely colored 
sketches by Wylog Fong, a talented young 
Chinese artist of the city. These carry the 
authentic Chinese atmosphere, and the color- 
ing is exceedingly clear and delicate. No- 
ticeable also were some exquisite brooches 
and laVallieres in the butterfly jewelry— 
dainty enough for the adornment of 
fairies. 








Pacific Coast Notes 

Silas W. Sturdevant, jeweler of South 
Bend, Wash., has sold out his business to 
Karl Floyd. 

O. A. Dockham, expert watchmaker and 
jeweler, formerly of Oakland, Cal., is pre- 
paring to open a jewelry store in Burbank, 
Gal. 

The annual picnic of the British Columbia 
Jewelers’ Association was thoroughly en- 
joyed by an exceptionally large number of 
Vancouver jewelers. 








season 


Son, 


All indications point to an active 
for pearls, according to L. Heller & 
makers of Deltah Pearls. Recently the 
New York American, and presumably the 
other Hearst newspapers, carried a front 
page article describing the immense popu- 
larity of pearls in Paris. The truth is that 
everything now is pearls, French women 
adorning themselves with as many as Six 
and eight strands at one-time. The tre- 
mendous popularity of pearls is reflecting it- 
self in the American market, and the com- 
ing season will probably surprise all 
jewelers. The Deltah makers are preparing 
to help merchants take advantage of the 
opportunity by scheduling more newspaper 
and magazine advertising and by distribut- 
ing window material to build sales. 
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£. Bastheim, of Los Angeles, is here 
ysiting his mother, who is ill. 

Ben Klein, of Los Angeles, is spending a 
week here. He represents £, Kaplan & Co., 
giamond cutters, New York city. 

Morris C. Mayer, of Mayer & Weinshenk, 
returned on Aug, 17 from a three weeks’ 
trip to the eastern markets, 

¢. C. Gross, representing Kohn & Co. and 
the Traube Mfg. Co., is expected back trom 
the south and central portion of California. 

Mr. and Mrs. Morris Jacoby, Portland, 
(re. are touring California by auto. Hav- 
ing visited this section, they have now gone 
south, 

H. H. Adams, San Francisco manager of 
the Gorham Co., is rusticating in the moun- 
tains of Humboldt County, on his annual 
vacation, 

Louis Ostby, back from the south, states 
that if only the rains come at the right time 
in September, business in California will be 
wonderful, 

W. S. Fulton, manufacturers’ representa- 
tive, has left for the Pacific northwest 
where, according to all accounts, conditions 
are showing a decided improvement. 

Fritz Barkan, diamond importer has _ re- 
turned from a somewhat extended trip to 
southern California where, he says, business 
is showing a decidedly upward tendency, 

Fred Semenza, city .traveler for M. 
Schussler & Co., was married a few days 
ago, the bride being Miss Miriam Myers, of 
this city. Both the young people are well 
known. 

A. V. Davidson, western manager, Na- 
tional Jewelers Board of Trade, has been 
elected trustee to administer the estate of 
Alfred De Traub, bankrupt. Both the De 
Traube stores in this city have been closed. 

L. D. Lumbard, assistant to FE. V. 
Saunders, coast manager of the International 
Silver Co., is enjoying a sojourn in the High 
Sierras and is not expected back for a couple 
of weeks. Mr, Lumbard is golfing and 
‘ishing, 

Frank L. Jeddis, of the Alphonse Jeddis 
(o., is making a trip through the Pacific 
northwest and finding business very satis- 
lactory, James Gilbert. with the same firm, 
sin the south, where he finds conditions 
much improved. 

Park V. Bovyer, representing the Burr 
W. Freer Co., is taking a trip through the 
redwood section of Humboldt county, in- 
cluding Eureka, which is a flourishing sea- 
port, and supplies much of the redwood 
lumber used in Australia. 

_The sales department of J. R. Wood & 
ans, just sold an entire jewelry store, down 
the Peninsula. The seller and retiring 
Owner of the store was Melville H. Radke 
and the buyer was W. A. Jarrett, formerly 


Xt St, Louis. Theodore Huggins, manager 
for J. R. Wood & Sons, arranged the 


transaction. 

Bert McDonald, of McDonald Bros., dia- 
mond setters on the 15th floor of the 
Chronicle building, Market and Kearney 
s., dropped a ring he was polishing the 
other day. It struck the side of a box and 
el to the street below. Some minutes later 
"¢tound the ring on Kearney St. Hundreds 
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of people had passed the gem during that 
time without noticing it, 

Walter Marble, representing Bugbee & 
Niles Co., is here with his father and brother 
who came from Attleboro, Mass., to enjoy 
camping in the Yosemite Valley and are 
now seeing San Francisco. Other manufac- 
turers’ representatives here include: Michael 
Peyser, of the Shiman-Miller Mfg. Co. 
Newark, N. J. 

Jewelers visiting the trade during the past 
few days, include: O. J. Boss, of McClin- 
tock’s, Hollywood; Bert Warner, of the 
Warner Co., Fresno; P, Hansen, of Eriksen 
& Co., Fresno; Max Noack, Santa Rosa; 
M. D. Lipton, Long Beach; Howard Stack- 
pole, San Jose; A. S, Shaddow, Fresno; 
August Seibak, of Pittsburg, Cal., and J. H. 
Peare, of J. H. Peare & Son, La Grande, 
Ore. 

A meeting of the Silverware Committee 
of the Wholesale Jewelers’ & Silversmiths’ 
Association was held, on Aug, 20 in the 
rooms of the Pacific Better Homes Bureau, 
in the Phelan building and it was resolved 
to co-operate in the coming Better Homes 
Exposition which will be held in the Civic 
Auditorium here, from Oct. 7 to 12. Some 
of the silverware concerns are preparing tu 
put in displays, 

Jake Coplin, a diamond broker of this city, 
recently cashed a fortune of $50,000 in five 
ten-thousand treasury notes at the Bank 
of Italy. The notes were traced as having 
been stolen from the People’s Bank & Trust 
Co., Chicago, last March. Coplin frankly 
admitted to the police that he had cashed the 
notes, saying that he had won them from a 
stranger in a poker game, on April 9. De- 
tectives believe Coplin, and are looking for 
the stranger who dropped $50,000 in 20 
hours of poker playing. 

The opinion seems to be unanimous that 
conditions in the section of the Pacific Coast, 
tributory to San Francisco, is due for a 
period of prosperity. According to bank 
reports, though the fruit crop is not so large 
as it was last year, better prices are being 
obtained and the same is true of a number 
of agricultural products. Steam power gen- 
erating plants are being used to their 
capacity to fill the shortage of electric power, 
due to lack of water. However, the rainy 
season promises to begin early and there is 
a growing belief that the man who puts in 
his jewelry orders early is showing wisdom. 











E. W. DeLauter, retailer, Anderson, Ind., 
Was a visitor in the city during the week. 


Harold E. Ratliff, retailer, Knightstown, 
Ind., has returned from a motor trip through 
the east. 

|= aan Pe retailer, Columbus, Ind., 
accompanied by his wife, have left for a 
motor trip in the east, 

Stanley Chastain, retailer, Roachdale, Ind., 
accompanied by his family, has returned 
fron: an automobile tour of eastern cities. 

H. H. Bishop, an Indianapolis retail 
jeweler, has left for a rest at Winona Lake, 
Ind. Mr. Bishop was accompanied by his 
wife, 

George L. 


Rost, 


Purpose, of the firm of Hoff- 
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man & Co., Indianapolis wholesalers, has re- 
turned to his office after an extended absence 
due to illness, 

Mr. and Mrs. Monroe Ewing, of Ridge 
Farm, Ill., are visiting relatives in Broad 
Ripple, a suburb of Indianapolis. Mr. 
Iewing is a retailer in Ridge Farm. 

A. S. Rowe, retailer and watchmaker, 
spent the week-end in Madison, Ind., with 
his family. Mr. Rowe stopped at several 
Indiana towns on the way back to Indian- 
apolis, visiting retailers. 

W. T. Bowles, who is opening a retail 
jewelry store in Bloomington, Ind., was in 
the city for a short stay. The date of the 
store opening has not been set, but it is the 
plan of Mr. Bowles to open an up-to-date 
jewelry and gift shop. 

Returning to Indianapolis after an absence 
of two years spent in Jacksonville, Fla., 
Clyde Gabbert, formerly of the firm of 
Stokes & Gabbert in the State Life building, 
expects to open a jewelry and watchmaking 
shop, either in this city or Cleveland. 

George I. Schuck, retailer, Bryan, O., 
passed through Indianapolis on his way to 
Columbus, Ind., where he will vist Carl 
Rost, of H. L. Rost & Son. For a number 
of years Mr. Schuck was connected with the 
Rost store. He was accompanied by Mrs. 
Schuck. 

Harper Ransburg, local cut glass and 
novelty manufacturer, maintained an exhibit 
at the Art and Gift Show in Kansas City. 
It was Mr. Ransburg’s plan to take the dis- 
play to St. Louis at the opening of the 
national convention. The exhibit was com- 
posed of cut glass and art novelties. 

William F. Espey, secretary-treasurer of 
the Baldwin-Miller Co., Indianapolis whole- 
salers, has returned from a pleasure trip in 
the east. Mr. Espey was accompanied by 
his family. J. E. Reagan, pres‘dent of the 
same company, has left with his family for 
Ludington, Mich., where he will enjoy a 
short rest. Fritz Fromm, manager of the 
3aldwin-Miller concern, spent the week-end 
in Chillicothe, O. 

Ralph Roessler, jeweler and chairman of 
the Special Excise Tax Elimination Com- 
mittee of the A. N. R. J. A., recently sent 
a letter of sympathy to the President and 
Mrs. Coolidge over the death of their son, 
Calvin, Jr. Mr, Roessler has received an 
engraved card s‘gned by the President which 
expresses both his own and Mrs, Coolidge’s 
appreciation of the expression of sympathy 
from the association. 

News has been received in Shelbyville, 
Ind., of the death of Harvey B. Smith, a 
former resident and brother of Mrs, Cor- 
delia Rhinehart, of that place, who for the 
past five years has been engaged in prospect- 
ing in the British Guiana, S. A. The 
American consul sent a cablegram stating 
that Mr. Smith had died Aug, 17 but giving 
no further details. Burial will be made at 
Georgetown. Mr. Smith has a_ host of 
friends in Shelby county who will hear of 
his death with much regret. Interest ng 
letters have been received of thrilling adven- 
tures and of the loss of a small fortune in 
gold and diamonds when his camp was 
raided and practically all members massacred 
by savages. 








Edward A. Schneider, Dubuque, lIa., is 
now conducting his business under the style 
of Schneider’s Jewelry Store. 










































































































































Cleveland 


Dave Glasser, of the Merit Co., has re- 
turned from a road trip and is now calling 
on city trade, 

A. R. Kanberg, of the Detroit office of 
the A, H. Ficken Co., was in Cleveland the 
past week on business. 

W. L. Schaefer, Detroit St. jeweler, is 
still at Mt. Clemens, Mich., but is expected 
home in the near future. 

A. Greenberg, of the Greenberg Jewelry 
Co., Steubenville, O., spent the week end 
and Labor Day in Cleveland, 

A. T. Hubbard and his son S. B. Hubbard 
of the Cowell & Hubbard Co., who have 
been on a fishing trip in Canada, have re- 
turned home. 

Tom Rutherford, retail jeweler, and wife 
spent Labor Day in Buffalo as the guests 
of Wm. H, Cohn, of the Wagner Gilger 
Cohn Co, 

The only auction now running in Cleve- 
land is that of Steve Tomaseck at 6963 
Broadway. He started last week. Sol 
Bergman is the auctioneer, 

David Feigenbaum, of the Cleveland 
Jewelers’ Supply Co., has just returned from 
a three weeks’ trip, and reports business is 
improving in the territory he covered, 

Retail jewelers from out of town who 
called on wholesalers the past week included 
M. Dren, Lorain; Robert Kratt, Elyria; 
C. E. Gygli, Madison, and J. B. Zinn, of 
Kent. 

Having conducted a musical store very 
successfully for a number of years in Cleve- 
land, Nathan Spielman, of 3937 Woodland 
Ave., has decided to put in a jewelry de- 
partment. 

H. A. Bernon is getting ready to start 
on his Fall trip. He bought quite heavily 
when on his recent visit to Europe, and all 
his purchases have now arrived at his place 
in this city. 

Saturday, Aug. 30, was the last day of 
early closing among the trade. Some of the 
larger down-town stores report that business 
for the month of August was exceptionally 
good in silver and watches. 

The September term of the Court of Ap- 
peals opened Sept. 2 and it is hoped by the 
Cleveland Retail Jewelers’ Association that 
an early decision will be handed down re- 
garding the auction ordinance. 

One of Piqua’s, O., former residents, R. 
R. Peterson, has returned for a visit. He 
formerly conducted a jewelry store at 
Piqua and then moved to Topeka, Kans., 
where he is still continuing in the same line 
of business. 

QO. T. Loehr, of the Cleveland office of the 
Scribner & Loehr Co., and George Loehr, 
of the Detroit office have got their fishing 
tackle together and gone on a trip into 
Canada, They expect to return in about 
two weeks. 

The A. H. Ficken Co., watch jobbers, 
Scofield building, has completed alterations 
to its offices, which will give more space. 
The concern has closed the entrance known 
as 1038 and is now using 1036. Some new 
fixtures have been added, and other improve- 
ments made. 

Arthur Walker, who formerly was in the 
manufacturing jewelry business in Cleveland 
and went to Oklahoma about six months ago, 
has returned to Cleveland and has rented 
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bench space from C. E, Klamm in the Stone 
buildimg on Prospect Ave. He is specializ- 
ing on fine platinum work, 

J. A. Conn, auctioneer, who has offices in 
the Hippodrome building, has returned 
from a trip down south. He went as far 
zs Miami, Ilorida, and reports the weather 
very hot in that section and mosquitoes bad. 
His wife and family accompanied him and 
the entire trip was made by auto. 

Representatives of out-of-town jewelry 
firms who called on Cleveland trade the past 
week included: Henry Terheyden, of 
Terheyden Co., Pittsburgh, Pa.; H. C. Mc- 
Cormack, vice-president and general man- 
ager of the T. C, Tanke Co., Buffalo, and 
Clarence L. Durr, of Lemon & Son, Louis- 
ville, Ky. 

The Jewelry Crafts Association will hold 
an executive meeting early in September to 
decide when the first regular meeting will 
be held. It was expected that such a meet- 
ing would be held Sept. 15, but due to the 
24-Karat Club meeting on the evening of 
that date, it was decided to postpone it so 
that members could attend the later meeting. 

A. beautiful piece of antique Pettipoint 
tapestry is on display in the rooms of H. A. 


Bernon, wholesale jeweler, , Hippodrome 
building. The piece is called “The Gold- 


smith’s daughter”’ and depicts the interior of 
a jewelry shop of the period of 125 years 
ago. A wealthy customer is seen entering 
the store, and the goldsmith is taking down 
goods to show him, The daughter is shown 
assisting her father. Mr. Bernon secured 
the piece while in Europe recently. 








Canada Notes 

The Art Gold & Silver Stamping Co. is 
registered at Toronto. 

Charbonneau & Ilanagan, jewelers, are 
registered at Montreal, 

Fred. W. Rickards, jeweler, of Hamilton, 
Ont., has given a chattel mortgage to Bessie 
S. Beck for $589, 

Paquette & Hughes, manufacturing 
jewelers, Toronto, have been adjudged bank- 


rupt and A. EE. Brocklesby is appointed 
custodian, 
The Canadian Department of Public 


Works, Ottawa, calls for tenders for the 
supply and erection of bronze clock dials on 
the tower of the Parliament buildings which 
will be received up to Sept. 15. 

Out of town buyers calling cn the Toronto 
trade recently included: E. T. _ Bates, 
Sarnia; R. Patterson, Kincardine; J. S. 
Smith, St. Catharines; and J. M. Hicks, 


Whitby—all Ontario and W. T. Ash, Ed- 
monton, Alta. 
The McRae-Stowe Co., Ltd., of Sher- 


brooke, Que., has been incorporated under 
the laws of Canada with an authorized 
capital of $25,000, to carry on business as 
jewelers, goldsmiths and_ silversmiths, by 
John P, Wells, Kenneth A. Wilson, Bartley 
N. Holtham and others. 

The Saskatchewan Optometric Association 
held its annual convention at Regina, Aug. 
20. George A. McCuaig, of Weymouth, 
was re-elected president. The convention 
approved of the establishment of a Canadian 
College of Optometry in affiliation with the 
University of Toronto, and decided to make 
a course at this college a requisite to passing 
Saskatchewan optometry examinations. 
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All of the jewelry plants were closed Mop- 
day of this week in observance of Labor 
Day. 

Col. S. O. Bigney was in St. Louis last 
week attending the annual convention of the 


A.N.R. J. A. 


Albert Saart and Fred Wilmarth, two 
jewelers who figured in automobile accidents 
last week, are recovering from their injuries, 

Local business this season is for the most 
part along stable lines, very few new novel- 
ties having made their appearance this year, 

Construction work has been started on the 
new factory for the Panelon Co., in which 
a number of local manufacturing jewelers 
are interested. 

W. H. Blake, James L. Wiggmore and 
Joseph Rioux are representing Attleboro in 
arranging for New England Week, to be ob- 
served Sept. 15 to 20. 

A hearing will be held in Boston, Sept. 9, 
to act upon the application of the receiver 
of the Interstate Street Railway Co. to dis- 
continue some of their service in the Attle- 


boros. 








Wilmington, Del. 


Mr. and Mrs. Charles R. Feil have been 
at Cape May, N. J. 

William Collins, Salisbury, Md., was 
among the visitors here the past week stock- 
ing up with goods for the Yuletide season. 

During the past week there were a dozen 
salesmen for New England wholesale jewel- 
ry concerns who visited this city with sample 
cases filled with Christmas goods. 

Mr. and Mrs. Samuel C. Evans, Milford, 
have been spending some time at Atlantic 
City as the guests of the Walter Podesta. 
Mr. Evans is secretary of the Maryland- 
Delaware Retail Jewelers’ Association. 

T. Gilpin Massey, entertained many Wil- 
mington jewelers and their wives at his cot- 
tage at the head of Delaware bay at Dela- 
ware Beach over the Labor Day _ holiday. 
The men folks displayed their skill at rifle 
shooting. 

Nic. Stokes, of Milford, was taken to the 
Pennsylvania hospital in Philadelphia over 
the week-end where an immediate operation 
for appendicitis and gall stones was per 
formed. Mr. Stokes stood the operation 
well and is convalescing successfully. 

3anks & Bryon are preparing to remove 
from 5th and Market Sts. to 825 Market ot 
which is following the trend of business 
these days. They are having their new lo- 
cation put into shape so that it will be ready 
for occupancy toward the end of September. 

Salesmen who have covered this territory 
embracing Delaware and the eastern shore 
of Maryland report business as much better 
than they had anticipated, considering there 
is so much politics. It is much better than 
it was eight or twelve years ago, they state 








A new jewelry store was opened recently 
in the new Chamber of Commerce building 
at Watertown, N. Y., by E. J. Hines. Mr. 
Hines was formerly associated with M. S. 
Carlton and is a jeweler of many years 
experience. 
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Waite, 
was in 


nF. yeni salesman for 
Thresher Co., Providence, R. I, 
Denver, Aug. 26. 

\. Miller, who is well known to local 


welers, has opened a trade shop in the 


\ercantile building. 
D. N. Jacoby of the Providence Stock Co., 
Providence, R. I., made his usual visit to 
Denver on Aug, 28. 


Mr. Crystal of Jacobson & Wilner, Inc., 
Yew York, was in Denver during the week 
dhowing his line of rings. 

1. A. Patterson, of Hayden W. Wheeler & 
» New York, made a call on the local 
trade during the past week. 

On Aug. 25, Charles Jacot, road represen- 
utive of the Forstner Chain Corporation, 
Irvington, N. J., visited 

Miss Gertrude Walsher of the Syman 
Brothers Jewelry Co., who has been ill at 
st. Joseph's hospital, is making a rapid re- 


covery. 
Ira W. Smith, of Ira W. Smith, Los 
Angeles, has advised Denver jewelers of a 


contemplated business trip to this city on 
Sept. 11. 

David Sterling and Vick Palzer, widely 
known among Denver jewelers, have opened 
a jewelry, art and curio store at Lilly Lake 
in Estes Park. 

John Hartsburg of New. York City was a 
visitor in Denver last week, and spent the 
week end in the mountains near Denver and 
at Estes Park. 

The traveling representative of the Mara- 
thon Co., Attleboro, Mass., manufacturers of 
Kiddie Kraft jewelry, called on the local 
trade last week. 

W. W. Hamilton, of the W. W. Ham- 
ton Jewelry Co., Foster building whole- 
dlers, has just returned to Denver after a 
ishing trip to Saratago, Wyo. 

William A. Lamb, road representative of 
George H. ‘Fuller & Son Co., Chicago, was 
in Denver for two days on Aug. 26 and 28, 
taking orders for his company’s line. 

Molberg & Hurle, manufacturing jewelers, 
will move from their present location, 826 
i St., to suite 606 Commonwealth build- 

ene they will be located after Sept. 1. 
Dabney, who recently disposed of 

— at Brighton, Colo., to Fred H. 
Phifer was in Denver last week seeking a 
new location for the establishment of a new 
store, 

The Waterbury Clock Co.’s, representa- 
ine, FL. Pettee, arrived in Denver from 
‘hicago last week and made a business call 
the W. W. Hamilton Jewelry Co., and 
other wholesalers. 

_ Art Bitterley st wife, the latter a widely 
*nown artist, are in Denver on a visit with 
relatives after a motor trip from California. 

— Bitterley formerly was with the “aa 

\llen Jewelry Co., and has many friends i 
Denver, 

Lawrence May of New York was another 
‘astern jeweler who paid this city a visit 
during the past week. After calling on the 
‘cal trade he went to Colorado Springs for 
a Week- end visit, touring the Garden of the 
Gods and visiting the grave of Helen Hunt 
ackson, Colorado poetess. 


Tony Hansen, watchmaker, has resigned 


Denver jewelers. 
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his position with the K. C. Cosley Jewelry 
Co., Foster building, and is on his way by 
automobile to California. J. B. Brannon, 
formerly of Orrick, Mo., has been employed 
by the Cosley firm to succeed Hansen. 

W. P. Walsh, who is head of the watch- 
makers’ school for ex-service men, conducted 
by the Veterans’ Bureau, is anxious to hear 
from jewelers who are in need of the services 
of apprentice watchmakers. He can _ be 
reached at the Veterans’ Bureau offices in 
the United States National Bank building. 

Local retail jewelers report a decided im- 


provement in business in recent weeks. Part 
of the increase in sales is attributed to the 
presence of tourists in the city. The Bohm- 


Allen Jewelry Co., reports that at times the 
customers in their store resembled the 
crowds of the holiday period. The same 
reports on business are made by other local 
retailers. 

Oluf R. Hansen, watchmaker for Hansen 
& Hansen, is motoring through Kansas with 
his wife and family. Miss Jess I. Hansen, 
wife of one of the proprietors of this firm, 
and Miss Agnes Hansen, a daughter, are 
visiting old friends and relatives at Mr. 
Hansen’s former home at Racine, Wis. 
They expect to be away from Denver several 
weeks longer. 

Denver police have been unable to find 
any trace of the bandit pair who held up 
and robbed S. E. Arscott, Jr., of S. FE. Ar- 
scott & Co., jewelers and opticians, 1529 
Welton St., early this month. Mr. Arscott 
was kidnapped by the bandits and driven 
into the country east of Denver where he 
was bound and gagged and thrown into a 
clump of weeds. 

Membership in the Colorado Retail 
Jewelers’ association is growing by elaps and 
bounds, according to Wolf Hansen of Hansen 
& Hansen, Denver, who was elected pres- 
ident of the organization at its recent con- 
vention at Colorado Springs. Recently, ac- 
cording to President Hansen, applications 
for membership have been received from a 
number of jewelers in business in New Mex- 
ico towns situated just over the Colorado 
line. 

Loving cups and other trophies presented 
to the companies and individuals of the 
Citizens’ Military Training Corps, which has 
just finished training at Ft. Logan, near 
Denver, were supplied by the Syman Bros. 
Jewelry Co. Presentation of the trophies to 
the members of the camp and the prize win- 
ning units was made by General Paul B. 
Malone during the visit to Denver of Gen- 
eral John J. Pershing. Prizes were awarded 
the best drilled company, the best appearing 
company and the outfit showing to best ad- 
vantage in military tactics, etc. 

Among the out of town jewelers who were 

Denver on business during the past week 
were: R. A. Goodall, Ogallala, Nebr.; R. 
R. Taylor, Red Arrow Store, Albequerque, 


N. M.; W. S. Larsen, La Junta, Colo.; 
Ward Ruggles, Craig, Colo.; Leonard Hoff- 


man, Hoffman Bros. Jewelry Co., Ft. Col- 
lins, Colo.; J. G. Raine, Colorado Springs, 
Colo.; Eleanor Lenfesty of the Waring 
Store, Aztec, N. M.: Mr. and Mrs. Fred H. 
Pfeiffer, Brighton, Colo.; L. E. Gardiner, 
Longmont, Colo.; Dr. F. G. Huffman, 
Pioneer Pharmacy, Wheatland, Wyo.; R. E. 
Hayes Co., R. FE. Hayes Co., Riverton, 
Wyo. 

Fred Syman, 


of Syman 


srothers Jewelry 
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Co., president of the Denver Tourist Bureau, 
was host to 50 railroad advertising men from 
all over the United States, who came to Den- 
ver and Colorado to gather first hand infor- 
mation on the scenic beauties of this section 
for use in their 1925 tour booklets. While 
the railroad ad writers were in Denver they 


were banqueted at the Brown Palace hotel, 
and taken for a tour of the Denver and 
Rocky Mountain parks. Mr. Syman 
also headed a committee of the Denver 
Chamber of Commerce which conferred 
with rail officials and Mayor  Staple- 
ton on plans to have a_ new approach 


constructed from the 16th St. viaduct to the 


Union station. 








Omaha 


H. C. Steiner, Albion, came to an Omaha 
hospital last week and underwent an opera- 
tion here. 

Mr. and Mrs. Harry 
City, Nebr., are on an 
California this Summer. 

Alfred Brodegaard, of the Brodegaard 
sros. Jewelry Co., has been ill at his home 
for nearly two months with a series of car- 
buncles on his neck. He is improving now. 

Gordon Smith, of the A. F. Smith Co., 
Omaha, is working on the company’s cata- 
log, and expects to have it completed by 
Oct. 1. This will be 30 days earlier than 
usual. 

Among the out-of-town jewelers who 
were in Omaha during the week were: H. 


Wol f, of Nebraska 


extensive trip to 


C. Steiner, Albion, Nebr.; A. W. Casper, 
Albion, Nebr.; Harry A. Martin, Lyons, 
Nebr.; M. J. Klevjord, Legan, Ia.; R. L. 
Crawford, Bancroft, Nebr.; Mrs. Lafferty, 
Genoa, Nebr.; A. Schlosser Dodge, Nebr.; 
John Douglas, Onawa, la.; O. C. Linder, 


Oakland, Ia 

Joseph P. Byrne, of the Byrne-Duff 
Jewelry Co., wholesalers, who has spent 
much of his time this yeay on the road per- 
sonally, coming in from northeastern Ne- 
braska a few days ago, announced that the 
corn prospects are excellent. Mr. Byrne 
said, “There will be plenty of corn, ap- 
parently, despite all the talk to the contrary. 
With the exception of the extreme lowlands, 
where it was drowned out in the Spring, 
the corn is in fine shape.” 

A. F. Smith, head of the A. F. Smith Co., 
wholesale jeweler of Omaha, says too many 
retail jewelers in the territory 1ight now are 
making the mistake of waiting until after 
their vacation to buy their staple goods, or 
putting off buying “until after the de- 
mand comes.” “These jewelers are mak- 
ing a mistake in not anticipating their 
wants now,’ Mr. Smith said. “When 
the real demand does start in the Fall, 
goods will be so it will cripple the 
wholesaler and the manufacturer will have 
to run double shifts, and that will involve 
the payment of double time, and a conse- 
quent rise in the cost of the goods. This 
will cause the manufacturers to raise the 
price of the goods which would not occur 
if the jewelers would use reasonable judg- 
ment in the anticipation of their wants, espe- 
cially in the staple lines. No one has ever 
lost money on staple goods, and for that 
reason the retail jeweler is not speculating 
when he lays in his necessary stock of 
staples. 
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Square Pirate—% actual size. 


SQUARE SERVICE: 


Intermittent alarm 5%” high x 
4,” wide. Runs 30 hours. 
hands and numerals. 
alarm clock made with a 
silver dial. 
Black radium dial $1.00 extra. 







~ Stands squarely 
On its base 


~ No feet to ma: 
furniture 

- Custom built 
metal Case. 


~ Platinum-like 
finish. 








The New Alarm Clock 
that calls you pleasantly 


ANSONIA 
SQUARECLOX 


Made in Many Models- 
Plain or Radium Dials 


ANSONIA means CLOCKS 











Height 7 inches 


Send for this handsome display card. 
a fine silent salesman. 


Chicago 
5 North Wabash Avenue 


ANSONIA means CLOCKS 





ANSONIA 
ALARM CLOCKS 





HE new Ansonia Squareclox have so many good 
points that they cannot be adequately described 


within limited space. 


We are telling readers of the Saturday Evening Post 
in the September 2oth issue to go to the store and 
examine them, and they will be repaid for their 


efforts. 


There are Squareclox for every purpose, from the 
cute little Rascal to the dignified ten-day Simplex. 
All of them have an attractive seamless metal case, 
with dull finish resembling platinum, which does 
not tarnish nor show finger marks. They are not 
easily tipped over and have no projecting feet to 


mar furniture. 


SQUARE SIMPLEX: 


The 10-day alarm clock, 514” high 
x 444" wide. Time and alarm run 
10 days with one winding. 24- 
hour alarm dial. Rings 7 to 49 
seconds as desired, stops and au- 
tomatically resets to ring at the 
same time the next day. $6 00 
100 ee eee 


Black radium dial $1.25 extra 


SQUARE PIRATE: 


Continuous alarm, 4%” high x 
3%” wide. Runs 30 hours with 


one winding. $2.50 


125121 | EES See ene eee 


Black radium dial $1.00 extra 


¥ SQUARE SPARK: 


Similar to Rascal. 30-hour time- 


piece. No alarm. $2.50 


LOST. | ee ee 


Black radium dial $1.00 extra 


SQUARE RACKET: 


Time, Alarm and Gong Strike, 
5%” high x 4%” wide. Runs 30 
hours. The only alarm clock 
made striking the hour and half- 
hour. Strike silenced when de- 
sired, and will strike correct hour 
when again in operation. Con- 
tinuous alarm. 

Meta “horses wae $5.00 


Black radium dial $1.25 extra 


SQUARE RALLY: 


Intermittent alarm 4%” high x 
3%” wide. Runs 30 hours with 


one winding. $3.00 


BOTAN ooich Gets dwuwes 


Black radium dial $1.00 extra. 


SQUARE RASCAL: 
ere or intermittent alarm, 
%4" high x 23%” wide. 
Runs 30 hours. Retail. $3.25 
Black radium dial $1.00 extra. 


Get your order in at once, and display Ansonia 
Squareclox in your window. They sell on sight. 


Chere, S Wille, 








Vice-President. 


ANSONIA CLOCK COMPANY 


Makers of Fine clocks for half a century 


99 John Street, New York 


Pacific Coast Representative, S. J. Hammond & Co., 150 Post Street, San Francisco. 


London 
23 Fore Street, E. C. 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
Jewelers’ CircuLAR regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their busi.ess. 








Where Bound, Mr. Retailer r 


Written Expressly for The Jewelers’ Circular by Charles A. Hammarstrom, A. B., M. B. A. Organization Counsel, Black, Starr & Frost; Lecturer on Retail Store 
Management, School of Commerce, New York University 








dising and retail advertising suggestions. 








Editor’s Note—This series of articles will be found of exceptional help and value to every retail jeweler. 
read these instalments each week and file them away for future reference. The subjects to be covered include, “The Meaning of Management,” 
“Organizing for Work,” “Costs as a Basis for Setting Standards,” ‘Profitable Sales Policies,” and “Budgeting the Buyer.” 
merchandise demands much expert knowledge, constant study and supervision. 


Read THe Jewevers’ Circutar every week for helpful merchan- 


Readers will find it advisable to 


The retailing of 














Part VI 
(Continued from issue of Aug. 27) 


yy order to make sure that these planned 
figures conform to certain elements of 
merchandising, such as having the heaviest 
stock immediately preceding the period of 
peak sales, the reserving of enough purchas- 
ing power to make possible the meeting of 
unexpected conditions, they should be plotted 
as shown in graph on page 193, 

When every adjustment has been made, 
and the figures brought to a point where 
they represent the best judgment of the 
ownership in its endeavor to evaluate all 
the complex factors that enter into the 
predicating of merchandise purchases during 
the next few months, the figures of Exhibits 
I and II should be brought together in a 
final form, as shown in Exhibit III. By so 
doing not only are the merchandise purchases 
tied up in relation to sales, but an estimate 
of expenses in relation to gross profits is 
available, this plan representing our best 
guess as to the future. Exactly what the 
sales in any month are going to be it is, of 
course, impossible to say. However, our 
past experience plus our best judgment of 
the present condition, enable us to make an 
estimate that for buying purposes is of 
immense value in keeping our stock and our 
finances within the limits of sound policy. 
The amount that the retail jeweler is going 


Report of furchasing Powez, 


as of o7t 


Dept. Sales 


/ 1/900 


Oc#.\31|23 Ock.\3N24900 


® LYov 
® : 


to sell and the profits he is going to make 
all depend upon his ability to plan wisely. 


These revisions are most important. If for 
instance the actual sales are not up to the 











EXHIBIT III 


























August September October 
a alia * — , . ci ee ee si \ 
Cost Retail % Cost Retail % Cost Retail % 
Stock first of period..... 12,000 20.500 42 11,600 20,000 42 11,400 20,000 43 
PUPCHOANES voces vs caes 700 1,250 44 1,155 2,100 45 2,700 5,000 46 
21,750 22,100 25,000 
Planned sales........... 1,033 1,750 41 1,239 2,100 41 1,200 2,000 40 
Stock end of period..... 11,600 20,000 42 11,400 20,000 43 12,880 23,000 44 
21,750 22,100 25,000 
GHOSE PIORC Hie sivinsivcssiax 717 41 861 41 800 40 
PAGOMGO cen enouwsewes 472 27 672 32 600 30 
November December January 
” ican ial A Oe, ee A * 
Cost Retail To Cost Retail % Cost Retail % 
Planned stock first of 
Oo ae eee 12,880 23,000 44 14,000 25,000 44 11,890 20,500 42 
Planned purchases....... 2,425 4,500 45 840 1,500 44 300 500 40 
24; 500 26,500 21,000 
Planned sales FN eel Be 1,500 2,500 40 3,960 6,000 44 1,860 3,000 38 
Stock end of period..... 14,000 25,000 44 11,890 20,500 42 10,620 18,000 41 
27, 500 26.500 21,000 
CMP OTONE fon vine dmacema 1,000 40 2,640 44 1,110 38 
ERVEROO > ao hes slew siete 650 26 1,440 24 870 29 








The above plan should be revised weekly 
in the light of the actual sales made and 
other factors which present themselves, but 
which have not been taken care of at the 
time that the six months’ plan was made. 


Total 


Z bility 


: 000 
/ - (3/|//7000 
- |3/ 





(See text on page 191) 


Oct.\7\3000\ \"Gr 


planned sales, it would be unwise to permit 
a purchasing power based on plans which 
are not being attained, because an overstock 
would result. Conversely, if the actual sales 
were larger than the planned sales, and this 


Octoher 7#, 1923. 


as of 


=" To 
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& 
30 & 


7 17000 
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Art oe 
or the Holiday Trade 


Herschede beautiful Chiming Hall Clocks 
are gifts that are always appreciated and 
sell themselves. 


The high standard of Herschede clocks 
that has been maintained for many years 
is why all the leading jewelers sell and 
recommend them. 


In the large and varied assortment now 
available there is a clock of size and de- 
sign suited for every home—regardless 
whether large or small. 


Herschede Cases are solid mahogany. 





Herschede Movements are made on spe- 
cially designed automatic machines and 
are finished by hand. Solid cut steel pin- 
ions used throughout. 





Herschede Chimes are made from a 
“Triple Process” refined metal of our own 
formula and are carefully tuned by an 
expert producing soft and mellow tone. 











80 inches 
.21 inches 
..15 inches 


Height 
Width 
Depth 
Burl Redwood Panels 
Westminster Chime 
Movement 


Retail Price $510.00 


Retail $165.00 to $1485.00 
Retail $65.00 to $110.00 
Retail $27.00 to $50.00 


Chime Hall Clocks 
Chime Mantel Clocks 
Half-Hour Strike Mantel Clocks 
Boudoir Clocks 
With fine 11l-jewel Lever Escapement 
Retail $23.00 to $30.00 
Hall and Mantel Clock catalogs on request 
of legitimate Jewelers. 


THE HERSCHEDE HALL CLOCK 


New York Salesroom 
Robt. = 


586 Fifth Ave., N. Y. 


Wilkes, Mer. 


CINCINNATI, OHIO A. I, 


No. 310 


Height seosces OF inches 
Width .24 inches 
PY SO Re ey 15 inches 


Westminster Chime 
Movement 


Retail Price 


COMPANY 


$325.00 


Hall & Son, Inc. 


Pacific Coast Representatives, San Francisco, Calif. 
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fact were not reflected in the budget, the 
department would be handicapped during the 
succeeding period by too small a stock on 
hand. The difference between the planned 
sales and the actual sales would represent the 
extent to which the stock would be over or 
under the desired amount, 

For example, suppose that the sales during 
the first week of October average $100 a 
day instead of $80 as had been set in our 
sx months’ plan. How much merchandise 
may the buyer of that department purchase 
during the remaining three weeks of that 
month? Here again we revert back to the 
statement of principles made earlier in this 
article. We must, first of all, find what our 
present stock liability is. We take a 
columnar sheet of paper and head it “Stock 
Liabilities for the Week Ending Oéetober 7, 
1923”; the first four columns from the left 
are headed respectively: Stock on Hana, 
Orders, Invoices, Total. A report from the 
Accounting Department tells that the stock 
at the beginning of the preceding week was 
$21,000. This amount has, however, been 
reduced by the sales made during the weck, 
say $700. The stock, therefore, stands at 
$20,300. There are no mark-downs_ to 
change this figure, but just as sales decrease 
this stock on hand, so purchases increase it. 
The purchases received during the week are 
$400. Therefore, the stock as of October 7 
is $20,700. This figure is placed in the 
column “Stock on Hand.” 

A report from the office headed “Orders 
Outstandiiug as of October 7, 1923’ tells us 
that the department has $900 worth of orders 
yet to be delivered during the month under 
consideration. This amount is put in the 
column headed “Orders” on the line of De- 
partment No.) A report from the Account 
Department tells us that invoices have been 
received for merchandise in transit, to the 
extent of $300. Hence, the total stock 
liabilities of Department No. 1, as of Octo- 
ber 7, is $21,900. Since there are nineteen 
business days left, and we may reasonably 
expect an average of $100 a day in sales, our 
planned sales for the remaining nineteen days 
then will be $1,900, 

A third sheet is taken and headed “Report 
of Purchasing Power, Oct. 7, 1923.” (Page 
189.) The first column says “Planned Sales— 
$1,900.” Next to this column we have space 
to indicate as of what date these sales are ex- 
pected. I'rom our six months’ plan we obtain 
the figure for the Planned End of the Period 
Stock desired on October 31, $25,000. The 
total of these two figures gives $24,900. This 
total less the Stock Liability, $21,906, gives 
us $3,000, the Purchasing Power at retail 
or Open to Buy of this department up to 
October 31. The “Report of Purchasing 
Power” giving the amounts of merchandise 
that each department may buy, is sent to the 
store owner or merchandise manager. The 
individual buyers are given a statement of 
the Open to Buy for their respective depart- 
ments. 

This then is the procedure for each de- 
Partment or major stock division. At any 
time a change can be made from the original 
plan. This change, however, is reflected in 
the figures; for this reason. the management 
knows at all times where the store is bound. 
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It can tell the extent of the stock, the ap- 
proximate rate of turnover, and the protit. 
This specific knowledge is a_ tremendous 
power in the hands of the ownership, and 
enables the store to give better service to 
its customers, 

If a department is not open to buy; that 
is to say, has exhausted its purchasing power, 
this department may be made open to buy 
in one of the following ways: 

1. By increasing the actual sales over the 
planned sales, 

2. By increasing the planned sales by per- 


Stock Liabilities 
Week Ending Octoher 7% 1923. 


This \Yeaz' 
kon kand| Ord0€2'S 


mission of the merchandise manager. 

3. By increasing the end of the period stock 
by permission of the management. 

4. By taking markdowns by permission of 
the head of the buyers. 

5. By cancelling orders outstanding and re- 
instating them at a later period. 

» By re i erchandise, 

6. By returning merchandi 

7. By proving an actual stock shortage 
and getting an adjustment, 

There are three er considerations i 

rl re three further considerations in 


Ovoers Outstanding October 7% 1923 


Z1LS \|\YG22' 
OV. Dec. Total 





the make-up of these figures. lor con- 
venience all figures are expressed on a retail 
basis. One of the reasons for this practice 
is that the percentage of mark-up is always 
expressed on the sales, that is, at retail in- 
stead of at cost. Still another reason is the 
fact that sales are seldom expressed at cost, 
and for that reason the stock on hand should 
be expressed at retail. Ixperience has also 
shown that it is far simpler to use the retail 
figures throughout rather than to use the cost 
figures for budgetary purposes. 

The budget figures are finally derived 
should represent a conservative statement of 
the store’s merchandise operations. If it is 
found that an 18 per cent. increase in sales 
over the past period seems probable, the 
budget is made out on the basis of a 12 per 
cent. increase; in other words, one-third is 
deducted and the figures are set on the basis 
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of a 12 per cent. increase instead of an 18 
per cent. increase. 

The wisdom of such a course is confirmed 
by two considerations; first, it is easier to 
increase the amount of purchasing power’ 
than it is to decrease it, and second, if the 
actual sales should fail to come up to the 
planned sales, a step has already been taken 
in the direction of curtailing the purchasing 
power and the buyer has not been pushed 
into heavy buying by a budget that was 
originally too large. 

The third element that has to be considered 




















































Last |\Yeau' 


2021'S \Luvozces Or. 


in the make-up of a budget for a store is 
the length of period that the budget should 
cover. It is evident that a buyer of mer- 
chandise with a rapid turnover and prompt 
deliveries does not need to know its purchas- 
ing power as far in advance as the buyer 
of high quality goods that has to be made 
up weeks, and sometimes months, in advance, 

For that reason it may be satisfactory to 
the buyer of charms and bar pins selling up 
to $25 to know his purchasing power for 


Last |\Yea2u' 
Oct Nov. Cc. 


thirty or sixty day periods, while the buyer 
of silver tea sets, compotes, and centerpieces 
might have to know his purchasing power 
sixty, or even ninety, days in advance. 

Budgeting of merchandise is the keystone 
of sound retail store management. A store 
may have a perfect organization, clearly 
dividing the day’s work into functions, and 
clearly defining the authority and responsi- 
bility of each individual; it may have com- 
plete and adequate standards of performance 
for each division of work and for each indi- 
vidual, and also have the machinery for 
attaining these standards, and yet go on the 
rock of insolvency. The control of the 
stock and the co-ordination of buying with 
selling and finances are necessary to com- 
plete the cycle of sound management. The 
budget satisfies this need. 


[THE END] 
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How to boost your toiletware profits 





New sales plan brings extra 
profits now and points a 
way to bigger holiday sales 


ERE is a brand new idea in selling 
toiletware. This plan has been thoroughly 
tested for more than a year. Merchants in 
all sections of the country have proved its effec- 
tiveness. They have found that they can make 
larger unit sales and bigger profits by selling 
Fiberloid Toiletware sets in gift packages. 


The Fiberloid Gift Package plan brings 
toiletware sales every month in the year. 
People buy Fiberloid Giftware who would not 
three piece Coiffure Consider loose toilet articles or fancy case sets. 
xo mirror” "> They buy it for all gift occasions — birthdays, 

weddings and anniversaries. 


You will find it worth while to look into this 
plan and prove for yourself how it will produce 
; am new sales. It is not too late to try it now, 
eS _=~ pa before you buy your holiday stock. 





We make it easier for you to sell toiletware 
by making it easier for your customers — both 
men and women — to decide what they want. 


The toilet articles, used together, are brought 
Siticee Seo egit together in the sets shown on this page. ‘They 
essential articles. are packed in charming gift boxes of blue and 
gold — without charge to you or your cus- 


tomer. The gift package is our contribution. 







So that you can try this plan quickly, we 
have prepared a special introductory assort- 
ment for new dealers — six Gift Sets of Fiber- 
loid at an introductory price. Write for further 
information regarding this offer. 






Mail coupon today, for “Bigger Toiletware 
Profit.” 












Gift Package C—A 
Guest Room Set of 
tray, puff and hair 


ree THE FIBERLOID CORPORATION 
INDIAN ORCHARD, MASS. 

















THE FIBERLOID CORPORATION, 


Dept. 100, Indian Orchard, Mass. Giftware of 


Please explain your New Plan for Selling Toiletware and send full 
information about your introductory assortment of Fiberloid. 


PUININR EE MERE ioe eS ge ees hs ne ook wher Cobo e bon euweRse eee 
Address ........ (MENEEREREE SME SNGRH ESL eS Se cAbbhEESeEes bb cae awaltndeeden BS 
NT re abe sushebsb oven soe ee ‘ 


TTT CShe ‘Happy Choice 
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Practical Plans for Increasing Sales 





THAT retail jewelers could increase their 

sales materially by giving more attention 
to articles containing the various uatal 
stones in the months these gems are appro- 
priate is the opinion expressed by Julius 
Wodiska in the N. Y. Times, 

“There are numerous ways of carrying 
out this suggestion,” he said. “One of the 
simplest is to make window displays of 
articles containing each stone in the month 
for which it is appropriate. These displays 
should be continued throughout the month, 
but they should be changed as often as pos- 
sible to lend variety and to catch the at- 
tention of passersby. It may not be neces- 
sary, or even advisable, to devote an entire 
window to the displays, but it is imperative 
that the merchandise be put before prospec- 
tive customers in order to produce business. 

“Attention could be called to the display 
by attractive window cards, which should 
be backed up by advertising in the local 
papers. There is any amount of ‘copy’ 
available for both the cards and the adver- 
tisements. For instance, there is a poem 
which sets forth very cleverly the stone 
that is appropriate for each month. The 
first two stanzas go this way: 

By these in January born 
No gem save garnets should be wern; 
They will insure your constancy, 
True friendship and_ fidelity. 


The February born shall find 
Sincerity and peace of mind— 
Freedom from passion and from care, 
If they the amethyst will wear. 


“The stanzas covering the other ten 
months of the year are in a similar strain. 
Unfortunately, I cannot recall the name of 
the author, but doubtless any public library 
can supply this information and the com- 
plete text of the poem as well. Attrac- 
tively printed or lettered, a card containing 
a stanza of this poem cach month should 
prove of considerable value in calling the 
attention of the public to the displays. 

“Other data for window cards or adver- 
tisements can be obtained easily from almost 
any good book on gems. Ancient super- 
Stitions and beliefs about the various stones 
and their powers might well make interest- 
ing and business-producing ‘copy.’ The 
garnet, for instance, was greatly valued in 
ancient times, This is shown by the fact 
that it has been found frequently in the 
necklaces worn by Egyptian mummies. It 
was also the favorite gem of the patricians 
of imperial Rome, 


AMETHYST IS A LUCKY STONE 


“The amethyst is the emblem of sincerity. 
As an amulet, according to the ancient sage 
Leonardus, the amethyst dispelled sleep, 
sharpened the intellect, prevented intoxica- 
tion, gave victory to soldiers and protected 
its wearer from sorcery. Pliny declared that 
if the name of the sun or moon were en- 
graved on an amethyst and it were hung 
about the neck by the hair of a baboon or 
the feathers of a swallow it would prove a 
charm against witchcraft. 

“The bloodstone, which is the natal gem 
for March, is regarded as the symbol of 
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freedom, firmness and courage. During the 
early centuries of the Christian era and the 
Middle Ages it was popularly believed in 
Christian lands that the bloodstone originated 
during the crucifixion of Christ, and that it 
was the result of drops of blood, drawn by 
the spear thrust into His side, falling on a 
piece of dark green jasper.” 

Until a few years ago, Mr. Wodiska said, 
the diamond was regarded as the birth stone 
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GRAPH SHOWING HOW FIGURES SHOULD BE PLOTTED TO CONFORM TO CERTAIN ELEMENTS OF 
MERCHANDISING, SUCH AS HAVING THE HEAVIEST STOCK IMMEDIATELY PRECEDING 


THE PERIOD OF 


> 
X 
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sons who possessed it the gift of second 
sight. Women who are jealous of their 
complexions should wear it, for, according 
to the ancients, it has the power of warding 
off freckles and other facial blemishes. 
“For June the agate is now the appro- 
priate stone, having succeeded the pearl 
when the list was revised, while for July 
the ruby holds sway. For August comes 
the sardonyx. This stone, which is the 


Pee 


PEAK SALES 


(See text on page 191) 


for April. This gem sold so widely through 
all months of the year, however, that when 
the list of natal stones was revised the 
sapphire, which previously had been appro- 
priate to September, was moved forward to 
April. Now the September stone is the 
chrysolite. He continued: 

“Superstitions about the sapphire include 
the ancient belief that it developed in per- 


symbol of conjugal bliss, is particularly 
productive of interesting ‘copy.’ Although 
it is a semi-precious gem, it has been known 
since the earliest days of antiquity. In the 
twelve stones that symbolically represent the 
twelve apostles the sardonyx is the stone of 
St. John. Perhaps the most interesting bit 
of folk lore concerning the sardonyx which 
figured in one of the most tragic events in 
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Cyhe Conklin Line 
Gives Complete Coverage 
of the Christmas Market~ 


PREPARE FOR CHRISTMAS—NOW! 








AKE some of the headache out of the Christmas rush. Make it an 
untroubled harvest in one department at least. Make it a merry 
Christmas for yourself as well as for those in front of the counter. 


The Conklin line this year offers more fast selling Christmas special- 
ties than ever before. The whole big assortment of Conklin pens 
and pencils fairly scintillates with the spirit of the gift days. A rep- 
resentative Conklin stock of pens, pencils and sets in your show case 
will speed up Christmas sales. For selection is easy when your cus- 
tomer sees how completely Conklin goods meet modern preferences. 


Have plenty of Conklin Enduras. This great pen is the gift of gifts. 
Have plenty of Conklin pencils—“the pencil with the long leads.” 
You are making up your Christmas stocks now. Take the Conklin 
catalog and 


Concentrate on Conklin 


THE CONKLIN PEN MFG. COMPANY 
TOLEDO +» OHIO 


BOSTON SAN FRANCISCO CHICAGO 
LONDON BARCELONA 


a 
[| CONCENTRATE ON. 
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the reign of the English Queen Elizabeth, 
was that it had the ability to confer 
eloquence upon its wearer. 

“Chrysolite, the September natal stone, 
was anciently regarded as a remedy for 
asthma and epilepsy. Held under the 


+4444 
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GRAPH SHOWING HOW SALES PURCHASING 
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those who wore it, and that it also con- 
ferred cheerfulness. The prevention of bad 
dreams was further thought to be one of its 
virtues. Turquoise, the December gem, also 
has a history back of it that retailers could 
well use in working up interest in articles 
containing it. According to Persian and 
Arabian authorities, for instance, it was re- 
garded as an efficacious remedy for the bites 
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PRICES MAY BE PLOTTED 


(See text on page 191) 


tongue, it was believed to assuage the thirst 
of the fever-stricken. Even today it is a 
stone of mystery so far as its origin is con- 
cerned. Many powers, not all of them 
virtues, are attributed to the opal, which is 
the October stone. The superstition that 
the opal is unlucky is of German origin and 
IS Comparatively modern. 


TOPAZ INSPIRES FAITHFULNESS 


“November brings the topaz. Among the 
qualities ascribed to this stone in ancient 
times was that it inspired faithfulness in 


of poisonous snakes after it had been soaked 
in wine. Other things attributed to it 
were that it brought happiness, banished 
fear and insured the wearer against death 
by lightning or drowning.” 

Mr. Wodiska went on to say that he cited 
these things to give an idea of the fund of 
lore there is from which data can be drawn 
to awaken interest in the stones in question. 
He also made several practical suggestions 
regarding the way a campaign for bigger 
business could be extended beyond the win- 
dow display and advertising stage. One of 
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the most important suggestions was that the 
retailers make up from the public records 
lists showing the names and dates of birth 
of various inhabitants of their city or town. 
These lists, naturally, could be as long or 
as short as the individual retailer desired 
them to be, but they would supply him with 
a mailing list of great value. “The names 
on these lists,’ Mr. Wodiska continued, 
“should be so classified that those of per- 


' sons born in January would be in one group, 


those born in February in the second group, 
and so on. They should then be arranged 
in order of dates of birth, so that the names 
of all persons born on the first of any par- 
ticular month, for instance, would be kept 
together. 

“At a reasonable time before the first of 
each month the retailer should send to all 
persons whose names are grouped under that 
date a friendly letter of congratulation, tact- 
fully drawing attention to the fact that he 
has in stock articles set with their natal 
stone. The same thing should be done with 
groups of persons born on the second of 
any month, on the third, and so on. 

“If the birthday is that of a child,’an at- 
tractive card might be sent to him or her 
and a letter of congratulation, embodying a 
tactful sales appeal to the parents. Little 
booklets containing the lore of the various 
stones and illustrating different articles set 
with them might be printed and sent out 
with the letters. Carefully worked out and 
followed up throughout the year, this 
method of sales promotion should produce 
a good deal of business.” 





Souvenirs for Motorists 


Special attention to the tourist business 
passing through your city is usually appre- 
ciated. Whether you have Spring, Fall, Sum- 
mer or Winter motorists, for, depending upon 
your location in these wide United States, 
your town has one or more of these groups 
of tourists who travel all the year round, 
there are occasions when you may specialize 
in service to them, 

One of the southern jewelers is building 
up a large business by little helpful acts to 
which he calls the attention of tourists. For 
instance, he assures the motorist that he will 
give special care to the souvenir selected to 
be sent home. He has a collection of ap- 
propriate gifts, featuring the city’s beauty 
spots, former leaders, or landmarks. In his 
advertising, he informs the motorists ‘that 
he will furnish boxes, and will pack the gift 
carefully for sending home. He will also pay 
the parcel post charges, and the package will 
be mailed promptly the same day. 

Making a specialty of these features will 
be appreciated by the visitors to your city 
or town, It is not unusual now for some 
cities to register more than a thousand auto- 
mobile parties a day passing through, or 
lingering to see the sights, and these, or an 
effective percentage of them, can be reached 
by the jeweler who makes the proper ap- 
proach with the special service to meet their 


needs.—C, M. L. 








A. B. Worley has opened a clock and 
watch repair shop at 1320 Madison Ave., 
Crosstown, Tenn. Mr. Worley intends to 
install a full line of watches and clocks and 
some jewelry. 
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Thousands Tell the Same Story 


Successful merchants on most all of the 
busiest streets of the nation are cashing 
bigger profits from their Kawneer Solid . 
Copper Store Fronts. Many pay their 
rent from the extra sales drawn to their 
stores by their Kawneerized show win- 
dows. Some report sales increases of 
50 per cent or more. 


Let us show you how a Kawneer 
Store Front will boost your sales 
totals and profits. 


a Pin this Coupon to Your Letterhead 
COMPANY and Mail it Today 

1308 Front St. 

Niles, Michigan 


. ; V7 ANA: 
setae send me one of ou Kkawn Se ie 
” STORE FRONTS 


eee 





Address 
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Business Talks Heard at the Convention 














Storekeeping Problems Discussed by Men Who Know 
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How Much Capital P 





Address by Conrad Brotherly, Treasurer A. N. 


HEN your president took up the prepa- 

ration of the program for this conven- 
tion, he wrote me that he desired to include 
topics which were both interesting and edu- 
cational in their nature. By reason of his 
contact with retail jewelers the country 
over, his deep interest in the future welfare 
of our business, and his close study of its 
needs, I feel that he is pre-eminently quali- 
feld to choose an array of topics that meet 
these requirements and insure for the re- 
tailers gathered here, a very profitable con- 
vention, 

To me he has assigned the subject of 
“Capital Requirements and Financial Con- 
trol of the Jewelry Store.” This is a very 
important, and perhaps the most important, 
topic that we could discuss, and I regret that 
he did not select an abler man to handle it. 

However, my own experience with con- 
vention speakers has been, that men who are 
classed as experts on subjects like jewelry 
store finance, accounting, store management 
and similar topics, usually gauge their 
presentation to cover the most comprehen- 
sive requirements of the business. It is, 
therefore, applicable only to large stores and 
consequently the address usually goes over 
the heads of the smaller, or majority of, 
retailers, who need help and guidance most. 

Therefore, while not being able to pose 
as an expert, I nevertheless have the advan- 
tage of being able to talk to you from the 
standpoint of practical experience and in 
language that you will understand. 





Capital Requirements and Control of First 
Importance 


First, I want to give reasons why I con- 
sider this topic of first importance to any 
one entering, or already in, the retail busi- 
ness. When we study the average venture 
into retailing, we are reminded of the story 
of the darky who was trying to sell a dilapi- 
dated mule. The prospective purchaser inti- 
mated that the mule was blind, which the 
darky indignantly denied, offering to show 
the mule’s paces on the road. So the mule 
was driven at a rapid gait down the road 
until it swerved suddenly and crashed into a 
tree. “You see, Uncle Ned, I told you he 
was blind,” said the prospective customer, 
when he had recovered from his shock. 
‘No, suh, he ain’t blind,” replied the darky, 
he sho'ly ain’t. It’s lake this, Boss, he jest 


don’t give a ——.” The way thousands sink 
their savings in retail ventures it would 
seem as though they don’t give a —~, but 


e true reason is the same as with the 
arkey’s mule, they are blind as to the proper 
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course to pursue and therefore, sooner or 
later, end in a crash, 

The following statistics, which I am able 
to present through the courtesy of P, M. 
Traut, of the Babson Statistical Organiza- 
tion, also prove that capital requirements and 
control are of paramount importance. These 
statistics show that failures during 1923 
were due to the following causes: 


With the percentages based on the 
number of failures: 


Speculation caused 3% 

ING REC Eiereteis Aout cen s He 

Unwise Credits ....... iz 

Extravagance ......... 1.3 

Competition .......... 1.4 32.1 

Failure of others ..... 15 

Ls 2 a a 4.2 

Inexperience .......... 4.7 

Specific conditions 16.3 

Incompetence ......... 33.7 

Lack of capital ....... 34.2 67.9 
GLANS ayeatalacivexventa 100.0% 


When compared from the standpoint of 
liabilities, instead of numbers, incompetence 
was responsible for 20 per cent. and lack of 
capital for 31.8 per cent. of the liabilities. 
In either comparison lack of capital stands 
out as the leading cause, yet little thought 
is given to this subject compared to that of 
competition, which caused only 1.4 per cent. 
“Where angels fear, fools dare to tread” 
seems to apply with startling force to the 
retail business. Annually thousands _ bliss- 
fully enter it with insufficient capital, some- 
times representing their entire savings and, 
with little or no knowledge, strive for suc- 
cess and riches. Often an utter lack of the 
knowledge of accountancy and _ financial 
management, leads them to think they are 
making money and usually the actual truth 
does not dawn upon them until too late, 

Insurance actuaries say that if you pick 
100 average young men of the sort that make 
desirable insurance risks, at age 25, and fol- 
low them through life to their 65th year 
you will find that 36 are dead, 54 are dead 
broke or dependent on relatives for most or 
all of their support, 5 are still working, 4 
are independent and 1 is rich. In other 
words, 95 per cent, have failed and 5 per 
cent have succeeded. Strange to say the 
same percentages hold good in business, 

John Wanamaker, in testimony before the 
Industrial Commission in 1900, stated that 
only about 4 per cent. of all who embark 
in business ventures, succeed. Others have 


placed the estimate as low as 2 per cent. and 


very few would go over 5 per cent. 

3radstreets’ tables for 1910 showed that 
over 321,000 names were taken from their 
lists during that year, which amounted to 
over 20 per cent, of all the concerns in busi- 
ness. The failures reported by the credit 
reporting companies represent only actual 
bankruptcies and receiverships. To get a 
true picture of business mortality, however, 
the far greater number that pass out before 
they get into such dire straits, and take their 
loss quietly, must also be taken into account. 

Paul H. Nystrom, director of the Retail 
Research Association of New York, in his 
book on “Economics of Retailing” tells of 
a study he made of failure in his home city, 
Oshkosh, Wis., during 1911 and 1912. He 
compiled lists of all persons who had en- 
gaged in certain lines of retail business from 
1890 down to 1912. The investigation dis- 
closed that of the total number in business 
in 1890, 145 in all, only 18 remained in 1912. 
As fast as the old ones dropped out during 
the intervening years a slightly larger num- 
ber of new ones took their place, and they 
in turn went through the same process of 
elimination, Out -of a total of 526 people 
who embarked in business during that 22 
year period and invested their money and 
time, 354 dropped out, leaving 172 at the end 
of the period. As far as he was able to 
determine, of the total number, only 14 sold 
out with somewhat of a gain and 5 retired 
with competences, 

We all know that the necessary retail dis- 
tribution of goods to consumers could be 
effectively accomplished by half, or even a 
lesser number, of the existing stores, and 
it would seem that the present over exten- 
sion in retail establishments would result in 
higher costs to the consumer. The fact is, 
however, that the public benefits through 
lower prices, as a result of the large number 
of merchants who ignorantly carry on busi- 
ness below their operating cost, until their 
capital is exhausted, and thus set price 
standards which other merchants are usually 
compelled to follow. Thus the public profits 
directly and indirectly. 

I doubt if there were ever so many stores 
built within a short period in my own city, 
as during the period of adjustment after the 
war. Unemployment was on the increase 
and the time was very unfavorable for new 
retail enterprises. Nevertheless, many who 
had Jost their high salaried war jobs, eagerly 
invested their savings in new retail enter- 
prises, or bought out other unsuccessful 
storekeepers in their desire to get into busi- 
ness and gain riches and independence, and 
in most cases this desire was their only 
qualification. 

The objects of engaging in retail business 
usually are, to gain a livelihood better than 
can be gained by working for others, to 
enjoy a greater degree of independence and 
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“THERESIENTHAL” FINE CRYSTAL 





The Jeweler’s delight, as this beautiful glass stemware means 
“Satisfied Customers.” 























“Palermo Shape’—PATENTED 





Beautiful Two Tone Color Effects 














America has been unable to repro- 
duce the rare texture and design of 
THERESIENTHAL CRYSTAL at 
any price that even approaches the 
remarkably low cost of this genuine 
imported glass. 





10 patterns carried in open stock 


Immediate Deliveries 





FRED C. REIMER CO., Inc. 


141 Fifth Avenue, New York 











































Twenty Million People 


will read about La Cross 


Approximately twenty counters, combined with this 
million people through- advertising, will mean more 
can ies ' The business and_ bigger profits 

e country, wi ye for you. Get your fall stock 
told about La Cross Man- in early. Write today for 
icure Sets and Imple- com plete information and 
ments this fall—told con- P?™*°*: 
vincingly and consistent- SCHNEFEL BROTHERS 
ly in the new national ad- ne N. J. 
vertising c ampaign. 

Have your stock complete. 

La Cross Manicure Sets are 

exceptionally attractive and 

they sell at popular prices. 

The designs are handsome and a YOSS 
distinctive—the we wkmanship 

and materials of the very Reg. U. & Pes, Off. 
highest quality. 

The display of La Cross in MANICURE 
your windows and on _ your IMPLEMENTS and SETS 





RING FINDINGS 
18 Kt. White Gold 


and Platinum 
and All Colors and Karats 
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64 Fulton St., 
New York 
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to make a trading profit, or more than mere 
interest on capital. Experience shows that 
a vast Majority not only do not attain the 
object of making a trading profit above in- 
terest, commensurate with the risk of invest- 
ing their capital in their own business in- 
sead of letting it out at interest, but usually 
sacrifice all return and the capital itself. 








The Problems Involved in Financial 


Administration: 
1]. Determining the amount of capital 
needed 
2. Securing that capital as cheaply as 
possible. 


3, Controlling properly its investment and 
use, 

4, Controlling properly the use of the 
profits resulting from its investment. 
Determining the Amount of the Capital 

Needed 

For the beginner this is a greater problem 
than for the established retailer, who can 
base his requirements on the business of 
previous years. The beginner must be 
guided by the population of the city in which 
he starts business, the class of people to 
whom he will cater, the location of his 
store, the number and class of stores with 
which he will compete, and a conservative 
estimate of his first year’s prospective sales. 
Very often he is arbitrarily limited by the 
amount of capital which he can command, 
regardless of these requirements, but in any 
case, it would seem that for a jewelry busi- 
ness, even the most modest beginner, should 
command at least $5,000 capital. In any 
event, the beginner should have sufficient 
capital to equip his store with fixtures, stock 
it with suitable merchandise, the necessary 
materials and supplies, and have a sufficient 
surplus to meet the requirements of his first 
year’s operation. To do this $5,000 seems 
like an insignificant sum, even for a modest 
beginning, nevertheless, many attempt it 
with very much less. 

A case came under my observation where 
an engraver, who understood nothing about 
watch repairing, nor yet had room in his 
little store to continue engraving, opened a 
jewelry store with only $700 capital; this 
partly paid for his fixtures and the balance 
were bought on time payments. He, never- 
theless, accumulated a stock and when he 
inally appealed for advice as to how he 
could work out of his difficulties, he was 
owing nearly $7,000 for merchandise which 
wholesalers and manufacturers, who deal 
Principally in terms, had supplied him, 

The beginner therefore should have not 
only sufficient capital to finance his first 
year's operation, but a definite plan or budget 
on which to base his beginnings, 

Fixtures and equipment are fixed assets 
which depreciate and must. be charged off 
Wer a stated period of time, and, therefore, 
should represent the minimum investment 
‘sistent with the class of store to be 
erated. These requirements should be 


Predetermined and the expenditures kept 
within the limits set down in the budget. 

€ amount of capital necessary to pro- 
the needed materials and supplies should 


twise be included in the budget and kept 


Vide 


ithin their limits, 
To Properly budget the expenditure for 
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merchandise, it would first be necessary to 
work out a plan to departmentize the busi- 
ness, set opposite to each department a 
proper portion of the budgeted amount of 
merchandise, and then keep the purchases 
for each department strictly within these 
limits, 

For the average store, I would suggest 
the following as a practical classification and 
the percentages given are those of a store 





operating in a manufacturing community 
and with the laboring class. 
Depart- 
ment. 
1 Timepieces—watches and clocks 22% 
2 Rings (not including diamond) 16% 
3 Diamonds and all diamond set 
JOWEITY 62 oss cca a 26% 
a 8. ae 14% 
5 Fee MEY ons ccc cies 3% 
6 Steritie siver ... oceans eee 3% 
FSC CD Ae ois oie ees 6% 
SB Catia Ae Class. ceased 3% 
O Optical QO00S 3.5 isc sweatss 4% 
10 Miscellaneous ..........2....- 3% 
Total merchandise ......... 100% 


I think it would be of great advantage if 
some departmental division could be stand- 
ardized, particularly for stocks up to $50,000, 
the same as we have standardized the 
division of expenses, so that comparisons 
could be made on the amount of stock that 
is justified in the several departments. 

A jeweler must departmentize and register 
his stock in order to determine his capital re- 
quirements accurately. With his stock regis- 
tered by departments and each department 
subdivided alphabetically or numerically, it 
will enable him at any time to compare the 
sales of any department or subdivision, with 
the amount of stock carried, and keep the 
capital investment of each line within proper 
limits. Too little capital is dangerous to 
solvency and too much means waste. Either 
condition may bring on failure. A jewelry 
store without a perpetual inventory and the 
many benefits derived therefrom, usually has 
both conditions present; loss through un- 
necessary interest charges and depreciation, 
through overstocking in some lines, and loss 
of business in others because the capital is 
not available for needed stock, ‘° 


Securing Necessary Capital as Cheaply as 
Possible 

From the point of view of sources and 
devices, business capital is divided into two 
main classes—Owned capital and borrowed 
capital and in its use in the business it can 
be further divided into permanent capital 
and temporary capital. In the case of an 
individual, if the enterprise is to be founded 
on a healthy basis, the permanent capital 
should be owned capital. In the case of a 
corporation it can be partly raised through 
sale of stock to others besides those pri- 
marily interested. In spite of the fact that 
permanent capital should be owned, miaziy 
enterprises have succeeded on capital bor- 
rowed from friends or relatives of the pro- 
prietor, who have confidence in his ability. 
Where such capital is not secured by chattel? 
mortgage, it should at least be protected 
through insurance on the life of the bor- 
rower. Further permanent capital require- 
ments to keep pace with the growth of tie 
business are usually obtained out of the earn- 
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ings of the business, except in case of a 
too rapid growth, in which case bank credit 
can sometimes be obtained for this purpose, 
when there is good prospect of reducing such 
loans with fixed regularity, out of earnings. 
Ordinarily, however, banks object to making 
loans for permanent capital purposes, be- 
cause such loans are not liquid and it virtual- 
ly makes the bank a partner in the business. 
When the proprietor of a business owns real 
estate, bonds or other negotiable property, 
the easiest way is to raise money on ghese 
and divert it to his business. 

Temporary capital represents the money 
necessary in a business between the peaks 
and valleys of its operation. In the jewelry 
business the ordinary months would repre- 
sent the valleys and the Christmas and June 
business the peaks. These temporary re- 
quirements are usually financed by manufac- 
turers and wholesalers to induce the re- 
tailer to buy in advance of his actual needs, 
so that the requirements of the season can 
be better determined and manufacturing 
operations and wholesale distribution more 
evenly spread over the year. To the extent 
that the jeweler must do such financing 
himself, or finds it more profitable to do so, 
or is short of money at the end of the season, 
or needs money for unusual buying oppor- 
tunities, he should do his financing through 
his bank. 

That is a much cheaper method of obtain- 
ing money than sacrificing the discounts 
allowed on purchases for prompt payment. 
Money borrowed from the bank costs Y% per 
cent, per month, while money secured 
through a postponement of the date of pay- 
ment, at a sacrifice of cash discounts, some- 
times costs as high as 6 per cent. per month, 
One thing that many jewelers have not 
learned is that when a bill is due the money 
belongs to the creditor and they have no 
moral right to withhold it, because the 
creditor usually has enough troubles of his 
own. 

| dare say that a large number of jewelers 
have never even attempted to get moncy 
cheaper than this by establishing proper 
relations with their bank. Every jeweler 
should make his banker his friend and profit 
by the credit, help and advice that he can 
thus obtain. 

Here let me give you an idea of how a 
banker judges a credit risk and determines 
the amount of credit to be extended: 


1. The ability and readiness of the 
borrower to submit an accurate balance 
sheet setting forth his assets and lia- 
bilities, together with a profit and loss 
statement. 

2. His ratio of assets to liabilities, 
particularly with reference to current 
assets and liabilities, such as cash, ac- 
counts receivable and inventory, against 
merchandise bills, notes, taxes, etc., 
owing. In lines having a rapid turn- 
over a ratio of 2 to 1 is usually accept- 
able, but the nature of the jewelry busi- 
ness necessitates a better ratio, probably 
31% or 4 to 1. 

3. The size of his stock as compared 
with his sales at cost, which indicates 
whether or not he is turning his stock 
as he should. 

4. His accounts receivable relative to 
sales and credit terms which indicates 
if he makes collections on time. 
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1S 
lovely 


crystalware 
raises 
dining to 
afine art 
ifine art 


Is your glassware worthy to use with 

your finest silver and linens? Home- 
makers of good taste rely upon Hawkes 
for their crystalware. 





Ask your jeweler to show you Hawkes’ 
latest offering, the Newport design, ex- 
ecuted in flawless crystal with engraving 
of enchanting delicacy. 


HAWKES 


CRYSTALWARE 


If there is no Hawkes dealer in your 
community, write us and we will see that 
you are supplied. 


No. 4008 Newport Pattern Crystalware 


Goblet 
Tall Sherbet 
Finger Bowl 







Ice Tea (14 oz.) 


Finger Bow] Plate 


Wine 

Cocktail 

Tumbler (10 oz.) 
Tumbler (2% oz.) 
Ice Tea Jug 


Alf HAWIES Fy crvsrar f 


This advertisement appearing in the 
October issue of 


Ged Housekeeping Magazine 


will be read in 
more than a 
million well-to- 
do homes, in- 
cluding the 
best  house- 
keepers in 
your own com- 
munity. 


If your stock 
does not in- 
clude this at- 
tractive New- 
port Goblet, 
wire us. We 
will rush one 
dozen New- 
port Goblets to 
you in time to 
display while 
the national 
advertising is 
appearing. 


Price List 


No. 4008 


The Newport 
Pattern 


Goblet “ 
$12 per doz. net 















Corning, N. 


A 
“(f ~~ 
HAWKES 


Free — Booklet of Gifts, 
articlesof Hawkes Crystal. 
’ with originality, ingenuity 


Name...... 


City mand Gtate.....siccccccssse 





T. G. HAWKES & CO. 


Te |. ee ee 


i 


S86 g pagmammtnensee nena 
a a 
‘*e, 
Set eee, 
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showing other 
Eachisdesigned 
and good taste. 













Pacific Coast Office: 


140 Geary Street, 


Tall Sherbet 
$12 per doz. 
Wine 

$11 per doz. 


Cocktail 
$11 per doz. 


Finger Bowl 
$12 per doz. 
Finger Bowl 
$18 per doz. 
Water 
(10 oz.) 
$11 per doz. 


net 


net 


net 


net 


Plate 
net 


Tumbler 


net 


Whiskey Tumbler 
$8 per doz. net 


Ice Tea (14 
$12 per doz. 
Ice Tea Jug 
$4 each, net 


San Francisco, Calif. 


oz.) 
net 


T. G. Hawkes & Company 


Corning, New York 
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The Gift 
Beautiful 
is 
The Beautiful \ 
FAN 


ARIS is giving first place in her fashion 

exhibits to Ostrich Feather Fan creations, 

and IXvery Woman will especially value a gift 
of a fan this season. 








We are ready to present Fans in every wanted 
style and color, including handles of Pearl, 
Amber, Shell, etc., at every price to retail 


profitably from $10.00 to $50.00. 


The season’s favorite is the Willowed Ostrich 
Feather Fan in solid color, duo-tone and 
Speckled Poudré effect. 


Samples and color cards sent on request. 





For the convenience of our customers, we 
have assembled six fans most suitable for 
the jewelry trade. 


GROUP N A—totalling $75.00 


(Will be sent on five-day approval) 











E. EISEMANN & CO. 


Ostrich Headquarters 
63 West 38th Street 
New York, N. Y. 
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5. The nature of his current liabilities. 
If hé owes a large amount to creditors, 
out of proportion to his stock and terms 
of purchase, it is a sign that he is not 
taking cash discounts, which increases 
the cost of his goods and indicates bad 
financial management, 

6. If, and how much, he has borrowed 
from other sources so that he does not 
get more credit than his condition war- 
rants. 

7. Liabilities coming due during the 
term of the bank loan, such as notes 
given for merchandise, and if he has 
made proper provision to meet them. 

8. The sales and net profits of his 
business and if they are in keeping with 
its size and the capital invested. 

9. If he makes an adequate charge- 
off for depreciation, bad debts, etc. 

10. Contingent liabilities, such as cus- 
tomers’ notes discounted, or notes en- 
dorsed for others, and the possibility of 
their becoming actual instead of con- 
tingent claims against him. 

11. What he does with the earnings 
of his business. If he allows enough to 
remain in the business to take care of 
its growth, If the portion he takes out 
for his own use is reasonable. lf the 
earnings he invests outside are safe or 
involve him in risk, 

Some of the other points considered are: 


1. His reputation in the community 
and in the trade. 

2. His personal habits and scale of 
living, 

3. His ability to conduct his business 
along successful lines. 

4. If he carries the kinds and amounts 
of insurance that he should, 

5. The purpose for which he borrows. 

6. His ability to liquidate his loans at 
least once a year. 

7. What his average bank balance has 
been in the past. 

8. Will he maintain a balance equal 
to 20 per cent. of his line of credit. 


This array looks rather formidable, but is 
not as bad as it seems. If the jeweler can 
submit an accurate statement of his condi- 
tion, the banker, who is an expert analyst, 
can determine most of these tacts from the 
figures and by asking a few questions and 
doing a little checking in the trade, same 
as our Jewelers Board of Trade does, he 
gets all the information he needs. Usually, 
the more you tell your banker, the better it 
is for you, because he can often open your 
eyes to the dangers consequent to the course 
you are pursuing. 


Properly Controlling the Investment and 
Use of Capital 

We have heard that incompetence is the 
second greatest cause of business failures. 
If a retailer has plenty of capital he must, 
nevertheless, possess the competence to ad- 
minister and control its investment and use 
In order to succeed. This is only possible 


when his plans are based on accurate and 
sufficiently comprehensive information, which 
cannot be obtained without the proper ac- 
counting and_ statistical 


Without 


records. 
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these, he is like the mariner who saiis his 
ships without compass or rudder, and 
financial control is next to impossible. The 
required book-keeping is so simple and the 
necessary knowledge so easily acquired, 
that there is no excuse to neglect this im- 
portant phase of control. 

Where a merchant is not willing to do 
this work himself, even the smallest business 
can better afford to hire it done than to 
neglect it, especially since accountants, who 
are regularly employed elsewhere, can 
always be found, who are willing to earn 
extra money in this way and usually at 
very little cost per month, 

Accounting systems as simple or as com- 
plicated as the needs of any business may 
demand, together with, perpetual inventory 
systems, have been worked out by our own 
Research Department and there is no excuse 
for any jeweler being without then. 

A perpetual inventory is absolutely essen- 
tial to the contro] of capital invested in mer- 
chandise so that the sales can be compared 
with the inventory by individual lines or 
departments and the capital invested in 
merchandise and the interest charges thereon 
be kept within proper limits. 

Another way to control capital is not to 
waste it in unnecessary expenses. Expenses 
should be classified according to the order 
adopted by our Research Department and 
strictly controlled through the means of an 
annual budget and the proper system of ac- 
counting. The amount to be spent on adver- 
tising and all other items of expense should 
be predetermined for the year on a basis of 
previous years and with strict regard to the 
normal percentages justified by the Harvard 
reports, and then kept strictly within the 
limits set. One of the most important items 
in this connection is the proprietor’s own 
salary which should be fixed at a definite 
amount. In so many cases (and this ap- 
plies particularly to small jewelers who 
operate without a system) the proprietor and 
his wife have a habit of going to the cash 
drawer and helping themselves to whatever 
amount they may want, without knowing if 
it is justified by the profits. Money saved 
by keeping expenses within limits, conserves 
capital, increases profits and keeps overhead 
within limits that will better enable the 
jeweler to meet competition. 

The taking of cash discounts is another 
important item in using and conserving 
capital. Never buy terms, buy merchandise, 
and that only of the class in keeping with 
your needs and in the quantity that your 
turnover justifies. If you will do that you 
can discount your bills when they are due. 
Almost every jeweler wants to be a big 
diamond merchant and many consequently 
keep themselves tied up in a financial knot 
meeting diamond notes, to the detriment of 
other needed purchases and the discounting 
of bills. Discounts taken represent not only 
capital saved, but consequent buying ad- 
vantages not otherwise obtained. 

Control and use of capital also demands a 
regular check on accounts receivable so that 
this item is kept at a minimum and the 
jeweler has the use of this capital in his 
business instead of letting his customers use 
it too long, through his own neglect. Some 
jewelers are not in a position to pay what 
they owe because they don’t collect what is 
owing them. 
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Properly Controlling Profits Arising from 
Capital Invested in the Business 

Assuming that there is a substantial profit 
consequent to the exercise of the controls 
that have been pointed out, the first call upon 
them is, naturally from the jeweler’s own 
business for further growth and development. 
Where there is no control the jeweler, in 
his desire to develop a big business, often 
buys faster than he sells and consequently 
that turns out to be a bad investment be- 
cause it entails a considerable sacrifice when 
such goods are eventually turned into money 
again. ‘ 

One of the best uses for the jeweler’s 
profits is to put them into business real 
estate that will meet the requirements of his 
own business and give him a_ permanent 
location for his store, without the worry 
consequent to leases and their periodical re- 
newals. Money invested in this way very 
often increases very rapidly through en- 
hancement in values. This gives the jeweler 
added protection and_ stability. Surplus 
money needed for such purposes can usually 
be obtained on Building and Loan or other 
forms of amortized mortgages, that enable 
the jeweler to pay the greater portion of the 
cost through the application of money which 
he formerly paid out in rent. 

The jeweler should guard against invest- 
ing profits in enterprises outside of his busi- 
ness that he is unfamiliar with and involve 
him in risks that may endanger his business. 
Here again, the banking relations he has 
established will stand him in good stead and 
he can have the benefit of abler minds in de- 
termining what will be the best use for his 
surplus money. 

I hope that with these remarks I have 
been able to contribute something that will 
benefit the retailer and make for better con- 
ditions in the jewelry business, 

In conclusion let me quote what is sup- 
posed to be an old Arabic proverb— 

“Man is four: 

1. He who knows and knows that he 
knows, is wise—follow him. 

2. He who knows and knows not that he 
knows, is asleep—wake him, 

3. He who knows not and knows not that 
he knows not, is a fool—shun him. 

4. He who knows not and knows that he 
knows not, is a child—teach him.” 

We have all four classes in the retail 
jewelry business and I am going to let you 
determine for yourself to which you belong, 
but I earnestly hope that my talk will in- 
spire some who are in the second, third and 
fourth classes to change to the first of “He 
who knows and knows that he knows.” 





With the aid of a few cardboard and 
wooden frames some “living photographs” 
were produced in the main display window 
of a Connecticut jeweler. He took articles 
that were attractively put up, such as silver 
sets in silver lined boxes, cigarette cases, 
and so on. They were displayed in the 
usual manner, excepting that he fitted around 
the boxes frames made of cardboard and 
cut and properly tinted, which “set off” the 
articles so that they looked like photographs, 
only with real life to them, they being the 
actual articles. Both large and_ small 
articles were so displayed, including silver 
articles, cigarette cases, platinum sets, 
match boxes, diamond bar pins and the like. 
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WARDROBE TRUNK Russet leather—6” deep inside 


In stock in rawhide bound finish. Two locks. Space will 
carry either one or two of the two stack cases. Four draw- 
ers for linen, shoes, etc. Clothing space for 5 suits, um- 
brella, etc. Wardrobe Trunk to carry telescope cases or 
boxes, to order. 















Regulation Telescope Sample Cases in stock; 5 
inches to 15 inches deep inside. Drop front. Black 
Cowhide and Black Fibre in stock. 























A Complete Line Always in Stock 


Our special order department is equipped to manu- 
facture all kinds of Luggage in a minimum of time. 


Booklet sent on request 


CROUCH & FITZGERALD 


177 Broadway, New York, N. Y. 
586 Fifth Avenue, New York, N. Y. 








































T’S the beauty that characterizes our goods 
that makes them so attractive. 








Most everyone loves beautiful things, so 
there is both pleasure and profit in selling 
them. The outstanding item just now is Novelty 
Pearl Necklaces. 


Be sure to send for sample selection. 

















Wonderful Beaded Bags Pendants on Chains 
Exclusive Novelty Bags Dainty Necklaces 
Steel Beaded Crochet Bags Smart Cigarette Holders 
Unusual Earrings ' and Cases 
Novelty Bar Pins Clever Bracelets 

f New Brooches 





Drinking Cup Sets 


Perfume Holders 
Beauty Leathereite Novelties Jewel Boxes 
Telephone Indexes Stamp Boxes, ete. 


Jules Schwab & Company 
Importers 


Three Seventy-Seven Fifth Avenue 
at Thirty-Fifth Street 


NEW YORK 





7 Rue Bergere, Paris 
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What Harvard Bureau Has 
Learned from the Success- 
ful Retail Jeweler 





Address by C. E. Fraser, 

The Harvard Bureau of Business Research has 
just completed the fifth year of its study of the 
cost of doing business in the retail jewelry trade. 
It has found that for the first time since 1920 the 
average retail jeweler has shown a net profit. As 
indicated by the figures below, this net profit was 
not the result of a higher markup or an increase in 
prices; it was entirely the result of reduction in 
total expense. In fact, the gross margin was less 
in 1923 than in the preceding year, and if ex- 
penses had not been reduced retail jewelers would 
have suffered a greater loss than they did in 1922. 

These figures are especially significant when it 
is realized that they are not compiled from re- 
ports of a few stores located in one section of 
the country, but are typical figures for nearly 400 
retail jewelry stores located in 46 states, in the 
District of Columbia, and in Canada. These stores 
had an aggregate volume of sales of over $39,- 
000,000 and ranged in size from small stores hav- 
ing a sales volume of $2,000 to those having a sales 
volume of over $1,000,000. These figures are of 
particular significance to the small jeweler inasmuch 
as over 240 of these reports were received from 
jewelers located in cities of less than 50,000 popu- 
lation, and 106 were received from stores having 
a sales volume of less than $20,000. 

Before entering upon a detailed consideration of 
these figures many merchants may be interested in 
learning why the Harvard Bureau of Business Re- 
search is interested in the retail jewelry trade. 

The Harvard Bureau is. not a charitable organi- 
zation; it has no pet theories to offer; and it does 
not propose to tell any merchant how to operate 
his business. Its function is to secure sound facts 
for use in teaching in the Harvard Business 
School. It is by this means that the School is 
able to provide its graduates with a_ thorough 
knowledge of the principles of business and to 
base its teaching on an actual study of business 
practices. 

Beginning in 1911, the Harvard Bureau of Busi- 
ness Research undertook this collection of first-hand 


information from business experience. Studies 
were made of the costs of doing business for 
various retail and wholesale trades, and in 1919 


operating expenses in retail jewelry 
This survey was made in order 
result of different merchandising 


a study of 
stores was begun. 
to measure the 
methods, 

One of the important points that we have learned 
as a result of this five-year study in the retail 
jewelry trade is that many retail jewelers. still 
have the point of view of craftsmen rather than 
that of merchants. Frequently receiving their in- 
troduction to the jewelry business through watch 
making and repairing, they take a keener interest 
and show a more intimate knowledge of this end 
of the business than they do of merchandising. AlI- 
though this spirit of craftsmanship has been one 
of the assets of the industry because of the repu- 
tation for dependability which it has developed, it 
has also been a handicap in placing the average 
retail jewelry sound merchandising 
basis, 

Another important 
found in this 
Jeweler 


store on a 


point that the Bureau has 
study is that the average retail 
dces not possess the same necessary in- 
formation to operate his business successfully that 
IS possessed by the managers of a department 
Store and other retail stores with which he is 
competing. This seems to have been caused in 
part by a general lack of interest in merchandising 
methods. It has been apparent, furthermore, that 
retailers who did keep records of expenses did not 
keep these records sufficiently similar in form to 
Permit accurate comparisons. To remedy _ this 
difficulty a conference was called by the progressive 
retail jewelers, manufacturers, public accountants, 
and members of the Harvard Business School 


faculty, in order to determine upon a classification 
In this way a standard system 
accounting for retail jewelers was formulated, 


ne for the benefit of the large jewelry store alone 


of retail accounts. 
of 


ut also for the benefit of the average small retail 


Research Staff, 


Harvard Bureau of Business Research 
jeweler who has a real need for this information 
if he is to compete successfully with the large 
store. 

In carrying on our cost studies we have found 
three types of merchants. First, are those mer- 


chants who are building their businesses upon a 
firm foundation and are successful. The mer- 
chants in this group withcut a question realize 


that simple records are essential to successful retail 
jewelry merchandising. I use the word “simple” 
because it has been found that for the average re- 
tail jewelry merchant complicated records are not 
necessary. The second group embraces those mer- 
chants who realize the necessity of maintaining 
recorcé, but who feel that they have neither the 
time nor the energy to operate them; and, finally, 
are those merchants who believe that time spent on 
records is wasted because they can carry everything 
in their heads and have what they term “the feel 
of the trade.” It is a fact, of course, that any 
merchant is amply repaid for the time which he 
spends in keeping careful though not elaborate 
records of his business. The merchant who is 
ignorant of the basic facts about his business is not 
headed for success. 

It is essential for the jewelry merchant to keep 
a financial record in order that he may know 
whether or not he is operating at a profit. This 
record enables him accurately to determine the net 
sales, gross margin, and the cost of doing business, 
To determine gross margin, a merchant must de- 
duct the correct figures for ‘“‘cost of goods sold” 
from net sales. Simple as this statement appears, 
many merchants today are not doing this correctly. 
|Last year one retailer had a unique method for 
arriving at a figure for gross margin. This method 
two column book. In one column 
he entered the purchase price of the merchandise, 
and in the other the price at which the mer- 
chandise sold. At the end of the year he 
deducted the total of the column headed ‘‘Purchase 
Price’ from the total of the column headed ‘‘Sell- 
ing Price’ and called the resulting answer ‘‘Gross 
Margin.” This merchant stated his gross margin 
as 35 per cent of net sales, total expense as 29 
per cent, and net profit of 6 per cent of net sales, 
and paid an income tax on this basis. After his 
“cost cf sales” had been figured correctly he found 
that his margin was 25 per cent and his 
supposed net profit of 6 per cent turned into a loss 


was to keep a 


was 


gr SS 


of 4 per cent. His error was caused by the 
absolute failure to take into consideration depre- 
ciation and shrinkage in inventory. If this mer- 


chant had added to the figures for net inventory 
at the beginning of the year, purchases and inward 
freicht charges, and from this total subtracted net 
inventery at the end of the year as well as cash 
discounts taken, he would have obtained a correct 
figure for ‘‘cost ef sold.”” By this method 
he would have absorbed all inventory depreciation 
and other merchandise _ losses. The inventory 
figures uscd should be net figures, of course, and 
represent the cost or market price of merchandise, 
whichever was the lower. 

It is a fact that a retailer may have the other 
fundamentals of success—good merchandise, good 
Iccation, courtecus empleyees, and so on—but if he 
does not know what it costs him to do business, his 


VC ods 


chances of remaining a successful merchant are 
slim. And yet many merchants today do not 
know this essential fact. The fault of these re- 


tailers appears to be carelessness in accounting and 
an improper understanding of what should be in- 
cluded in their cost of doing business. The salary 
of the proprietor of a retail store is properly charge- 
able to operating expenses, although not included 
by numerous merchants. Furthermore, if the store 
fair rental figure should be charged. 
Other items, such as depreciation of fixtures, losses 
from bad debts, gifts to charity, and so on, often 
are not included. Last year a jewelry retailer sub- 
mitted a statement that showed a figure of 28 per 
cent as the cost of doing business. After all the 
expenses had been included the cost of doing busi- 
ness was found to be 38 per cent. This merchant 
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thought he was making money. He was not. He 
was losing money. This type of ignorant computa- 
tion is one of the worst evils that exists today in the 
retail jewelry trade. 

To operate financial records requires a little 
bockkeeping. The double-entry system provides a 
check upon the accuracy of the accounts and of 
course is recommended. There is a group of mer- 
chants, however, who for various reasons are not 


prepared to maintain a double-entry system. For 
this group the Bureau has prepared a set of 
Record Sheets. These records consist of three 


different sheets; first, the daily sheet which is a 
substitute for a cash book; second, the monthly 
sheet which provides a line for each day of the 
month; third, the yearly record sheet arranged with 
monthly columns in which the totals of the monthly 
sheet are entered. This system is the result of 
careful effort to simplify bookkeeping for jewelry 
retailers who cannot install a more adequate system. 
It is being operated successfully by jewelry retail- 
ers who are willing to spend from fifteen minutes 
to half an hour a day on these records. 

It is essential, if the retail jeweler is to compete 
successfully with department stores and other suc- 
cessful retail merchants that he have adequate 
records so that he may operate his business on a 
sound basis. Mere records, of course, cannot take 
the place of sound business judgment and common 
sense; such records can be used, however, as a basis 
for the application of judgment and common sense. 

If we are agreed that the retail jeweler must 
have adequate records in order to operate his 
business successfully, let us see how he can use 
these tools to the best advantage. Let us turn to 
the accompanying table, and try to learn why the 
average retail jeweler who submitted his statement 
to the Bureau in 1923 showed a net profit of 1.9 
per cent of net sales, while in 1922 he showed a 
loss of 1.4 per cent, and in 1921 a loss of 6.6 
per cent. 


OPERATING EXPENSES, 
NET PROFIT, AND 
1923 IN 


GROSS MARGIN, 
STOCK-TURN IN 
290 RETAIL JEWELRY 
STORES * 
(Repairing Receipts and Expenses Separated) 
Net Sales—100 Per Cent 





Common 
Figure 
Merchandise Departments % 
Total salaries and wages.............. 17.1 
a a 2.8 
Boxes and wrappings................. 1.1 
PPCWCON GO eb sicisierd watactdais-narensin'edivarsinee 0.35 
Office supplies and postage............ 0.6 
i, COCO OTR ee 4.5 
Heat, light and power ............... 0.85 
I sar wi SR delat 8% Waid aca Gpcdoia to Grbcwiniae Bian 1.0 
IRAE 565 ocig db] 0d 6c 8,0 aterhavenvery 0.6 
Repairs of stcre equipment .......... 0.25 
Depreciation of store equipment ...... 0.75 
OO 4.6 
Miscellaneous expense ............... 1.5 
Losses from bad debts .............. 0.4 
"FOtal "OX PONGE io ocicccccccescacececews 36.4 
ee re 38.3 
PROS MORE 6, siicera ocasin'n sca 0's dw « bien aqua 1.9 
Stock-turn (times a year)............ 0.9 
Repairing Receipts—100 Per Cent 
Repairing Department 

Salaries and wages ............-e000. 58.3 
Supplies and other direct expense...... 18.0 
Indirect expense ........ 13.5 
ROEAD CRDOUBO™ 5 6 ew bo dice niere ace dince Ruane 89.3 
SSibrae area tats a0 wee beams 10.2 


Net profit 


* These figures are preliminary and subject ty» 
change upon completion of tabulations. 


How can an individual retail jeweler use these 
Of what significance is it for him to 
know that the typical retail jeweler submitting his 
figures to the Harvard Bureau had a gross margin 
of 38.3 per cent of net sales, a total expense of 
36.4 per cent, and a net profit of 1.9 per cent, 
when this particular merchant perhaps had a loss 
of 3 per cent? 

By having this information available a merchant 
can compare the results of his business with the 
results that the other merchants in his trade have 
secured. It is not enough, however, for him to 
know only the meager fact that the typical expense 
is 36.4 per cent, while his expense is 40 per cent 
of net sales. It is essential that he know wherein 
his expenses are higher than the typical expenses 
for the trade. 

Let us first take up the item of Salaries and 
Wages, the largest single item which was 17.1 per 


figures? 
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SAMPLE CASES, TRAYS and TRUNKS 


Complete Outfits 
for Jewelry and 
Silverware Salesmen 


AGENTS FOR 





Ne. OA Leather Telescope . FABER UTICA” TRUNKS No. 2102 Ring Wallet 
RUECKERT MANUFACTURING CO. 
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: NO.12 
onnetiemiieas INDESTRUCTIBLE PEARL CLASP 
WATCH FUTURE ISSUES FOR NEW NUMBERS 


INDESTRUCTIBLE PE ARL BRACELETS STRUNG ON CHAIN 


STERLING SILVER 


WRITE FOR SAMPLES. 





MAIN JEWELRY CO. 243 W. 55th St., New York City 


2 Diamonds ng ea. 2 Diamonds 4/100 ea 


All Profit 


No Stock to Carry 


Order on Five Days’ Memo. 
when you have a sale in sight. 


Orders Filled Same Day 




















Received 
Thie <i Ret. Trade Mark Emblems and Initials This <i Ree. Trade Mark 
uarantees you genuine diamonds, d All Ti : you é 
This <li Reg. Trade Merk " on Hand at imes in 
Qummness you pinion Giant, > a Eagle 32° Mason Every Size. cei) 5) : Hi Dd wy A . 
. 1 5 
> Side View—Head on Both Sides. de tg Fy Display Emblem Cards for Your Window 
Genuine Hope Ruby. IN ORIGINAL COLORS FREE UPON REQUEST 
Buffalo Jewelry Mfg. Co. (Also Black Onyx, genuine Ameth., Topaz, Blood, FREE Cuts in all Emblems and Initials 
“The Mail Order House” Sard. 44 sd cy on rea “ with One or Mor 
wi amonds TEtall. .....cccccc..cccs 
Brisbane Building, Buffalo, N. Y. 6361 without Diamonds to retail. a WRITE for WHOLESALE “PRICE 
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cent of net sales. If a merchant finds that his 
expense for Salaries and Wages is higher than 
this, he knows that here is one of his weak spots 
and that he can concentrate his efforts on remedy- 
ing this difficulty without dissipating his energies 
in a minute examination of all the entries that go 
to make up many of the minor items of expense. 

A number of successful merchants have reduced 
salesforce expense by keeping an accurate record of 
sales per salesman and by either eliminating un- 
cuccessful salesmen or training them to increase 
their volume of sales. Sometimes it has not al- 
ways been the fault of the salesman, for the 
layout (f the stcre may need improvement. In 
any event, the item of Salaries and Wages is the 
largest single item of expense that the retail jeweler 
must face, and it behooves him to give it careful 
attention. That retail jewelers are doing this is 
evidenced by the fact that this item is a smalier 
percentage of net sales than it was a year ago. 

Advertising during the past year also has been 
reduced. Here again if a retail jeweler finds that 
he is spending substantially more than 2.8 per cent 
for advertising, he can be comparatively certain 
that he is spending more than the majority of re- 
tailers in his trade to secure the same sales volume. 
No outsider can tell him what steps he should take 
to reduce this item; that is a problem which he 
alone must solve on the basis of his past experience 
and his intimate knowledge of the situation, 

Expenses of Boxes and Wrappings decreased 
from 1.2 per cent in 1922 to 1.1 per cent in 1923. 
Contrary to popular belief, the ratio of rent ex- 
pense also decreased this period. The amount spent 
in 1922 was 6 per cent of net sales, while in 1923 
this had been reduced to 4.5 per cent. In many 
instances, this is probably the result of increased 
sales. Instances have come to our attention, how- 
ever, where merchants have found that their per- 
centage for Rent exceeded substantially the com- 
mon figures tor the trade because they either had 
the wrong location for their stores, or they had the 
wrong kind of merchandise. In a few instances 
it has been necessary for them to change their lo- 
cations; in others, the solution has been a more 
careful study of the wants of their customers and 
better merchandising policies. 

Most of the fixed charges, such as Heat, Light 
and Power, Taxes, Insurance and Repairs of 
Stcre Equipment have all decreased slightly as 
compared with a year ago. We must note, 
particularly, however, the item of Interest, which 
decreased from 5.9 per cent in 1922 to 4.6 per cent 
in 1923. This substantial saving that was made 
during the past year is particularly important. 

This saving was due in part, as was the reduc- 
tion of many of the other items of expense, to an 
increased rate of stcck-turn. In 1923, the typical 
retail jeweler turned his stock 0.9 times a year, 
as compared with 0.8 times a year in 1922. ‘This 
increase in steck-turn is an important factor, for it 
indicates not only that merchants are reducing their 
expenses, lut that they are merchandising more 
successfully, and that they are placing their busi- 
nesses on a sounder basis. 

In conclusion, what the Bureau has learned from 
rod successful retail jeweler may be summed up as 
ollows: 

1, The successful jeweler puts time and effort 
into merchandising, and is nct completely wrapped 
up in his repair business. Too many jewelers are 


Primarily artisans rather than merchants. They 
would rather work at the bench than behind the 
counter, 

¢. The successful jewelry merchant not only 


knows his merchandise thoroughly, but understands 
the buying motives of his customers. For example, 
seme people buy jewels as an expressicn of artistic 
— Others buy them for personal adornment. 
The intelligent study of buying motives may be 
ee not only to increase sales, but also to 
ae the expense of selling, and minimize the 
Possibility of merchandise being returned as_ un- 

Satistacty ry. 
Pe Re Successful jewelry merchant advertises 
“gently, appealing to the dominant buying 
Motives of his clientele, 
Pa gy ea jewelry merchant buys in ac- 
wen Prager Mion current needs, not on guess- 
real kn« oe es his purchases on the basis of a 
classified — of his stock. This means keeping 
records of sales, purchases and inventories 


in doll: g w 5 i 
llars and cents, and perhaps operating a stock 
record system. 
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Address as prepared for A, N. R. J. A. Convention at St. Louis, Aug. 26-29, by Ellis Gifford, regional 
Vice President, Fall River, Mass. 


ODAY when our trade press and trade 

conventions have for years been showing 
the need of adequate records it seems al- 
most unnecessary to say more. But when 
you hear from field investigators of the 
Harvard Bureau of Business Research, and 
from credit men and traveling men, in our 
own trade, that very few retail jewelers 
keep sufficient récords we* must continue 
urging better business practices. 

We have all been hurt during periods, 
when business was a little slack, by price 
cutters. Is not the price cutter usually an 
inexperienced shopkeeper who does not 
know what it costs him to distribute his 
wares? 

Is it not a strange situation, peculiar to 
the jewelry business, that just as soon as 
we get a real live demand for any one of 
our products everyone begins to cut prices; 
when as a matter of fact there is a sur- 
plus of demand over the supply when prices 
ought to, at least, be firm? 

Without adequate records of his own 
business and of local and general business 
tendencies, how can a merchant hope to 
steer his course profitably or even safely? 

Losses or wastes creep into any business 
or any institution unless a constant check 
is kept on them. Doctors tell us that every- 
one should have a thorough physical ex- 
amination of himself at regular short in- 
tervals, to tell him his state of health, 
which he cannot seem to tell by his senses. 
If your keen senses cannot tell you how 
well you are yourself, how can they tell 
vou how well your business is going? We 
all need black and white proof of practical- 
ly all of our activities to live our lives or 
run our business most efficiently. 

Granted that a merchant is successful 
and has money in the bank how can he 
foresee dangerous tendencies without ade- 
quate records? A ship may sail a very 
prosperous voyage until it reaches a dan- 
gerous coast where charts show the rocks 
and shallows. With records and compari- 
sons a merchant not only has his own 
ability but can utilize the valuable experi- 
ence of others. . 

How can a storekeeper buy successfully 
for next season unless he has records of 
what he sold last season, records ot the 
mistakes he made, and the tendencies of 
his store and local and general business 
at present? The inevitable result of poor 
records is too much or too little stock. 
Adequate records undoubtedly help towards 
maximum efficiency, although it is doubt- 
ful if any of us will attain that with the 
best records obtainable. 

Have you not had the experience of 
doing a large business and not making the 
money you thought you should? Was not 
your faulty forecast due to faulty record 
keeping? Was your trouble too small a 
mark-up or too high an expense? How can 
you tell without records, to compare with 
others, in a similar situation? 

Adequate records help in your decisions. 
But it seems to me, that standard adequate 





records go a long step further. You may 
have developed your store to a very sucecss- 
ful point by carefully watching and record- 
ing its activities and studying its tendencies. 
But how can you know but what some com- 
petitor has not accomplished like results 
easier and cheaper unless you can compare 
your results with his and both of them 
with an accepted trade standard? 

The Harvard Bureau of Business Re- 
search gives the retail jewelers an accepted 
trade standard, made up of the actual prac- 
tice during the past year of a large num- 
ber of retail jewelers. Their figures are 
not visionary theory, but attainable in actual 
practise. They tell you what your store 
can accomplish. 

Now, how can you really take advantage 
of attaining this standard without adequate 
records? They realize fully that most 
merchants are not accountants and also that 
they want very little system. So they fur- 
nish us, at cost, a. very simple series of 
records that do actually give you the basis 
of adequate records for your store. Most 
small or medium sized merchants seem to 
consider these simple records sufficient. 
But if you desire more detailed records 
your officers have devised and selected nu- 
merous forms for all sorts of record-keep- 
ing that fit into the standard practise of 
the Harvard Bureau simple records. And 
these you can secure at cost. I give this 
information about obtainable ° standard 
records because no matter how much a man 
may need them, the price of getting them 
without this information may be _prohibi- 
tive. 

What do the Harvard figures mean to 
you if you are not using their standard 
records? They may scare you unnecessarily 
or they may lull you into a false feeling 
of security. You cannot tell you what your 
own business is doing without adequate 
records. Your own business probably is 
somewhat similar, in the long run, to most 
of those whose figures are used in the Har- 
vard report. But you may be doing some- 
thing extremely well and something else 
extremely poorly. By using the Harvard 
records you can discover your weak places 
and profit by the knowledge, if you will. 
What is almost as important, the trade 
will get the knowledge of the good results 
you obtain, without knowing who accom- 
plished it, and can profit by it. 

This leads me to one of the strongest 
points for adequate records. We all know 
that a store in a growing community has 
more chance of success than a store in a 
dead town. Anything we can do to make 
our town grow, helps our business. Now 
is it not equally true that trades are pros- 
perous or poor, as a whole? The public 
seemingly has confidence in your store be- 
cause they have confidence in the jewelry 
trade that has served them before they 
knew you. Your store has the earmarks of 
a class of stores. Anything you can do to 





(Continued on page 225) 
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king J l Better K 
The Power of Cooperative Advertising—Results Secured in Other Fields 
(An Address P. J. Coffey, Chairman, National Jewelers’ Publicity Association.) 
Mister President, Officers and Members, of the modern twend of business secking methods. About ture: National Knitted Outerwear Association. 


American National Retail Jewelers’ Association: 

Being chairman of the National Jewelers’ Pub- 
licity Association has developed into a real sized 
job carrying with it the usual trials and tribula- 
tions, that beset an association having the common 


failing of being unable to function without a 
generous supply of funds. 
To gather that generous supply of funds is 


capable of so absorbing your time and energy that 
you simply cannot find time to let the many other 
problems connected with this office worry you. 
However, all things have their own way of 
offering to each and everyone of us some form 


of compensation. The men that I have met and 
the friends this work has enabled me to make 
throughout our industry has fully compensated 


me, not forgetting that my official position in the 
National Jewelers’ Publicity Association gives me 
the pleasure, and a real good excuse to attend 
your convention each year. 

Co-operation applies to advertising, the methods 
of the steam shovel. Instead of each individual 
manufacturer in an industry digging for prospects 
with his own little pick and shovel, competitors 
combine to purchase a steam shovel which scoops 
up new prospects and places them within easy 
reach of the co-operators. 

But co-operative advertising is not merely ef- 
ficient from a mechanical standpoint. It is the 
most efficient form of advertising from the point 
of view of human behavior. 
campaigns—advertising as they 
usually do the ‘idea back of the goods” rather 
than the brand—find a much more receptive pub- 
lic. As consumers, none of us are primarily in- 
terested in brands as such. The thing we are 
interested in is what the commodity can do for 
us. Once we are sold on the idea underlying the 
use of the article we are logical prospects for 
brand advertising, but not till then. 

Knowing the public at large and the possibili- 
advertising, as we do, we can say with 
conviction that there is not an industry in the 
country which would not be benefited if it in- 
sisted that everyone of its members contribute 
his share towards a co-operative campaign to 
sell the service which the industry as a whole 
offers to the public. 

Let us turn back a moment to our analogy of 
the steam shovel. An analysis of many large in- 
dustries shows that prior to their launching a 
co-operative campaign a large part of their selling 
energies were devoted not to getting new cus- 
tomers but to digging over each other’s pile. 
There was much swapping of accounts but swap- 
ping of accounts never made any industry grow. 
Co-operative advertising has changed all this. New 
prospects have been dug up, prejudices eradicated, 
fashions changed, popular demands created, mar- 


Co-operative 


ties of 


kets converted from a price to a quality basis. 
Co-operative advertising has brought about an 
important result which cannot be measured in 


value or in volume of sales. In fact some of the 
industries feel that it is the most important  re- 


sult obtained. Competitors who previously would 
not even register at the same_ hotel, have 
made friends at the same table. Having 
found that they could co-operate in advertising 
they decided that they could co-operate in other 
ways. The industry has been made class  con- 


scious, and this unity of purpose has spread from 
manufacturers to jobber, from jobber to retailer. 
When an entire industry is spurred to action it 
is inevitable that new business should come pour- 


ing in from all sides. 
I feel very grateful to the American National 
Retail Jewelers for holding their convention in 


St. Louis. St. Louis is the home of publicity 


for the jewelry industry, and as chairman of the 
Publicity Association I welcome the opportunity to 
pay tribute to the man in his own city that had 
the vision to see not only what was necessary 
for our industry, but to be able to visualize the 





eight years ago this man told the entire trade 
that publicity was necessary not only to increase 
but to conserve our business. I am satisfied to 
leave to the judgment of the men in our industry 
how correct he was, and whether this campaign 
is successful or not. Some day there will be a 


successful campaign waged and due credit will 
always be given to the late Morris Eisenstadt, 
former head of the Eisenstadt Mfg. Co., of this 
city. 


I have another reason to be grateful for coming 
to St. Louis and that is it gives me an opportunity 
to publicly express my own personal appreciation 
and that of the National Jewelers’ Publicity As- 
sociation to all the jewelers of the State of Mis- 
souri, under the leadership of Geo. G. Gambrill, 


president of the Eisenstadt Mfg. Co. that this State 


produced its full quota for the Million Dollar fund 
for publicity. They deserve the praise and com- 
mendation of the entire trade. 

While we have tried to keep the trade informed 
through the trade press of the progress of our 
drive for a substantial fund to carry on an ef- 
fective campaign for Publicity, from 
many inquiries that these accounts are not always 
read, so I am going to briefly outline the situa- 
tion. 


we know 


Our drive from March 15 to April 1 produced 
subscriptions amounting to $304,000. These sub- 
scriptions were received from the following 
sources: Manufacturers, $131,430.50; retailers, 


$110,000; wholesalers, $51,270.99; importers (Dia. 
& Stones) $13,160. 

While this is a substantial amount we did fall 
short of our Million Dollars, lack of funds forced 
us to curtail our activities. We issued to the 
trade through the trade papers a statement show- 
ing the result of our drive and waited for some 
sign from the trade to guide our future activities. 
We soon began to receive letters from many 
sources, all of them requesting that we continue 
our efforts, and that under no circumstances 
should we permit publicity to become a dead issue. 

This demand was so wide spread that we de- 
cided to follow out our original intention of hav- 


ing the subscribers elect the Advertising Com- 
mittee. The following committee were elected: 
Chas. A. Whiting, Whiting & Davis Co., Plain- 
ville, Mass.; Geo. Ernest Fahys, Joseph Fahys 
& Co., New York city; Wm. H. Joers, Hayden 
W. Wheeler & Co., New York city; Sydney Y. 
Ball, Norris, Alister-Ball Co., Chicago; M. C. 


Meyer, Joseph Ii. Meyer Bros. Co., Brooklyn, 
N. Y.; Fred G. Gruen, Gruen ‘Watch Co., Cin- 
cinnati, O.; C. J. Brotherly, treasurer American 
National Retail Jewelers’ Association, Newark, 
N. J.; Arthur A. Everts, Arthur A. Everts Co., 
Dallas, Texas. 


The Chairman of this committee, C. A. Whiting 


called the first meeting here in St. Louis on 
Monday of this week, he also issued a letter to 
the trade calling for payment of the first year’s 


subscription, frankly stating to the industry that 
the activities of his committee would necessarily 
have to be guided by the financial support given 
to it. 

I want te call to your attention to what is being 
done in other industries in the way of association 
advertising. Various associations have carried on 
campaigns for different purposes, I have classified 
some of them as follows: 


1. Habit-forming Campaigns—Educating Pub- 


lic to New Methods: Trust Company Division 
of the American Bankers’ Association, Portland 
Cement Association, Indiana Limestone Quarry- 


men’s Association, Associated Tile Manufacturers’ 
Association, Davenport Bed Makers of America, 
American Walnut Manufacturers’ Association, 
Oak Flooring Manufacturers’ Plate 
Glass Manufacturers of Coffee 
Trade Publicity Committee. 

Concentrating demand of 
styles—thus allowing 


Association, 
America, Joint 


smaller number of 
simplification in manufac- 








3. Protecting an industry from attacks because 
f popular misunderstandings: National Electric 
Light Association, National Lumber Manufac. 
turers’ Association, Common Brick Manufacturers’ 
Association, American Face Brick Association, 
National Kraut Packers’ Association, Joint Coffee 
Trade Publicity Committee. 

4. Promoting sales by forming general back. 
ground for’ individual members’ advertising: 
Joint Coffee Trade Publicity Committee, Saye 
the Surface Campaign, National Association of 
Ice Industries, Portland Cement Association, 
National Electric Light Association, Oak Flooring 
Manufacturers’ Association. 

5. Increasing consumption of an 
article: Joint Coffee Trade Publicity Committee, 
Associated Knit Underwear Manufacturers of 
America, America Face Brick Association, Na- 
tion Terra Cotta Society, Save the Surface Cam- 
paign, National Kraut Packers’ Association, Oak 
Flooring Manufacturers’ Association, Indiana 
Limestone Quarrymen’s’ Association, Northern 
White Cedar Association, Arkansas Soft Pine 
Bureau, Western Red Cedar Association, Auto- 
motive Wood Wheel Manufacturers, Cast Iron 
Publicity Bureau, Wallpaper Manufacturers’ As- 
sociation, California Redwood Association, Hard- 
wood Manufacturers’ Institute, California White 
and Sugar Pine Manufacturers. 

6. Correcting bad trade practices: American 
Malleable Castings Association, Rubber Associa- 
tion of America, National Association of Ice In- 
dustries. 

7. Expanding the sales season: 
Association, Society of American 
Ornamental Horticulturists, National 
Outerwear Association. 

8. Teaching the public to recognize and ap- 
preciate quality: Copper and Brass Research As 
sociation, American Malleable Castings, Associa- 
tion, Plate Glass Manufacturers of America. 

All of the above campaigns are classed as sw 
cessful, many of them notably so. The Greet- 
ing Card Association succeeded in _ distributing 
their business throughout the year,—formerly ” 
per cent of their business was done during the 
holiday period. 

Portland cement have increased their production 
from 17,000,000 to 137,000,000 barrels per year. 

In two years the.coffee people increased their 
sales 399,000,000 pounds. 

If the paint and varnish people can secure an 
increase of 22% per cent this year over 1923, it 
will have doubled the business of the industry i" 
three years. : 

“Say it with Flowers’”—This association raised 
a million dcllars for a four-year campaign—their 
advertising has indeed popularized the idea of send: 
ing flowers as tokens of cheer as well as harbinger 
of sympathy. So thoroughly has this idea been 
promulgated that the failure to send flowers 's 
regarded as a breach of etiquette and this applies 
to anniversaries and other festive occasions quite 
as much as in sickness or death. , 

Many other successes could be noted, covering 
every line from flowers to salt fish and cowhides. 

Before a man can put his heart into co-operative 
advertising he must realize that a competitor 
not an enemy, but an ally, and that by helping 
him the man likewise helps himself. Getting n¢¥ 
business is not a matter of inducing the cus 
tomers of a competitor to come to you for pro” 
ducts similar to what they were getting at . 
other place. Extra business should be a 
from without, and this is the purpose of concers® 
publicity. In order to build more business for 
an industry the public must be educated to oe! 
for and consume the products of that Industry. 

I ask the entire jewelry industry, are all these 
opportunities so successfully grasped by other * 
dustries open to us. 

I say to you they are, and waiting for “= 
they waited for other industries until they woke 


established 
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Florists and 
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up to the possibilities. Is our trade going to 


waken ? : 
, Are we going to be big enough to do for our 
industry collectively that which we cannot do as 


individuals ¢ ’ 

Or are we still going to slumber on while all 
the other progressive industries are increasing 
their business. ’ 2 : 
What is the matter with the men in our in- 
dustry? Everyone within our trade knows that 
there is something lacking, knows that something 
has gone wrong, knows that volume is lacking, 
and knows that something must be done if we 
expect to prosper or even stay in business. This 
is the problem of everyone not any one set of 
men, It must be treated by all of us as our 
problem. Signing your ‘pledge card or sending 
in your check is not your full duty, you must 
sll publicity so thoroughly to yourself that you 
will go out of your way to sell your neighbor, 
sell it to everyone with whom you come in con- 
tact in the jewelry business, become so enthusias- 
tic that the other fellow will have to join you. 
Look into the subject of publicity, learn what it 
has accomplished, visualize what can be accom- 
plished for your own business, sign your pledge 
card, send your check in, and see that the other 
fellow does likewise if you have to use a mallet, 
in future years he will thank you. 

What can a national publicity association do 
for me is a perfectly natural question to come 
from a retail jeweler. 


1. Concentrate the attention on 
the jewelry store. 

2. Co-operate with fashion paperes, news- 
papers, better homes’ bureaus in correctly feat- 
turing the wares the jewelry store carries. 

3. Co-operation with the jeweler in pro- 
viding proper copy for his individual adver- 
tising, seasonable booklets at the minimum of 
cost. 

4. Window display cards, 
plans. 

5. Expanding sales over the entire year, 
especially featuring Xmas, Easter, and wed- 
ding periods and special day features. 

6. Intensive campaign one week each muath 
featuring diamonds, watches, jewelry, clocks, 
diamond mountings, silverware and so on 
throughout the year. . 

7. Educating the public to an appreciation 
of quality. 

8. Educational 
people. 

9. News articles for your local papers on 
the goods you sell, talks for your various 
clubs, schools, etc. 

10. Co-operative advertising in your own 
community. 

11. Co-operating when possible with na- 
tional and Iceal style shows. 

12. Advance information to the dealer on 
new patterns. 

13. National advertising. 

14. National publicity. 

15. Tie-up of local co-operative and in- 
dividual advertising with national program,— 
tie-up with national advertisers that all effort 
will concentrate on increase of sales. 


public’s 


window display 


sales plans for the sales 


Will this kind of service be a benefit? How 
can it be otherwise? By serving you in this 
manner will increase your sales, increased sales 
means increased profit. Increased sales and _ in- 
creased profits for you means increased business 
and prosperity for the wholesaler, manufacturers 
and importer. 

I would be ungrateful today if I did not thank 
the retailer of the country for the large measure 
of support they have so generously given to this 
movement. Your president and your treasure, 
both of whom live in my section of the country, 
have rendered invaluable service to this move- 
ment. But your association must suffer the 
penalty of being great, you are the largest and 
Strongest national association within our trade. 
Through the wise leadership of your officers you 
m4 taking up the major problems of our indus- 
ty and have adjusted some that a few short 
gti seemed almost impossible. Your work 
Stirs ad protien is to be commended by the 
lag €. While not fully successful, no 
condition ge = offered on that score, considering 
aa S.. You did well to accomplish the sav- 
8 you did which I understand will amount to 
approximately $13,000,000. 


Ne are now in the midst of the greatest prob- 





THE JEWELERS’ CIRCULAR 


lem that has ever confronted us—and that is— 
are we going to have a publicity campaign or not? 
The answer to this question can be put off no 
longer. We must tackle this subject like real 
he-men and put it over, or suffer our industry 
to continue to loose its place in the march of 
progress. If we don’t want publicity collectively, 
we must say so and drop it. 

This movement can be put over by your as- 
sociation, and to my mind your association is the 
logical one to do it and I sincerely trust that 
one of your decisions at this convention will be 
to take it upon your own shoulders and see that 
the full quota for the retail trade is supplied 
by them. Can you imagine the effect this will 
have throughout the balance of our trade. 

If you create sufficient interest among the re- 
tail trade to supply their quota, you will soon 
create a desire on the part of all delinquents in 
the other branches of our industry to get his 
name on the honor roll. 

Realize that publicity associations today are 
more important to the life of industry than any 
other trade organization and are so _ recognized. 
Because it is the short-cut between the industry 
and the consumer—and the only means of carry- 
ing the message of the industry that will produce 
increased business, and supply to the dealer what 
he needs to help him in his individual business. 

Co-operative advertising has its effect with your 
bank, and is recognized as an asset to the in- 
dustry, more favorable consideration is shown 
to progressive merchants. 

In telling you gentlemen assembled here today 
representing as you do a large body of retail 
jewelers throughout the entire nation and the 
largest trade organization that one of the most 
vital steps that you can take today would he 
backing to a successful conclusion the raising 
of a sufficient fund for an effective publicity cam- 
paign. 

I want to impress upon your minds that this 
is a task that can only be accomplished by per- 
sistent and consistent hard work. The time has 
past when mere perfunctory endorsements of this 
movement count. 

When you decide to take upon your shoulders 
this work it must be gone at systematically. It 
must be agreed upon by you gentlemen here 
today and you must work out a program where 
each State in the Union will be represented and 
each State must supply efficient and enthusiastic 
workers so that they will put their shoulders to 
the wheel and complete this task in so far as the 
retail end of this is concerned. The retail 
jewelers quota is $333,000 of which $110,000 has 
been pledged. It is then entirely within the 
power of the retail jeweler to say that all must 
support the national publicity campaign for our 
industry. 

This might possibly appear to some as bordering 
on the use of strong arm methods, but I, for 
one, am willing to stand up here and say to you 
that this step is so vital, so important, so neces- 
sary to our business that the man or men con- 
nected with this industry that cannot see how 
necessary it is, should have a club used on him. 

The National Jewelers’ Publicity Association 
stands ready and willing to co-operate to the 
fullest extent with any organization within the 
trade that will lend its assistance towards the 
completing of the work of this all important 
movement. 








Two American negro soldiers were dis- 
cussing musical instruments. 

“Yar,” said one, “I’se gwine ter git me a 
eucaliptis.” 

“A what?” queried the other. 

“A eucaliptis—dat’s a musical instrument, 
fool.” 

“Go on, nigger! You can’t kid me—dat’s 
one of de books of de Bible.’”—The Angler. 





Mrs. Carrot and her two-year-old son, 
Jimmie, were calling on Mrs. St. Clairt. 
Mrs. St. Clairt caressingly took Jimmie on 
her lap, and looking fondly into his eyes, 
asked: 

“Where did you get those big brown 
eyes ?” 

“Aw,” responded Jimmie, “they come with 
my face.” 
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A WORD to the bride—and the bridegroom 
as well, In the hustle and bustle of excite- 
ment you will probably find little leisure to 
devote to the choosing of appropriate gifts 
for your bridesmaids and ushers. You can 
eliminate all worry and useless searching by 
coming at once to William Wise & Son. 
Within a few minutes’ time you can select 
for your friends the very tokens you will be 
proudest to give and which they will be 
happiest to receive. A suggestion or two for 
the bridesmaids: Bar-pins, cuff pins, pend- 
ants, jewel cases, vanity boxes, bracelets, 
earrings, meshbags. For the ushers: Scarf- 
pins, cuff links, pocket knives, belt buckles, 
fountain pens, cigarette holders and cases. 
And all at prices that are as low as, if not 
lower than, those of other leading jewelry 
establishments. William Wise & Son, 
Brooklyn, N. Y. 
*x* * * 

Why women wear jewelry. Simply be- 
cause it makes them more attractive by em- 
phasizing the beauty of natural characteris- 
tics, or the prettiness of a costume, That is 
why jewelry is fashionable and always in 
demand, Knowing this, Rudd & Rix’s makes 
a feature of having the new styles in designs 
and color effects when they first come out. 
Bracelets, bar pins, rings and necklaces being 
especially in vogue, we have exceptionally 
fine displays, priced from $1.00 to $5.00 and 
up. 

When a man joins a lodge it is a distinc- 
tion conferring many advantages on him and 
something rightly to take pride in. To make 
membership known by wearing the emblem 
of the order is a good thing—helpful to 
both the member and the society. Lodge 
members will find Rudd & Rix’s stock of em- 
blem jewelry most satisfactory to choose 
from. Official insignia of the various degrees 
of fraternal organizations are shown in rings, 
charms, buttons and pins at decidedly reason- 
able prices. 

Give pearls. Whether you seek a gift 
for the graduate, the debutante, or the 
matron, a string of pearls from Rudd & 
Rix’s is a faultless choice. For fashion 
says pearls must be worn by all women, on 
all occasions, 

So, being the height of style, and enhanc- 
ing wonderfully the charms of youth and of 
maturity, every woman greatly desires pearls. 
Uniform and graduated pearls in necklaces 
of all lengths. Guaranteed to give thorough 
satisfaction, 


Rupp & Rix, Inc., Ilion, N. Y. 
*x* * x 


THE engagement ring. You owe it to your 
lady, young man, to pick the most important 
gift in her life, with the greatest care. 

You can’t afford to take chances with 
THAT gift. Both of you want to be proud 
of it before your friends. So you want to see 
that it is flawless, of guaranteed worth, and 
in keeping with the sentiment behind it. 

Diamonds are so easily misjudged, that 
they should only be purchased at places of 
known reputation, and reliability. 

We guarantee every stone that we sell. 
You run no chances when you make your 
selection here. 

Joun E. Bone, Corning, N, Y. 
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has come to have a definite meaning. It 
stands for the utmost in fair dealing, qual- 
ity and service. It has likewise earned its 
reputation for value and satisfaction. 


So, taken together, to use V. T. F. Watch- 
glasses means 100% satisfaction and service. 


More cannot be offered; more cannot be 
asked for. 


Hammel, Riglander & Co. 


Exclusive Wholesale Distributors 


NEW YORK, U. S. A. 
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Autuor’s Note.—Realizing that there is a scar- 
city of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands preeminent as a clean profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precision instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of ac- 
curate time pieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, “watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are ‘old 
stuff’ to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.; that of interesting and im- 
parting information to the beginner.—L. B. P. 








(Continued from Technical Issue of Aug. 6) 


Question.—What kind of stock should be 
used and how may it be prepared for mak- 
ing the taps and drills that the watchmaker 
requires? 

ANSWER.—We have mentioned previously 
that old or worn dental burrs are of ex- 
cellent steel and quite suitable for making 
many smal] tools, such as taps and drills. 
Such burrs are, of course, hardened and we 
must anneal them before we can use them 
lor our purposes. The quickest and easiest 
method of annealing quantities of such stock 
's to make a small tube that may be filled 
with stock and closed on each end to ex- 
clude the air. This may be easily accom- 
plished by selecting a piece of iron tubing 
‘lightly longer than the burrs or stock we 
wish to anneal. The ends should be faced 
off flat and a cap made and faced off flat to 
fit over each end. Then we may drill a 
hole in the center of each cap and fit a 
/s round head machine screw through the 
two caps. One cap may be threaded to en- 
Gage the thread, while the opposite hole is 








simply a loose fit. In using this tube we 
simply fill it as full as possible, observing 
due care to place all of the stock parallel 
in the tube. Then we draw the two caps 
tightly together by means of the screw and 
we have a package of stock that is prac- 
tically air tight; at least, it is sufficiently 
air tight to use for annealing our stock 
without the formation of excessive scale. 

In cutting threads upon steel by any 
process, whether to make a tap or a screw, 
the steel should be water annealed. This 
may be done by heating the steel to a cherry 
red, and allowing it to cool to a point just 
below that at which it would harden if 
quenched in cold water; if, at this point it is 
quenched, it will, instead of hardening, be- 
come very soft, with peculiar characteristics. 

When annealed in this manner, steel is 
not softer than when annealed by other 
methods, but it is tougher and more fibrous, 
adapting it particularly well to stand the 
strain of threading, without crumbling or 
stripping. If we observe reasonable care, to 
have the work of proper size, smooth, full 
threads may easily be produced. If the 
workman desiring to practice this method 
of annealing will be careful to quench the 
steel just after the point of recalescence has 
occurred, he will be quite likely to obtain 
the desired results, although this may not 
always hold true with all grades of steel. 
However, it should hold good with the dental 
burr stock, which are usually made of 
Stubb’s or Crescent steel, 

QuEstTion.—What system of measurement 
may we use m preparing the tap and drill 
bicnks and what style of screw plate is most 
suitable ? 

ANSWER.—In sizing our tap and drill 
blanks, we may use the regular Stubb’s drill 
rod gage and reduce the stock to fit the 
various holes in such a gage. This method 
of sizing is not extremely accurate, but it is 
sufficiently accurate for our purposes in this 
case, Swiss screw threads are _ not 
standardized and taps that are made to a 
certain screw plate will not always inter- 


change with other screw plates, even of the 
same style. However, the regular 25 and 
30 hole, double notched screw plates will be 
found to run fairly uniform and if we use a 
screw plate of this style and make our taps 
and drills to correspond it will be quite 
satisfactery for our purposes. In _ the 
regular Swiss screw plates, it will be 
observed that there are two rows of holes. 
The writer has used this style of screw 
plate for a number cf years and has also 
examined many screw plates of the same 
style. In all cases, we have found that the 
two rows of holes are identical. The object 
in having two rows of holes combined on 
one plate is simply a “safety first” measure; 
in case a certain hole is damaged in any 
manner, we may simply shift to the required 
hole in the opposite row. This matter is 
mentioned as some workmen assume that 
one row of such screw plates are made 
oversize to facilitate threading of stock. 
The writer uses a Swiss screw plate that 
has given good service and is as near 
standard as we may reasonably expect in 
this class of tools. This plate is 30 holes, 
double row, each hole double notched. It is 
stamped as follows: “Martin Fils—Swiss.” 
Just below the hole in the upper end is the 
letter B. The holes are marked as follows: 
7-6-5-4-3-2-1-00-0-1-2-3-4-5-6-7-8-9-10-11-12- 
13-14-15-16-17-18-19-20-21. 


QueEstTion.—What sizes may we use in 
sizing the tap and drill blanks? 

ANSWER.—The following table will apply, 
with fair accuracy to the above plate. 

Tap and drill sizes for Swiss screw plate. 


Tap or Hole Tap Drill Body Drill 
7 36 29 
6 39 3 
5 40 33 
4 42 35 
3 43 36 
Z 44 39 
1 45 40) 
00 47 41 
0 50 44 
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Tap or Hole Tap Drill Body Drill 
1 52 46 
2 53 49 
3 54 51 
4 55 53 
5 56 54 
6 57 55 
7 60 56 
R 64 57 
9 65 60 

10 67 63 
11 68 66 
12 71 68 
13 73 69 
14 76 72 
15 77 73 
16 78 74 
17 78 74 
18 79 75 
19 79 75 
20 80 76 
21 80 76 


A hard wood block should be prepared to 
contain the above sizes of taps, tap drills and 
body drills. We may fit such a block per- 
manently in one of the bench drawers, then 
when we wish to make a new screw, we find 
taps and drills in convenient form and ready 
for use. 

Question.—What method is most suitable 
for turning the tap and drill blanks to the 
required sizes. 

Answer.—A box tool is especially suitable 

for turning a number of pieces to any de- 
sired size. It is a special too] made to fit 
the tailstock spindle. A hardened block is 
secured in the end of the box tool by 
means of a set screw. ‘This block is simply 
a piece of steel rod cut off and drilled to 
the exact size of the tap and drill stock. 
A cutter is set in the tool at right angles 
to the stock and may be adjusted to any 
depth of cut. A stop may also be used to 
obtain any length of cut. The box tool is 
made for most watchmaker’s lathes or it 
may be made by the watchmaker for any 
particular make of lathe. It is nothing new, 
but it is an extremely useful tool. When 
the boxtool is once set for any particular 
size, it is a very simple matter to turn 
one or a dozen blanks to size, Furthermore, 
all of the blanks will be perfectly straight 
and very smooth, and no further work will 
be required to finish them. 
_In making the taps and drill blanks, it 
‘sa very good idea to make at least a half 
Cozen of each size. Then we may have a 
surplus on hand in case of breakage. This 
is especially desirable in the smaller sizes, 
which are necessarily frail and easily broken, 
although the breakage may be eliminated to 
4 certain extent if the taps and drills are 
used with due care, 

In preparing the blanks for sizing, we 
will assume that same have been properly 
annealed. Then they should be cut to a 
standard length and the ends faced off fairly 
flat ; this should be done simply to save the 
cutting edge of the box tool cutter. 
th hen a piece of stock may be gripped in 

€ wire chuck and with a few trials, we 
may adjust the cutter to the proper depth, 
eat pg the larger sizes and working 
sais ae ist to the smaller sizes. As the 
tha tap drills will be of the same size, 
pte ay make a dozen of each size in the 

ve table, which will give us six blanks 
‘ach for taps and drills, 
(To be continued) 
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Present Day Requirements and Ad- 
vantages of the Watch Repairer 








Address of L. N. Cobb, With Webb C. Ball Co., Cleveland, O., Before the Recent Convention of 
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ig has been my good fortune to have been 

directly connected with the watch mak- 
ing and repairing branch of the jewelry busi- 
ness for something over 40 years. I do not 
agree with some that all the good has van- 
ished with the. good old days when I was 
young. In fact, I am inclined to think that 
the watchmaker of 40 years ago didn’t have 
to be much of an expert to meet the require- 
ments of those days. The new generation 
of watchmakers have real problems to solve. 

It is less than 40 years ago that the rail- 
road inspection was considered necessary— 
in fact watches were comparatively few. The 
largest watch companies in this country had 
made about a million watches each—mostly 
18 size. The six-size was the smallest. 

It is about 35 years aga that O-size made 
its appearance, produced by American manu- 
facturers—and the watchmakers were not 
pleased to work on them. It is unnecessary 
to comment farther on comparative sizes. 
We all know the result of the wrist watch 
innovation. 

Our serious problem of today is to find 
men that can make the average man’s watch 
keep good time and the small wrist watches 
run at all. 

The production of watches both large and 
small have increased enormously—whereas 
watchmaking as a trade has not appealed to 
the young men in sufficient numbers to fill 
the demand. 

Realizing the necessity of more workmen 
and with the encouragement of many of the 
jewelers, several schools in the United 
States and Canada have come into existence. 
These no doubt have been helpful to those 
who could avail themselves of the oppor- 
tunity of taking a three years’ course, in 
which time, if industriously and intelligently 
spent, a man should be in a position to han- 
dle a large proportion of the general work 
brought into a store. It is quite possible 
that lack of interest to learn the watchmaking 
profession is because there has been no ap- 
parent standard to attain—no recognition of 
his ability. A sign “watchmaker” meant 
nothing. 

Realizing that something must be done to 
elevate the standard and stimulate the watch- 
maker to higher ideals, the creation of the 
Horological Institute of America met the sit- 
uation most admirably. 

If I may be permitted I will quote from 
the 1922 American Retail Jewelers Asso- 
ciation Year Book, as follows: 


*At a conference held in Washington, 
D. C., on May 19 and 20, 1921, the 
technical requirements of competent 
watchmakers were discussed, as well as 
the relation of manual training in pub- 





*From the Booklet “The Purpose of the Horo- 
logical Institute of America” written for the In- 
stitute by Robert F. Nattan, of the Jewerrers’ Crr- 


CULAR. 


lic schools to watchmaking, the future 
of training watchmakers in America, 
the scarcity of competent watchmakers, 
the certification of watchmakers, means 
for stabilizing the watchmaking profes- 
sion, the standardization of curricula in 
horological schools, and the relation of 
vocational education and rehabilitation 
work to watchmaking. A Ways and 
Means Committee was appointed for in- 
creasing interest in watchmaking, also 
a committee on the feasibility of estab- 
lishing a national horological institute. 

The American National Jewelers As- 
sociation during its convention held in 
Buffalo, N. Y., adopted this significant 
resolution : 

“To supply our country with a suffi- 
cient number of competent and expert 
watchmakers is one of the great tasks 
and problems confronting not only the 
jeweler, but the people of America and 
the United States as a nation. We ap- 
plaud the advent of the Horological In- 
stitute of America recently founded in 
Washington, D. C., recognize in its 
founding the beginning of a new era for 
horological advancement in our nation, 
pledge to it the full support of our as- 
sociation and hereby call upon all the 
jewelers of the country to give to it their 
most complete co-operation, moral and 
financial.” 

The institute started its career linked 
up with powerful allies, its advisory 
council including representatives of a 
number of government bureaus and sci- 
entific organizations. The institute is 
most fortunate in this respect, for its 
work will thus be greatly facilitated 
and its prestige enhanced. 

It should be made clear that the Horo- 
logical Institute of America is un- 
biased, scientific, free from all partisan 
influence of every kind, working in co- 
operation with the National Research 
Council and ready to give and to re- 
ceive co-operation from all other or- 
ganizations and individuals for the ad- 
vancement of the science of Horology in 
America. Its executive office is located 


_ in Washington, D. C., where it is in 


close touch with all the above mentioned 
government bodies. 

The Horological Institute of America 
aims to be of service to every branch of 
the industry and to individuals inter- 
ested in any way in precision in time- 
keeping. The certification of watch- 
makers is only one of the institute’s 
functions. The institute decided upon 
three grades of certificates, a first, a sec- 
ond and a third grade, in order to en- 
courage certification and to make it 
available for as many applicants as pos- 
sible. 

The Horological Institute of America 
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aims to encourage and stimulate the less 

experienced individual to strive for the 

higher grade of certificate, the acquisi- 
tion of which will be to his own eco- 
nomic advantage. 

Standardization and certification, it is 
hoped, will advance the professional 
standing of the watchmaker’s vocation 
and make it more inviting to the intelli- 
gent youth of this country. 

Examinations for certificates will be 
prepared in collaboration with the 
United States Bureau of Standards, 
which will be utilized as the central ex- 
amining agency. These examinations 
will test both practical skill and tech- 
nical knowledge. Arrangements have 
been completed by which applicants 
without regard to their geographical lo- 
cation, may be conveniently certified. 

Your earnest co-operation and support 
are urgently solicited. ] 

Personally I am interested in the Horo- 
logical Institute of America for two rea- 
sons—one as important as the other. 

Heretofore an application from a watch- 
maker meant nothing. He no doubt could 
tell what a good man he was on paper or 
by word of mouth, but all too often a few 
days’ work convinced you that you had the 
wrong man—with the result you were 
afraid to answer an advertisement or em- 
ploy a man that you did not know about. 

The jeweler will soon know that when a 
man applies for a position, if he has a cer- 
tificate as a certified watchmaker, or still bet- 
ter, certified horologist, he at least has a man 
that knows how and has proved that he can 
do the work required by the Horological In- 
stitute of America. In addition to this, a 
display of the certificate or by advertising 
your customers will have more confidence in 
your ability to serve them properly and 
thereby get a better price for your work. 

It will benefit the workman in a like man- 
ner—he will have greater confidence and re- 
spect for himself. He will realize two things 
—that a job well done is worth more than a 
job guessed at. He should be able to make 
more money for his employer and automati- 
cally more for himself. 

I hope the time is not far off when the 
certified watchmaker will be in demand. I 
am sure if he has earned this certificate he 
will be of greater value to his employer and 
himself and even more so to the people who 
entrust their timepieces in his care. 

Considering the fact that the Horological 
Institute of America was organized less than 
four years ago, there is every reason to feel 
encouraged, that it is being looked upon 
with favor. 

To date there has been granted 334 Junior 
watchmaker and 102 certified watchmakers’ 
certificates, 

California leads the list with 63 Junior and 
17 certified watchmakers. 

Ohio hasn’t seriously caught the spirit—14 
Junior and 5 certified. 
; Ohio, the best state in the Union, let Cal- 
Hornia beat us more than four to one. The 
little state of Massachusetts has a score of 
almost double those receiving certificates 
from Ohio, 
a it because we can't or is it because we 

ve been asleep at the switch. I know we 
can make good. 


What we want to know—are you going to 
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use your influence and support to inspire the 
watchmaker in your store to obtain these 
certificates which we believe will benefit the 
employer and the employe, and lift the pro- 
fession to higher ideals to do better work, 
give the customer better satisfaction and 
make it a better paying proposition. 





Greater Cincinnati Horological So- 
ciety Encouraging Certification 
of Watch Makers 





Now that the first group of members of 
the Greater Cincinnati Horological 
Society have submitted their applications to 
the Horological Institute for examinations 
officers of the local association are sending 
out letters to watchmakers and repairers in 
Covington, Newport and other surrounding 
Kentucky cities. They are also getting in 
touch with watchmakers in Hamilton, 
Middletown, Dayton and smaller Ohio cities 
for the purpose of developing men to a 
higher degree of proficiency in the watch- 
making industry. At the July meeting of 
the society a class of 15 filed applications 
for examination by the Horological Institute 
and with this as an incenfive it was decided 
to expand the campaign and include those 
of the smaller cities. The society also has 
sent a letter to all jewelers within the Cin- 
cinnati district which reads in part as 
follows: 

*“The Horological Institute of America 
ushered into existence by the National Re- 
tail Jewelers Association, and with the co- 
operation of the U. S. Bureau of Standards, 
is systematically working to arouse the 
interest of the watch repairers to greater 
efficiency by offering graded certificates for 
proficiency in their work. Our relationship 
with the former brings us more or less in 
contact with the latter, and as the National 
Retail Jewelers Association deals only with 
the interests of the retail jewelers, we both 
are working from different angles to the 
same common end. 

“Tt is evident to all that whatever 
affects the retail jeweler must affect the 
watch repairer; consequently we should both 
strive to eliminate such conditions that will 
affect our best interests. That such help 
is needed is evidenced by the present state 
of affairs in the allied jewelry trades rela- 
tive to the inroads made by outsiders 
affecting the illegitimate selling of merchan- 
dise pertaining to the jewelry business, that 
for generations past have been in their care. 

“Our society is at present engaged in 
organizing a class to take examinations for 
the first grade, or junior watchmaker de- 
gree. Other classes will be arranged in the 
near future. Our aim is to have all mem- 
bers take the second or Certified Watch- 
makers degree. 

*Editor’s Note—The First Conference of the 


Horological Institute of America was called by the 
National Research Council, Washington, D. C 








Crerk: “Can you let me off tomorrow 
afternoon, sir? My wife wants me to go 
shopping with her.” 


Employer: “Certainly not; we are much 
too busy.” 
Clerk: “Thank you very much, sir; that'll 


suit me very nicely.”"—The Passing Show 
(London). 
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Importance of the Watch and Clock 
Industry 





Speech of Russel A. Cowles, President of the 
Ansonia Clock Co., Broadcast at Washington, 
Dp. € 


6 E hand that rocks the cradle may be 

the hand that rules the world,” said 
Mr. Cowles, “but the hands on your clock 
that indicate the passing of time, play no 
mean part in the affairs of mankind. It 
may not be generally known that there are 
over 30,000 alarm clocks made in the United 
States every working day, and at least 25,- 
000 inexpensive watches of the kind that 
sell from $1.50 to $2 each. In addition there 
are thousands of other types of clocks and 
watches manufactured. The total each day 
is not far from 100,000. When you buy an 
alarm clock and pay two or three dollars for 
it, you do not realize the value you are 
getting for your money. 

“If you could see the clock in process of 
manufacture, you would appreciate the enor- 
mous amount of detail necessary in the con- 
struction of this time piece. For example, 
in the manufacture of our ten day alarm 
clock there are 181 different parts. In the 
manufacture of our chime clock which you 
have heard this evening there is a total of 
564 parts. The assembling of all these parts 
and putting them into their proper places 
and finally turning out a time piece that 
will function accurately day after day and 
year after year would appear to be a task 
of considerable magnitude, but as in other 
lines of manufacture in which instruments 
of precision are produced, it is all a part 
of the day’s work. 

“There are 14 different trades engaged in 
one factory,” continued the speaker, calling 
attention to the experts in escapements, tim- 
ing, adjustment and assembling. He stated 
that about 50 per cent. of the cost of making 
an alarm clock is for labor, and for the 
cheap watch 90 per cent. went for labor.” 

Radium was next discussed and the dials 
treated with this substance were explained. 

The opportunity for keeping watches and 
clocks constantly adjusted through the 
Arlington signals was pointed out. The 
speaker stated that only 1/100 of a second 
was lost in re-broadcasting Arlington time 
throughout the country each night, and that 
this afforded a wonderful opportunity for 
keeping timepieces accurate. 

In closing, he asked his listeners to write 
for pamphlets on the care of the clock and 
literature on the products of the Ansonia 
Clock Company, which would be sent to 
those interested. 








Tommy and Billy had been fighting on 
their way home from school. 

The teacher received this note the next 
day: 

“Dear Sir—As one of your scholars hit 
my boy in the eye with a stone, he can’t see 
out of it. So will you please see into it?”— 
New York Globe. 





A YOUNG negro was asked where he came 
from. He drew himself up proudly: “I’m 
from the first State in the Union, sah.” 
“New York?” “No, sah; Alabama, sah.” 
“But Alabama isn’t the first State in the 
Union.” “Alphabetically speaking, sah; al- 
phabetically speaking.’—Home Booster. 
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HERE are certain fundamental princi- 

ples that always tend to make a success- 
ful institution or a great man. In either 
case it will be found that selfishness and 
jealousy was eliminated, and whenever we 
find a man or an organization ready and 
anxious to help others, there will be found 
progress and stability. 

If ever there was such an institution it is 
the Horological Institute of America, and 
those who knew Mr. Speir, its founder, will 
remember he had a countenance that lighted 
up when he got enthusiastic about the In- 
stitute. Surely there was no desire for any 
personal gain on his part. At his death he 
demonstrated beyond a doubt he fully in- 
tended that the work he so ably started was 
destined to go on after he had completed his 
part of the task. His generous gift of 
$10,000 will help to put the Horological 
Institute of America on a financial basis 
for years to come. 

If you will make a careful survey of the 
men who are giving their time and study 
to this important matter you cannot help 
but see that there is only a desire on their 
part to put the science of watchmaking on 
a high plane. I want to emphasize this, 
because I firmly believe that the greatest 
obstacles in the way of our success in im- 
proving watchmakers are these very two 
things: Jealousy and selfishness. 

Watchmakers perhaps more than any 
other class of artisans are prone to keep 
their knowledge to themselves rather than 
impart it to others. They seem to have the 
idea that if they pass their knowledge along 
to the other fellow, they will lose theit 
business or their jobs. They forget that 
even in small places two good workmen will 
get more to do for both, than one good and 
one poor one will. 

The only real opposition that has come to 
the notice of the Certification Committee 
has come from a class of workmen who are 
not willing to improve themselves, and think 
they will lose their livelihood if new men 
are taught the trade, or a higher grade of 
watchmakers are produced. The facts are, 
we have hundreds of good mechanics in the 
trade who could and should improve their 
work; and we need hundreds to take the 
Places of those who are leaving the bench 
to enter other activities. 

Don’t confuse yourself with the idea that 
there are not at present many fine workmen. 
While the number is far from adequate, we 
have some of the best watchmakers in the 
world right here in this country. However, 
the Jewelry trade is in a very critical con- 
dition at this time, and if we intend to have 
the jewelry store continue as such, we must 
hot forget that the watch-repair bench is a 
very important part of it. 

You may put your watch-benches upstairs 
or out in the back part of the store, but 
one thing you cannot do, and that is to 


run a distinctive jewelry store without doing 
repair work. When you alienate the work- 
bench you become a department store and 
lose all the prestige that belongs to the 
jewelry store. 

In walking down your local streets don’t 
think for one minute that the people you 
meet always say, “that is my jeweler.” It 
will be worth much to you to have them say, 
“there is the man who. makes my watch 
keep time”; and right here let me say you 
must charge enough so that you can wear 
the clothes and have the dignity of a pro- 
fessional man, which you will be as a cer- 
tified watchmaker. “The apparel oft pro- 
claims the man.” 

I have a friend who is chaplain in a re- 
formatory. One day he passed by a man 
who was being taught the plumber’s trade. 
He paused to speak to the young man and 
noticed a kind of safcastic smile on his 
face. Seeing this the chaplain asked the 
cause, and the answer came back that he 
was sentenced for petty larceny, and now 
they: were teaching him grand _ larceny. 
Take the plumber as an example when you 
sell your watch repairs, and you will be 
able to make your watch bench pay. 

Even banks are putting the president’s 
desk in the front window, and don’t lose 
sight of the fact that the successful jeweler 
will always need to have his watch benches 
where they can be seen by the customers. 
That is what makes the jeweler. Both your 
customers and the wholesale traveling men 
judge you by the size and condition of your 
watch rack. We know that many of the 
large stores in big cities are putting their 
repair departments out of sight, but I be- 
lieve that they will find that the people want 
to see what is done with their repair work, 
and if such stores are to remain regular 
jewelry stores they will have to put that 
department in a location of some importance. 

The customer associates the watchmaker 
with the jewelry store and a large propor- 
tion of the trade is brought into the store 
the first time to have some kind of repair 
work done. If the repair is properly done, 
and the clerks take advantage of their op- 
portunity, then is the time that the cus- 
tomer is made a permanent one, and when 
in need of a diamond, watch, or jewelry, 
the chances are in your favor that he will 
come to you. The drug store must sell 
drugs, and a jewelry store is a jewelry 
store only when it conducts a first-class 
repair department. 

What is it that pays your rent and over- 
head expenses during July and August, Feb- 
ruary and March? What is it that has 
kept us all going these last few months of 
business depression? I am speaking of the 
distinctive jeweler now. Don’t go back on 


your best friend—the watch-bench. 
You may ask what this has to do with 
improving watchmakers; it is this: 


If the 
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jeweler has to stay a jeweler he must em 
phasize the repair dapartment, that is what 
makes him a jeweler. If he wants to run 
a department store this will not be of in. 
terest. The important thing is that if he 
would save himself, he must become a bet 
ter workman or employ higher grade watch- 
makers. The Horological Institute of Amer- 
ica is endeavoring to raise the standard. 
It is going to do it. 

Think of the prestige that has come to 
the jeweler by being recognized by the 
National Research Council, and the United 
States Bureau of Standards. Today the 
emblem of the MHorological Institute of 
America hangs in the Academy of Science 
building, one of Washington’s finest build- 
ings, and the Institute holds its meeting in 
this place dedicated to science. The presid- 
ing officer sitting in his chair looks out upon 
the beautiful Lincoln Memorial, the finest 
monument ever built to anyone. Who could 
not get inspiration in such an environment? 

The practical part of the Horological In- 
stitute of America is done by the Certifica- 
tion Committee, the workings of which you 
are somewhat familiar with. Too much 
cannot be said in favor of certification. The 
young men who are becoming watchmakers 
will be certified, and it is the hope of the 
Institute that all will see the great benefit 
that will come to them by holding this cer- 
tificate of efficiency. Where would the doc- 
tor, dentist, or optometrist, and many other 
professional men be if it were not for the 
certificates they hold? Why not make 
watchmaking a profession? It is more dif- 
ficult than any of the others. Think of the 
great advantage of having this endorsement 
of the Horological Institute of America to 
work under. 


The Horological Institute of America is 
national in its scope and founded on prin- 
ciples which will cause it to stay. It is 
financed so it can continue, and with the 
assistance of those whom it benefits most 
it will become the head of the watch pro- 
fession of the world. Already steps are 
being taken to make it international, and 
this at the request of foreign countries, 
much older in the trade than we are. 

In a letter signed by Ch. Constantine, of 
the firm Vacheron & Constantine, he says: 
“IT also read with great interest the report 
of the meeting of the Horological Institute 
of America, in Washington, May 14. I am 
glad to see it was voted to co-operate with 
the movement suggested by M. Raverchon 
some time ago to promote the science of 
horology internationally.” 

How shall we make better workmen? 
Lawyers are not made in lawyers’ offices, 
or doctors in doctors’ offices, or expert ma- 
chinists in a machine shop any more. They 
are all taught in universities now. The day 
of the apprentice is over. We all know 
that technical schools are necessary. I am 
glad and proud to see this large number of 
graduates here at this convention from one 
of the largest and best schools. I believe 
this gathering of so many watchmakers is 
a splendid omen, and if you all, and many 
more throughout the country, will get back 
of this Horological Institute of America and 
be members of it, and get certified, the prob- 
lems which have troubled us in the past will 
be entirely wiped away. The fellow who 
walked around the world said that the first 
hundred miles were the hardest. 
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Get the he Bradley Way 


Connect up with the Horological Department 
of this Great School and become an expert in 
your line, proving your claim by delivering the 
goods. 


This is the best time in the year to begin your 
course, so do not dally. 


You have promised yourself this course, now 
go after it. 
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Dept. C, Peoria, Illinois 


asking for our latest art catalogue. It is free 


for the asking. 
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= We have practically reached our first 
thousand certified watchmakers, and feel 
sure that the certificate will be seen and 
asked for pretty well throughout the country 
within the next five years. 

Here is an extract from a letter received 
at the U. S. Bureau of Standards: 

“Our watchmaker, , is leaving 
ys to engage in the manufacturing business. 
He passed your examination as a certified 
watchmaker, and in engaging another watch 
repairer we would like to have one that also 
has passed. We are writing you to see if 
you could put us in touch with one who 
holds a certificate and would like a posi- 
tion.” 

Also, one from a high-grade watchmaker 
who was at first skeptical: 

“Personally I have nothing but the high- 
est respect for those who can visualize and 
have the faith to carry on in the face of 
obstacles, without thought of compensation, 
a work which will benefit their fellowman. 

“Not having known Mr. Spier, my eulogy 
of the man would not count, but I do know 
that the words, ‘Freely give, freely ye shall 
receive,’ were not spoken in vain, and I feel 
that he has been called to make greater 
work than this earth provides. 

“IT wrote you rather sharply once regard- 
ing the H. I. A., giving you my ideas, not 
because I thought I could criticize the meth- 
ods of the Institute, but to open your eyes 
(as I thought) to what was necessary in 
the future, and I note with pleasure in the 
report you enclosed that effort toward pub- 
licity is beginning to be made. Never in 
the history of civilization has man been so 
well informed of values in mechanical lines 
as he is today, and the moment it is brought 
to the attention of the public that watch- 
makers can be certified, and that men who 
are capable of passing judgment (masters), 
are issuing the certificates, just that soon 
will the Institute be relieved of the necessity 
of asking watchmakers to certify. The pub- 
lic will see to it. 

“Answering your question directly—yes, 
I do think the efforts of these men and the 
movement are entitled to the highest con- 
sideration, and I do not think the average 
watchmaker realizes what the profession is 
up against. The apprenticeship system is 
gone, and while the various reputable 
schools are serving in a conscientious man- 
ner al! who apply, the supply of real watch- 
makers nowhere near meets the demand, and 
the following generation will feel the need 
of high-grade workmen, or I miss my guess. 

“This condition is partly due to the lack 
of incentive furnished by the profession, 
partly due to the lack of dignity attached 
thereto, and partly because the average 
dealer cries, ‘We can only get second rates,” 
and when a real workman is recommended 
they hedge about wages. Men should study 
this more, for be it known that the natural 
law of compensation provides that you can- 
not take more out of a man than you put 
in him, 

“I think I have said enough to show you 
the profound regard in which I hold the en- 
deavors of the Institute. I am sorry that 
geographically I am located so as to be of 
no use, for my services would be freely 
given and I hope the time will come soon 
where I can substantially prove my mo- 
tives,” 

It is our great desire to have established 
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a great university and we have a vision of 
it somewhere in America, where at least 
500 boys, with a high-school education, can 
always be in training and become fine tech- 
nical watchmakers. If the jewelry business 
is to continue to improve something of this 
kind must be started. There must be some 
person or persons in this great land with 
the vision and desire to perpetuate their 
names by financing this university in the 
interest of time. 

Further, the science of timekeeping is 
becoming more important. It would seem 
that such a university should have a group 
of buildings, consisting of an administration 
building, and two school buildings, one de- 
voted entirely to watchmaking and one 
where jewelry making and repairing, en- 
graving, optometry, and salesmanship would 
be taught. Also, a building devoted to ex- 
hibits of all past achievements in horology, 
and all new devices as they may come along, 
including radio. This latter building to be 
surmounted by an observatory. This may 
seem somewhat of a dream but it is entirely 
practical, and with some of the money the 
jewelers of America waste in many less 
important things it could be accomplished. 

In this university a high-school boy would 
receive a high-grade technical education 
both in ‘practical work and also the ele- 
mentary lines. 

Another great step in the right direction 
is the determination of watch importers to 
see to it that we import only timepieces of 
merit, and to have such watches “certified.” 
I know that they have made no mistake in 
selecting John J. Bowman as chairman of 
the committee to carry on this work. 


One of the great helps in improving 
watchmakers is the fine co-operation given 
by all the trade papers in keeping before 
the trade workmen the objects of the good 
schools, and the Horological Institute of 
America. 

Without honesty a jewelry store cannot 
be conducted. A good workman knows 
when he delivers a watch with the job well 
done that he is honest with his customer. 
If he deceives with his work he will be 
mistrusted in his wares. 

There is no effort on the part of the 
Horological Institute of America to force 
certification. It is purely voluntary on your 
part. We believe, however, that the certifi- 
cate displayed in the window or at the 
watchmaker’s bench will be a great help to 
him. 

In closing I want to emphasize the fact 
that throughout our own experience in the 
formation of the Horological Institute of 
America, and the many activities following, 
there has always been the finest spirit of 
co-operation from all concerned, and the 
great desire and idea seems to be an intense 
desire to be of real use to the trade in 
general. 








Several of the fashionable Nashville, 
Tenn., jewelry stores have installed pretty 
gift departments. In others the silver room 
is a feature. Nashville jewelry stores 
abound on Fourth Ave., Church St., Union 
St., and a few on Broadway. While the 
city has developed much in _ suburban 
growth, so far the jewelry stores stay with 
the down-town district. 
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Watch Built Into a Coin 





THE accompanying illustrations are actual 

size pictures of a watch which a master 
watchmaker, Joseph Diirr, of Frankfort-on- 
the-Main, built into a Frankfort Republic 
“thaler.” He did this in so ingenious a 
manner that the naked eye cannot observe 
any change in the appearance of the coin, 
except the presence of the two keyholes for 
winding and setting the watch. Neither the 
rim nor the surface of the coin show any 
trace of manipulation. 

In making this watch Diirr cut a “thaler” 
into two disks with a fine saw. Then he 
built in the works and joined the disks with 
four tiny screws. It took him about two 
and one half years to complete his master- 
piece, 

Die Deutsche Uhrmacherzeitung (German 














WATCH BUILT INTO A COIN 


Watch & Clock Makers’ Journal) has the 
following to say of the “Thalerwatch”: 

“With a fine saw Diirr cut a so-called 
Frankfort ‘Romerthaler,’* one side of which 
bears an impression of the ‘Romer,’ into two 
halves or disks. These he neatly turned 
out. Then he inserted the flat works in such 
a manner that the diminutive hands actually 
tell the time on the tiny dial in the clock 
tower of the ‘Romer.’ The hands are at- 
tached to a centre wheel which protrudes 
from the centre of the dial. With the works 
in place he joined the two disks of the coin 
with four small screws. The outer thickness 
of the ‘thaler’ is 2.9 mm. (or a little less 
than % inch), while the inner thickness, 
including purchase space, is about 2.5 mm. 
(1/10 inch). The circle of figures on the 
dial has a diameter of 2.2 mm. (about 9/100 
inch), and is covered by a crystal which is 
held in place by a 3 mm, (3/25 inch) glass 
bezel. The crystal measures 2.8 mm. 
(28/250 inch) across, the minute hand is 
1 mm. (1/25 inch) in length, and the hour 
hand 0.8 mm. (8/250 in.). 





*Roémer is the name of the famous city hall at 
Frankfort-on-the-Main, in which, in mediaeval 
times, the Roman-German emperors were elected. 








“THERE’S a man outside, sir, that wants to 
see you about a bill you owe him. He 
wouldn’t give his name.” 

“What does he look like?” 

“Well, he looks like you’d better pay it.”— 
Cassel’s Journal. 





, 


“FRANCES,” asked her mother, “was that 
young man smoking in there last night?” 

“No; why?” 

“Well, I saw some matches in there on 
the floor.” 

“Oh, that’s just where he struck some 
matches to see what time it was.”—."/ug- 
wump, 
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Let us supply you with 
soft platinum plates, 
solders and wires, also 
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We manufacture real green 
green gold—plates, wires, 
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18Kt., also white golds and 
red golds. |) 35 Jue ©. 0) © 8). 


Gold, Silver, 


Platinum and White Gold Wedding 


Ring Blanks. 
Mountings. 
Purchasing and Sales Dept.: 
5 So. Wabash Ave. 


Fancy White Gold 


Selections Sent on Request. 


CHICAGO 


Refining and Manufacturing Plant: 
317-319 E. Ontario St. 














T. 





Gold, 


Platinum 
Refiners and Assayers 


B. HAGSTOZ @ SON 
709 Sansom St., Philadelphia 


Silver 











We remit promptly tur your 


Scrap Gold, Platinum, 
Silver, Etc. 


You'll like that service. Goods returned 
on demand if remittance is not satis- 
factory. 


A. ROBINSON & SON 


REFINERS 


149 Canal Street New York 
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MESH BAGS 


AND ALL TYPES OF 


SILVERWARE 
Repaired and Replated 


Quickly—Perf ectly—Economically 


Our service on all varieties of silverware and bags 
(velvet, silk, bead and leather) assures unfailing sat- 
isfaction to you and your trade. 


Send in Your Work Today. 


SWARTZ & CISKE 


The Silversmiths Bldg., 10 S. Wabash Ave., CHICAGO 











JOHNSON MATTHEY & COMPANY, INC. 


BULLION MERCHANTS 
CHEMISTS AND METALLURGISTS 


Dealers in Platinum, the Precious Metals and Rare Earths 


JOHNSON MATTHEY & CO., LTD. 
Hatton Garden, London, E. C., Eng. 


Official Assayers and Refiners to the Bank of England 


36th Floor, Woolworth Building, New York 





a 






























September 3, 1924 








THE JEWELERS’ 





[Answers are also solicited pan our readers to the questions published on this page.]} 
No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 3969.—Cement for Odd 
Shape Watch Glasses —/ have been un- 
able to obtain a satisfactory cement for 
cementing bracelet watch crystals, both 
round and odd shapes. I have been using 
a certain cement and since it has settled, 
with quite a lot of sediment, tt seems to 
work better, but is not wholly satisfactory. 
Can you advise me of a suitable cement for 
this purpose’?.—J. O. E. 

Answer.—-The writer has used the cement 
that you mentioned just once, and cannot 
recommend it, as it dries hard and finally 
crumbles and is useless for our purposes. 
Strictly speaking, a cement to be really effi- 
cient, should unite with the surfaces to be 
joined to form a truly cemented joint. In 
this case, we wish to join metal and glass 
and it is a very difficult matter to indicate 
any special cement that will have like 
properties with metal and glass. It is quite 
true that large, flat surfaces may be united 
with a cement, but the action is usually that 
of cohesion, but not adhesion. An instance 
of this kind is where meta] letters are 
attached to show windows. 

The best cement that we have been able 
to find for cementing odd shape glasses, is 
clear lacquer, such as is used for lacquering 
silverware, etc. This lacquer, as obtained is 
too thin for our purposes, but if it is ex- 
posed to the air for a short time, it will 
evaporate to the consistency of cream. If 
a small amount of such lacquer is applied 
to the bezel and the glass then fitted in place, 
the surplus lacquer may be wiped off and it 
will dry in a few moments. Any slight 
smear that is left will be invisible and as 
the lacquer dries with considerable shrink- 
ne it seems to answer the purpose very 
weil, 


Question No, 3970.—Celluloid Cement 
—Bright Cut Aluminum.—J/ill you please 
mform me in satisfactory detail if celluloid 
spec rims, temples and other celluloid 
articles can he cemented so that they can 
be stretched or otherwise manipulated with- 
out risk of breakage. The so-called banana 
oil does very well on some trinkets, but will 
not stand stretching or the least strain. No. 
2—I would also like to know how cheap 
articles of aluminum can be bright engraved. 
! find that a polished graver does not answer 
the purpose, as it does on gold and silver. 
—W, A. 

ANSWER—No, 1,—We have repeatedly 
cemented spec rims which are made of cel- 
luloid built up nose pieces, temples, etc., 
which could be manipulated as desired. 
After they have been allowed to dry and 
they could be 
or otherwise manipulated with 


Ret thoroughly hardened, 
stretched 


very little risk of breakage. The so-called 
banana oil, however, is not suitable for this 
purpose; you should obtain a good celluloid 
cement. Then apply a thin coating to the 
joint and hold it firmly together for a few 
moments. When this joint has had time to 
dry, then apply some more cement and con- 
tinue to build up until the desired thickness 
of material is obtained. Then place the 
article in some warm place and allow it to 
dry for several hours. It will set and dry 
sufficiently to bear handling in a few mo- 
ments, but should stand for several hours 
in order to bear stretching. 

No, 2.—It really is a very simple matter 
to bright cut aluminum. Sharpen your 
graver and polish it in the same manner as 
vou would prepare a graver for bright cut- 
ting gold or silver. Then, when you are 
ready to engrave the aluminum article, keep 
the surface of the article and your graver, 
moist with kerosene. Of course, there are 
a few little knacks that will come with ex- 
perience, but the essential feature of the 
process is simply the application of the 
kerosene, 

Question No. 3971.—Formula for Red 
are very anxious 
to secure a formula for a very red gold alloy 
in 10Kt, and 14Kt., and of a very low melt- 
ing point so it can be melted on 14Kt. white 
gold. We shall greatly appreciate any in- 
formation you may render on this subject, 
through your Work Shop Notes—E. & B. 

ANSWER.—A good 10Kt. red gold may be 
mzde by melting together 10 parts of fine 
gold and 14 parts of pure copper. For 
14Kt. red gold, use 14 parts fine gold and 
10 parts pure copper. 14Kt. or 18Kt. white 
gold fuses at a higher temperature than 
either of the above red golds, therefore, you 
should have no difficulty in fusing the red 
gold on the white gold in practically the 
same manner as you would follow in ordi- 
nary soldering operations. If an easier flow- 
ing red gold is desired, some of the copper 
may be substituted for the “Guinea” alloy, 
which may be obtained from the jeweler’s 
supply houses. A formula containing the 
“Guinea” alloy, would be as follows: 





PIS QUOI, 5,3 52s. cicroetasiaeree 14 parts 
FRE OVE isc tadaweeses 1 part 
PSNe COPDOE oisicisoe.cisé sie x 7 parts 
Cnuiriea aAMOY ..0.060 ca Bcc 2 parts 


This formula may also be worked out in 
10Kt. and also with a lower melting point 
by using 10 parts of fine gold and the same 
proportions of alloy as in the above formula. 

Question No. 3972,-To Remove Enamel 
—Please instruct me how to remove enamel 
from emblem rings, etc.—P. B. 

ANSWER.—There are various methods of 
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removing enamel from articles of jewelry. 

No. 1—Place enough hydrofluoric acid in 
a wax cup to cover the article; in a few 
hours the enamel will dissolve and may be 
readily brushed off. You should be very 
careful in using this acid as it produces 
very painful burns if allowed to come in 
contact with the skin. 

No, 2.—Make a paste of powdered fluor- 
spar and sulphuric acid and cover the article 
with it, which will remove the enamel. This 
is also dangerous and the fumes should be 


avoided as well as avoiding handling the 
substance, which is in reality hydrofluoric 
acid. 


No. 3.—Place a few small pieces of sodium 
cyanide on the article and heat all to a red 
heat, then cool in the regular pickle; this 
will quickly remove the enamel. It is also 
the safest method to follow in removing 
enamel by chemical means, although the 
fumes should also be avoided. 


Question No. 3973.—Test for Genuine 
Ruby or Sapphire Jewels.—Please advise 
me of a practical test so that an apprentice 
may know that he is getting genuine ruby 
or sapphire jewels and not imitations or 
garnets.—V, C. 

ANSWER.—-The most practical guide for 
the novice is to examine the workmanship 
of the jewels in question. It is very seldom 
that fine material is wasted by being poorly 
made up. Likewise, good work is never 
wasted on poor material, so we may safely 
consider that the workmanship is a very 
practical indication of the quality of the 
jewels. The flat surfaces should be truly 
flat, not merely smoothed off and polished. 
The curved surfaces should be truly curved, 
also each should be so finely polished that 
“cross lines” are not discernible through a 
double lens magnifying glass. Of course you 
will understand that an expert workman can 
quickly observe the difference between high 
grade and poor jewels and this judgment 
comes from experience; therefore, you 
should carefully examine high grade watches 
and cheap watches and compare them. 


Question No. 3974,—Rusty Hairsprings, 


—What causes a_ hairspring to rust 
in spots, a few weeks after leaving the 
shop? Is it possible that perspiration~can 


do it by handling the hairspring with 
tweezers? —J, A. & Co. 
ANSWER.—It does not require very much 


carcless handling to cause a hairspring to 


rust. Some workmen have a_ habit of 
handling the balance and hairspring with 
their fingers. Perspiration will quickly 


cause a spring to rust. Neglecting to dry 
the hairspring thoroughly after cleaning will 
cause it to rust, also, using a pair of tweezers 
that are used for “any old thing” is very 
poor practice. 

Every workman should have several pair 
of fine pointed tweezers, that should be used 
for hairspring work and nothing else and 
they should be kept in an oiled leather tip 
when not in use. Some workmen, after 
cleaning a watch will hold it in their hands 
while observing the action; he may notice a 
particle of dust. Instead of using a soft 
brush, he will blow it away. A few days 
later he finds a rust spot and cannot account 
for it. We should never blow our breath 
on a balance or any part of a watch, as the 
slightest amount of moisture may cause it 
to rust. 
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Precious Metals 


PLATINUM 


In all Degrees of Hardness 
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The Protection Ring Guard 


Has No Points to Catch or Scratch 


EASY TO PUT ON 
D. LAMPERT & CO. 


Made in 14K Yellow and White 
Capitol Bldg. CHICAGO, ILL. 





The Lion Safety Pin Clutch Co. : 
Pat. Feb. 20, 1917 100 W. 2ist St., Room 411, New York Pat. May %, 
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Reviving the Art of Engraving 








By George A. Banner* 

















Part IV 
(Continued from issue of Aug. 2) 


pyscel PTIONS on jewelry and silverware 

form a large percentage of the work of the 
engraver, and here let me comment on the 
pernicious habit of putting in contractions of 
words instead of spelling them out in full. 
Spread the inscription out; it not only looks 
better but it is also more easily read. 

Don’t put “&” for “and,” “Co.” for “Com- 
pany,” and “Jan.” for “January.” 

Inscriptions on loving and prize cups should 
always be in as large a type as possible, as 
it is the inscription that counts on such a 
prize cup and takes somewhat the form of 
an advertisement, or, better still, a monu- 
ment, and has a message to convey and so 
should not hide itself under a bushel of small 
type, but should be bold and easily seen. 
All engraving should err in being on the 
big side rather than on the small, as nothing 
looks worse than a little bit of a letter on 
a large space, like the proverbial pea on 
a drum. 

Now, Mr. Jeweler, if you have any clerk 
in your store who is artstically inclined put 
him to work to study up and practice up 
on engraving, as it is not beyond any one 
learning it if they are inclined that way. 
Then you will be in a position to revive a 
lost art and add a lot of good profit to your 
business, for, believe me or not, if someone 
does not take the bull by the horns soon 
there will be no engravers to be had at 
any price! 

There are no earthly reasons why a per- 
son cannot learn to engrave themselves with- 
out going to any school, as once you are 
able to draw the letters the rest is just a 
matter of practice and keeping a good edge 
on the graver. 

The illustrations herewith show different 
styles of letters and also how to draw mono- 


"Author of “Practical Engraving on Metals. 


” 


grams from the rough sketch up. This will 
held the beginner to get a good understanding 
of the basic principles of the different types 
of art monograms now in use. 

Begin by drawing letters at every odd 
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moment and after you have mastered this 
the rest will follow as easily as the night 
the day. 

And in lettering silverware bear in mind 
to choose a letter that goes with the period 
of the design. Goldsmith, the English 
writer, once said: “French women never 
trick out a squabby Doric shape with Corin- 
thian finery.” This can also be applied to 
engraving. Choose a style in keeping with 
the design of the article to be engraved. 

In the designing of monograms there is 
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Such as is here depict- 
edin genuine photo- 
graphic reproductions 


of a case repaired by our expert mechanics stands out 
as a beacon light in forceful blazonry in attestation of 
the high-grade work turned out by this house. For 
over 30 years we have specialized upon the complete 
restoration to original shape of seemingly worthless 
cases and have builded a reputation for superior work 
surpassed by no other watch case repair house in the 
country. Irregardless of how badly battered up a case 
may be, we restore it to its original shape speedily and 
accurately, and especially solicit work refused by other 
firms because of the difficulties incident to successful 


WATCH CASE REPAIRING 


Work by mares a meee the oe sasteiing 

care as work brought in, and you can safely expe 

receive the same courteous treatment which has for so AS IT LEFT US 

long a time characterized our house. Our prices are OURS IS THE HOUSE THAT 
right. We add only a fair and legitimate profit to the “DELIVERS THE GOODS" 


AS IT REACHED US actual cost of the job. We don’t believe in killing the : 
ece of workis absolutely guaranteed tobe right. Send 














goose that laid the golden egg—we expect you to come back, and so treat you accordingly. Every pi 
—_ and price list, or, better still, favor us with a trial order. You'll be glad to know us. Send for prices on special work. 
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SAVE GOLD! fortable at your work and 
SAVE TIME! you will do more. Telephone Cortlandt 5222 


SAVE MONEY! 
USE THE WORLD’S MOST EFFICIENT 
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“nest inestment 1 oer | LEAN POLISHING FILES 
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frend Doubled our DUST COLLECTOR : 
returns, from the refi —PATENTED— AMERICAN-SWISS FILE & TOOL CO.’s 
er. MAKES f ’ 
shop  possible.’””  ‘“Get A powerful, easy running, noiseless machine, AMERICAN GAS FURNACE CO.’S 

Gas Furnaces for Melting, Annealing, Enamel- 


9g i ps “ve — with ball bearing support for the suction fan 
OF 30 - * powerful suction of air at each dust hood draws ing, Hardening, Assaying, Etc. Positive Pressure 


aww — - > away the dust from the work. oe floor space. Send Blast Blowers. 

‘‘10e saved from each Little power. Electric lighted dust hoods. 

watch case polished.’ Sel{-contained—complete, set up and ready to run. Anchor Tool & Supply Co., Inc. 
——— Formerly Tool and Supply Dept. of 

E. P. REICHHELM & CO., Inc 
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Compact, Strong and Reliable—only 2x4 feet 
floor space—some models larger, some smaller. 


You doubtless already know that the world’s worst scourge among civilized people has to do 
with lung affection. You help it along when you breathe metal laden dust. This machine 
will breathe in all this dust and save your health—Act Today. uy oO our Oo er 
LEIMAN BROS 60-62 LISPENARD ST. NEW YORK 

¢9 Makers of Good Machinery for 35 Years 


The finest Tower Clocks in the world are made by Jewelers 
The E. Howard Clock Company of Boston. Also a us CRUCIBLES ford Assayers 
very complete line of substantial and accurate clocks RK cosh Refiners 
for the bank, office and school. Sey wal 

Write us for full information Efe | J.&H. BERG od i 


THE E. HOWARD CLOCK CO. 


2 : 373 Washington St., Boston 309 Broadway, New York : 
31 North State St., Chicago THE BUYERS DIRECTORY 
Established 1842 . Price $1.00 
The Tewelere? Circular. 11 Tohn St.. New York 


Complete Enlarged New Plant Now Ready 


Repairing, Plating and Refinishing of Silverware — Bronzes — Mesh Bags 


Larger Quarters—Greater Facilities—Quality Work—Prompt Service 


GILBERTSON & SON New Location 434 pe Rhee Ave. a 
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great scope to make money as the pub- 
ic are always willing to pay for something 
original and unique and in doing this you 
have a chance to get away from the old cut 
and dried sample card. Make each mono- 
gram a thing by itself different from any 
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the rest will come easy but by all means 
learn the whole art of engraving if possible. 

Learn to draw the same monogram in 
different sizes’ as this will be very neces- 
sary when doing actual work; learn also 
to make the monogram drawn out long 
and narrow or short and squatty to fill in 
the different sizes of spaces one may be 
called upon to place them in. 





223 


slipping for want of looking after the money 
end of the business. : 

In illustration 19 are shown 17 different 
designs of monograms, No, 1 is the regular 
straight drop ribbon in its plainest form. 

This monogram can be further embellished 
if desired but it is not necessary as legibility 
is always more important when making a 
monogram than flourish. 
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OTHER STYLES OF LETTERING THAT CAN BE USED TO ADVANTAGE 


other and you will soon have your engraving 
business on the road to recovery. Repro- 
duced herewith will be found a few pre- 
liminary sketches for different styles of 
monograms, This is the way to roughly 
draft out the design as it saves time and 
gives you a quick idea of how it will look. 


In making mission monograms cut holes 
in thin sheet celluloid of different shapes. 
These will prove useful in getting the out- 
line at short notice. Mission monograms 
can be cut either in relief or otherwise. If 
in relief, charge double the price, usually, 
about $3 for wrist watch size and $5 for 


No. 2 is dropped block also of a plain 
order suitable for large pieces such as tea- 
sets and ivory. 

No, 3 is what is known in the trade as 
an art monogram. 

No. 4 a very simple Script monogram. 

No. 5 a more elaborate Script monogram. 














“~ PAIN A , PonoGRN}) oP 





20. 








x E16. i H) 
< ECHEt 
“A A 
/ THE SECRET OF THE “\ » 
BLOCK MONOGRAM ein 
THE LONG & THE SHORT a 
LETTER : 


WHEN PLACED TOGETHER 


FORM A MONOGRAM. Q setae 


tee 
~ 


2!. 








THE BLOCK. MONOGRAM LOOKS WELL WHEN PROPERLY DRAWN 


“a 1f you don’t care to spend the time 
behind th to engrave it will pay the clerk 
: € counter to learn enough to make 
 Naperg sketch to show the customer. 
Sens a, be done with a little practice. 
in the an Out in single hair line as shown 

the illustration (No. 17) after which 


a man’s watch. Always remember that 
when you do a good piece of engraving you 
are doing a work of art and-as such you 
should receive adequate remuneration for it. 

To raise the quality of the work you must 
raise the price. This applies to all branches 
of the jewelry trade which are now fast 


No. 6 a dropped block monogram. 
No. 7 a dropped Gothic, 

No. 8 three letter dropped Gothic. 
No, 9 slanted ribbon, 

No. 10 Gothic art monogram, 





(Continued on page 225) 
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[Patents Granted by the United States 
and the Registered Trade-Marks.] 


UNITED STATES PATENTS 








Issue of August 26, 1924 


1,506,010. BEAD STRINGER AND PACKAGE, 
Samuet Lapin, New York. Filed Dec. 22, 
1923. Serial 682,278. 2 Claims. ; 

A package of the class described comprising a 
card notched at its sides and ends, a length of 
thread or silk having its ends stiffened, wound in 


yw“ 
S2y 


two directicns on the card between the notches, 

a transparent wrapper enclosing the card and the 

thread or silk, the stiffened ends extending beyond 

the card and the wrapper to facilitate opening of 
the package. 

1,506,017. VANITY BOX. Atpert C. Lusuer, 
Waterbury, Conn., assignor to Scovill Mfg. Co., 
Waterbury, Conn. Filed March 7, 1923. 
Serial 623,348. 6 Claims. 

In a box of the character described, the combina- 
tion cf bottom and cover members, an_ interior 
Us 


Sj 


shoulder formed on the bottom member, a compact 
holder having a side recess, and a plate having out- 
wardly extending projections arranged to spring 
under the shoulder and projections extending op- 
positely thereto at an acute angle and engaging 
the recess. 

1,506,207. FASTENING DEVICE TO BE USED 
IN CONNECTION WITH MECHANICAL 
PENCILS, FOUNTAIN PENS, AND THE 
LIKE. Joun C. Want, Chicago, assignor to 
The Wahl Co., Chicago. Filed Dec. 26, 1922. 
Serial 608,954. 4 Claims. 

In a writing instrument a detachable cap, a plate 
fixed in one end of said cap to close the same, 
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said plate having a hollow cup-like member extend- 
ing into the interior of said cap, a cap member 
mounted above said plate and formed with a 
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circumferentially grooved depending projection 
adapted to extend into said cup-like member, resili- 
ent means in the latter to detachably hold said 
projection therein, said cap member being adapted 
to receive a securing element and be readily de- 
tached from said cap while the instrument is in use. 
1,506,356. MEANS FOR UNITING TWO METAL 
PARTS. Josepu Bort, Rochester, N. Y., 
assignor to Bastian Bros. Co., Rochester, N. Y. 
Filed Jan. 3, 1922. Serial 526,838. 1 Claim. 
The combination with a name plate, of a cup 
shaped member having its bcttom secured to the 
name plate within the edges of the latter, the 
annular wall of the cup shaped member being 
throughout its height substantially perpendicular to 
the rear face of the name plate and lying within 





the edges of the name plate, so that the name plate 
projects beyond the wall to provide an abutting 
surface, and a sheet metal part to which the name 
plate is secured having an opening and also a 
flat wall about the opening with which the pro- 
jecting portion of the name plate engages, the open- 
ing having projected about it an annular flange, 
the inner wall of which flares slightly adjacent 
the flat surface on the sheet metal member and 
the inner wall of the flange beyond said flaring 
portion being perpendicular to the flat surface of 
the sheet metal member about the opening and 
being engaged by the external surface of the an- 
nular flange of the cup shaped member, the diameter 
of the internal surface of the annular flange being 
slightly less than the diameter of the external 
surface of the cup shaped member and the diameter 
of the flaring portion of the internal wall of the 
flange on the sheet metal member being slightly 
greater than the external diameter of the flanze 
of the cup shaped member, and the flanges on the 
sheet metal member and the cup shaped membe: 
both being resilient so that when the flange f 
the cup shaped member is introduced into the 
opening of, the sheet metal member its edge is 
compressed by the flaring portion of said opening 
in order that the flange of the cup shaped membe: 
may enter the flange of the sheet metal member 
and, when the name plate about the cup shaped 
member abuts the flat portion about the opening 
in the sheet metal member, the flange of the cup 
shaped member will lie in the flange of the sheet 
metal member thus slightly expanding the latter 
and causing one flange to be in a condition of 
compression and the other in a condition of ex 
pansion substantially throughout both flanges. 
1,506,357. MEANS FOR UNITING TWO PARTS. 
JoseEpH Bott and Cuartes F. MiItTcHEL, 
Rochester, N. Y., assignors to Bastian Bros. 
Co., Rochester, N. Y. Filed Dec. 6, 1923 
Serial 679,030. 5 Claims. 
In combination with two members to be united, 
one of which is provided with an opening with 


a cylindrical wall, and the other of which has a 
cylindrical flange fitted in said opening, spring 
arms extending through said flange from a point 
within the latter to co-operate with the cylindrical 
wall in order to have binding engagement with the 
latter. 

1,506,439. BRACELET HOOK. Nets T. Ne son, 
Attleboro, Mass., assignor to J. F. Sturdy’s 
Sons Co., Attleboro Falls, Mass. Filed Jan. 
29, 1924. Serial 689,230. 5 Claims. 

A bracelet hook having a hollow body portion 
with an elongated shank formed in hook shape at 
one end, a tongue member co-operating at its 


£6 
Z 
27 F< 2 


£ 


outer end with the hock to close it, the opposite end 
of the tongue having a resilient arm housed in 
said hollow portion and said arm being folded 
back upon itself and serving as a spring to nor- 
mally hold the tcngue in closed position. 
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1,506,589. TWIN-COMPACT VANITY Casz 
Simon A. JAROSLAWSKI-FIORET, New Yok 
Filed Nov. 28, 1923. Serial 677,536. 3 Claims 

A vanity case comprising a pair of outer com, 
pact carrier sections each having an open end ané 

a closed end hingedly connected at the open ends 

for contiguous closed relation, an _ intermedia 

mirror carrying section hingedly connected to op. 


of the outer sections and adapted when the case 
is closed to extend partially into the open end of 
each outer section for frictionally retaining said 
sections in closed relation, and means spaced in. 
wardly from the open end of each of the outer 
sections constituting stops for engaging the Opposite 
sides of the intermediate section to limit the pro- 
jection of the same into the end of said outer 


sections. 
DESIGNS 


65,469. CANDLESTICK OR SIMILAR ARTI. 
CLE. Wiriiam Gets, Meriden, Conn., assign- 


or to International Silver Co., Meriden, Cont 
Filed June 23, 1924. Serial 9,950. Term 
patent 7 years. 

65,483. CUFF BUTTON. Witiiam McCiettas 
Taunton, Mass., assignor to Freeman-|augha 


f 


day Co., Chartley, Mass. Filed May 31, 19% 
Serial 9,757. Term of patent 3% years. 
65,488. FINGER RING. Atsert Nrota asd 


MicHaEL Marino, Newark, N. 
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21, 1923. Serial 6,236. Term of patent 7 Compound That Applicant Uses This Trade-Mark 
years. on is Composed of Gasoline, Chloroform, Ether, 
6495. COMBINED CLOCK AND BANK. and Other Minor Ingredients and is Used for 
Howarp R. Roserts, Chicago, assignor to Removing Dirt Stains and Grease Spots from 
Different Kinds of Cloth. Both of the Above 
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Stronghart Co., Chicago. Filed Dec. 30, 1922. Th} 

Serial 4,766. Term of patent 3% years. i WATCHES ' ) 
@,508. CANDLESTICK. Gustave E. Vitraret, 

New York, N. Y., assignor to William R. Noe TT) 























Specified Compounds Are Sold Under the Trade- 
Mark ‘‘Daniels New Life.” 
Claims use since July 28, 1923. 

Ser. 188,750. (CLASS 27. HOROLOGICAL 1N- 
STRUMENTS.) Fils de R. Picard & Co., 
Fabrique Invicta, Invicta Mfg. Co., La Chaux- 
de-fonds, Switzerland. Filed Nov. 23, 1923. 











& Sons, a Co-partnership of New York. Filed ' — ; , 
May 11, 1923. Serial 6,136. Term of patent Particular description of goods. — W atches, 
Watch Movements, Watchcases, Watch Dials, and 
Parts thereof. 

Claims use since about Jan. 18, 1904. 


7 years. 





UNITED STATES TRADE-MARKS 
[The following trade-marks have been adjudged 


entitled to registration under the Act of Feb. 20, cers ¥ ing 
1905, and are published in compliance with Section Reviving the Art of Engraving 


6 of said Act.] 








aa (Continued from page 223) 
Trade-Marks Registered August 26, 1924 
Ser. 178,052. (CLASS 28. JEWELRY AND PRE- 

CIOUS-METAL WARE.) Maratuon Co., No, 11 Script monogram dropped. 
Attleboro, Mass. Filed March 26, 1923. No. 12 Script monogram dropped. 
No. 13 Script monogram dropped. 
No. 14 art Gothic monogram, 
No. 15. slanted ribbon monogram. 
No, 16 art monogram. 
No, 17. art monogram, 








Other ideas for combining letters will 
suggest themselves to the student when 
working on these, try and spend at least an 

No registration rights are claimed for the word hour a day practising and you will soon get 
“Statite” apart from the mark shown in the draw- some idea whether or not you will make an 
ing; but applicant waives none of its common-law engraver of yourself, 


tights in said mark or any element thereof. 
Particular description cf goods.—Belt Buckles Anyway you may at least learn to make 





Made of or Plated with Precious Metals. a presentable sketch, which will repay you 
Claims use since October, 1917. for your efforts. 
“ Pn na (CLASS 4. ABRASIVE, DETER- The different styles of letters are: Roman, 
GENT, AND POLISHING MATERIALS.)  teatic. Block, Tudoresque, Glyptic, Tuscan, 
ED Dantets, Wichita, Kans. Filed Sept. 10, a ; , sis 
1923, Old English, Gothic and Script. 
t by words “Makes Old Watches New” are here- These are the principal forms of letters 
Y) Ss . . 
* Paumed as a part of the trade-mark. in use today. The block letter is derived 


Particular lescripti f : i 
Pah: description of goods.—Cleaning Prep- iS 1: awl 
aration for Watches, Clocks, and Small Instru. {rom the Latin, while the Italic is from the 
ments, Which is a Compound Made of Sodium Bi- Greek. These together with several new 


carbonate, Sodium Bitartrate, Acid Oleic, Acetone, ideas in lettering formed by using the old 


and Other Minor In 
or Ingredients Which Form a Liquid : — basis ake A 
i ‘les as a basis go to make up the styles 
= ton Used to Remove Dirty Gummy Oil and Re- style 4 vslltncsliiaae B I J 
ore Natural Original Luster to the Parts. Another now In use, 
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Now to conclude let us discuss the ques- 
tion of charges for work. In an address at 
Minneapolis Lewis De Hart said: “The 
average jeweler gets inadequate repair 
profits. This also applies to engraving. No 
engraving job should be done for less than 
25 cents. It is worth that much of the en- 
gravers time to sit down and do it. 

Then again the price of engraving flat- 
ware has always been too low as flatware 
requires very tedious work. No flatware 
should be done under 12 cents per letter. 
Prize cups should be not by the letter but 
by the job, a sketch being submitted first 
in every case. This also applies to all kinds 
of monograms, Never mind what the other 
fellow charges. If he wants to work for 
nothing that is his look out, not yours. 
Don’t work from the old out of date style 
card, submit a sketch, do the work better 
and different. Etch as well as engrave and, 
if necessary, combine both for effect. 
Make your work look better and different. 
Get out from under the old cut and dried 
methods of your ancestors and you will find 
that your business will improve. 








Importance of Accurate Bookkeeping 


(Continued from page 205) 








raise standards, decrease costs, and improve 
service in the jewelry trade is reflected in 
improved business throughout the trade. If 
every jewelry store was very efficient the 
public would soon appreciate that fact and 
patronize jewelers with great confidence. If 
you keep your store as efficient as possible 
by adequate standard records the whole 
trade will profit somewhat. If all jewelers 
had adequate standard records they would 
profit 100 fold. 








What Harvard Bureau Has Learned 
from the Successful Jewelry 
Merchant 


(Co ontinued ye om bag re 205) 


5. The successful jewelry merchant takes fre- 
quent inventery, valuing his merchandise at cost 
or market, whichever is lower. He does not trust 
to a mere book reccrd to show the value of stock 
on hand, 

6. The successful jewelry merchant takes his 
losses promptly. There are strong reasons for 
supposing that many jewelers would be better off 
today if they had valued their merchandise at mar- 
ket rather than cost at the close cf the fiscal year 
1920. 

7. The successful jewelry merchant takes his 
discounts. Long credit terms prcbably have in- 
jured more jewelers than they have helped. If the 
jeweler thinks he has nine months in which to pay 
for merchandise, he doesn’t put as much effort into 
selling it. Even if he has to borrow mcney from 
the bank to take discounts, he is better off than 
if he does nct take the discount. 

8. The successful jewelry merchant gets a re- 
latively rapid rate of stock-turn by means of 
classified records of sales, purchases and inventories. 
He knows what lines of goods are moving best and 
which are the slew movers. He cuts down cn the 
slow movers, and endeavors to keep his stock clean. 

9. The successful jewelry merchant knows in 
detail what it costs him to do business, and makes 
sure that he is getting value received for all his 
expense outlays. 

10. The successful jewelry merchant plans his 
business in advance as far as possible, making a 
budget of his income and outgo, and endeavoring 
to adjust his stocks to expected sales month 
by month. 
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